





“AMERICAN BRAND” CORDAGE 


A Complete Line For Jobs Big and Small 








STARLINE 
DAN 


Take a tip from Starline Dan! Like dairy 
farmers everywhere ... discover for your- 
self the extra features and quality of 
Starline equipment. They know Starline 
barn equipment means greater efficiency 
+++ more dollars in milk and dairy profits 
and extra cash for buying the needs of 
tomorrow. 


The wise dealer realizes that better Star- 
line equipment means better methods for 


farmers and increased profits for him. 


As more and more Starline equipment be- 
comes available, the opportunity grows 
for alert dealers to cash in on the tremen- 
dous customer demand. Starline’s novel 
plans for merchandising will cut selling 
cost... help Starline dealers to greater 
profits. 

TODAY'S OUTSTANDING BARN EQUIPMENT FEATURES 


Originated, Patented and Perfected 


ee 


STARLINE, INC. 


Harvard, Illinois 
Albany, New York 





These Star" Profit Makers 
RANK 30c ON FARMERS’ LISTS 








A GOOD IDEA 
TO KEEP 
UNDER YOUR 
HAT 


In the Pacific Area. 


4nd iny Meer, 


“On plang § wt mapa 
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The current Yale & Towne ad in the 
SATURDAY EVENING POST tells how top-secret 
war plans were protected by YALE... 
Whether it’s the Army — or Mr. Average 
Civilian —who wants maximum protection 
for his valuables, the specification is most 
often “YALE”. As so many lock experts 
have testified in Yale & Towne’s series soeoming pouryen were souble: 


cheeked to ve rity ther « 
of lock adventures—the name YALE on a sa a4 os 
Items iting, Bos! deliver’ 


lock means the most protection for the money were aranelerted 10 > upped 
m art 3X a Pombination lock. 

_..The Yale & Towne Manufacturing Co., ‘ 

Stamford, Connecticut, U.S. A. 





tells of these precaut i i 
“4 precautions is a rity value.”" 
life. He the hemreecaae civilian The Yale & Towne Rasetace ring ¢ 
a A lations require Stamford, Conn., U.S sts ‘cil an 
greatest possible security in handling famous Yale ous ret ( i om, 
KS, Door ers, 


top secret material. M 
. y own experience Hardw " 
has proved that the name ‘Yale’ on a ma Se ee inducer! 


~YALE - 


THE 
LOCKS RECOMMENDED BY THE WORLD'S LEADING LOCK ExPERts 


¢ The former Arm officer who lock has a universal recognized s 
ie. y 
Sat y 1 $ 


























The name YALE helfis gnrake the Sale 


Yale Puts 3 Big Sales Movers Into Your Business 
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Entered as second-class matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
Vol. 157, No. 11. 








Hardware Age, published every other Thursday by Chilton Co. ( Ine. de 
March 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. 





STYLED 
for YOUR 
FUTURE 


PORCELAIN 
ENAMELED 
WARE 
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Gleaming white with contrasting black in three coat 
enamel on heavy gauge steel combine extra durability 
with many exclusive patented features to make MEMCO 


the most wanted utensil of the future. 


Material shortages compel us to ask you not to order 
until we are in a position to make a definite offer. All 
our efforts are aimed to speed that day nearer. Good 


things are worth waiting for. 


The Complete MEMCO Line Now On Display At Our 


New York Office ° - ° ° « 200 Fifth Avenue 
Chicago Office - - - - - 1400 Merchandise Mart 
Boston Office - - - - - 25-27 Portland Street 


THE MOORE ENAMELING & MFG. CO. 


WEST LAFAYETTE, OHIO 
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1. Three-prong Cook's Fork. New idea 
. . « three prongs are stronger than 
twol Extra sturdy for smooth handling 





for « thoveand end ene stunts. Makes 
cooking a pleasure. 














Fraglishtown Calery Bah, 22010 Avene new 
BEBREEBEEE. 7 




























comes to ELECTRIC COOKING 


eek as a STREAMLINED TRAIN 


Now! an electric range to give 
Mrs. America the style she has 
dreamed of to “dress up” her 
kitchen. Gleaming white por- 
celain enamel and smooth, 
flowing lines with no cracks, 
corners or crevices, make Ad- . at 
miral ranges easy to clean and . 
keep clean. Here is truly 
America’s most beautifully 
styled electric range. 








Fla FEATURES 


@ Flex-O-Heat “no-skip” surface 
unit controls. 


@ Automatic cooking ...now simple 
as ABC. 


@ White plaskon hardware with 
chrome trim. 


®@ Big oversize oven. 


@ Roomy warming drawer. 





@ 7-qt. deep well cooker with 
Flex-O-Heat control. 


@ Two convenient outlets (one 
automatic). 
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ELECTRIC 
RANGES 
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ALSO DUAL-TEMP REFRIGERATORS * HOME FREEZERS © RADIOS... ADMIRAL CORPORATION, CHICAGO 
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NOW... 
a new 


and bigger 
Kromex 


KAKOVER 









@ Always in tune with 












the latest trends in merchandise 
design and style, KROMEX now offers 
a new and bigger Kakover! It’s the King-Size Kakover 
—with a glittering>dome-shaped top, shining lucite 









knob and sparkling glass plate. Thirteen inches in 
diameter, including the glass plate, it's just perfect for 
large sized Angel Food cakes. Of course it has the same 
exclusive ‘‘locking’’ feature that makes the regular 









Kakover so popular. Truly a stunning item—designed 






to meet a ready-made volume market. 






e@ And KROMEX is going all out to step-up the demand 
for the King-Size Kakover, with beautiful advertising 
in full-color reaching millions of your most responsive 















y customers. Watch for the King-Size Kakover ad in the 
June 15th Saturday Evening Post—the June issue of 
Woman's Home Companion and Better Homes and Gardens— 
and the July issue of Ladies’ Home Journal and American 
Home. For complete information on prices and deliveries, 
write KROMEX, Cleveland 15, Ohio. 

ENDURINGLY BEAUTIFUL 
0 Cleveland 15, Ohio 


MAY 23, 1946 
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All these Important Features eee 


Hardened and ground crankshaft bearing surfaces 

Ball and roller bearings on crank main shaft 

Needle bearings on crank pin 

Chain oil elevator (noiseless and dependable) 

Counterbalanced crankshaft to minimize vibration 

Generous oil reservoir with oil-level sight glass 
and handy filler 

Full floating piston pin 

Ultra-efficient air filter and intake muffler at base 
of cylinder 

Crankcase breather air filtered and protected from 
dirt and dust 

Non-corrosive stainless steel valve bodies and 


Less than half the parts to wear; 





















Less than half the chances of failure 


It’s entirely new and different, simpler than ever before! Doyle’s 
ingenious and exclusive dual cylinder two-stage air compressor 
cuts moving parts in half. Greatly reduces wear, friction and 
inertia losses. Chances of failure are cut, too. There are two less 
connecting rod bearings, one less connecting rod and piston pin. 
Only one crank throw. Use of heat-treated aluminum alloy for 
the connecting rod and tandem piston further reduces the recip- 
rocating mass, holding vibration and power consumption to a 
minimum. That’s why the WINDJAMMER is outstanding for 
its high delivery of air, its economy of operation, long life and 
reliable service. 


High and low Pressure Cylinders on One Center Line 


Both high and low-pressure cylinders cast in the same piece—with 
the two cylinder bores on the same center line—makes the 
WINDJAMMER simpler, more compact. and less liable to service 
troubles. The exclusive Doyle valve—of the : 
capsule type—insures quick access for repair 
or replacement, and holds servicing time to a // 
minimum. 





Needle bearings in high velocity fan 
Finned aluminum high-pressure cylinder head for 
high heat radiation 
Generous copper-finned cooling coils on inter- 
cooler and aftercooler 
Exceptionally deep and thin annular cylinder 
cooling fins 
Convenient belt adjuster 
Streamlined and accessible 
Precision manufactured 
Rugged, durable construction 


% Write or wire today for com- 
plete information. 
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FLEX-BLADE WORKS) 


340 W. 70TH ST. Dept. A-5 NEW YORK 23, N. Y. 


MAY 23, 1946 








There is a. “Tight” MEKAY (hain 
‘. for every job! 








Cuan is a specialized product. It should be bought and 
sold—not by the foot or pound . . . but to meet predetermined 
a - 
* McK-Alloy Chain * Harness Chains application requisises. Ths . 
* Hi-test Chain * Tie-Out Chains Each of the many types of McKay Chains is specifically 
a Ih er Ser ag engineered and manufactured to do a particular job—whether 
* XX Dredge Chain * Wagon Chains that job be lifting, logging, towing or holding . . . or any 
* Crown Dredge Chain * Breast Chains P P P P P 
© Sesame Shovel - Sling Chains other of a multitude of applications for which only chain 
; Beem Ghetne : peg ray provides the best, most dependable and most economical answer. 
Machine Chain * Repair Links So ... when you are selling McKay Chain—consider your 
* Victor Pattern * Feed Chains . P “e.8 a 
Coll Chain * Heel Chains customer’s requirements . . . and recommend the “right 
* Ohio P Cow Ti * Tire Chal ; : ; : 
aoa sich Oats — oe “— wed chain to ad his particular needs. The McKay Company will 
- Vietor Breast Chains - Log Chains gladly provide you with data to help you sell the complete line 
oy —— et eel of McKay Agricultural, Industrial and Commercial Chain. 
* Conveyor Chain * Stage Trace Chains 
* BBB Coil Chain * Stretcher Chains 









GENERAL SALES OFFICES: YORK, PA. 


ye > 8 > Cc COM PANY 
PITTSBURGH, PA 


TERE CHAINS 











WELDING ELECTRODES .. . COMMERCIAL CHAINS... 
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PRESSURE 
SWITCH 














IMPELLER SHAFT | 
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ry 
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—————— | 





| CONTROL VALVE] 


JACOBSEN 
DEEP-WELL 
TWO-PIPE 
JET 
SYSTEM 


FOR WELLS 
4’ AND LARGER 


MOTOR 


Of new design, it elim- 
inates several possible 
points of misalignment. 


PRESSURE SWITCH 


Attached to lower end 
ball of motor, it elimi- 
nates pipe nipples that 
break off and unsightly 
leads to motor panel. 





IMPELLER SHAFT 


Of Monel metal with no 
pump-to-motor coupling. 


CONTROL VALVE 


Of special design. Main- 
tains proper back pres- 
sure on ejector nozzle 
at starts, and frees im- 
peller from excessive 
back pressure as pres- 
sure in tank increases. 


EJECTOR-FOOTVALVE 
ASSEMBLY 


Bronze throughout with 
larger than normal water- 
ways for greater effi- 
ciency. Nozzle and ven- 
turi properly designed 
and machined. Footvalve 
poppet one piece. 














EJECTOR- 
FOOTVALVE 
ASSEMBLY 











JACOBSEN SINGLE 
PIPE WATER SYSTEM 


For wells 2” and larger, 
with depths from 30 to 
130 feet, this line par- 
allels the Two-Pipe Deep 
Well Pump in efficiency 
and performance. 


JET PUMPS 
BUILD REAL CUSTOMER 


Se cz ( oy 


When you sell Jacobsen deep-well and 
shallow-well jet pumps you sell these ad- 
vanced features: 


1. INTERCHANGEABILITY .. . 

Only one base casting is required for five different 
pump sizes, ranging from % to ] h.p. Volute inserts 
and impellers are matched for performance. 


2. OFF-SET INSTALLATION ... 

Jacobsen jet pumps can be installed where most con- 
venient — in the home basement, shed, farm building 
or other location away from the well or other water 
source. Unlike the old-type working head and cylin- 
der, the Jacobsen need not be placed over the well, 


3. MODERATE PRICE... 


Your customers will be agreeably surprised at the low 
cost of a Jacobsen, cousidering its long-wearing qual- 


ity and lasting satisfaction. 


It will pay you to investigate this modern 
home water system. A new catalog gives all 
the facts. Write for it. 


acolsen 


MANUFACTURING COMPANY 


RACINE, WISCONSIN 


| PIONEER MANUFACTURER OF POWER LAWN MOWERS 
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Guaranteed to take (4 ’ punishment! 


Model No. 17-S 
with 
Honeycomb Lens 











durable” Is THE WORD FOR ELEPHANT HIDE 
AND FOR THIS 3-CELL SERVICE FLASHLIGHT BY JUSTRITE 


It’s guaranteed unbreakable against ordinary usage — 
and it’s available NOW! 


Here’s a quality product that is making profits for thousands of hardware dealers 
all over the country. This Justrite Three-Cell Flashlight No. 17-S builds repeat 
business — it’s proven itself useful for a host of purposes. It’s proven, also, its 
reliability and long service. And it’s safety-approved by Underwriters’ Labora- 
tories, Inc., and the U. S. Bureau of Mines, for use in many hazardous locations. 


The flashlight has a plastic case, molded in one piece without seams or 
cemented plastic parts, that is guaranteed unbreakable under any ordinary 
conditions. It is shorter than the usual two-cell flashlight —fits in palm of 
hand, stands on base, or attaches to belt with clip, making it easy to carry 
and use. Has signal flasher switch, space for extra bulb. 


Can Provide Two Types of Light 


When used with regular lens, this finely-built Justrite Service Flashlight pro- 
vides a powerful “spot” beam of about 1800 candle-power. When a wider 
spread beam is desired it can be used with the new Justrite Honeycomb Lens 
which throws a circle of clear even light 3 feet in diameter at 8-foot distance. 


List Prices: Model 17-S with standard lens, $3.85 each; with new Honeycomb Lens, $4.00 each 


Stock the best—ask your jobber or write today for the name of your nearest “Justrite”’ Distributor 


JUSTRITE MANUFACTURING COMPANY 


| eee f 2 = : 2063 North Southport Avenue . Dept. A-3 ° Chicago 14, Illinois 





HARDWARE AGE 


12 





wes 





MAY 23, 1946 


















SOLD OUT FOR '46 


In batters’ boxes all over the country this season, McLaughlin-Millard’s 
top grade baseball and softball bats are leading the league in player 
satisfaction. 

Air-tempered, second growth, Adirondack White Ash gives these 
perfectly balanced clubs the whip and strength that produce long, 
hard drives. 

It all adds up to increased player demand and repeat sales. That's 
why we're sold out for ‘46. 





From Timber Tract to Finished Bat 





Order AUGUST 1 for '47 


In 1947, McLaughlin-Millard bat production will be doubled. 

Ed McLaughlin and Charlie Millard, owners of over 10,000 acres of 
the FINEST Adirdndack Ash tracts and with long experience in grad- 
ing and shaping bat timber, personally control production “from 
timber tract to finished bat.” 

The result is top quality—the quality ball players feel only when 
straight grain, springy Adirondack Ash meets the horsehide. 

Don’t be left on base. Order August | for “47 — quality sells fast! 


OUR ENTIRE OUTPUT SOLD TO THE TRADE EXCLUSIVELY BY 


MUNRO SALES, INC. 


751 State St., Utica 4, N.Y. 


230 Fifth Ave. 209,S. State St. 934 Williams Mill Rd. 324 W. Plum St. 751 S. Mariposa Ave. 
New York. N.Y. Chicage. Ill. Atlanta, Ga. Durant, Okla. Los Angeles. Calif. 
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THIS IS A 3-WAY 





Noslown ADVERTISEMENT 


SHOOTERS 


During April and May this advertisement 
will remind millions of shooters that pest 
shooting with Western ammunition is 
GOOD shooting . . . because it’s splendid 
training for game hunting. THAT HELPS 
SELL WESTERN AMMUNITION FOR YOU. 











FARMERS 


During April and May this advertisement 
will remind millions of farmers that every 
pest they shoot is money in their pockets. 
THAT HELPS SELL “MORE” WESTERN AMMU- 
NITION FOR YOU. 








‘DIVISION OF 






WORLD CHAMPION AMMUNITION 
CARTRIDGES e SHOT SHELLS 


TRAPS AND TARGETS 


MAY 23, 1946 
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YOU asa 
Woslown DEALER 


Can profit by store displays of Western 
Ammunition during the 60 days that the 
more than 7 million copies of this powerful 
Western advertisement appears in Out- 
door, Farm and other leading publications. 
Western Cartridge Company, East Alton, 
Illinois, Division of Olin Industries, Inc. 
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SPEAKS 
LOUDER 
THAN 
WORDS... 



























The GRENSTED 6441-2 











*Paragon-Exclusive— 


Patent Pending EXCLUSIVE in DESIGN and QUALITY this GRENSTED 
6441-2 features TWO SINKS built into a 42 inch red or 
black marble LINOLEUM TOP with SLIDING DRAIN- 
BOARD, LEDGE TYPE CHROME BRASS FAUCET and 
STRAINERS and an ALL STEEL TWO DOOR UNDER- 
SINK CABINET. 


GRENSTED 6441 exactly as above but equipped with 
one sink and one wash tub. 





Place your order today! 





Call, Write on Wire ... 


. ee ea tf 8 


Paragon Utilities Corp. + 50 Van Dam St. + Brooklyn 22, N. Y. 


PERMANENT DISPLAYS: NEW YORK FURNITURE EXCHANGE CHICAGO FURNITURE MART SAN FRANCISCO WESTERN FURNITURE MART 
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Yl [hae 
meand tncreated proflls 


F course dealers want more 
Revere Ware! We get phone 


calls and letters every day asking 
us for increased shipments. 


But, we get even more comments 
praising us for setting up a distri- 
bution system that permitted a// our 
friends to start out exactly where 
they left off in 1941. Though no 
one could possibly get all they 
want, every one of you should by 
now have had some Revere Ware, 
and not just promises. 


Also, as we've told you before, 
we've speeded up production. 
We've received and installed new 
equipment. Still more is on order. 
So, here’s one promise we can 
make! As a result of our improved 
facilities and our plans for new 
products, you will make more money 
this year on Revere Ware than you 
did in 1941. 

And, by the end of the year, with 
our production almost tripled, you 
should have enough Revere Ware 
to almost meet your demand. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division, 
Rome, New York 





Listen to Exploring the Unknown on the 
Mutual Network every Sunday evening, 
9 to 9:30 p. m., EDST. 


PS. Look jor the thademark, ov. the copper 
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Read the advertisement 
upon this page. It is one of 
a new series to help you 
sell more of BRISTOL'S fine 
new fishing rods, reels 
and lines. Advertisements 
like this now appear 
regularly each month in 
leading national sporting 
publications and in the 
influential pages of 


America’s largest, 


most popular weekly . . . 








AVE you been 

waiting and 
waiting to buy that new 1946 
fishing rod? If so, here’s what 
you’ve been wanting to hear: 
BRISTOL for a half-century 
one of America’s finest fishing rod 
makers, is now producing and 
sending to your favorite dealer a 
limited number of new, advanced- 
type rods among which is exactly 
the one you’ve been looking for. 
Hexagonal and round telescopic 


rods of surpassing beauty! Attrac- 
tive one piece rods, both tubular 
and solid steel! Rods for still fish- 
ing, bait casting, trolling! Both 
light and strong and superbly bal- 
anced and with many new and 
exclusive BRISTOL-perfected 
features! Here, indeed, are fine, 
“fish-able” rods that can mean a 
lot more fun for any fisherman. 


BRISTOL NYLON CASTING LINE 








THE HO°TON MANUFACTURING CO 
BRIsTOt, COMNECTICUT 





BRISTOL Nylon Casting Lines are noted for 
extra strength and “‘smooth running’’ virtues. 
Braided of duPont Nylon, they are water- 
proofed by BRISTOL’S own “core deep” 
process. Tough yet pliable, these fine BRISTOL 
Lines can add much to your fishing satisfaction. 






Also Makers of 
BRISTOL 
GOLF CLUBS 
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No Permits oF Safety 





























a You cant beat the West 7 
7 
th Here’s fine workmanship expressed in a fast 
il- selling, self-generating Blow Torch—at the lowest 
id possible price. ae 
“ A Blow Torch that's established, well known 
a and guaranteed ... one that has a catchy, easily 
remembered name ... one that gets and holds the 
favor of critical dealers . . . one that’s fast- 
selling, profitable to handle and what's more 
| Guaranteed In:mediate Delivery Now! 
“4 Jobbers — assure yourself of positive, re- 
r= peat business with the complete JIM DANDY line 
a — one item sells the other! Remember, too, JIM 
L. DANDY Torches — made in six models — have 
n. 






these three features besides many other qualities: 






|. Patented high-pressure nozzle. 

2. A non-corrosive, genuine Nickel Plated 
finish . . . for better appearance .. . 
longer service. 

3. A special screw-cap feature (even in low- 
est priced) ab pante leaking and positively 
assures, no fuel waste after use. 











POPULAR MODELS 
RETAILING FROM 
$].00 to $5.00 













Protect your customers and build your busi- 
ness by featuring and selling JIM DANDY Blow 
Torches, fuel and solder. You can't beat the best! 















MANUFACTURED BY 
MODERN METAL PRODUCTS CO. 
“ALUMINUM SOLDER CAMBRIDGE, MASS. 

















SUPREME BRAND 
ALUMINUM SOLDER BERS: For a Special Spring Promotional Deal 
@ Solders metals without . , 

Write at once to:— 


acids, paste or flux. 12 bars 
on display cord. 
JIM DANDY FUEL 


@ A quoronteed fuel for vara wy | a a ra Selling Agents 


sib © bate a ASQUITH ASSOCIATES 
131 ante STREET, BOSTON 9, MASS. 


sick JAR: A the a Beep. Ms 
- “e : ; ia ; 
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Canadia® Factor? 
Toronto. i 


“gam, The saw most 
J Carpenters use | Be 








The millions of readers of The Saturday Evening Post are being told that 
carpenters, the men who know saws best, say, “Disston Saws are highest 
in quality.” 


According to a recent survey, 3 out of 4 carpenters said “‘Disston Saws are 
best.” Carpenters the country over agree on the outstanding merits of 
Disston Saws. 


So when you sell Disston Saws, you KNOW you are selling: 
Easier sawing, 
truer sawing, 
faster sawing. 


You KNOW you are selling: 
Saws that are less tiring to use, 
Saws that stay sharp longer, 
Saws that give more years of service. 


Whenever you sell a saw to a carpenter, a patternmaker, a farmer, a home 
craftsworker, a handy man, a home owner or any other saw buyer—you 
KNOW you are selling the saw that 3 out of 4 carpenters the country over 
say “is highest in quality” ... the Disston Saw. 


HENRY DISSTON & SONS, INC. 
554 Tacony, Philadelphia 35, Pa., U. S. A. 





4A Handful Skill 


STANLEY No. 51/2 NAIL HAMMER 









Head forged from special 
analysis steel—“super- 
heat-treated” for toughness 
and extra strength. 




























Perfect claws with uniform 
split and beveled grip that 
bites into nail shank. 











Face correctly crowned. 2° 
pitch or toe-in of striking 
face. Wide chamfer on edge. 












Exclusive “Evertite” proc- 
ess pre-shrinks eye end of 
handle — prevents swelling 
and shrinking. 










‘Two metal wedges and one 
wooden wedge hold handle 
in tapered, corrugated eye. 






Smooth, live, young hickory 
handle shaped to fit hand. 






A workman or home craftsman needs a Due to the great demand for Stanley 
well-made hammer. Suggest that he buy Hammers, your jobber may be unable to 
the Stanley No. 514% Hammer for gen- supply them immediately. Remind him 
eral work. Stanley also makes this type to send you some when his next shipment 
hammer in a variety of sizes. Other is delivered. Stanley Tools, 190 Elm St., 
Stanley Hammers for specialized uses. New Britain, Connecticut. 


STANLEY 


Trade Mark 
THE TOOL BOX OF THE WORLD 
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“A HEAD 


of the times” 
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MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 
Machine Screws Stove Bolts 


Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 


Specialties 


REED & PRING 


WORCESTER, MASS. 


el AER an eet 


a 
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Reed & Prince Recessed Head Screws and Drivers compared 
with other makes of Recessed Screws and Drivers are 


FROM NIGHT, 











DECAUSC Any Reed & Prince 
Screw Driver or Bit fits any stze 
or style of Reed & Prince rece ssed 
head screw or bolt. 





Carefully designed — quality built, 
under the supervision of Reed & Prince 
engineers — the Reed & Prince Screw 
differs from other types of recessed 
head screws. Located at true center, 
its recess automatically concentrates the 
driving force along the center-line of 
the screw. Regardless of size or style, 
the face of the driver exactly matches 
the recess, assuring equal distribution 
of driving power over the ENTIRE area 
of the recess. 


Look for these Important Differences. 


Demand the Reed & Prince recess — 
your guarantee of CONTROLLED 
manufacture. 


MFG. CO. 


CHICAGO, ILL. 
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THE 


NEW 
_ RARER a ARMA 


TSADE HARE REG. 
Styled for the future... available today, 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. ““Pyrex” branded glass is 
your assurance of highest quality. ..equipe 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 


sole? No cloth « No paper 
ly Snaps in easily 
the Cannot pop-up or fall out 

Fits all standard makes 


TOADE mate AIG 


PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
...heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect”’ finish ... it’s “tops” in quality and ... base is black plastic with two-heat brew and warm 
performance. List price 15.75 switch. List price 
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* pDALGLISH PRODUcrs HAVE CUSTOMER APPEA, , 






... the new Dalglish aluminum cooking pan. 


Another outstanding Dalglish-engineered product... the new all-aluminum 
Dalglish cooking pan. Like all Dalglish merchandise, this new product embodies 
many outstanding saleable features. 


@ Newly Designed ‘‘Sanitary’”’ Handle. Weight Away From Rivets. 
@ Unique Manufacturing Methods Produce ®@ Better ‘Heat Distribution” Through 
Absolute ‘‘Sanitary Bead’”’ Vertical Wall Design (slightly angled for 
@ “Tight Rivets’ Assured Through nesting). 
Improved Production Methods. ® Attractive ‘‘Sun-Burst” Inside Finish. 
@ New-Engineered Design Shifts Bearing ® “High Lustre” Finish on Outside Wall. 


For complete details Call Garfield 5861 er write 


J.M. DALGLISH & COMPANY 


61 WEST FILLMORE AVENUE SAINT PAUL 1, MINNESOTA 
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RTROO MOTHS & Stat AR a 
INSECTS. 

MON -IMPLAMMABLE 
Cea bes m= me . 
Preteen Concentrate (40% Pyrethrins| 200% 
Wdtere Uilvers Methane (Preen 12) 600% 
WOUSTRAL MANAGEMENT CORP, © Aerosol Grade 
aos al 


EE Le © 2% Pyrethrum (.4% 
™ -~ Pyrethrins) 


® Harmless to humans 
when used as di- 
rected 

















This self-spraying steel dispenser holds 16 oz., sufficient to treat 
200 average rooms or average 5 room house approximately 40 
times when used as directed. 













It’s a sales story that’s simple, effective and true. 
It clears up the confusion in the average person’s mind 
when you tell him—“Yes, /NSECT-O-BLIT7Z is still 
exactly the same as supplied to the U.S. Armed Forces.” 
INSECT-O-BLITZ—after a brilliant record of serv- 


ice overseas—is available in exactly the same formula 


=5U DOOM TO INSECTS 





INSECT-O-BLITZ packs an insecticidal “wallop” proved 
in various tests* to be an exceptionally effective method of insect 


pest control. It’s the fast acting “One-Two” combination of 
PYRETHRUM for the Lethal Knockdown 
2% of 20% concentrate equals .4% Pyrethrins 
DDT for the Added Killing Effect 
3% Aerosol Grade 
*U. S. Dept. of Agriculture reports one 16 oz. dispenser equal 


to 2 gallons, or more, ordinary insect spray; 10 times more 
effective according to tests by Peet-Crady Method. 





Price List: AEROSOL INSECT-O-BLITZ retail list price $3.00 per unit. Fair-traded, $2.95 
Subject to liberal trade di 


and the same self-spraying sealed steel dispenser which 
was patented and recommended by the U.S. Department 
of Agriculture and used by the Armed Forces. It is still 
manufactured under Department licenses and no 
changes—either in constituent ingredients or in po- 
tency—have been made in releasing this war-proved in- 
secticide for household use. 


— 
e BOOM TO SALES 


INSECT-O-BLITZ is a fast-selling, high profit 
item for drug, department, hardware, chain stores, 
filling stations and similar outlets. Always a re- 
peater wherever and whenever it has been stocked, 
dealers have ordered as much as 20 times the 
original order the second day; wholesalers have 
ordered second and third carloads the first month. 

Make INSECT-O-BLITZ profits ring the cash 
register for you—now! Order from your local dis- 
tributor or direct. 











ts. FOB destination on 3 cases or more. Presently packed 24 per case. 


INSECTICIDE DIVISION 


INDUSTRIAL MANAGEMENT CORP. 


Sales Offices: 639 So. Spring St., Los Angeles 14, Calif. © 38 So. Dearborn St., 
Chicago 3, Ill. © Factory: Valparaiso, Indiana 
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More precious than her trunkload 
of rubies is her ancient pet dog—and 

just as precious is her WITT Corrugated Can. Would you blame her 

for never letting either of them out of sight? . . . 

But seriously, people do think a whale of a lot of their WITT Cans, and 

take genuine pride in their possession. And why shouldn't they? 

After all, WITT Cans de take the most brutal manhandling . . . keep 
their trim, sturdy lines through long years of service . . . outlast 
ordinary Cans from three to five times! 

Made of heavy-gauge steel, deep-roll corrugated, armored 

with shock-absorbing steel bands, the entire Can hot-dip 
galvanized...the WITT is positively the finest quality 

heavy corrugated Can possible to produce. 

You can offer WITT Cans with genuine pride 

- and with genuine profit! 








MAY 23, 1946 27 








POST (00K LIFE 


LEADERSHIP 


LANDERS, FRARY & CLARK-« NEW BRITAIN, CONN, 
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--- MEANS BUSINESS 


ULL PAGE, four-color advertisements appearing regularly in 

19 national magazines are winning customer acceptance for 
new Universal appliances. Over 120,000,000 magazine mes- 
Sages are stressing smart design, superior quality and better 
performance... establishing Universal dealers as headquarters 
for America’s finest appliances and housewares thus insuring 
a constant flow of business when the competition gets tough. 














BUILDS Goce Dackoralige 


Universal Electrical Appliances Distributed in Canada Exclusively by Northern Electric Company, Ltd. 
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STAY BRIGHTER 


BIRD & SON, inc., East Walpole, Mass. 


30 


floor coverings. Bird & Son, inc., East Walpole, Mass. 


“For Style Superiority”’ 


BIRD ARMORLITE 


ENAMEL SURFACE RUGS AND YARD GOODS 


° LAST LONGER . 


*Reg. U. S. Pat. Of. 


+ 295 Fifth Ave., New York . 





CLEAN EASIER 


Here’s a new version of the 
open overlay design. It illus- 
trates the style superiority that 
distinguishes all the 22 new 
Armorlite patterns. The open 
overlays give a decorated 
marble appearance. They 
permit the marble to come 
through, lending a feeling of 
Spaciousness plus a ern 
touch. In background colors of 
Red (6255) and Blue (6253). 


Asmocin beauty brightens your profit picture because Armorlite designs 
and colors are the ones most homemakers want most. Before any Armorlite 
pattern goes into production it must first win the approval of a consumer 
jury drawn from the income groups that buy enamel surface floor coverings. 
We call it pre-testing for customer preference. Dealers call it sales insurance. 


Brighten your profit picture by featuring Bird Armorlite enamel surface 





Est. 1795 
13-118 Merchandise Mart, Chicago 
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Paint sales increase. Brushes, wax, floor finishes, scrapers, steel wool, 
abrasives and other related items turn over faster when this “‘sales- 
man”, the Little American floor sander, is bringing new customers 
into your store. 


Renting American sanders to your trade alone will provide upwards ” 
Rent an American 


of six hundred dollars per year per machine in rental fees. Add to this Sulenes 0 yout eaten 


H H H Hy ers for ding edges, 
your greatly inceased sales of floor supplies, and you will quickly i Aevg pp Arc ate 
realize the advantages of this trouble-free American equipment. Write landings every time the 


big sander goes out. 






_ 
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for complete details and prices—no cost or_obligation, 
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Distributors and Service 
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IT’S PRECIOUS! The NuTone Jewel adds quiet 
sparkle to smart decoration—and just wait 
till you hear it! So soft, so mellow, so down- 
right friendly to your ear. 

An all-brass Colonial 2-door chime—with a 
touch of modern magnificence! A gift-treasure 
to remember ..and be remembered for... 
each time a caller comes. 

See and hear it, today, at your favorite elec- 
trical, hardware, furniture, or department 
store. Gift-packaged with matching Jewel 
Push Button, $9.95 





FOR YOUR HALLWAY 
OR LIVING ROOM 


THE TIME-CHIME 


Combination Tele- 
chron electric kitch- 


THE DE LUXE 
4 Shonace pe 
that is well in 
ivory and brass en clock and 2-door 


NuTone Chime. 
Nine-inch square, 
all-chrome cover. 


Large, k 
A gee $12.95 


tubes and trim, or 
white and chrome. 
Styled in steel. 
Sounds two tones 
for front door, one 
for rear..... 95 















Jewel Push Button 
in matching style 
and finish 


WORLD'S LARGEST 


MAKER OF 
DOOR CHIMES 











And good going 
over your counter! 


To help you sell, that NuTone ad on the left 
will run (in color) in June Better Homes 
& Gardens and July American Home. It’s 
part of a consistent national advertising 
campaign that will be the biggest ever put 
behind door chimes. 


It features the NuTone Jewel .. . the great 
new chime with these selling features: 


EXCLUSIVE POWER UNIT 
that’s self-contained—no parts 
to go astray. Completely sealed 
against dirt and dust. A Nu- 
Tone patent—unit is easy to 
remove without disturbing 
chime. 


SATIN BRASS COVER 
with polished high-lighted 
border. A compact all-brass 
chime that’s as beautiful to see 
as it is to hear. 


MATCHING PUSH BUTTON 
in same Colonial style and fin- 
ish as door chime. A “premi- 
um” that’s part of the package 
—no extra charge. 








// HANDSOME GIFT CARTON 

- that “dresses up” an already 
magnificent remembrance. 
Puts the finishing touch on a 
perfect gift. 


So... for more sales and mounting profits 
... Stock... display ... push the Jewel and 
other models by NuTone, “World’s Larg- 
est Maker of Door Chimes.” For NuTone 
is the complete line ... designed to suit all 
style preferences, with a price range to 
suit a/l your customers. NuTone, Incor- 
porated, Merchandise Mart, Chicago 54; 200 
Fifth Ave., New York 10; 931 East 31st St., 
Los Angeles 11; and Terminal Sales Bidg., 
Seattle 1, Washington, 
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Russwin’s New Bar-type Labels’. . . 
Aid in Instant Stock Location on the 
Shelf . . . Give Full Information for 
Fast Customer Service! 
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It’s 
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f put 
yreat 
UNIT 
— Designed for modern efficiency, the new Russwin 5. The item is plainly illustrated and named: 
\ Nu- package labels in bright colors signal exact shelf Sash Fasteners—with the catalog number: 
sy to 2 
bing stock location like a neon sign and give out infor- T7120 added for inventory or reference 

mation like a miniature encyclopedia! Glance at purposes. 
se : the example shown here and see how completely — ” ‘ ; — a 
brass it does its job... . . ank space is provided for writing in either 
once or both the cost and selling prices. 
. Th lored b R in — - : 
oe . ; eae ee eee : oe : Rie 7. Finally, the maker’s name and address —an 
id fo righted feature. The Russwin name is included. . 
eel assurance of quality hardware proudly 
C 
2. A Red colored bar always means Brass or presented. 
TON B hard This i i - 
sendy ee — “4 ee ty ae Think what this modern label means to you — in 
‘ae bak ot upper sights She. 15> Ey Breen. quick service to customers — accurate filling of 
z . . 
orders — accelerating inventory and re-order rou- 

refies i > a ne nae always means Stest hard- tine. The Russwin Bar-type label is another exam- 
por ware — again amplified by symbol and exact ple of manufacturer-distributor-dealer teamwork 
-arg- type of finish. that sells better hardware more efficiently. Russell 
Tone & Erwin Division, The American Hardware Corp., 
it all 4. The original quantity is shown: 1 Doz. New Britain, Conn. 
re to 
nCOr- * Copyrighted 
; 200 
t St., i 
dg, SINCE 1839 
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DISTINCTIVE HARDWARE 





IN dealers always have the edge 
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OU can save time, effort and cost by 

ordering Shinyheads and Hi-Carbs by Hdwieuite 
name. No need to write up the order the long NC or NF Thread 
way giving unnecessary details. The Ferry 
Cap trade name, as indicated below, is its 
own specification and your guarantee. 


Simply specify—Shinyheads NC Shinyheads NF 





Shinyheads mean hexagon head cap screws 
of high carbon C-1038 steel—full finished— Hi-Carbs 
bright, shiny heads—NC or NF thread. NC or NF Thread 


Simply specify—Hi-Carbs NC Hi-Carbs NF These Ferry Cap products 
are carried in stock in pop- 
Hi-Carbs mean hexagon head screws of high vlar catalog sizes in bulk 


carbon C-1038 steel, double heat treated, — — 
black satin finish, NC or NF thread. an 











The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD * * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 


ay 
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Shel, Hardware 


Finest quality materials, specialized machinery, We're working as fast as possible to produce 
long years of experience, give our line of shelf enough of these popular fast-selling hardware 
hardware the durability and ruggedness you items to help you cash-in on the tremendous 
have learned to expect from all Androck products. present-day demand. 


THE WASHBURN COMPANY feiiitis. itis 


ASSOCIATED COMPANY: MICHIGAN WIRE GOODS COMPANY, NILES, MICHIGAN 


C-— Om | 


C= 
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ANDROCK 


SHELF HARDWARE 


OVER 60 YEARS OF MERCHANDISING EXPERIENCE 
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Complete ) 
Paint Stock 















The Quality Line to tie to --- for FAST TURNOVER! “° 


FPODAY's proven uses for aluminum paint are so numerous that the 
dealer without a complete line misses profitable sales. But, with 


PERMITE Ready-Mixed Aluminum Paints you can have the complete line with 
necessary to meet every demand by stocking just 3 fast-selling numbers. 
Permite OUTDOOR, for all exterior surfaces; CHROME FINISH, an extra om 


bright silver finish for indoors; and HOT-SEAL, for hot surfaces. That's 


the Permite set-up with which you can meet every aluminum painting — 
requirement of your customers. Chr. 
All 3 Permite Paints are high-quality paints, ready-mixed, ready to use. 
They leaf freely, build up a tough, durable film of overlapping aluminum Bra 
flakes, affording a smooth, brilliant finish that wears and wears. Permite 
chemists make these paints right, of 99+% pure aluminum pigment had 


and the exclusive Permite vehicle of synthetic resins and specially 
adapted oils. 


THE VenicLe Meet the wide demand for quality aluminum paints with the Permite 3. 
MAKES THE DIFFERENCE! See your Distributor, or write us. 


ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio 


PERMITEZ@22 ALUMINUM PAINTS | 


AND PERMITE READY-MIXED PERMA-GOLD PAINT. 
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The L008 phugeles Knob, fashioned of 
tough, resilient, lvory colored Tenite, and molded 
around a knurled metal insert, is smooth and 
pleasant to the touch. It embodies many refine- 
ments and exclusive features found only in the 
‘‘Hollymade”’ Brand. Of unusual strength, ‘“Hol- 


lymade" Plastic Door Knobs will not tarnish, and 





they can be kept bright and new by an occasional | 









+ washing. 


“Ve Sana Diego is handsomely designed 














e 
h “4 
" with an Ivory colored Plastic Door Knob molded — 3m 
5. i aaa 
. around a knurled metal insert. All trim and face 
: insert are of wrought brass finished in Polished 

Chrome, Satin Chrome, Polished Brass, Dull 
3. » 
n Brass or Dull Bronze, and face insert may also be 
e 
t had in Plastic. Pe 

esign 
Latchset No. M31%, x 84 
o rell “Aollymade™ Door Knob Sets are 
available either in Bathroom or Bedroom Sets. 

> Locking Rosette No, 48 is made of solid brass 






finished in Dull ¢ Polished Brass, Dull Bronze, 
and Satin or Polished Chrome. 


re ; LOCKING ROSETTE NO. 48 
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MANUFACTURERS OF BUILDERS HARDWARE 








A SALES 
ADVANTAGE IN 


BRIDGEPORT’S 


NON-SKID BLADE 


This DRIVER 
holds on 
to the screw 








BRIDGEPORT 
No. 10 


The patented blade 
of this unique screw 
driver prevents “skid- 
ding” damage to the 
screw slots . . . protects 
fingers and smooth 
surfaces. The Amber- 
lite head and fibre 
insulator are other 
features mechanics like. 
Bridgeport No. 10 belongs 
in every hardware store 


in America.x% « * x «x * 


Bridoepo at 


URGF-venectd TOOLS 
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MASTER 


TOOL BOXES 
BRING FULL PROFIT, 
STEADY VOLUME 
AND FASTER TURN 








No. C-2016 
Length 16°, Width 7° 
Depth 7" 





Concentrate on the Master line . . . a size and 
style for the farm, home, mechanic, serviceman 
and hobbyist. 

Table and window displays attract attention 
and Master Tool Box ads identify your store with 
good value —complete assortments of nationally- 
advertised quality merchandise. 

Master Boxes are sold exclusively through the 
independent hardware and allied trade. 


See Your Jobber 
Consider these MASTER TOOL BOX FEATURES: 


Continuous Bearing 
Type Hinge 





weg A 
Padlock Eye 





Easy Grip Leather 


Heavy Locked Seamed Ends Steel-Core Handle 


PLAN YOUR MASTER TOOL 
BOX DEPARTMENT NOW 


MASTER METAL PRODUCTS, Inc. 
273-291 Chicago Street. Buffalo 4, N. Y. 
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HERE’S A HEADACHE REMEDY 









- « « made of strong cardboard 
- ; | Broken packages are a headache in the Hardware Store... 
“a You can cure that headache by telling your Hardware Wholesaler 
m= to send you Corbin Screws — Nuts — Stove Bolts. 

You’ll find Corbin products packed in strong cardboard pack- 
5: ages labeled with the improved Corbin ‘“‘Quick-Sight’”’ Labels, and 


4 shipped 10 packages in a carton. 


You’ll get more Sales Per Minute with Corbin Screws — good 





repeat sales, because Corbin means Uniform quality. 











=n 
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SELLS ON SIGHT 


National magazine ads set fast pace 
for increased consumer demand! 





















MAKE ONE SALE AFTER ANOTHER! DUCO CEMENT 
is now selling faster than ever—backed by a great 
national advertising campaign in eleven popular home 
and homecraft publications. 

You can get your share of this business by display- 
ing a carton or a few tubes of this popular adhesive on 
your counter and in your window. It’s a reminder for 
the folks to keep a tube of DUCO CEMENT in the 
house—they need it almost daily. By all means, keep 
your stock up—and keep a display on your counter. 
DUCO CEMENT is a staple in constant demand. Or- 
der from your jobber today. 

E. I. du Pont de Nemours & Co. (Inc.), Wilmington 
98, Delaware. 
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DUCO CEMENT 
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® Murray Ohio’s initial production of Steel- 


craft Juvenile Wheel Goods will be dis- 
tributed among our present customers on 
an allocation basis. This system entitles all 
our present customers to a quota, and in- 
sures that all buyers—large and small—will 
be treated alike. 


We believe the fairness of this method will 
be readily recognized by our friends in the 
trade—particularly since it is a temporary 
measure, due to conditions beyond our con- 
trol... Meanwhile we look forward to the 
time when our greatly enlarged plant capac- 
ity will enable us to achieve volume produc- 
tion that will satisfy all requirements. 


THE 


MURRAY °- OHIO 


MANUFACTURING COMPANY 


CLEVELAND 10, OHIO, U.S.A. 


Army-Navy “E" flag 
awarded April7,1943; 
stars added August 25, 
1943, February 26, and 
October 9, 1944, and 
August 28, 1945. 
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HARDWARE DEALERS AND 





FACE CONTINUED ROPE 





Plymouth Cordage 


THESE F 
EMERGENCY SERVICES! 





Fair, impartial budgeting of Plymouth 
Rope production. 


There is no prospect of real improvement in rope 
supplies for months ahead. World supplies of manila, 
sisal, henequen and other natural cordage fibers are 
far below demand. These limited fiber supplies are 
allocated to the various cordage manufacturers by 
a Federal agency. Plymouth’s distribution policy, 
in turn, is to allocate finished rope to Plymouth 
customers on a strictly fair, impartial basis. 


2 Bi-monthly reports on world fiber con- 
ditions. 


As the world’s largest rope-maker, Plymouth does 
everything possible to keep itself abreast of fiber 
production and shipments and the outlook for pro- 
duction in all parts of the world. Plymouth will issue 


bi-monthly reports to its distributors, enabling them to keep their own customers fully informed. 
These up-to-date reports should help to prevent over-optimistic or over-pessimistic rumors. 


3 Helping you tell rope users why you 
are short of rope and how they can make their present rope last longer. 


Useful booklets, charts and other material will 
enable Plymouth dealers to give their custom- 
ers dependable information on the rope short- 
age, and on the practical ways by which it can 
be met through the proper selection, care and 
conservation of ropes. 

Look at the advertisement from Time of 
May 20th, reproduced on the opposite page. 
It illustrates how Plymouth is carrying the 
story of the continuing acute rope shortage to 
your rope buying public. Through Time mag- 






azine and leading farm and industrial papers, 
this story reaches 6,600,000 readers. It urges 
all consumers to employ the rope conservation 
measures recommended by their own sup- 
pliers. We hope that these Plymouth steps will 
save your time in explaining the situation to 
your own customers—and help you to keep 
their good will, in spite of conditions which 
make it impossible to give your customers the 
amount of rope they want. 


PLYMOUTH corpace propuctrs 


ROPE + TYING TWINE «© HARVEST TWINE 


THE ROPE YOU CAN TRUST BECAUSE IT IS 
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of your customers, in meeting the 
difficulties caused by the 
of rope. 


ENGINEERED FOR YOUR JOB 


MAY 23, 1946 


Plymouth Cordage Co. 
North Plymouth, Mass. 


Kindly put us on your special mailing list to receive all avail- 
able information dealing with the post-war rope shortage under 
your 3 Emergency Steps. 


Name of Company 
DitNSe RAMONE 05004 cessvesseses 
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"When it’s door hangers... 


give me Richards-Wilcox every time!” 
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= 
These R-W Lock Joint Trolley Tracks and Ball Bearing Hangers show = 
the wide range of sizes available, and the versatile principle upon which q 
E R-W Conveyors and Doors operate—smoothly, quietly, efficiently. = 
gS 
Fat 1 MM Ym AR AWM 
e Farmers know that effort- Automatic Fire Door Equipment are widely used 
less, friction-free sliding-door operation depends on because of their safety and efficient performance. 
just one thing—the right hanger. That’s why they With the famous Richards-Wilcox complete line~ 


invariably choose Richards-Wilcox Ball Bearing “A Hanger For Any Door That Slides” —you always 
Hangers and Lock Joint Trolley Track. They know have re right answer to every door Bde heen = 


that R-W door hardware means smooth, easy manip- quirement. Get in touch today with the nearest 
ulation regardless of door size and weather condi- R-W branch office and learn about the complete R-W 
tions. They know that today, as for the last 66 years, line and services, including free catalogs and thor- 
R-W means the finest in sliding-door hardware. ough engineering consultation without obligation. 


And in industry, too, R-W Heavy-Duty Ball Bear- Assure yourself maximum door hardware profits 
| ing Hangers and Lock Joint Trolley Track,and R-W _year inand yearout with Richards-Wilcox equipment. 










“st B Richards-Wilcox Mf Co. 
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In Adequate Stocks of OR Empty 
Fast Moving Merchandise Shelves 


if scarcity of merchandise has cut your profits in- 

F | LM -X vestigate the APEx line of packaged oils and greases. 

On It’s a complete line, attractively packaged, available 

PR 0 in quantity. Behind it is a monéy back guarantee 
and a sound proven merchandising plan. 

Hundreds of independent hardware and implement 

dealers know APEX Products as fast moving, profit- 

able merchandise. For information on how you can 


LN 
f= . , add to your profits... 
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/ Oil Products ¥ Contact Your Hardware Jobber Salesman Now! 
OR WRITE DIRECT TO 


. sated ee 


APE OIL PRODUCTS CO. 


MINNEAPOLIS 1, MINNESOTA 
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It's Amazing! Its Yours! 


GREATEST PROFIT PER CASE 
EVER OFFERED! 





Contact Your Jobber Today! Get 
the Prices on the Fastest-Moving, 
Biggest Profit-Maker in Finish Care 
for Furniture! 






NATIONALLY 
ADVERTISED 















i 





“At Last—A New and Better | i" Cole 


Way to Care for Furniture 
and Woodwork!” 
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FOUR BEAUTIFUL COLORS 


To Match Every Finish . “ 
That’s what millions of housewives say about Household MAHOGANY—Also for cherry, redwood 4 
SIMONIZ in Colors. And now, a sensational advertising pc a nay meg, og oak 8 S ' 
= t ’ ’ * we 
campaign backs Household SIMONIZ. A full page in four pr ng Eek te light woods | & 
colors starts the ball rolling in the May 19th issue of The Ee 3 
American Weekly, with a circulation of over 8,000,000! six of each as listed above .. . or full cases : zs 
: of each individual color, as specified. 4 
| And there's more to come! These important sales messages & 
wi | 


build tremendous consumer demand that you can turn into 


big profits right now. Get an ample supply of Household GIVES FURNITURE AND WOODWORK THE 
SIMONIZ in Colors. Your jobber has it—call him today! SAME LONGER LASTING BEAUTY THAT MAKES 
THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS SIMONIZ SO FAMOUS FOR AUTOMOBILES 
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RIDS A ROOM OF BUGS AT A TWIST OF THE WRIST! 


Exclusive Formula— Full Profit on 
Every Sale—No Empties to Handle! 


The big bug season is in full swing! 
And full-page, color and black-and- 
white ads in national magazines are 
telling millions of housewives about 
the miracles of “KM~ Magik Mist. 


A 5-second burst of “KM~ Magik 
Mist per average room is more effec- 
tive, less tedious than pumping a hand 
sprayer. Formula includes DDT, 
Pyrethrins, plus exclusive ~KM~ sol- 
vent which guards against damage to 
paints or plastics! There’s no other 
aerosol like it! Cash in on big profits 
—stock up on “HeM~ Magik Mist! 


KNAPP-MONARCH CO, 
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CHICAGO 
“It’s a ‘best seller’ 
in our store!”’ 


WHAT DEALERS SAY: 








“Talk about turn- 
over—this has it!’’ 








of a hot item!”’ 


Order loday/ 


. $T. LOUIS, 






ST. LOUIS 


“Welikethiskind | “It sells itself— 




















BIG PROFITS! 
Sensational 
turnover! 
National ads 
now appearing 
in Saturday 
Evening Post, 
Look, Ladies’ 
Home Journal, 
Holland’s. 


Wire now for 
name of nearest y, 
distributor. , 





$2.95 retail 


FAIR TRADED 
wherever state 
laws permit 











Actual tests show that the good oil 
fired water heater is ideal for satisfac- 
tion and economy. It will provide 
ample supplies of hot water at remark- 
ably low fuel cost. 


This makes a fine sales proposition 
—which is even better if the water 
heaters are equipped with ‘Detroit’ 
Float Valves. 


These valves automatically compen- 
sate for fuel flow variations due to oil 
temperature changes—may be adjusted 
to different grades of fuel—have hard- 


SELL 


WATER 
HEATING 


By Ott 


good heaters 
are equipped 














WITH 


“Detroit” 
Float Valves 








ened steel safety trip mechanism—are 


easily regulated by the user for de- 
sired water temperature. 


The power element automatically 
regulates the burner to keep water 
hot. It is a “fail safe” element—in case 
of damaged element, the burner goes 
to low fire. 


These valves are simple—have few 
parts—are easy to clean and service. 


Look for “Detroit’’ Float Valves on 
the heater you sell—they are evidence 
sof a quality product. 


Detroit [ uBRICATOR Company General Offices: 5900 TRUMBULL AVENUE 


DETROIT 8, MICHIGAN 


Division of Americay Rapiator & Stardard Sanitary 


' a Detroit’’ Heating and Refrigeration Controls @ 
a 


Accessories @ Detroit Expansion Va 


‘DETROIT 





TIE MITED. M 


Engine Safety Controls 


ves and Refrigeration Accessories 


Lubricators 
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Write for Complete Catalog and Price List of Sheffield’s 40 Fast Sellers 
~~ 


Che Sheffield Bronze Paint Gp 


Cleveland, Xo. 
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GLADDING 
at 


VD 


WORLD FAMOUS \ ‘ 


) ’ Wl 


CASTING LINE 


One of the world’s finest lines. Secret waterproofing lasts life 
of line. Hard braided of exceptionally uniform threads. Light, 
yet tough . . . made to hold fish weighing far more than the 
test of the line. In nylon or silk. Black color. 


SALT WATER LINES 


COMORANT. Our finest grade. Spe- 
cial Cuttyhunk hemp. Stays stronger 
longer. Machine laid. 


GLASGOW. (Not illustrated) Braided 
» hemp on 25-yd. block. Up to 72 
pound test. 


EXCELSIOR Trolling. (Not illustrated) 
Selected quality hemp. Hard braided. 
100-yd. coils. 


NYLON FLY LINES 
DAUNTLESS. Completely oil tempered. 


Satin surfaced. A positive floater, Espe- 
cially flexible. tough and rugged. 


RIPPLE. (Not illustrated) Popularly DAUNTLESS 
priced. Oil finished. Satin surfaced. Light — ’ 
amber color. A 


FJ EE =" for Gladding’s 46-page 
R catalog showing complete line. 


50 








TENGE POINTS TO 
Gour STORE! 


= 


THESE FAVORITE MAGAZINES 
BRING MORE PROSPECTS 
RIGHT TO YOUR DOOR! 


Prove to yourself the effectiveness of Glad- 
ding’s tremendous advertising campaign, and 
you'll quickly realize why handling Gladding 
lines can make money for you! 


More New Customers Than Ever Before! 
Ask the ex-servicemen, factory-workers, 
farmers, office-workers right in your neigh- 
borhood if they have seen Gladding adver- 
tising this year. You'll find a large percentage 
of them will say, “Yes, I’ve seen them in 
Saturday Evening Post, Collier’s, True... 
the magazines I like to read.”’ 

Then ask the ‘“‘old-timers,”’ the rabid fish- 
ermen, and they will mention Gladding ad- 
vertisements in Outdoor Life, Field and 
Stream, Sports Afield . . . the magazines 
they read regularly. 


Why Gladding Lines Sell on Sight.... 
By advertising in popular and. sports mag- 
azines . . . keeping the Gladding name fresh 
in the minds of regular fishermen and new 
prospects . . . Gladding re-sells and pre-sells 
old and new customers alike, urges them to 
buy a Gladding line from you! 

Cash in on this powerful, unprecedented 
campaign . . . and Gladding’s reputation for 
leadership! Enjoy faster sales, quicker profits 
from high-quality Gladding lines! The lines 
shown here are now available, and others are 
expected soon. Ask your jobber today and be 
sure you get your share of Gladding lines! 


Established 





B. F. GLADDING & CO., INC. 


Line up with Gladding 


South Otselic, New York 
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H Elbow 
A 
Ss 
! 
l- a 
; | CG RR, Bake O 
. & I£CO ake Oven 
! .»~ the portable oven with the extra “talking 
3, # . ° . 
“ : points” that make a hit with your customers 
ft. 
e You have more to show, @ Heat-reflecting lining. Corrugated 
n more to talk about when you ; eo Elbow 
; ; @ Reliable heat indicator. 
sell Milcor ovens: 
' @ Modern design that “fits” @ Other worthwhile fea- 
i in any kitchen. a. LockJoint 
1 . @ Beautiful Milcor Blue fin- ° e @ seve: Tipe 
4 ish that i to k 
. 3 ps ee ee ia popular models: single- 
4 ' burner and two-burner. Both 
: @ Flame-Spreader that dis- are handsomely styled and 
5 tributes the heat evenly, competitively priced. 
quickly. Right now, demand far ex- 
i @ Double horizontal win- ceeds supply. But we are do- 
r dows that allow full view ing our best to ship orders 
8 of baking operations. with as little delay as possible. 
S 
4 G-111 









Other 


MILCOoR, 


products 


featured by many 
hardware merchants 













MILCOR; STEEL COMPANY 


MILWAUKEE 4, WISCONSIN 


BALTIMORE 24, MARYLAND ® CHICAGO 9 ILLINOIS © KANSAS CITY 8, MISSOURI 
LOS ANGELES 23, CALIFORNIA © ROCHESTER 9, NEW YORK 














. additional THE J. M. & L. A. . . . division of 


| service through () S BORN (0. Mitcor Steet co. - Triumph” 
| CLEVELAND 14, OHIO | Airtite Heater 


DETROIT 2 ¢ BUFFALO 11 © CINCINNATI 25 
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(State Guard Armory) 


You are invited to come to the largest, exclusive, toy show in 
the west. Complete your plans early. WRITE or WIRE your 
favorite Los Angeles Hotel immediately for reservations and 
be sure to get a confirmation from them. 


“America’s Outstanding Toy Show” 








\ Announcing... the 2nd Official 


a CALIFORNIA TOY SHOW 


June 27 thru June 30 
LOS ANGELES ARMORY 


FIGUEROA ST. AT EXPOSITION BLVD. 


Featuring CALIFORNIA-MADE TOY LINES 


FOUR FULL DAYS — 125 EXHIBITORS — ALL UNDER ONE ROOF 


23rd 
CALIFORNIA 
GIFT & ART 
SHOW 
Los Angeles 
June 16-21 





SPONSORED BY THE LOS ANGELES CHAMBER OF COMMERCE 
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for big-time toy sales with NOMA’‘s new, 
exciting line of EDUCATIONAL WOODIES. 
Every toy is PLAY-TESTED and quality-builc 
—play-angled for boys and girls. 

They're packed with fascinating fun 
hours—they come apart . . . put them to- 
gether .. . and away they go! Handsomely 
finished to sell on sight. 

Think of the fun kids can have putting 
together and taking apart the 94-piece, 

four-car train. They'll love the 
red, side-wheeler ferry boat that 
loads and unloads toy cars... 
the streamlined coupe and 
trailer... sedan ... and the 


MAKERS OF 





oti pi errs: wee 


MAd 1 


dump truck that works! See all ten really 
original, mew items. Each colorful WOODIE 
rolls on real wheels fitted with colorful 
plastic pegs’ WOODIES are beautifully 
packaged in a stunning, imitation grained 
wood box. 

Every little girl loves a Kewpie—so be 
sure to carry the famous Cameo Kewpie 
Doll . . . 13 inches tall . . . dressed in gay 
rompers, knitted socks and laced bootees. 
It sits... walks... kicks . . . tilts head. 

See the sensational new 1946 NOMA line 
now ... stock it today for a lion’s share of 
the big 1946 toy profits! 


N OMA CORP ORAT ION 


55 W. 13th Street, New York 11, N. Y. 


ec 








for every child from 
5 months to 5 years 


* 


AUTO SEAT DELUXE NO. 71 

Heavy canvas with metal frame. 

Equipped with colored = spinner 

‘ beads and removab'e fiberboard 
bottom. Color, maroon, trimmed 


in white. 


/ 
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/ 
JUVENILE SWING NO. 21 


Extra heavy 
metal frame. 


canvas with 
Strong web | 
straps and safety belt. Color, « 
blue, trimmed in white. 


METAL STAND NO. 10 


Can be used for both baby swing 
and juvenile swing. Tubular cold 
rolled steel. Clear lacquer finish. 
Rubber feet. Packed in individ- 
wal corrugated cartons. Easily 
assembled. 


BABY SWING NO. 51 


Metal frame. Heavy canvas cover. 


Safety spring. Color, white 


trimmed in blue. 


Babies, babies, babies—more of them than ever before in the history 
of this country. They spell more sales and more profits for every 
dealer carrying baby accessories. 

FIVE FILER BROTHERS portable cribs, auto seats and swings 
are being made at an ever increasing rate—but still far short of 
the demand. 


But it won't be long before we shall be able to ship all you can 


sell to the mothers of your community. 

Filer products are made in price range to suit every pocketbook. 
Stock the full line for both indoor and outdoor use. Write for 
literature. 


Manufactured by 
THE FIVE FILER BROTHERS 
Grove City, Pa. 
OTHER LINES CARRIED: Nockonwood Products Ltd. * Super. 


craft Inc. © B & H Mfg. Co. © Lake Industries ¢ Domore Inc. 
+ Peter Pan Products. 
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— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released... 





Just as fast as we can expand the now limited 
production of UNion Sporting Goods and Tools, 
you'll come in on a perfected line of UNton fast- 
sellers, replete with new features to win customers. 

You'll see the results of our wartime planning 
—new skills and facilities in AcTION — making 
goods that get the business for UNion Dealers 
featuring 


Roller and Ice Skates 
Fishing Tackle 


CHISELS AND SCREWDRIVERS, ACK 
SAW FRAMES, GUN IMPLEMENTS. 
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UM GETTIN’ 
MINE 
SATURDAY 






the gang | to yout store 











" ( NUTHIN’ TO 
IT -- GOES 
ON EASY! 


WORKS SWELL 
EVEN WHEN 
YA WALK 
THA BIKE! 


MAKE-A-LIT 


g : Automatic Voltage Controlled 


OO 


10 million bicycles — state and municipal laws requir- 
ing adequate lighting — what a market for sales of 
MAKE-A-LITE low-cost bicycle light generators! Brilliant, 
dependable electric light provided free of cost! For new 
installations or generator only. For use with old battery 
lighted lamps. Jump your sales with MAKE-A-LITE! 












} 
U. Patents: 
2,088,029 


2,299,762 
Canadian Patent: 
407,481 












Other patents 
pending 





A PACKAGED UNIT 
FOR FAST, EASY SALES 
Colorful — yes! Great for counter and 


Sy cane ee atte) «60 NOTE these FEATURES... 


units and complete-set packages for *Patented automatic voltage control generator 
weteme sefes: prevents excess voltage and blowing of bulbs 
at high speed *Good light at a walk — brilliant NOW 

light when riding *Separate circuits for head & tail AVAILABLE 












lamps prevent damage to one from affecting the MAKE-A-LITE 
other * Standard 5-volt Mazda bulbs interchange- HEAD LAMPS 
abie in front & rear lamps for easy service & sales. & TAIL LAMPS 


‘4 


ORDER FROM YOUR JOBBER, specifying Generators, Headlamps and Tail lamps, or Complete Sets 


CHEFFORD MASTER MFG. CO. INC. 
Fairfield, Ill., U. S. A. 


Stream Tested LURES If [NSINEER DESIGNED . . . PRECISION BUILT 
BEST SELLERS--BEST FISH KILLERS 


P MAKINEN 
MAKILURE 


The Faster You Reel or Troll 
— The Deeper It Rides. Fish- 
ermen like it because it attracts 
the big fellows. Jobbers and 

} Dealers like it because it is a 
° fast seller and a constant re- 










of the Deep 




























peater. New design open jaw sends it down deep by simply 
reeling or trolling faster. Stream tested for results. 8 utiful 
Color Patterns. Packed one dozen in attractive Display Carton. 
List $1.10. 






Sturdily constructed 
of heavy gauge wire, with s 
aluminized rust-proof finish. Com- 
plete with nuts, bolts, metal clamps 
ond ting brackets, ready for 
installation. Approx. weight, 4 Ibs. 
each. Standard packing, 12 com- 
plete baskets nested. 
AVAILABLE IN TWO SIZES 
SPOT WELDED N 
: Stock No. 161 Stock No. 161N 
: 164%, x11x6 164%, x11x6 
Stock No. 181 Stock No. 181N 
18x13x6 





MAKINEN 
MERRY WIDOW 


Special joint construction 
gives it a tantalizing action 
that “lures to the kill” the 
fighting Bass, Pike and Mus- 
kies. It darts — wobbles and 
i shimmies. No short strikes 
and once it hooks ‘em, it 
holds ’em. 8 Color Patterns. 
List $1.10. 

BE SURE YOU GET THE ORIGINAL 

Stream Tested “MAKINEN” LURES 


ORDER NOW! TODAY! Most jobbers 
now carry. If not, send order direct. 

















































18x 13x6 
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“AIDACO”’ BRAND—HUNTING AND FISHING SHEATH KNIVES | 
These are 5” Blades with Washer Grip, Aluminum Tear Drop Knob, J ne 
Polished Case — Hardened Steel. Each Knife comes in r € 


9 7 





ET 

KNIVES— 
No. KA Heavy 
Duty Pocket 
Knife, One Blade 








—$7.50 per 

No blade 

pice . @AW BACK ...............$16.80 PER DOZ. 

doz. No. ACAir Ne 5 +—Game as above, no Saw Back....... 16.20 PER DOZ. 

Corps Knife, one %®- G5SE—Same as 5SE, with Groove........ 18.00 PER DOZ. We're as anxious as you are to estab- 


cutting blade and 
one saw blade, 
overall rize when 
closed, 4”, when 
2 blades are open 
15%”"—$2.50 ea. 


lish definite delivery dates on America's 
most sales-promising Lawn Mower—the 
new SAVAGE! Patience about back 
No. 105C Nail y orders is appreciated—happily, 
am A FAY No. S5SE reconversion difficulties are adjust- 








Good File—$24.00 cd . 
on OF CAP OPENER — SAW BACK. ..$18.00 PER DOZ. ing. Your shipment of SAVAGE 
Size of Reel, 4”, 1” wide, wt. 4 ozs. Free Wheel- MOWERS will arrive : 
ing Plated Finish, All Metal, Except Knob. For soon! we 
All Kinds of Fishing—attach to all Rods. Makes 
Good for Boys or Beginners to Learn Casting. 
Each in Box. One Doz. in Carton, $9.00 Doz. 






2 Piece ROD— 55” Long, Slipfit Solid Aluminum; 
Reel Seat, 9” Wood Butt, Good for Boy or Man. 
Makes Swell Gifts for Youngsters. No. FR $8.40 
Per Doz. Sold in Dozen Lots Only. 


36"' ROD BAG—Made of Heavy Canvas with 
Leather Butt at Bottom, Leather under Snap Flap. 
Ideal for any 2 Piece Rod up to 70”. Formerly 
used by Armed Forces for Spare M8 Barrel. No. 
RB $3.60 Per Doz. Sold in Dozen Lots Only. 
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JUST ARRIVED—ANOTHER ROD—ALL STEEL 
50” LONG, WITH CLAMP REEL . $15.00 
PER DOZEN. a 


| 
SURF FISHING EQUIPMENT—p utt Rests, | 
ALL PURPOSE face (With er iwiinout zipper Feces | | 
We Guarantee money back if Merchandise proves MASTER Ner 


° H unsatisfactory upon delivery. If mat unoved- 
Single Action able, we reserve the right pp ET, or 
a 


EL 
FISHING REEL Moher, cost, merchandise of 6 similar nature at SAVAGE LAWN MOWER 
ROD BAG Write for Catalog. 


BERNARD GOLDWEBER SAVAGE ARMS CORPORATION 





se. 








i -_ py 6, SC Le 











+ to New York 10, N. Y. LAWN MOWER DIVISION 
Net 16 Dage te Ronee Peas Setne: CHICOPEE FALLS, MASS., U.S. A. 
Buy Red and Bag in Sets—$12.00 per doz. Inquiries Solicited. , of 8 ond q and R . 
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There will be a Calouc 
in Your Kitchen Some Day 


The new gas ranges now on your dealer's floor have many 
improvements. See them all—and be sure to see the new 
Caloric. The fast, modern Caloric is the gas range with 
all the newest features that simplify cooking, make it so 
caretree it’s almost automatic. And Caloric is. the easiest 
range in America to keep clean! One of our 4000 dealers 
will be glad to show you the new Caloric. It’s the modern 
gas range you will want in your kitchen some day. Caloric 
Gas Stove Works, Widener Building, Philadelphia 7, Penna. 





Specially Eaginected Models for L. P. Gas Users 


MORE THAN 


17,000,000 


WOMEN ARE READING THIS 
CALORIC GAS RANGE AD IN 


Better Homes & Gardens American Home 
Woman's Home Companion 

McCall's Good Housekeeping 
L. P. GAS RANGE ADVERTISING 

Successful Farming Progressive Farmer 
Pacific Rural Press & California Farmer 

Pathfinder Pacific Northwest Farm Trio 

New England Homestead Farm & Ranch 


Rural New Yorker Pennsylvania Farmer 


LAA F 


MOS. U & Par op, 


sn MEMAKERS sincg 1890 
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WHY LEADING DEALERS ARE 
FEATURING THE FAST, MODERN 


In big time national advertising, outstanding women are remind- 
ing more than 17,000,000 other women every month that Caloric 
is the fast, modern gas range that has everything they’ve always 
wanted. We’re telling women to look at all the ranges — and to 
be sure to see the new Caloric. 

If you sell fine ranges, you will want to know about the plans 
we have in operation right now to build greater volume and 
more profit for Caloric dealers in the years to come. 

Today we are making a sincere effort to distribute our pro- 
duction equitably. Tomorrow, we believe our greatly increased 


plant capacity — many smart, modern features—and complete 


long range merchandising program, will make Caloric ¢he line 


of ranges you will want to sell. Write now for the Caloric story. 


CALORIC GAS STOVE WORKS, WIDENER BLDG., PHILADELPHIA 7, PA. 





GAS RANGES 
SERVING HOMEMAKERS SINCE 1890 





THE ORIGINAL 


OFFERS YOU THESE EXCLUSIVE 
QUALITY SALES FEATURES 








When you make a sale of a Masters Handi-Cart 
. .. remember this product is backed by over fifty years of experience 
and skill in the design of utility vehicles. Everyone of the major 
features which are listed to the side are the result of Masters experi- 
ence in developing the Handi-Cart. Each one has a specific reason, 
and all contribute to giving the original Handi-Cart a degree of 
superiority that is far from equalled by any imitations on the market. 
The Masters building, as shown below, has every modern facility 
and up-to-date machinery for volume production of Masters Handi- 
Carts. Here is maintained a precision Tool Maker’s Départment to 
produce the finest tools needed to facilitate production. As soon as 
more of the critical materials become available, we shall be able to 
produce all of the Masters Handi-Carts which the market can absorb. 


| 


MASTERS PLANTER co] | 
iJ : no = he 















An exclusive feature of the 
Masters Handi-Cart is its 
perfect balance. Designed 
and built so the load rides 
level, places load weight on 
the wheels and axle, en- 
abling handling with mini- 
mum effort. 


Another important feature 
is the center support at the 
rear. The use of only one 
support enables the user to 
lift heavier loads by plac- 
ing the foot directly in the 
center, where the greatest 
leverage is brought into 
play. 


Note the Masters ‘‘U’’ 
channel handles. These 
provide great strength and 
are supported inside with 
an extra plate. The wood- 
en handle bar affords not 
only a comfortable firm 
grip, but gives extra width 
for easier pushing. 


The heavy cold rolled axle 
clip is electrically welded 
to the body. This eliminates 
protruding bolt heads on 
the smooth interior which 
are apt to catch rakes, 
shovels and other imple- 
ments. This feature also 
gives greater lateral 
strength to the body. 





The body of every Masters Handi-Cart is made 
from several gauges heavier steel than competi- 
tive models. No crimped seams are used. The 
entire three-piece body is electrically welded 
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and reenforced for maximum service. 
MASTERS PLANTER COMPANY 2 sriic0 kino. vice 
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DANDELION 


@ It is what they have read about ... in BET- 
TER HOMES AND GARDENS, READER’S DIGEST, 
CouNTRY GENTLEMAN, TIME, and other maga- 
zines and newspapers. It is the real thing, not 
a substitute. 


@ It has been on the market for two seasons 
—many people know that WEEDONE really kills 
weeds without killing the grass. Experiment 
Stations and County Agents know WEEDONE’S 
effectiveness from actual tests. 


® It's patented. It is the best weed-killing for- 
mula that we can make. We take pride in our 
product and we have plenty of research work in 
back of WEEDONE. We make and sell WEEDONE 
under U. S. Patent #2,390,941, the patent that 
covers 2-4D. as a weed-killer. 
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PLANTAIN 


, 


@ It is widely advertised ... in full page, full 
color ads in HousE & GARDEN, BETTER HOMES 
AND GARDENS ... in LIFE, TIME, SATURDAY 
EVENING Post, COLLIER’Ss, AMERICAN HOME, 
FARM JOURNAL, COUNTRY GENTLEMAN, SUCCESS- 
FUL FARMING, CAPPER’S FARMER and many 
others . . . Nearly One Hundred Million Sepa- 
rate Ads! 


The tremendous interest in 2-4D. weed killers 
is the best proof that we know how to get the 
customers into your store. 


We have ample supplies to take care of all 
demands. Order your stock now, so you won’t 
miss any sales. If your jobber does not have 
WEEDONE, write us direct. 








- Respected in the Trade 
for more than 70 Years 





THE F. E. MYERS & BRO. CO. 


Dept. F-17, Ashland, Ohio 


MORE MYERS WATER SYSTEMS ARE | 
IN USE THAN ANY OTHER MAKE | 











No. 7 





2 in 1 
ALL PURPOSE HAMMER 


Drop forged steel with an improved 
perfect fitting rubber head which can 
easily be replaced when necessary. 


Has many special uses. Steel and 
rubber heads make it indispensable 
for tire work, also for body and fender 
repairing. 

Now available in any quantity. 


Prices and discounts gladly furnished 
on request. 


We also manufacture a full line of tire changing tool:. 
Send for illustrated list and jobbers’ prices. 


BALLOON TIRE MOULD COMPANY 
527 Ceres Avenue 
Los Angeles 13, California 
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No. 200 MIGHTY MASTER 


Low frame for tight spots (less 
than 1%” overall)— standard 
10” blade—screw-type handle 
— patented ring fastener. 


No. 2 MIGHTY MIDGET 


A bushing and tubing saw 
, that will work within a %’ 
3 hole or other hard to reach 
places. Standard 6” fine-tooth 
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Low Frame Saws 
Can Do More Jobs 


Customers realize this the instant they see these two fine 
metal saws displayed on your counter.This 8 x 11” color- 
ful counter display, mounted ona flocked base 2x 4x7", 


display requires a minimum amount of space yet does a 


real selling job for you. Ask your jobber about this self- 
selling, sales-building unit, and start cashing in now! 


FASCO MANUFACTURING COMPANY 


CHICAGO 6, ILLINOIS 


549 WEST RANDOLPH STREET @ 





SPRING HINGES 


THE NEW Streamline 
“SIMPLEX” SPRING BUTT-HINGE 


™ Oe 





@ Combines every important 
feature of proven advan- 
tage with the beauty of 
modern design and sim- 
plicity of application. 





@ Quality in every detail in- 
sured by our sixty years 
experience in the design 
and manufacture of spring 
hinges. 





Double Acting Type BUT900! 


Trim and Streamlined . . . the "'Simpiex"' Spring Hinge is designed 
to harmonize with the most medern requirements in builders’ hardware. 

Application direct to door casing without the use of a hanging 
strip is both simple and economical, requiring a mortise cut in the 
door only. 

Here is a product that maintains our tradition for quality ... a 
tradition that has guided us through more than 60 years of exacting 
manufacturing requirements. 
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Vhicago Sprina Hinge Co. 


CHICAGO U.S.A. NEW YORK 
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4 
HACKSAWS 4 


ig 


pin-type blade. i, ; 


holds a Mighty Master and a Mighty Midget saw. This 








LINE-UP 
PROFITS ano SALES 


WITH THIS 


LINE-UP 


OF 


FULLER TOOLS 


#x877 Assortment 
of 24 Screw Driv- 
ers. Tool steel 
blades. Retail 
10¢ to 35¢. 


#522 DeLuxe — 
Assortment of 12 
screw drivers. 
Every driver 
branded and 
warranted. Retail 
from 20¢ to 60¢. 


50¢ each. 


FULLER TOOL COMPANY, Garrison & Faile Sts.,BRONX 59,N. Y. 
SALES OFFICES " 


A. E. Fuller, 16 Hudson St., New York 13, N. Y Fuller Tool Co., ltd., 404 St. H t Montrea 
Ha-dware Agency Co., 89 Brood St., Boston 10, Mass M. M. Davis, 1754 Mohican St., Philadelphia 38, Po 


Sanford Bros., Mocksville, N. Carolina 
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Whatever your Washer needs may be, 
we can fill them! For more than 25 
years we have been faithfully serving 
the hardware trade. 


Our Washers are Master Products. 
Flat, clean cut, hand sorted—no scrap, 
no slugs, no miscuts. 


U.S. S. WASHERS ¢ S. A. E. WASHERS 
RIVETING BURRS * SQUARE WASHERS 
EXPANSION PLUGS * MACHINERY BUSHINGS 
AIRCRAFT WASHERS * DISCS 
LIGHT STEEL WASHERS * COPPER WASHERS 
BRASS WASHERS * ALUMINUM WASHERS 
STAINLESS STEEL WASHERS * Ete. 
and over 10,000 sets of tools for special washers 








es 


FOR THINGS THAT STICK OR SQUEAK ) 
now priPle 4c TION 


DOOR-EASE 19° Ned: person Ve 
Stent Sth Lahoon ' Nationa ly .ADVERTISED DRIPLEYooucs’ Yi 
. Pi 


“ eeeriecumes PRODUCTS : = Nh 









LUBRICANTS NEEDED IN EVERY 
HOME, OFFICE AND SHOP 


Colorful Action- 
Compelling Displays 
. CONSISTENT PROFIT PRODUCERS 
ss th That Sell on Sight Jictaabe 
DOOR-EASE AMERICAN 
STAINLESS STICK Onder Today ! DRIPLESS OIL 


LUBRICANT FROM YOUR JOBBER Penetrates, lubricates, rust 









w w jrawers Wont drip at 
ps t jing, st F Wont gum at 


yueak 3 j else iike y i¢ A stream radror 
Attractive 3 Color New 3 Color Disolay with 
Display with 1 Doren > Fach 2-Dor. Deaie: Carton 





Sticks per Display 
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ASSORTMENT HA 


“simONOS 


‘> 
. ~<a 


Give only 1% sq. ft. of counter space to this handsome display unit 
and you'll quickly sell these industrial quality wheels to every type 
of trade—home workshops, repair shops and farms. You can sell 
them at a 50% mark-up over your cost of $34.69*. Although not a 
second line, these grinding wheels are economically priced to meet 
competition. You get 40 wheels—2 each of 20 items and 60 sets 
assorted size bushings. Shelf space in the display holds the stock of 
26 individually boxed wheels which are not mounted. 


When you order Assortment HA, ask for details of the full line of 
Simonds Abrasive fast moving sharpening stones, oil stones, knife 
sharpeners, scythe stones and other specialties. 

*Prices slightly higher west of Denver. 


SIMONDS 


Other y ABRASIVE CO. 
SIMONDS ABRASIVE CO. iso Division of _ESTV Te) Te eye enempenions 
SAW AND STEEL CO SIMONDS gy 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 


ni ASNT asa 
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MASTIC-GLAZ EGE is the successor 


to putty because it requires no prime coat 
or mussy, smeary painting over. It's cleaner 
to handle, goes on quickly and smoothly, 
never cracks — never falls out! 



































cans and 25 Ib. pails.) 


P| 8701 KINSMAN ROAD « CLEVELAND 4, OHIO 


_ The quick- = Ask your jobber for FREE sales helps... FREE mats and 
selling counter dis- se . ay . 
play contains 24 1-Ib. electros! Tie in with national advertising by featuring MASTIC- 
cans in an assortment of 
colors. (Also available in § Ib. 





UCCESSOR TO PUTTY 


Fact is that people have always needed a product like MASTIC-GLAZE 


At least they were “fed up” on messy putty that called for 
priming and the ticklish job of painting over... that hardened, cracked 
and fell out. NOW, with MASTIC-GLAZG, it's a cinch to glaze 
windows and storm sash. Mastic-Glaze is also dandy for filling cracks, 
plugging holes and a lot of other things around the house. 


MASTIC-GLAZG was quickly accepted as the successor to putty! 
Repeat orders are coming in faster and faster to Tremco Jobbers! Are YOU 
making those DOUBLE profits as a MASTIC-GLAZE dealer? Ask YOUR 
jobber to put you on the “RUSH” list to get MASTIC-GLAZ 

Put it on your counter where it can do its profit making stuff for YOU. 


THE TREMICO INANUFACTURING CO. 
Manufacturers of STRIP-SEAL 








Stock it! Display it! Advertise it! 


GLAZE in your local newspapers. Let your customers know 
that you sell nationally advertised Mastic-Glaze. 
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All Sales Are Yours on 


FLATLUX 


(Thanks to exclusive franchise plan) 


YOU GET ALL THE BUSINESS YOU CREATE 


When you sell Flatlux, you’re the only dealer 
in your neighborhood who has it. Nobody 
across the street is selling it in competition 


with you. 


Result: All the Flatlux business in your neigh- 
borhood is done in your store—with profit 


to you. 


MAY 23, 1946 


It means cash in your till to stock and push 
fast-selling Flatlux, the one-coat wall paint 


made with oil. 


Exclusively yours: Write today for details 
on how you can have exclusive rights to sell 


Flatlux in your territory. 


Why customers come back for more 


One coat of Flatlux covers wallpaper, plaster, 
wood, wallboard and most other interior 
surfaces. 

* It's washable—made with oil. . 

* It's fadeproof. 


* It seals, primes and covers in one coat. No 
undercoats needed, even on new walls. 


* It’s easy to use—no messy mixing. 




























Click the button for 
perfect seasoning. 


Finger-tip control with modern 
CARVANITE push-button 
seasoners. Six smart designs in 
attractive colors (Tom Thumb 
model illustrated). On sale at 
better stores everywhere. 


CHRVAUcrs 


6000 S. Saint Andrews PI. 
Los Angeles 44, California 


More Than 3 Milfion Pairs Tom Thumb, Kitchenette, Patio, Patrician, Cottage and Petite Seasoners in use. 


We ‘ne telling the woud the many advantages of CARVANITE 


Push-Button seasoners in a number of national consumer magazines. It starts with the advertisement above, 
which will run in the June issues of “Better Homes & Gardens” and “Sunset” magazines. Now is the time to 
tie-in your local advertising with this national effort and cash-in on both. Tell the public you are the store 
that handles the new and better CARVANITE Push-Button seasoners. Write today for free electros and mats, 
or see your local jobber for a supply of dealer aids and envelope stuffers. 


(f RVAL! Lo ers tiutsumsnesrst, 
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MARC (] MASTER Mlaywyinum 
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MARCO Jumbo Size 
CHICKEN FRYER. Roomy 
enough to accommodate a 
whole chicken. Beautifully 
‘ styled and designed for 
pA} ed . aa maximum cooking efficiency. 
an iam- ° 
eter Aluminum Skillets ore 
making themselves indis- 
pensable in countless Ameri- 
can kitchens. 


MARCO COVERED ALUMINUM SAUCE 
PANS available in 1, 2, and 4 quart 
actual cooking capacity. These superbly 
designed and constructed Sauce Pans 
preserve natural food juices, flavor and 
vitamins. 


MARCO Aluminum Ware surpasses all ex- 
pectatians in actual tests with various types 
of stoves under different cooking conditions. 
It distributes heat quickly and evenly; food 
sticking is eliminated; it is quickly and easily 
cleaned and retains its bright lustre. No 
wonder the MARCO CHEF is winning a con- 
tinvally growing consumer acceptance to- 
gether with greater sales and profits for 
progressive merchants. 


THE MARCO CHEF 
ASSURES EARLIEST 
POSSIBLE DELIVERY! 


NESTED UP Pn ane M Pr \ R D } ‘3 | A N 


oot BAKELITE the perfect fitting 
c 


EVERC a eatety GFiP- spat 


HANDL 
1130 WEST GRAND BOULEVARD 
DETROIT 8 MICHIGAN 
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UP UP UP 


GO YOUR SALES 


“INVADER 


HUNTING — CAMPING — FISHING 


d 
° V2" hollow ground blade— 


d back sigh 

° “" ond bY" by IY oil / 
d stee 

° Theos 109 locks handle 


e top opener 
° sete sntends full length 


of knife 


e Genuine leather sheaths 


No. 287 AL 


ALS 
ite. 187 No. 287 ALS 





DEALERS 
AND 
JOBBERS 
INQUIRIES 
SOLICITED 


se big presi! 
te today! 


E. G. WATERMAN & CO. 


25 Bleeker St., New York 12, N. Y. 











Going Fishing? 


It looks as if this fisherman did some early 
shopping. And some dealer made a nice sale, 
because he knew that fishing equipment should 
include a camp stove, an ice box and a lantern. 
We have been greeted with a landslide of orders 
since we announced the return of our small 
appliance line. 


WRITE TODAY for literature and dealer 
arrangement on any or all of these appliances. 


AGM KAMPKOLD PORTABLE ICE BOX 


An insulated all steel unit for icing fish and game. 
For picnics and camping trips, too. You can take 
it anywhere. It’s compact and light, easy to carry 
and competitively priced. 


The AGM label appears on all 

of the products of the American 
as ‘achine Company. To 

dealer and customer alike it’s 

our guarantee of “‘ Always Good 
lerchandise.” 


AGM Kampkook Stove 
America’s original gasoline 
camp stove. Compact 2-burner 
unit-—-burns LEADED as well 
as WHITE gasoline. Lights 
instantly without generating. 


AGM Ready-Lite Lanterns 


Powerful single and two mantle 
lanterns. Give brilliant, non- 
my white light. Instant 
ighting, built-in positive pres- 
sure pump, large fuel capacity 
for steady operation. 


| AMERICAN GAS MACHINE COMPANY © 


ALBERT LEA, MINNESOTA 
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to protect the sales 
of our dealers, 
GEP advertisements 


like this are appearing 


regularly in leading 


outdoor magazines 


GEP- 


ROD 


23, 1946 


TRAVELERS’ “Gtipe 
mete ae tans, ool: og Free tour of bintarte 
MINNESOTA 


- 





right jo sour own heme... 





ae >. 





Each passing month brings us closer to the materials, new shapes, new patterns, new 
day when we can announce new post-war finishes. Every item added to the line will be 
developments in PRO-TEX Pads. Our own worthy of the PRO-TEX name-—beauti- 
engineers and designers have long been busy ful, well made, low priced—designed for 
on these new products...embodying new quick turn-over and customer satisfaction. 


BALLONOFF METAL PRODUCTS CO. 














1820 EAST 37th ST. CLEVELAND 14, OHIO 





These strong, protective work gloves are the product of one of America’s 
largest textile mills. They are Riegel-controlled — in one plant — from raw 
cotton to finished glove. This supervision of every detail results in unex- 
celled quality — durability — economy 
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cays’ Papa Pater Putter 


“YES, it’s a brand-new addition to the Schalk Family: Peter 
Putter’s Plaster Pencil. Like every other Schalk Specialty, the 
product is as good as we can make it; the packaging registers 
showmanship from start to finish; the promotion behind it is 
big-league national advertising. And I’m parent-proud be- 
cause this new baby carries my own name—a name more 
and more people think of when they think of Home Repair’’ 


So, Mr. Dealer, it is only good sales-sense to stock THE 
Plaster Pencil that is sure to dominate this market. Remem- 
ber, too, with Peter Putter’s Plaster Pencil it is mot necessary 
to size the surface before painting. You can go ahead and 
paint immediately after the crack is filled. 


A 25c seller, packed 12 to the display container: a novel 
stand-up-and-sell display that’s “something to write home 
about.’ Order from your jobber today! 


SCHALK CHEMICAL COMPANY * LOS ANGELES * CHICAGO 














Leres why 


The Brush’ with the 


aints more surtace 





TEST PROCEDURE: Actual painting conditions TEST CONCLUSIONS: Comparison of area covered 


were duplicated as closely as possible. Brushes of by each of three standard type brushes (with hog 
identical type and dimensions were dipped into bristle coverage equal to 100%) shows Rubberset 
paint to a uniform depth. Then skilled painters Nylon covers 9.5% greater area than the best 
“brushed out” the paint until supply was exhausted. hog bristle brush... far more than ordinary nylon! 
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| read you think we'd be sat- 
isfied with those independent 
laboratory tests you recently saw— 
the ones proving that the new Rub- 


berset Nylon Brush picks up more. 
paint than any other nylon brush... * 


more, even, than finest hog bristle ? 


But no, we had to check further and 
prove that in addition to picking up 
more paint, Rubberset Nylon delivers 
more, too. Dip for dip, the.brush with 
the “permanent wave” paints a 
greater area than any brush you ever 
saw! 9.5% greater, as shown here. 
Think what this means in terms of 
time, effort and money saved! 


RUBBERSET’S “PERMANENT 
WAVE” IS THE REASON WHY. 
Natural curved shape of hog bristle 
(A) provides more open spaces for 
holding paint than the straight bristles 
of ordinary nylon (B). But Rubberset- 
processed Nylon (C) has exclusive 
“permanent wave” or series of crimps 
scientifically placed to provide great- 
est pick-up, smoothest delivery! 


e| Permanent Wave 
e} per dip! 


And this, mind you, is the same great 
brush that lasts 514 times as long as 
the finest natural bristle brush . . 








‘i i 











that needs no breaking-in, thanks to 
Rubberset’s patented “chisel tip” . . . 
that does a better job faster and easier 
than any brush you ever handled! 


The Man Who Knows Says— 





RUBBERSET 





Speaking of delivery..; 
Eachmonthseesa great increase 
in the production and delivery 
* of Rubberset Nylon Brushes. 
If you still haven’t gotten all 
you want, it’s because we still 
have a long way to go before we 
catch up with the pent-up de- 
mand for this great, new brush! 











*Patent Applied For 





NYLON BRUSHES 


Rubberset Company—Established 1873—56 Ferry Street, Newark 6, New Jersey 


Factories: Newark, N. J., Gravenhurst, Ont., Canada * Branches: Los Angeles, Cal., St. Louis, Mo. 
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MERRILL-VOLZ 
Hat Surface CLAMP 


Drop Forged 
Throughout 
of 
Special Steel 


Powerful 


Its Grip 
Increases 
with the 

Load 





‘Pop’ Walker is known in the tool 
industry - - for ‘Pop’ knows tools. 


PW tools not only look like ‘Jew- 
els’ but are accurately engineered. 






Fool Proof 







For Lasting 
Service 





ee 


‘Pop’ Walker tools meet far more 
rigid tests than ordinary tools yet 
cost no more. This is the reason 
that men who Know--Talk Walker! 






For raising, lowering or conveying any flat surfaced metal— 
sheets, plates, drums, angles, structural assemblies, metal con- 
tainers, etc. No springs or parts to weaken or get out of order. 









These ‘Jewels in tools’ are mount- 
ed on attractive display boards, 
and are unconditionally guaran- 
teed. Write today for ‘Pop Walker's 
latest catalog and full particulars. 
Address, Department A. H. 462. 







Write us for descriptive circular and prices 


MERRILL 
BROTHERS 


“Forging Ahead for Eighty Years” 





56-18 ARNOLD AVENUE, MASPETH, N. Y. 


WALKER MANUFACTURING CQ. 
Wercer, P4, 
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HOW a WytTerace* Steel Tape. Your customer 





will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly 
any light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
WyTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTerace Steel Tapes and Tape Rules are protected 
by U.S. Pat. 2,089,209 


FAVORITE* WYTEFACE 
STEEL TAPES 


For carpenters, masons; builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths — 25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off 


Drafting, Reproduction, Surveying 
Jt. Equipment and Materials, 
iz ar _ Slide Rules, 
Measuring Tapes. 


KEUFFEL & ESSER co. 


NEW YORK - HOBOKEN, N. J. 


CHICAGO «+ ST. LOUIS + DETROIT « SAN FRANCISCO 
LOS ANGELES »- MONTREAL 
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NATIONALLY FAMOUS 
OSTESS WARE 


From the “HOUSE of PROMOTIONAL IDEAS’ 


Already Widely Promoted ” 


THROUGHOUT THE COUNTRY 


NOW... BACKED BY 
Be WATIONAL ADVERTISING 


ORDER from Your 
REGULAR JOBBER 


If you do not know which jobber 
handles the Heller line, fill in your 
name and address below and 
we'll supply the information. 


—~n 


@ 7 GREAT NEW PROMOTIONS 
shown for the first time 


' @ DELIVERIES flowing in increasing volume 
See ee from our big, fully automatic plant 


> JOBBERS! @ NATIONAL ADVERTISING to bring more 


Several jobbing territories ore and more customers into your Store 
still open. Write at once. 


Zz 
Q 
3 
@ 


/ "40 TESS” BUN | ‘hiistnd. 


*” 


avy gauge, highly-polished 
sinum, with inner basket. | — with genuine Fring oven 
dj colorful display carton | — glass Cover : 


—— AS Cee oe od 


NEW YORK SHOWROOMS: He “| E LLER Gran CHICAGO SHOWROOMS: 
1150 BROADWAY PROMOTIONAL HOUSEWARES SPACE 1108 
Executive Offices and Factory; WHITE PLAINS, NEW YORK MERCHANDISE MART 
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The BIGGEST PROFIT OPPORTUNITY 
In Major Appliance 


@ 


| Sos toll 
pyle 





BACKED BY THE 
BIGGEST PROFIT NAMES 
IN THE 
GAS RANGE BUSINESS 


The “CP” program is the soundest selling idea you A-B ORIOLE 
can tie into. It is the sales plan that will move high 
grade, automatic gas ranges off your floor in volume to CALORIC QUALITY 
the 12,900,000 homes with gas ranges more than 8 years Mariela Tal ROPER 
old. It is the profit building, easy selling plan that gives 
your customers the only industry wide, universally ESTATE HEATROLA ==TAPPAN 
a guide of its kind to superior cooking bait aes wenn 
Back of this coast-to-coast sales builder are the multi- GLENWOGD WEDGEWOOD 
million dollar advertising campaigns of gas utilities and 
the 19 leading profit lines in the gas range business. GRAND WESTERN-HOLLY 
HARDWICK ee 
Write today for "A NEW KIND OF SALES CLARE BROS 
PLAN” to Gas Appliance Manufacturers MAGIC CHEF GURNEY 


Association, 60 East 42nd Street, New York 17. 
O'KEEFE & MERRITT MOFFAT 


(AS THE WONDER FLAME FOR AUTOMATIC COOKING 
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RUBE WY 


THE COMPLETE QUALITY LINE 


ae te ms 


RBa&W RUSSELL, BURDSAL 
BOLT AND NUT C 


Russell, Burdsall & Ward Bolt and Nut Company Factories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. 
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Offices in Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 





And you'll profit more in bolts and nuts 
by putting selling emphasis on the extra 
values in the RB&W brand. 


There are a number of famous names in 
wire rope—brands that are aggressively 
advertised and recognized by distributors 
and users alike as superior to the run-of- 
the-mill variety. Those names are worth 
money to you, so you push them. 


Bolts and nuts are also items that rank 
high from a volume standpoint. It is prof- 
itable to tell your customers that recog- 
nized brand name fasteners of high qual- 
ity are worth more to them... in terms of 
more efficient assembly and more depend- 
able holding power. This is where the 
hundreds of thousands of dollars RB&W 
has invested in research and development 
will pay off for the user—and you. 


RB&W distributors who make a point 
of merchandising bolts and nuts with the 
emphasis they deserve, find that results— 
measured by volume and turnover—make 
bolts and nuts a major item in their lines. 
In addition, they benefit from customer 
satisfaction — reflected in better supplier- 
user relations. 


tee 


—— 


ne 
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In Minneapolis or Dallas— 
Always the Same 


One reason so many big users of bolts and nuts 
insist upon RB&W is that quality is uniform from 
bolt to bolt, from shipment to shipment. One bolt 
picked at random from one RB&W distributor’s 
stock will be identical with one of like specifica- 
tions similarly picked elsewhere: the same clear- 
cut heads, accurate, well-finished barrels, perfect 
threads, high and uniform physical properties. 


A Name Associated with Extra Values 


Purpose of this advertising is to make the name 
RB&W EMPIRE mean extra value to your 
prospects and customers. 


st & 











need... 


to feature Lowell! 


WORLD'S 











These three big advantages are what you 
and only Lowell gives you all of 
them! They're a team that work together to 
increase your profits on sprayers and dusters 
and build good will by providing utmost sat- 
isfaction. From every angle, you'll be wise 


Lowen 





DEPT. 54—589 E. ILLINOIS ST., CHICAGO 11, ILL. 
LARGEST MANUFACTURERS OF 
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The Quality Jack-and-Post Floor Leveler Needed 
By Thousands of Owners of Homes, 
Commercial and Farm Buildings 


You'll be astonished at how many home owners in your 
community are in need of this new quality product for 
raising and leveling sagging floors or replacing rotted 
beams. Heavy repeat orders from all over the country 
show the lively market. 


Perma-Jack sells readily and profitably because the mo- 
ment a customer sees it in your store he realizes it’s just 
what he needs—a neat adjustable steel jack-and-post he 
can install himself, saving expensive contractor's fees. Its 
Timken thrust roller bearing construction enables anyone 
to |turn it up under full load by hand! With a height range 
of four full feet, ic has a rated lift capacity of 8 tons, is 
- load-tested up to 12 tons. It weighs only 38 pounds, 
‘comes to you in an easily handled carton. Retails for only 
>) «$10.95, carries full profit. 


3 Order from your favorite hardware jobber today 
Packaged or write us for facts about Perma-Jack’s new extra 
for easier sales and profits for you. 


handling. 


PERMA-JACK CORPORATION 


























































12500 BEREA ROAD 
CLEVELAND 11, OHIO 
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D OV BLE your Profits 














1. Dairy Farmers with 7 
BIG HERDS 














2 e Dairy Farmers with 
SMALL HERDS 


OU ean do it with Rite-Way—the two market Cash in,on this extra market, this even bigger 

milker because it offers precision-built per- market of small operators. More than 100,000 
formance wanted by men with 50... 100... or dairy farmers have proved the advantages of the 
200 cows at a price the man with only 6 cows Rite-Way milking method on both large and small 
can easily afford to pay! herds ... And with more than a quarter century 
of experience behind it, Rite-Way is setting the 
pace for the industry in milker improvements. 
FEATURE FO R FEAT y RE Sell huing Bastest selling milker! You can 


it’s easier to sell a RITE-WAY establish a successful, profitable business with 


—_——, the help of Rite-Way’s powerful farm paper ad- 





vertising and generous dealer support. Write 
for details of the money-making Rite-Way fran- 
chise today. 

RITE-WAY PRODUCTS COMPANY 


1241 BELMONT AVE. Dept. HA, CHICAGO 13, ILL. 


Branches: Syracuse; N. Y.; Oklahoma City, Okla.; Atlanta, Ga. 
Coast Distributor: Dairy Equipment Co., Oakland 12, Calif. 
In Canada: Massey-Harris Company Ltd. 


° ° 
29S ot 
oon - 


RITE-WAY 


MILK ER 





AMERICA’S FASTEST SELLING MILKER 
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Here's something new in oil cans —com- 

pletely redesigned in construction and in 

appearance. Note these important features: 

1. Seamless steel spout, cold drawn and 
swaged. 

2. Durable brass cap threaded into un- 
usually large filler hole. 

3. Styled to fit the hand — finished in bright 


red enamel. 
4. Spring steel bottom, expertly welded. 
An oil can made to last and styled to sell. 
Furnished in four sizes—1/2, 1/3, 3/4 and 
1 pint capacities. Choice of six spout lengths 
—3", 4", 5", 6", 9" and 12" either straight 
or bent—fiexible spout 6'/2" long optional. 
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You'll be a “Doctor of 
Water Closets” with a stock of 


FIT-ONE-FIT-ALL Tank Balls! 
















Designed with a tapered seat to assure 
proper operation on all size flush valves. 
Made of a tough, black synthetic 


compound for top-notch performance. 


COMPACT, COLORFUL 
COUNTER DISPLAY 
12 individually pack- 
aged FIT-ONE-FIT-ALL 
Tank Balls to the handy 


counter unit. SEE 
YOUR JOBBER TODAY. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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DEPENDABLE RUGGEDNESS 





MAKE MORE SATISFIED CUSTOMERS... 


FEATURE BULL DOG TAPE! 


Long a standard for high quality, BULL DOG 
FRICTION TAPE enjoys wide consumer accept- 
ance and demand. Its consistently high tensile 
strength, greater adhesive qualities, and ability 
to remain usable longer than most other brands 
make satisfied customers. And satisfied customers 
are good business. 

Cash in on high-volume profits by stocking your 
shelves with this fast-moving money-maker. 
Order BULL DOG FRICTION TAPE from 
your local jobber today! 


Boston Woven Hose & RUBBER COMPANY 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS ,U $.A ° P.O. BOX 1071, BOSTON 3, MASS 
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At Aut 


CIiIPCO QUALITY 
PUSH & PULL BARS 


TY Le 4 


NOW — Push and Pull Bars are 
IN STOCK items at your jobber. 
.. the first time in the industry. It's 
another service first by CIPCO. 
























PUSH and PULL BAR SETS 


Packed 1 set to a box, “KNOCKED DOWN”. 


Aluminum, Brass or Bronze. 
You see exactly what you get—and AT No. 2214 Square Tubing 34” O.D. 


you get it quick. Attractive streamlined ed No. 2215 Solid Bars, 34 x 1” 
design. Quality finish. Your jobber has 
them IN STOCK. 















Stock lengths 36 inches only, fits any 
door up to 42 inches wide. Single Push 
Bars only—packed 6 in box. 




















CITY PLATING and MANUFACTURING CO. 


22nd and COLE STREETS . ST. LOUIS 6, MISSOURI 
A DOUBLE GUARANTEE.... 


iii en OR 4 REFUND OF eneacrenc eames bad f\: Ul) 
ies] * ce ee th T 
6 "Guaranteed by = "/y | Su) i NG ‘ \ “ 


\ Good Housekeeping “FT i CAN OPENERS 


No IF DEFECTIVE OR we 
m4 Apvegristy THES 







































Pitching for our side! Good 
Housekeeping’s ‘‘Seal of Approv- 
al” is right in there . . . backing 
up our own full SWING-A-WAY 
guarantee! Here’s proof of in-the- 
groove performance for the syn- 
cro-mesh gears that easily open 
all sizes and shapes of cans! An- 
other reason for the increasing 
acceptance of SWING-A-WAY 
CAN OPENERS as the finest on 
the market! 





















"20 


($2.25 west of Rockies) 










FRANK McCABE SAYS: 


SWING-A-WAY’S production has 
not becn cut one particle because of 







STEEL PRODUCTS , ay : the steel strike! We anticipated . 
' and have an adequate supply of steel 
1439 Merchandise Mart Chicago 54 > to take care of our 
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How to keep the cream in your coffee sweet! 


TODAY'S APPLIANCE market is so rich, so creamy, you The safe way is to sell reliable, quality-built M-B appli- 


can sell practically anything—even appliances no one ever ances. And to make sure your customers get full satisfac- 
heard about. But if you're not careful, the cream you skim tion, it pays to take a minute to explain each sales feature 


off today may turn mighty sour on you tomorrow. varefully. For instance... 


“"LONG-LAST” is a good name for this per 
colator. Nothing to break—built to last. 
Soundly designed, with smart, simple lines. 
Solidly constructed of heavy-gauge metal. 
No coddling needed here! 


Manning 


PRETTY ENOUGH for a party—yet practical 
enough for everyday. Beautifully finished, 
mirror-bright—highly polished chromium on 
nickel, inside and out. Handsomely grained, 
insulated wood handle. , 


READ ALL ABOUT it in the May 11 issue 
of The Saturday Evening Post and in lead- 
ing women’s magazines. Note its safety 
current-breaker. Made by Manning Bow- 
man, famous for quality sinee 1857! 


Bowman Means Best 


MERIDEN, CONNECTICUT 


THE LINE THAT'S ALWAYS IN DEMAND 
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Progressive jobbers and dealers all over the country 
have been quick to learn that the circle ®@ line of 
fasteners means just one thing... greater profits all 
along the line. From cap screws: to stove bolts every 
circle ® product has the same uniformity and qual- 
ity that make for plenty of profitable repeat busi- 
ness. Furthermore, the circle ® line is widely ad- 
vertised to your customers and prospects —creating 
a constant desire which you can profitably fulfill. 
Start on your way to “brighter”’ times by stocking 
the circle ® line of nuts and bolts. 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N.Y. + SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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The Product You Can Handle 
Profitably.and Proudly... 


Of course, linoleum is scarce . . . wallboard is hard to 
get, but there’s a big building and remodeling boom 
on the way—that’s for sure. And when these scarce 
items start to come in, you’ll need trim in a hurry. 
No one can give you better service than Youngstown 
Manufacturing, Inc., and only Youngstown can give 
you matchless Superior Aluminum Trim. Superior Trim 
is the only trim finished by the exclusive Schuler 
luster process, developed by Youngstown for uniform 
finish. With this process, you are assured of uniform 
finish of every piece of trim, from end to end. Re- 
member, too, for perfect straightness and easier in- 
stallation, Superior Trim also offers True-Edge quality. 


It will pay you to check with Youngstown Man- 
ufacturing, Inc., for your metal trim requirements. 
At Youngstown Manufacturing, Inc., you'll find an 
attractive-looking “Superior” product... backed by 
the best-possible service, and the right price setup. 
Use the coupon today. 


YOUNGSTOWN MANUFACTURING, Inc. 
66-76 S.PROSPECT ST. - YOUNGSTOWN, OHIO 


Gallet \iNOLEUM SCRIBER 


ANOTHER YOUNGSTOWN DEVELOP- 


TRADE MARK 


ALUMINUM TRIM 





INSIDE CORNER 
No. 553 For !/g" Material 





OUTSIDE CORNER 
No. 552 For '/g" Material 


NOSING 
No. 28 Depth of Face I-1/16" 








MENT is the new Superior Bullet Scriber . . . —( 
for scoring, scribing, cutting, and fitting. Also 
available to distributors and dealers are Knives, 
Miter Boxes, Linoleum Rollers, and Shears. 





BRANCH OFFICES AND WAREHOUSES 


YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO 


126 N. 3rd Street, Philadelphia, Penna. 
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363 W. Peachtree Street NE, Atlante, Ga. Company 
363 S. Wall Street, Columbus, Ohio Your Name 
217-219 N. Alabama 5St., Indianapolis, Ind. Adie 











a CAP MOULD 


ia ~=No. 55! For '/" Material 





DIVISION BAR 





No. 550 For '/g" Material 


COVE 
No. 121 Screw-on Type 














a ee 


[_] Please send us literature and prices on Trim 


[_] Please send us literature and prices on Scriber 


State_ 


2038 E. 70th Street, Cleveland, Ohio City_ 
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SELL THEM... 


NEOCETA 


\ WEARS LIKE PURE HOG BRISTLE 


y HOLDS JUST THE 
RIGHT AMOUNT OF PAINT 


ie T MAT OR FINGER 





o, AbErS ITS STIFFNESS IN 
PAINTS CONTAINING WATER 


PITTSBURGH ff Fs 


PLATE GLASS COMPANY — 


HARDWARE AGE 





PRESS-TITE (2)k°% 235. 


Item 


Packed in 80-foot 
rolls in display 


carton as shown. 

et your share of the profits from Press-Tite Caulk- 
© ing and Sealing Cords—the non-hardening, rope- 
like sealing compound that fills cracks and holes any- 
where. It’s the product of a thousand uses—in home, 








shop or factory. 





Neat and clean to use—it’s just pressed in cracks 
with fingers. For weather stripping, for caulking, for 
filling holes before painting and for patching plaster 
or masonry. Seals tightly and stays tight—thoroughly 
waterproof. 


ESS-TI WILL NOT HARDEN in Package! 


Tt ano SEALING CORD 


CONTAINS 80 FEET 





2 
a 


yur > Nationally Advertised! 


: 3 : AMERICAN HOME 
Press-Tite Caulking and Sealing SOAR umcNaets 


Cords are nationally advertised in POPULAR SCIENCE 


: , BETTER HOMES & GARDEN 
such magazines as the following: —yoyse BeauTiFUL 


with total readership circulation of over 6,500,000! 


MAT SERVIC 
AVAILABLE Pris Colorful circulars, free 


Various size mats for 
use in your own adver- 
tising are available with- 
out cost. 


Descriptive folders for your 
counters and customers are 
also free with each order. 


Onder TNlow! 


PRESSTITE : & : Ask your jobber about Press-Tite Caulking = 
 Livemeeme 4 and Sealing Cords, or write direct, today. 


WAY 23, 1946 




















Yawcel Publications, Jne. 










THE FIRST ANNUAL 


NATIONAL CRAFTS. 
and SCIENCE SHOW 


SPONSORED BY 












MECHANIX ILLUSTRATED 












FEATURING 


Home Workshops « Model Airplanes « Radio « Model Railroads « Boats « Photography 
and dynamic exhibits from the wonder world of Science 










New in type, unique in scope, the National these and more will sound the keynote of the 
Crafts and Science Show will be teeming with show — activity. The sole purpose of Fawcett 
exciting activity. There'll be saws buzzing, mod- _— Publications, Inc. in presenting this show, is to 
els flying, lathes spinning, model railroads run- _— create ACTIVE interest in acTIVE hobbies — the 
ning, ham radios sending and receiving —all © MECHANIX ILLUSTRATED type of hobbies. 















Under the management of 
CAMPBELL FAIRBANKS EXPOSITIONS, INC. producers of the 
eminently successful New York and Boston SPORTSMEN’S SHOWS. 


EXPOSITION HALL NOV. 17-24, 1946 
MADISON SQUARE GARDEN 


Address all inquiries to Campbell Fairbanks Expositions, Inc., 
545 Fifth Avenue, New York, N. Y. ee 
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TOP QUALITY Ej 
THROUGHOUT Ee : = 20,000 DIFFERENT 


eS 


Other Republic Products include Woven Wire 


MAY 23, 1946 


SIZES AND SHAPES 


From full-formed heads to clean sharp threads, 
Republic UPSON quality is always TOP quality. Why? Three 
reasons: Finest raw materials ... complete manufacturing 
facilities ...and skilled craftsmanship, backed by one hundred 
years of bolt-making experience. : 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION ¢ CLEVELAND 13, OHIO AND GADSDEN, ALA. 
Export Department: Chrysler Building, New York 17, N. Y. 


REPUBLIC 
BOLTS AND NUTS 











og “WEATHER 
STRIPPING 








Keep your eye on 






A fine quality product . . . tested through the years ‘ , | 
. . . made of all-metal everlasting spring bronze. this quick-mover! 
Self-adjusting, it lasts a lifetime. Hemmed edges ARTIC 






and 4-point contact. Anyone with a hammer and 
scissors can quickly insta]. PAINT BRUSH 
CONDITIONER 





Convenient display case and dispenser Just what painters, homeowners 
‘i and others have been waiting for. 
FREE with each order of 5 cartons So strong it is practically Inde- 





convenient, practically gives cus- 
tomer INSURANCE for those 












Sold in 14%” and 1%” widths—Packaged in 100-ft. valuable and hard - to - replace 
coils (10 coils to carton), with nails and application brushes. 

instruction sheets. Also Special handy package, nee 
sufficient for 1 average window or door. 36 packages trically welded and soldered to- 






gether... 
to a carton. it WILL keep brushes soft and 
pointed, in good order, ready for 


For Beauty and Added Weather Stripping wee, indefinitely. 
SELL “ARTIC” SOLID BRASS THRESHOLDS FOR EXTERIOR DOORS 
















Address your jobber or 


The ARTIC Co. 16756 TENNESSEE AVE. 


DIVISION THE ZERO CO. CINCINNATI 29, QHIO 
























Profits How: /...\MMEDIATE DELIVERY 


2X Faucet Repair Sets come packed in 
a colorful, attention creating carton 
dispenser, 12 units to the carton, ready 
to display and make profits for you. 
Sets include two cutters for repairing 
%", 4", %” and %" size faucets. 























Order direct from 
leading jobbers in 
the United States or 
| Canada ...if your 
jobber does not 
carry the O'Malley 
line, send us his 
mame and address. 
Jobbers write, wire 
or phone for details. 


EDWARD O'MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


Midwestern Rep. Northwestern Rep New York Office California Rep Canadian Rep. 
IRVING S. KEMP CO. PACKERS SALES CO 1133 Broadway E. M, ROBITSCHER DORKEN BROS. 4&CO. 

218 N. Jeflerson St 304 Hughes Bidg Eastern Sales Mgr. 290 7th Se 408 McGill St 

Chicago, Ww Portiand, Ore HARRY M. PETERSON San Francisco, Cal. Montreal, Car 
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TOOL BOX 


HALL()WELL 





\ 
AIS. 


Auto KIT 


Auto Kits (in two sizes) 
. contain small tools most 
necessary for auto mainte- 
nance. Phillips Bits, Clutch 
Head Bits, Flat Screw Driv- 
ers and Tapered Reamer. 


“Reg. U.S. Pat. Off 


Kits: Patents Pending 


HOME KIT 


Home Kit . . . contains flat 
screw drivers (1/16” and 
\/,” wide), Phillips ‘screw 
driver, square tapered ream- 
er, gimlet, tack puller and 
bottle cap opener. 


HOLLOW HANDLES 


HOLD INTERCHANGEABLE UNITS 


The “Hallowell” Speed Tool Kits were de- 
signed to simplify and improve the equip- 
ment necessary to those who use a variety 
of bits or wrenches. They have swivel bit- 
chucks for better leverage and for reaching 
difficult places. The tools contained in the 
Socket Screw Kits and Socket Wrench Kits 
(they each come in two sizes), were care- 
fully selected to give the most convenience 
to their users. Tool bits are made of high 
grade alloy steel; the handles of famous 
durable Celanese* plastic. 

Socket Screw Kit #25, with swivel head drive, 
contains 8 tools: 6 hex bits: 1/16”, 5/64”, 
3/32”, 1/8”, 5/32”, 3/16”; #1 Phillips; 1 flat 
screw driver bit. 

Socket Screw Kit #50, with swivel head drive, 
contains 9 tools: 6 hex bits: 1/8”, 5/32”, 3/16”, 
7/32”, 1/4”, 5/16”; #2 and #3 Phillips; 1 flat 
screw driver bit. 

Socket Wrench Kit #75 contains: 5 sockets 
with openings: 1/4”, 5/16” (6 point hexagon); 
11/32”, 3/8” and 7/16” (12 point hexagon). 
With 1/4” square drive. 


Socket Wrench Kit #100 contains: 6 (12 point 
hexagon) sockets with openings: 3/8”, 7/16”, 
1/2”, 9/16”, 5/8”, 3/4”. With 3/8” square 
drive. 

Some terfftory still open to Suppliers. 
Write today for our attractive proposition, 


OVER 43 YEARS IN BUSINESS 


MAY 23, 1946 
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*“1)UO-TELL” 


P THIS ONE FROM A 
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STATE OFFICIAL 
















\[ftleeere 
gp = 
GaSe (oe 









ee beer 








eo te 





4 

























































ie 
DELIVERY He: 
i potose** tows 933% 00 
ee newtor” g your 472190 
wy oe u ? 
Buyers who have seen the TIME- OS > neve OG = e ais ger¥io® net 3° 
Pe 1 re) q 
‘ 4s e .  - 
SAVER Pressure Cooker accord it top eat since giver Oe A of & NO" gach Mnat's 
; ii 14 BOS Tc 18 NOSAKINE “hy onCS" ggele® 
honors. The TIME-SAVER is an achieve- RN. pot ¥° Sire YU Sen of “nave 
e ° ‘+s e ee au once: ou er ft Iyer . y? 
ment in quality, combining, as it does, Rey! could Acet ano 38 tro 
‘ - A Bex, ene P* arts: 4 Be 
beauty of design, utility and mechani- | ; ynes® pest inary *° a 
P . i tM % Fast qru 
cal perfection. It is made of a special (BM wort sed youTs 
quality, hard aluminum alloy and pol- oy; As 
lished to a high degree of lustre. pt 
Sturdy in construction. A simple flick ta 
seals and locks the pan with ease and " 
ir-tight precision. my 
— po ' Hi # Even more of these long- (" _—_ , 
Let lasting qualities are built | . a | 
- i ¢* 
3-in-1 Pressure Gauge coe right into the New Auto- \ vy | &, 
Cooking tests disclose the superiority of the TIME- i & matic DUO-DISC Washers, 3 a>" ; 
SAVER'S 3-way gauge. The gauge can be set at rs Titan cae, ls J J 
: — ttaini ki ats: ’ 
5, 10 o 15 Ib. pressure on o aining cooking iy service. The “Stokes” Pat- | | 
perfection and consumer satisfaction. Bt ented Ball-Bearing Trans- (] Pat 
7: ission, backed by our 4 
TO BE RETAILED AT hs m ’ Y 
GUARANTEED BP.) | broad guarantee, means a t 
$ 95 Ba: minimum of service calls = |*— _ 
A certificate of guarantee, tka for you and “more profit 
assuring mechanical per- a that you can keep.” Re- 
fection, is enclosed with CUSTOMARY member, too, only Auto- | 
each cooker, as well as a TRADE DISCOUNT matic Washers have the 
new illustrated 24-page = wpiviDUALLY PRCKED. SD- Sem saneaat 
time-chart and instruction 18 to 100 Ib. weight 








booklet. F.O.B. Factory 


NEWSPAPER MATS AVAILABLE 








Manufactured by 


TRAUBEE PRODUCTS, Inc. ‘3 


924 BERGEN STREET, BROOKLYN 16, N. Y. 


saad eb4e capt aed te 3 age 3 


Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 


—~er7) . wre 
eat * PE A | 
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_ me 
if youve heard ‘ole 


It’s an old story, because Victron’s been building fan motors 


for 20 ons Niel and today they’re better than ever. 


Sturdy ima and so quiet you won't 





remember they're running. <o2¢ Victron’s long know-how 
I 8 ° 
counts with customers, means money in the bank for yo.) 


But that design is NEW DIP so are the colors CH 


blended by eminent artists and designers to harmonize 





beautifully in any setting. 





VICTOR @ ELECTRIC 


PRODUCTS . INCORPORATED 
2950 Robertson Ave. Cincinnati 9, Ohio 


= 
~ 
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Got Your Hotel Reservation 
For The Market? 


1 [E January International Home 
Furnishings Market at The Mer- 
chandise Mart broke all previous 
attendance records. The July Market 
(July 8th to 20th) will probably sur- 
pass all previous Summer Markets. 

The Chicago Association of Com- 
merce—the Greater Chicago Hotel 
Association—The Chicago Conven- 
tion Bureau—everyone is cooperat- 
ing to provide accommodations for 
every possible buyer. Other con- 
ventions or gatherings are being 


shooed away from your two market 


.weeks, 


But the demand for rooms will be 
great and as your daytime host we 
urge you to have your hotel confir- 
mations in hand before you drop the 
razor in the suitcase. 

The Merchandise Mart and its ex- 
hibitors are planning to make this a 
Market that will help you in your 
buying and merchandising. This will 
definitely be a Market you will not 
want to miss. 

But don’t run the chance of wind- 
ing up on a bench in Grant Park. 
July nights are balmy in Chicago. 
But it might rain! 


Centered for Eficient ee ond Distribution 
CHICAGO 


HARDWARE AGE 





These two smashing facts are taking 
the trade by storm. 


Xx 
PAX TAPE profits top anything in the 
tape industry... by a wide ‘nlaigin. 


f 
PAX TAPE profits can be figured in 
gn a jiffy... with the new simple dis- 


ceo : count schedule. 


PAX TAPE. quality is_unéondition- 
ally-GUARANTEED...fo wholesaler, 


dealer, consumer. 
All Size Rolls... 


Immediate Delivery 
+ 


Another 
PAX First 


Having been the first to break the 





discount bottleneck — PAX now 
leads off with the first real money- 
making DEAL ever offered to 


dealers. 


PAX BIG 
66” DEAL 


With Display Cabinet FREE 
... 42a money makter{ 


‘Send for the facts NOW 
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PA Ys : ° 
LAWN BROOM ¢ TFC-9 

Twelve 14-inch Oil-Tempered, 
Flexible Round Steel Tines, 4-Foot 


Replaceable Hardwood Handle 
} | | ° 


“NT [2 


LAWN BROOMS \ 
WEED CUTTERS a 
ELECTRIC FENCE POSTS 


iy lla lf gli WIRE CLOTHESLINE 
14-inch Hi-Carbon Steel Blade 


Steel Reinforcing Arms CHILDREN'S 
30-inch Finished Hardwood Handle STEEL PLAYTHINGS 


SEE-SAWS 


WHIRL-A-WAY 
( Merry-go-round ) 


LAWN BROOM 
WEED CUTTER 
+ 

ALL POPULARLY PRICED 


FOR VOLUME SALES! 


























ee == Tennessee 


SOMETHING NEW FOR THE KIDDIES LAWN 


The Broom is an exact duplicate ae FE a b Ir r Cc a ti n f24 4 


of a regular lawn broom, as is 


the weed cutter, except the Cc O M P A | Y 


blade which is rounded and not wenn 1490 GRIMES ST. 


sharpened, to assure safety. CUTTER MEMPHIS, TENN. 
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A GOOD NAME IN FASTENERS 





be ht 


Sizes 


Styles: and Ty 
qe Y Pes You, Customers W2™! 


Oliver bolts, cap screws, rivets and other fasteners 
are produced by modern, precision manufacturing 
methods, under strict quality control. They are 
accurate to size, cleanly threaded, well-formed. They 
meet your customers’ most exacting specifications. 
You make no mistake in standardizing on OLIVER 


Industrial Fasteners! 


MAY 23, 1946 



































BURGESS 


i vibro mi-1-) 5 


Trade Mork Reg. U. S. Pat. Off. 


In a convenient setting that 
appeals to every craft and 
shop worker a giftto 


thrill anyone! 








Note the convenient arrangement 
whereby all Vibro-Too! attachments 
are in plain view and may be 
withdrawn and replaced with a 
minimum of effort. 











In designing the De Luxe Kit, Burgess has satisfied a long-felt need for a handsome pack- 
age containing the Vibro-Tool, accessories, and a handy sharpening stone... all perma- 
nently boxed to give the best day-in and day-out service to the user. 


The Vibro-Tool De Luxe combination is housed in a sturdily constructed, hinged wooden 
box with a natural polished finish . . . providing a case which is attractive in appearance 
and which offers a high degree of utilitarian value. 


The De Luxe Kit contains not only the Vibro-Tool and newly-designed accessories con- 
veniently placed in individual compartments, but a high quality sharpening stone as 
well, so that all of the attachments can be kept in finest condition. 


The twenty-two attachments included are a new, longer-lived standard needle for most 
types of engraving; the sturdier Tantalum Carbide needle for hard metals and glass; new 
curved and straight-edged knives and foot gauge for regulating depth of cuts; six carving 
chisels for wood and linoleum; six leather working tools; an abrasive point for frosting 
glass and smoothing surfaces; and five ball points for leather working, peening, etc. 


The Vibro-Tool Deluxe KitV 150........ Price $16.50 
WRITE FOR COMPLETE DEALER INFORMATION 
(HANDICRAFT DIVISION) 


BURGESS BATTERY COMPANY 


190 N. Wabash Avenue Chicago 1, Ill. 
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All Brass 


me ICN IMONT 


SPRINKLER 


FOR VOLUME SALES in 
the LOW PRICE RANGE 


DEALERS! Here is an item which will build 





Check These Features 


si ae spot te yon ou a ae oe we All Brass Construction Throughout— 
+ * ” = — er os - a eliminates destructive corrosion. 
it is produced economically. : 

den Three thousand man oni went into the de- Low Bearing Pressures—for long life. 

vines sign of this attractive, efficient and economical Formica Thrust Washer—e 1 i minates 
sprinkler. All of the knowhow of our precision tool mapeagenyl wee 7 

eo manufacturing experience and our mass produc- Self Adjusting Swivel—sprinkler stays 
tion methods has been applied to the manufacture flat on lawn. 

nost of it. The result is a sprinkler which will equal or Uniform Coverage—distributes water uni- 

new better the performance of many higher priced formly over full area. 

fing products ... and at a fraction of the cost. Wide Coverage—covers greatest area pos- 

tig Check the features listed at the right and con- sible with available pressure. 

; vince yourself that the Richmont Sprinkler offers No Waste of Water—throws uniform 

50 an unusual opportunity for building greater sales drops. No mist to blow away. 


volume and profiting from it. 
Order yours today. Prompt deliveries. 


Easily Cleaned— any obstructions in pas- 
sages quickly removed. 


RICHMONT, INC. 


2810 E. 11th Street sd 





Les Angeles 23, California 
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A WONDERFUL HEAD 
ON ITS SHOULDERS 


Yes, sir, this is the plier with 
the 3-purpose head (plier,cutter, 
wrench)—and the compound 
action that gives over twice the 
power. It’s the BERNARD— 
There is no other plier like it. 















As Cutter 

Powerful cutter on outsid4 
of head, convenient to use. 
The 6%" size cuts an 8- 
penny nail easily. 











These world famous saws have almost un- 
limited use—in lumber camps—around the 
home for the heavier jobs of pruning trees, 
cutting firewood—on the farm, at camp— 
and for maintenance and construction — 
work in industry. 

Popularly priced, BUSHMAN Saws are 


an exceptionally fast turnover item. 













As Wrench As Plier 
Jaws always parallel. Parallel jawsand com- 
Close like a vise. Hold pound leverage action 
FAST. Don't slip. give great gripping 
Won't mar or knurl power. Open throat 
the nut. is ideal for handling 
wire. 
















Now supplied in brilliant, 
gleaming nickel plate 





BERNARD Hedge Clippers 
#90-22” 











Light, strong, perfectly balanced— BUSH- 
MAN Saws are fast cutting and muscle 
saving. They rake and cut on both forward | 
and backward stroke. They cut twice as | 
fast with far less effort. The BUSHMAN 
patented teeth are sharp —and remain 
sharp longer. 


Scientifically designed and engineered 
for light weight and perfect balance, yet 
rugged enough for the toughest cutting jobs. 
Specially tempered blades of finest steel are deeply 
embedded and “anchored” in hard, ash handles. 








Write today to your jobber! Or, ask us ‘ ; 
ann siete tad ti bout BUSH Write for complete catalogue of BERNARD pliers, 
p ormation abou ‘ nippers, cutters, pruners, and related hand tools. 


MAN Saws. 


ea © DEMNARD 





GENERAL STEEL WAREHOUSE (0., INC. 


1830 N. Kostner Ave., Chicago 39, Ill., U.S.A. 


WM. SCHOLLHORN CO. 
1005 Chapel Street, New Haven 9, Conn. 
; “Quality Tools Since 1870” 
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THE TOOL 
THEY’RE ALL 


NEW, NATIONALLY ADVERTISED POWER-ARM DRIVER | . TALKING 


In 4 short months Tuffy Power-Arm Driver has 


LOOSENS este as me ABOUT! 


become one of the fastest-selling tools on the 
market. Why? Because its patented Power-Arm 

"gives tremendous extra leverage for loosening 
tight, rusted screws. Because its two-handed driv- 
ing power tightens screws that “last quarter turn” 
with ease. Because, with Power-Arm snapped: 
shut, it’s a regular, all-purpose heavy-duty screw 
driver. 

Available in three blade lengths; 5” retails at 
$1.95, 6” at $2.25, 8” at $2.65. Set of all 3 sizes 
in useful kit box, only $6.85. Tuffy’s a GOOD 
Tool with LUSH PROFITS . . . so get yours! No 
charge for Counter Displays, Window Streamers, 
Kit Displays on minimum orders. (Tuffy also made 
in Phillips Driver and Socket Driver.) 


Gsreciat TOOLS FOR DOING THE JOB perreny 
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THERMDs BRAND REPLACEMENT FILLERS 


TRADE-MARK REG. VU. S. PAT. OFF. 


Give your customers “new bottle’’ service 


Give you volume in vacuum goods 


@ It’s easy to promote Thermos brand Replacement Fillers—easy 
because your trade likes this kind of service. 


Many of your everyday customers have “broken” vacuum bottles 
at home—bottles they could be using today. Show them how broken 
fillers can be replaced, inexpensively and simply, and you'll have 
friends as well as customers. 

Any vacuum bottle made by Thermos has this replaceable filler. 
And no matter how old the bottle case may be, a new filler—the heart 
of the vacuum bottle—will restore its usefulness. 

You'll find your customers appreciate the practical economy of 
Replacement Fillers. And the extra volume from filler sales will 


carry-over until new vacuum ware is readily available. 


This colorful counter card will help you sell Thermos fillers. 
It's packed in every standard package of pint fillers—or 
we'll send the display direct to you on request. 


THERMDs 


TRADE-MARK REG. U. S. PAT. OFF. 


BRAND 
REPLACEMENT FILLERS 


Will fit any vacuum bottle made by 
THE AMERICAN THERMOS BOTTLE CO. 


NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto . Thermos Limited, London 
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‘WITH TIMELY NATIONAL ADVERTISING 


Weill TELL them 


(the multi-million readers 

















FREE SALES-COMPELLING 
TS visPLay UNIT 


Here's everything to catch the eye, help 
customers buy. Flasher socket, extension cord and 
plug, set-up counter dispenser by Forbes. Mister, 
that's merchandising! 


ASSORTMENT A-72 
ALL IN ONE CONTAINER 


1. Beautifully colored window banner 11” x 22%”. 
2. Fifty folder price lists. 3. Newspaper mats. 4. 50-50 
advertising. 5. Six foot extension cord and flasher 
socket. 6. Counter merchandiser (shown above) with 
this small assortment of fast moving sizes: 





Quantity Watts Each List 
42 60 25c¢ $10.50 
30 100 35c 10.50 
72 Retail $21.00 


Suggested Retailer Cost 14.00 


Retailer's Profit $ 7.00 
(All Prices Subject to Federal Tax) 


Refills or Complete Assortment with Merchandising 
Aids Can Be Ordered from Your Distributor. 


SEE YOUR JOBBER SALESMAN TODAY! 


BUG BANISHER LIGHT PROVIDES 
PROTECTION — ADDS DISTINCTION 


to Porches, Entrances, Gardens, Filling Stations, 
Drive -in-Lunches, Pavilions, Roadside Stands, 
Amusement Parks, Summer Camps, Resorts and 
Resort Hotels. 









who have buy-ability) 






l them 


that’s the kind of 
support you know brings 


quick, healthy PROFITS 


BUG BANISHER LIGHT BULB 
KEEPS SUMMER VOLUME UP 


-Just when things usually get dull, along 
comes this special non-competitive item to 
boost sales. This year you'll see records set by 
smart managers who cash in on the interest 
aroused by our customer ads in big magazines. 
Feature Bug Banisher while it's hot! 








MORE IN IT FOR YOU! 


Every sale of Bug Banisher puts 
extra pennies in the right pocket. Caiaay 
Highest return for small space—try 
it in YOUR store. Assortments are 
built on popular size preference. 


50-50 COOPERATION 
ON ALL ADVERTISING 
We want all the local advertising we can get and we'll 


pay half the cost. There's no limit so long as you use our mat 
or copy, and contract at local advertising rate. 


VERD-A-RAY CORPORATION, TOLEDO 5, OHIO 


MAKERS OF SHE PAST ETE 


Canada: Verd-A-Ray Electric Products 
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GREEN HOUSEHOLD LIGHT E 











































































® Hardware dealers are re- 
ceiving an ever increasing 
demand for a good rust re- 
mover. And RUST-I-CIDE is 
meeting the demand. 


RUST-I-CIDE is the-best rust 


remover on the market. It 


has been sold for over 
twenty years. It has been 
imitated numerous times but 


never duplicated. 
RUST-I-CIDE removes rust in 


it 
chromium 












a matter of minutes... 





is an excellent 








cleaner .. . it is used to re- 
move stains on sinks, toilet 
bowls and other vitreous 


enamels. 





RUST-I-CIDE is inexpensive 





_ 


This Superkleen Angular Sash Tool is 





- . Piypliguws nite age Asi | built (not just cut) at the proper angle 
uilt (not just cu e 
Rusft-CiDE a i Sper to take the fretfulness out of sash work— 
a” bottle; 75c—I6 oz. bottle; | = and do a cleaner, neater job besides. 
$1.20 aw, $3.60—gal- | a: Just check this line-up of features: 
ratte lon — with better-than- | ti the best obtainable hog bristles an- : 
r DESTROYER average profit for you. | 9 chored for keeps by the exclusive Devoe .- 









“Sta-Set” process—every one “flag end” 
—and absolutely clean—the long, ta- 
pered round handle is specifically de- 
signed for easier handling. 


The Superkleen Angular Sash Tool 
means profitable business for you. Your 
Devoe representative has full informa- 
tion about prices, profits and shipping 
schedules. Get in touch with him right 


jor Order a supply today. 
- Sreel Surtaee* 
», Brass Et¢ 





he gage 


a8 


EXCELLENT 
CHROMIUM 
CLEANER 






Order through your distrib- 
utor, if he cannot supply you 
write us direct. 


RUSTICIDE PRODUCTS CO. 


3125 PERKINS AVE. CLEVELAND 14, OHIO 
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Mr. Lee Howlett and the Howlett Hardware Store, Absecon, N. J. 










And that’s real growth in the ‘paint business isn’t it? Who did it? The 
Howlett Hardware Store in Absecon, N.J.—a resort town with a year-round 
population of only about 2000. In 1935, Howlett’s started featuring Lucas 
Paints. That year (their best till then) their paint volume was $1000. For 
1945, their Lucas Paint business totalled $7,500! 








Figures like Howlett’s are not unusual among Lucas dealers. A request 
for information will bring you all the facts on how you might profit by 
a Lucas franchise. 











bok fo he 











et, 


one reason why Lucas dealers lead 


: COLOR HARMONY LINES... 


Harmonizing colors in all lines . . . shades 
made to blend with each other in a variety of 
finishes . . . here’s just one example of the way 
in which Lucas dealers profit by having what ‘ 
the public’s asking for. Check with any Gi N PAI NTS 
Lucas dealer on the kind of cooperation q reat Name in RED 

Lucas gives all its dealers. 












JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa... . Offices, Factories, Warehouses in Principal Cities 
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. NEW /- 
an ironing hoard cover 
that won't burn! 


.--and sells like wildfire! 





Ba 





A new 
Qsb 
&° gtcted ean fabri 
uted Ubber . one by 
Mills, solely by faa 

e 





the perfect piece of toast! 


Toast that is perpetually perfect is now possible 
through a new and exclusive feature of the 
Camfield —Equa-Therm"’—the ingenious control ‘ Un ro ne nh aL 
that automatically guards against voltage fluc- | vin EE Vareseeaie 
tuations and maintains constant "toast-right” heat — 
from the very start to assure perfect toasting 


F4CNPtOOs Conse 
” W4swance 





every time, all of the time. 


Alone, this exciting fact has the New Camfield AT LAST—IT’S HERE! a Tn a 





slated for top position in toaster sales. Add these 
equally important features for perfect toasting 
plus... 

@ Automatic Pop-Up @ AC or DC Current @ Finger- 

Trip Release @ Color Regulator ® Cushioned Pop-Up 


@ Automatic Shut-Off @ Hinged Crumb Tray @ Oven- 
Type Construction @ Lustrous Mirror-Chrome Finish. 


* 
CAMFIELD 


AutOmatic: TOgasTeEeR 


CAMFIELD MANUFACTURING COMPANY * GRAND HAVEN, MICH. | 


110 


For the first time, housewives 
can have an ironing board 
cover that is actually burnproof! 
| Safer, longer-lasting, washable, 
| elastic binding for easy fit! Easier 


IRONING BOARD COVER 





| TEXTILE MILLS: Genera/ Offices: 2637 West Polk St., Chicago 12, Ill. 


New York Office: 200 Fifth Ave. Mills: Chicago and Athens, Ala. ~ 


ing ironed work! 


Unfortunately, for the pres- 
ent, only a limited supply of 
these covers and pad sets are 
available. 


*Reg. U. S. Pat. Off. 
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Vheyl! Choose 
OAZEY/ 





Be sure it’s a Dazey. Look for the 
DAZEY name. The Dazey DeLuxe Can 
Opener is guaranteed for five years: 


For 20 years... more than 5,000,000 consumers have been thor- 
oughly satisfied with the Dazey Deluxe Can Opener. This is not 
surprising in view of the fact that Dazey was the first and original 
wall bracket can opener. It was the first can opener with the pat- 
ented angle cutting wheel. It was the first can opener that would cut 
out the entire top of round, square or oval cans and at the same 
time smoothly iron down the cut edges minimizing the danger of 
cut fingers. That is why wholesalers and retailers who are interest- 
ed in the long pull possibilities of rapid turnover of stock and al- 
ways Satisfactory profits are going to place their volume orders for 
Dazey Deluxe Can Openers. 


THESE FAMOUS DAZEY KITCHEN HELPS 
FIT THE “ONE FOR ALL” WALL BRACKET 





- When Can Opener: Buyers Can Pick and Choose... 






When you Order—Order 
the Entire Dazey Line 





DAZEY TRIPLE ICE CRUSHER 


A turn of the handle crushes 
cubes fine, medium or coarse. 





DAZEY SENIOR CAN OPENER 
Lighter model of the Dazey De- 
Luxe with many of the latter’s 
important features. 









ry) 
* 


DAZEY SUPER JUICER 
Spins the juice from citrus fruits, 
straining seeds and pith, Alu- - 
minum or plastic. Easy to clean, 





DAZEY JUNIOR CAN OPENER 


Unmatched in the field of can 
openers retailing for $1.00. 









DAZEY SHARPIT 
A turn of the handle sharpens 
cutting edge of knives, etc., 
without marring side of blade. 


DAZEY CORPORATIOn 


ST. LOUIS 7, 
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NATIONAL METAL 
Hemmed 
Lronze 
IS BEING SHIPPED 


EVERY DAY 


Hemmed from .0095 gauge material, National 
Metal Hemmed Bronze is a quality product, 
and not to be confused with light weight, 


poorly rolled material now on the market. 
Packed 100 feet to a box, with sufficient nails 
for installing. Punched or plain, available in the 
following widths: 3%", 1", IV", 14", 134", 
and I!/". 


Write for prices. 





PANTS DRYER 


WASH PANTS 
‘ota -F 1-1-1° Me lale mm Olal te Mola dal am adel 


Wash pants season is here (slacks, work 
and sports pants). “CREASEFORM” Wash 
Pants Dryers eliminate hours of tiresome 


ironing for the housewife. OF 
“CREASEFORMS” crease and dry wash WASH PANTS 
pants on the line without a wrinkle — and DRYERS 


they may be worn without further ironing. 
“CREASEFORMS” are sold in pairs, and 
sales of 4 to 6 pairs to a customer are not Mw 
unusual. 


ATTRACTIVE PACKAGING—sells the pro- | 
duct. Each pair in “self selling’ wrapper }) 
simulating an actual pants leg, with com- 
plete illustrated directions for use. 





$1.00 retailer. Usual trade discounts and 
terms. Packed 3 dozen pairs. Immediate 
shipment. Order now. 

THE “ARISTOCRAT” OF WASH PANTS 
DRYERS. No other dryer offers these ad- 
vantages: — Self setting automatic lock — 
Finger tip release — “Satin finish” rust re- 
sisting plating — Extra heavy flat wire con- 
struction, electrolitically tempered — Mer- 
chandising package. 


Manufactured by 


The C. I. TOGSTAD CO. 


Dept. H.A.-546 KOKOMO, INDIANA 


112 


























BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known "KEILSON" line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
"KEILSON" Mail Boxes separately were win- 
ning the approval of the trade. Now, together 
as Bommer Products they will endeavor to ren- 
der an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER SPRING HINGE CO. BROOKLYN 5, N. Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 































BEAVER SRAND 
STEEL WOOL ~<A 


offers 
HIGHEST QUALITY 


ATTRACTIVE PACKAGES 
EFFECTIVE SALES AIDS 
A PACKAGE FOR EVERY NEED 





Write for complete details of Beaver Brand Steel Wool 
Please indicate your jobber’s name. 


Cafe 
> JAMES H. RHODES & COMPANY 


Afe\\ 157 W. HUBBARD STREET | 48-02 TWENTY-NINTH STREET 
\b CHICAGO 10, ILLINOIS LONG ISLAND CITY I, W. Y. 
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{ HUNT & MOTTET CO. 
Tacoma 1, Wash. 


Your affiliation with LIB- 
ERTY adds to our strength 
1,550 loyal dealers in the 
Great Northwest—Alaska— 
Hawaii; 18 salesmen: 8 buy- 
ers; 3 modern buildings: a 
proud business history that 
goes back to 1875! 


Welcome ! 


THE THOMSON-DIGGS Co. 
Sacramento, Calif. 
Northern California, South- 
ern Oregon and Nevada 
dealers rate you top whole- 
saler in your territory. And 
| LIBERTY adds your name. 
| 2,500 dealers, 4 buyers, 24 
salesmen, 3 modern build- 
ings—proudly! 


% 










Retailers Congratulations, all you 
customers of the two firms who have 
just joined LIBERTY! Every advan- 
tage 26 wholesalers can provide is 
yours—yet you remain your own 
boss, buy what, where. when and as 
much as you choose. 129 LIBERTY 
buyers constantly scour the markets 
for fast-selling merchandise to help 
you meet and beat all competition 
profitably. 





Liberty Vistribulors 


HEADQUARTERS: 
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BH El Paso, Texas 


Houston, Texa! 


> = Sst 2 Great Wholesale.” 
vty a Hardware Firms 
‘ on the Pacific Coast 


Join LIBERTY! 


Only ibe | Distributors Offers You This 
Nation-Wide Distribution Pics Alaska and Hawaii 


Addition of Hunt & Mottet Co. and The Thomson-Diggs Co. gives 
LIBERTY a direct route to 80,000 retailers who spend over $100,000,000 
annually with LIBERTY Members! 

Manufacturers: here’s better distribution for your lines through an 
even stronger LIBERTY! Two new members added to an already im- 
pressive roster mean a whale of a bonus in customers on the West 
Coast, Alaska and Hawaii! 

NOW 26 LIBERTY DISTRIBUTORS in 45 cities offer you still greater 
selling and warehousing facilities. 


NOW 80,000 hardware retailers who buy through 
LIBERTY DISTRIBUTORS can be your customers \ 
when you line up with LIBERTY. 

NOW 1,250 LIBERTY salesmen sell in every city, bax 
town and hamlet throughout the United States, Alaska 4. 

iF 
hh. 





and Hawaii. 

LIBERTY DISTRIBUTORS has been growing since 
1935. Hundreds of manufacturers grow with us. Now 
you have an opportunity to sell your line in all the 
best retail establishments throughout the U.S. A. and 
its possessions. Get YOUR samples to headquarters! 












14 NORTH FIFTH STREET + PHILADELPHIA 5S, PA. 
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Among Other Advantages 





AMERICAN CHAIN OFFERS 








A COMPLETE 
LINE 











This illustration covers eleven of the most popular 
types in the American Chain line. Hundreds of 
applications are found for these chains and assem— 
blies made from them. Many of the light chains are 
put up in attractive shelf packages. Others which 
sell by the foot are handled conveniently on 

Acco Sales Maker chain racks. Even the heaviest 
chains are shipped in new bags, boxes, or shooks. 
For American Chain is old-fashioned about quality 
and particular about the way its merchandise 
reaches the retail store. We've been in business 

so long we can remember that more often than not 








SELL AMERICAN. 
THE COMPLETE 
CHAIN LINE 


el i 
and fire welded chamted 


Idless chain 














the customer can afford to be choosy — and we want . 
customers to choose the stores that sell American Chain. ex 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments ... 


~ Just Among Ourselves 


... By Charles J. Heale 








Many Sales Records Are Being Broken 
Despite Merchandise Shortages:— 


URING the past six weeks we 

have covered a great deal of 

territory and talked with many 
wholesalers and retailers. Almost all 
of them had the same complaint— 
“We are not getting the merchan- 
dise,” they said. “Manufacturers are 
loaded down with unfilled orders, in- 
ventories are at a very low ebb and 
the situation is getting steadily 
worse.” 

Even so, most wholesalers and re- 
tailers we talked with have been 
breaking all previous sales records 
despite these handicaps. Therefore, 
the majority must have been receiv- 
ing more merchandise than they 
thought they have been getting— 
otherwise they couldn’t have such 


large sales volumes. You can’t make 
sales without merchandise. 

Of course the records indicate that 
practically no orders come through 
complete. Assortments, sizes, etc. are 
restricted in production and will be 
until OPA either quits or liberalizes, 
drastically, its present policies. The 
coal strike, currently in a “truce 
status” has given all industry a ter- 
rific blow, and further delays all 
along the line will result as there are 
no reserves of finished goods and 
won't be until supply and demand 
come closer together. 

A very important factor in our 
present picture of “bigger than ever 
sales volume without merchandise” 
seems to be that, literally, nothing 


* * 


received stays in stock long enough 
to impress either wholesaler or re- 
tailer and so the quick reaction is 
that nothing much is being obtained. 
Hardware distributors are very “in- 
ventory-minded” and have an in- 
herent desire for ample available 
stocks. They don’t like the present 
“catch-as-catch-can” situation, but 
probably never before enjoyed such 
rapid turnover or did so much busi- 
ness on so little inventory. 

Some guides for more profitable 
future operations may develop as a 
result of these unusual experiences 
although it often seems that we 
learned the most and best in adver- 
sity when we really are hard pressed 
and have to dig. 


We Still Think OPA Should Be Terminated:— 


HILE most retailers, in all lines, 
agree with HaRpWaRE AGE that 
an early and final elimination of 
OPA is highly desirable, the six basic 
recommendations to the Senate by 
the Central Council of National Re- 
tail Associations do provide a realis- 
tic retailer approach to this prob- 
lem. 
Briefly, these six points are: 
“(1) Elimination of MAP... (2) 
abolition of all cost absorption . . . 
(3) March 31, 1947, control date 
--+ (4) a policy that a free econ- 
omy will be returned ... (5) man- 
datory control with Cong. review 
and (6) improved hearing facili- 
ties in alleged violations and juris- 
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diction for district courts rather 

than the Emergency Court of Ap- 

peals.” 

Of course, some merchants may 
feel that this six-point program com- 
promises or temporizes in that it sug- 
gests continuing OPA until March 
31, 1947—almost a year more, but 
with some modifications. That was 
our first reaction. But we must all 
realize that when OPA price controls 
do cease (whatever the date may be) 
there will come an inevitable and 
veritable orgy of price advances on 
about everything that people buy. 
Retailers being the immediate and 
only direct cuntact with consumers 
will have to bear the brunt of any 


public criticism for such higher costs. 
While this is manifestly unfair, it 
too is inevitable and must be ex- 
pected. For this reason, we consider 
the Council’s suggestions as both real- 
istic and expedient, yet still favor 
an earlier and complete termination 
of OPA. 

It seems to us that we already have 
inflation, and in a big way, despite 
OPA. We also believe, as frequently 
stated, that the only way to curb in- 
flation is to have huge preduction, 
distribution and consumption which 
means that everybody will be busy 
and employed and in a position to 
buy. We also believe that competi- 
tion, and not OPA or any other form 
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of governmental bureaucratic con- 
trol, will level off prices and halt the 
temporary inflationary trend which 
we must face whenever controls are 
lifted—and we feel that we are in a 
better position to take that punish- 
ment right now than we probably 
will be in another year, if we con- 
tinue to have strikes, higher costs and 
OPA control, which discourages 
many producers from making many 
of their normal products. 

We doubt that we can avoid some 
period of economic distress in 
the transition from government-con- 
trolled pricing to open and free com- 
petition but we sincerely believe that 


the sooner this change is made the 
quicker we will enjoy a more perma- 
nent and healthier national economy. 
We have every confidence that un- 
hampeted, competitive free enter- 
prise can and will, in the future as 
in the past, constantly seek to pro- 
vide better values at lower costs be- 
cause the much-touted “pent-up” de- 
mand will not go on _ indefinitely, 
and the longer we wait the more we 
invite unemployment which can grow 
to a point that however great the 
“pent-up” demand there will not be 
the available spending money. 

We are also very conscious of the 
fact that wholesalers, retailers and 


consumers have pyramided their or- 
ders with various of their respec- 
tive sources of supply. All of us 
know friends who are listed in from 
six to a dozen places to purchase 
automobiles, washers, radios and 
other articles. In trade circles this 
duplication is so tremendous that it 
defies appraisal, and all sensible busi- 
ness men know it. 

The best time for an individual to 
have an operation is when he is 
healthy enough to stand the shock. 
We feel that the same principle ap- 
plies to the health of our national 
economy and so we hope for an early 
termination of OPA controls. 


Senator Wiley Doesn't Like OPA Either:— 


HIS illustration and the story 
below appeared in the Chicago 


Tribune on May 2 and tell elo- 


quently the unfairness of OPA 
pricing policies. We quote: 


“Sen. Wiley (R., Wis.) strode into 
the Senate chamber this noon, wav- 
ing three gleaming aluminum frying 
pans, and accused ‘blockheads’ in the 
office of price administration of at- 
tempting to put old and established 
kitchenware manufacturers out of 
business. 

“Wiley used the frying pans as 
props to demonstrate how OPA pric- 
ing regulations permit new com- 
panies prices which are double those 
permitted old companies on the same 
types of equipment. 

“*T’ll show you how those block- 
heads work down there at the OPA!’ 
Wiley shouted, waving the frying 
pans in the faces of his colleagues. 
‘What a brilliant piece of bureau- 
cratic muddling it is!’ 

“The first pan he held up, Wiley 
said, was made by a manufacturer 
who had been in the business before 
the war and had stopped making 
kitchenware to produce war goods. 
Now the OPA allows him a price of 
$1.20, the pre-war figure, despite in- 
creased labor and material costs. 

“The second pan, the senator said, 
was made by a company that just 
went into the business. The article 
is the same grade as the $1.20 model, 
but the OPA put a ceiling of $2.50 
on it, Wiley asserted. 

“The third pan was made by the 
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pre-war manufacturer, Wiley said, 
and is of a heavier gage than the 
new company’s $2.50 product. But 
the OPA ceiling is only $1.98. 
“This is just a sample of why we 
are not getting full production,’ 
Wiley declared. ‘Maybe some folks 
don’t want full production. A lot of 
OPA boys would then lose their jobs. 





“ “OPA’s price policy has discrimi- 
nated in favor of new eompanies, 
government ‘darlings,’ which were 
eager and willing to play ball with 
the New Deal agency. This govern- 
ment favoritism represents, I believe, 
a type of fascism in which govern- 
ment favors are dispensed among fa- 
vorite manufacturers.’ ” 


Press Association, Inc. 
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marks the spots for ILCO night latch sales 


Why limit cylinder lock protection to the “front door”? Why not furnish 

the same degree of security for the kitchen, basement and porch doors? .. . 
X marks the spots in the usual home where your customers can use 

an ILCO Night Latch — all keyed alike for maximum convenience. You 
can sell these over the counter at any season — with confidence 


that their quality and value will make friends for you. : 


Conditions are improving. We hope the time is 
not far off when we can again ship with pre-war 
promptness. You can help us to help you by antici- 
pating your night latch requirements well in advance. 


4 SECURITY qi HARDWARE 


INDEPENDENT LOCK COMPANY. FITCHBURG, MASSACHUSETTS 
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The new Coraopolis Hardware Co. boasts of a newly constructed two-story building with a 50-ft. front. The 

maroon, Carrara glass front with 3-ft. letters in contrasting white is a sure-fire attention getter. The name 

is repeated in foothigh letters set in the pavement and running across the entrance-way. Recessing display 

windows are lighted by 17 spotlights in the center—which provides unobstructed vision into the store—and 

nine spotlights in each of the side windows. Seven canopy lights floodlight the entrance-way. A special 
panel switch operates these lights and provides as little or as much lighting as desired. 


Modernized Store Draws 220(on 





The center display window gives this unobstructed view of a pleasant, modern 

hardware store. The step-up fixtures invitingly display the merchandise in a 

jumble-free manner. There is no waste space for the space at the bottom of the 

fixtures provides sufficient inventory room. Floor covering does its share of 
giving neatness and brightness to the selling floor. 
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e W. SWETERLITCH 
and M. S. Henning, who operate the 


Coraopolis Hardware Co., Coraopolis, 


Pa., stopped counting people after 
the first 2200 had passed through the 
doors of their new, super-store on 
opening day, February 11. They pre- 
sented souvenirs, some 1500 of them, 
and then there were none. But when 
they stopped counting sales, custom- 
ers on the first day alone had pur- 
chased some: $1,900 worth of mer- 


chandise. 


Souvenirs Distributed 


Souvenirs were the only opening- 
day promotion. None other was 
needed for long before the store was 
formally opened, the modern Cora- 
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Lighting for this 45-ft wide selling floor is-completely fluorescent; 24 individual fixtures in banks of four 
each pointing up the merchandise in shadow-less daylight. The smaller, 15-watt fluorescents on the center 


posts are for night lights and being invisible from the street, they create a pleasant, safe-guarding effect 

when the store is closed. Wiring was so well planned that lights throughout the building may be con- 

trolled from either a master panel switch or from several individual switches throughout the store. This 
is a decided convenience for both management and employees. 


20fon Opening Day—Sales-$1,900 


LITCH 
rate the 
aopolis, 
e after 
ugh the 
lore on 
ley pre- 
f them, 
ut when 
custom- 
ad pur- 


of mer- 


ypening- 
er was 
ore was 
n Cora- 


New establishment of the Coraopolis 
Hardware Co. Sets a high mark for up- 
to-date merchandising convenience 


opolis Hardware Co. had become the 
talk of the town. And when you can 
get a town of 14,000 excited about 
your store; how it’s going to look 
and how it’s going to dress up Main 
St., Anywhere, U.S.A., you've got 
them right by their civic pride. 
That’s a golden sales rule for hard- 
ware merchants. 

Mr. Sweterlitch and Mr. Henning 
have been operating a hardware store 
in Coraopolis for many years. Their 
old store belonged to a vintage fast 
disappearing from the hardware 
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scene of today. It was narrow and 
gloomy, though located on a busy 
thoroughfare. It was the type of 
store where selling space and storage 
space were competing with each other 
and many display and sales oppor- 
tunities were lost in the battle. 


A Spacious Store 


But the new store—new from the 
ground up—occupying its own build- 
ing, tailored not only for present 
needs but with a thought towards fu- 





ture expansion, is spacious both in 
selling and storage space. 

In its exterior, the building is 50 
ft. wide by 92 ft. long with the sales 
floor itself, 45 by 84 ft. A false side 
wall, running the entire length of the 
store, provides extra storage space 
for builders’ hardware and small 
packaged items. A large receiving 
room in the rear serves the dual pur- 
pose of storing glass and pipe as well 
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Protruding into the bottom of 
this photograph is the office 
space which is raised on a 
level above that of the selling 
floor. The door at the right 
gives entrance to an addi- 
tional stock room, running the 
entire length of the store. 
This space is about 5 ft. wide 
and stores builders’ and shelf 
hardware inventory and other 
items. Other storage facilities 
are in the receiving room at 
the rear where glass and pipe 
are stored and on the second 
floor which has a separate 
entrance from the street. On 
this floor there will be a model 
kitchen and demonstration 
units. 


as storing stock. And upstairs, the 
entire second floor is arranged to 
provide ample warehouse space. 
There too, in the near future, will be 
a complete model kitchen and all the 
facilities for demonstrating all kinds 
of equipment. 

Fluorescent lighting brings shad- 
ow-free daylight to every corner of 
the expansive sales floor and numer- 
ous spotlights, intensely flood the 
three large display windows at night. 
Store colors are cheerful pastels, har- 
moniously suited to the N.R.H.A. type 
display fixtures. 

Everything in the store serves to 
advertise the Coraopolis Hardware 
Co. Every feature has been studious- 
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ly designed to provide the utmost 
facility in visual merchandising and 
efficient warehousing. And those 
functions, because of the store’s physi- 
cal layout, cannot possibly get in the 
way of each other. There is also no 


Deep ledges on the wall fix- 
tures make for additional dis- 
play opportunities. The store 
is spacious and the fixtures 
arranged to provide ample 
passage throughout the store. 
Color scheme is a pastel 
green for walls with a darker 
green for the molding. Panel- 
ling on the fixtures and pillars 
is a light. natural finish. There 
are two cash counters, one on 
either side, well to the rear. 
Built in the cash counter, seen 
in the left corner of the illus- 
tration are a series of nail 
trays which pull completely 
out and can be taken to the 
warehouse and there refilled 
with a minimum of loss and 
unsightliness. 





static quality about the way the new 
store was planned. It is geared for 
change and advance whenever they 
are indicated. 

But let the illustrations tell their 
own, detailed story. 








Help the Starving in Foreign Lands! 


The most 
terrible ty- 
rant in the 
world, Fam- 
ine, can dis- 
turb the 
peace. Every 
can of food 


you give to 





the Emergency Food Collection on be- 
half of UNRRA is a soldier in the 
war against this dread dictator. Give 
money to buy food or canned food to 
your local committee. Or, you can mail 
checks or money orders to National 
Headquarters, Emergency Food Collec- 
tion, 100 Maiden Lane, New York 7, 
N. Y. 
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Display Idea Helps Conserve Space 
And Increases Paint Sales. 


Wren confronted with 


the problem of giving paint plenty of 
display space in an average sized 
store, Adolph Fenn, owner of Fenn 
Hardware Co., Delavan, Wis., worked 
out a special arrangement which has 
solved the problem and also has 
helped him to sell more merchandise. 

Mr. Fenn moved his main wrap- 
ping counter forward about 15 ft. 


from the rear of the store. He then 
built three, double-sided display racks 
coming out from the rear wall at 
right angles, in the space vacated by 
the wrapping counter. These racks 
were set far enough apart so that 
salesmen and customers could walk 
between them and inspect the stock. 


Big Stock—Small Space 


“With this arrangement we are 
able to show a great deal of paint in 
a small area,” states Mr. Fenn. “We 
do not have much wall space for fea- 
turing the line, so this is the next best 


thing. Furthermore, it brings a mass 
display of paint to the attention of 
every person who comes to our main 
wrapping counter, for it is plainly 
visible from that spot.” 

Mr. Fenn states that the location of 
the paint close to the wrapping coun- 
ter gives him an excellent chance to 
talk paint and painting problems with 
customers. The customers usually 
mention the subject first when they 
see the display, and then Mr. Fenn 
and his son carry on from that 
point. 

The special display racks are 44 

(Continued on page 180) 


Mass effects aid Fenn Hardware Co. 
in attracting customers to section 


and serves to remind them of paint 


These three, double-sided fixtures provide adequate space for displaying paint. 
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Even on cool spring days one’s thoughts often look ahead to the vacation season. 


Predicted Vacation Spending) Sh 


1. you haven’t done so 
already, there is still time for you to 
prepare for the vacation spending 
spree which is bound to result from 
the lifting of travel and gasoline re- 
strictions imposed upon the public 
during the war years. The “stay-at- 
home” vacations are a thing of the 
past and it has been predicted that 
the summer months to come will 
bring a far greater demand for vaca- 
tion supplies than in the past several 
years. 


The Logical Source 


Hardware stores are the logical 
source of most of the items that will 
be needed and you can make extra 
profits by anticipating and stocking 
the supplies needed by the people in 
your community. Picnic jugs, port- 
able freezers, lawn chairs, beach um- 
brellas, camp stools and lunch bas- 
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Here's a suggested display of lawn goods for the vacation season. It features 
equipment for badminton. soft ball, croquet, archery. quoits and horseshoe pitch- 
ing. The suggested background is of light green corrugated board or painted 
wallboard with cut-out letters of dark red and green. It should catch the eye. 
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kets are just a few of the items that 
will be in demand throughout the 
summer months. Make your store 
the headquarters for outdoor sup- 
plies and make your customers con- 
scious of their needs by featuring va- 
cation supplies in your windows and 
through your advertisements in the 
local newspapers. 

Even those who do not plan ex- 
tended trips to vacationland, will be 
in the market for beach, picnic and 


sporting goods for their weekends at 
the seashore and parks. The demand 
for sporting goods alone will far sur- 
pass that of the war years because 
of resumption of production of some 
“hard-to-get” products and the fact 
that the strain of war work has been 
lifted and the men in your com- 
munity will have Saturdays and Sun- 
days to themselves again. Sportsmen 
will be anxious to get back to their 
favorite pastimes and a window dis- 


The coming vacation season will be 
the greatest since 1941. Here are a 
few suggestions for cashing in on it 





play showing baseball, golf and ten- 
nis equipment together with fishing 
tackle will bring extra sales and prof- 
its to your store. 

Attractive island displays placed 
prominently in your store will let 
your customers know that their va- 
cation needs can be filled at your 
place of business. 





ing! Should Mean Extra Profits for You 
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And here's another display suggestion along the line of vacation supplies. It 
features trellis, arbors, sun dials, charcoal grills, chairs, picnic equipment of 
all kinds and items for the stay-at-home vacationer. Background is of bright 
green while the floor is covered with grass mats. Slogan is in bright yellow. 
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Croquet and badminton sets, out- 
door games and grills will be in de- 
mand for the balmy summer eve- 
nings when the family decides to stay 
at home. These items will be re- 
appearing on the lawns of your town 
as a means of light exercise and re- 
laxation for the users. Your store is 
the place to purchase these supplies 
and they should not be forgotten in 
your advertisements and displays. 


Displays Get Results 


« During the war years when sport- 
ing goods were much scarcer than 
now, the Tool Shop Hdwe. & Sport- 
ing Goods Co., Inc., Detroit, Mich., 
featured tennis, table tennis and bad- 
minton equipment in one of its win- 
dow displays and according to Ed- 
ward H. Tackney, former display 
manager, a decided up-trend was 
noted in tennis supplies sales imme- 
diately after the installation of the 
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These two window displays featur- 
ing sporting goods increased both 
traffic and profits for the Tool Shop 
Hardware & Sporting Goods Co., 
Inc. of Detroit, Mich. The one at 
the top emphasized badminton, ten- 
nis and other games. The one 
at the bottom was devoted to the 
fishermen. There's no crowding in 
either of them. Every article is 
easily seen and attracts the eye. 











either of them. 


tennis window. This is a typical ex- 
ample of the drawing power of sport- 
ing goods, when properly displayed. 
Now that millions of servicemen have 
returned to civilian life, the demand 
will be even greater. 

S. W. Ellis, head of the Ellis Hdwe. 
Co., Topeka, Kan., sells an extra 
$3000 or more in vacation merchan- 
dise annually by contacting those 





who plan vacation trips by direct 
mail or telephone. Mr. Ellis has 
built his vacation goods department 
into one of the most important in the 
store each summer through this plan. 
The complete story of this plan was 
published ‘n the April 11th issue of 
Harpwarc Ace. Through this novel 
promotion idea, individual sales of as 
much- as $150 have resulted for the 
company. 

Be ready for the increased demand 
for vacation and sporting goods by 
stocking these items and start plan- 
ning your promotional material now 
before the rush begins. These sales 
will be made somewhere in your 
town or city, make sure that your 
store gets them. 





Lawn Supplies Window Display Attracted Customers 
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This seasonal display featuring 
lawn supplies and equipment was 
shown in the window of Lombardi 
Brothers, Inc., Manhasset, N. Y. Fer- 
tilizer, plant food, lawn seed, prun- 
ing tools, grass and hedge shears, 
lawn rakes, a lawn mower and other 
implements for the care of the lawn 
were displayed. Colorful posters 
and pennants, supplied by manu- 
facturers, were used to add to the 
attractiveness of the window. A 
neatly arranged island display of 
fertilizer, plant food and lawn seed 
in the store was used to supplement: 
this window. 
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A faulty product which causes injury to a 
buyer may subject a business to annoying, 
costly and sometimes ruinous litigation. 
Product liability insurance is the ounce 
of prevention that protects all operators 
in productive and distributive channels. 


By CHARLES F. RUPPRECHT 
Insurance Analyst 


L, the manufacture and 
distribution of consumer products, 
meticulous care usually is exercised 
to safeguard the public against in- 
jury resulting from all foreseeable 
causes. Yet despite the most pains- 
taking care, accidents resulting both 
from predictable and unpredictable 
causes do occur, and all too often 
they lead to annoying, costly and 
sometimes ruinous litigation. Conse- 
quently, protective measures must be 
taken. Product liability insurance, 
which protects manufacturers, whole- 
sale and retail distributors, users and 
handlers against claims and lawsuits, 
whether justifiable, fraudulent or 
groundless, provides the necessary 
ounce of prevention. 

Product liability insurance covers 
a*firm’s legal liability for damages 
arising from bodily injury, death, or 
damage to property caused by goods 
or products manufactured, sold, han- 
dled, or-distributed by any employee 
of the firm, provided the injury or 
accident occurs after the goods leave 
the premises of the manufacturer or 
distributor. This form of policy also 
provides redress, up to specified 
limits, in the investigation and de- 
fense of claims and suits brought 
against a firm even if the action is 
fraudulent. The usual limit written 
into a policy is $5,000 for any one 
person, $10,000 for any one accident, 
and an aggregate limit of $25,000. 
For a small increase in premium, 
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Product Liability Insurance- 





The Qunce of Prevention 


higher limits in each of the three 
brackets outlined above may be ob- 
tained. 

Premium rates, of course, will vary 
for each condition peculiar to the 
class of business contracting for cov- 
erage, i.e., manufacturer, distributor, 
retailer, etc., and with the nature and 
type of product. The premium is 
calculated upon each $1,000 of total 
sales or gross receipts (including 
taxes, times the basic rate for the 
class. When a policy is to be renewed, 
an accounting is made of the firm’s 
loss experience and if it has been 
good (lower than 50 per cent), a 
reduced rate and premium is quoted. 
If losses have been high (over 50 per 
cent), a corresponding increase is re- 
quired. 


Damage Claims 


In the distribution of a product, 
every sale creates a possible liability 
or exposure to claims for damage of 
some sort. When the ultimate con- 
sumer is injured by a product pur- 
chased from a firm or its agents in 
good faith, the seller may be held re- 
sponsible, and legally liable under the 
law of negligence, because of ex- 
pressed, intimated or implied war- 
ranty. Warranty, whether actual or 
implied, assumes that a product is fit 
for the purpose it was intended to 
fulfill, and the event of injury or ac- 
cident to a consumer may constitute 
the basis for legal liability. Because 
of these warranties, a retailer may be 
held responsible under the law even 





though he did not manufacture the 
product and was not responsible for 
its defective condition. An idea of 
the types of, claims successfully 
brought against concerns of one sort 
or another may be obtained from the 
following cases decided by the courts: 

A refrigerator manufacturer was 
held liable for damage caused by food 
spoilage resulting from a defective 
refrigerator; a manufacturer of scaf- 
folding was held liable for injuries 
caused by a collapsing scaffold; a fur- 
niture retailer was held responsible 
for the death of three persons result- 
ing from alleged faults in a gas heater 
he had sold but had not manufac- 
tured; a canner was declared liable 
for injuries to a cook when a can of 
molasses exploded; a wholesale gro- 
cer was held liable for alleged poison- 
ing caused by flour which he had 
sold. 

The files of insurance companies 
are filled with records of a surpris- 
ing variety of unpredictable events 
which resulted in large and small 
claims being brought against their 
insured as a result of property dam- 
age and injury allegedly or actually 
caused by the insured’s product. Re- 
gardless of the capacity in which a 
firm may handle products, claims can 
be brought against it by the public 
which can result in annoying, costly 
and even ruinous litigation. The 
prudent business man should pur- 
chase coverage which will protect 
him against claims resulting from 
product liability. 
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“Hardware Hats” 
Have Record Run 
In San Francisco 


Hats made of hardware merchandise and 
designed by employees of Charles Brown 
& Sons stimulate interest in the store 





There's a striking contrast between the window display of 1916 and that of this 
year. The bright. attractive display of 1946, shown above, az compared with the 
window below. which was used 30 years ago, indicated the advancement the 
company has made in the art of window display since the time of World War I. 





\ ITH the completion 


of the 1946 “Mad Hatters” contest 
held by Charles Brown & Sons, hard- 
ware and housewares store in San 
Francisco, Calif., this same unusual 
promotional scheme had been used 
successfully by the company for the 
past 30 years. 

The original idea for the contest 
was conceived by the owners in 1916 
when they decided that their organ- 
ization needed a double-duty plan to 
stimulate the employees’ interest in 
their work and, at the same time, to 
make the public aware of the store 
and its merchandise. 


An Interesting Contest 


They hit upon the unique and in- 
teresting idea of a hardware hat con- 
test, complete with well-known judges 
and worthwhile prizes. From the 
very beginning the contest has been 
open to all employees and it has 
not been necessary for them to buy 
anything in order to enter the con- 
test nor purchase the materials needed 
for the creation of the hats. They are 
free to use any of the store’s mer- 
chandise that strikes their fancy in 
the designing of these imaginative 
and highly original creations. Each 
department keeps a record of the ma- 
terials used by the contestants so 
that when the hats are are disassem- 
bled the merchandise can be returned 
and checked off the books. 

After the entries have been made, 
judged and the winners chosen, the 
hats are displayed in the store’s win- 
dows in an attractive arrangement 
naming the award given and the wm- 
ner. 

This year the contest was espe- 
cially successful and rated excellent 
press coverage as well as gratifying 
comments from the customers and 
admiring glances from passers-by. 
The local fashion editors acted as 
judges and there was truly a start- 
ling array of madcap millinery on 
display in the Charles Brown win- 
dows of the Maiden Lane store. 

These bonnets were made from a 
surprising variety of merchandise. 
For example, one of the winning hats 
was made from a metal fruit juice 
strainer, fluted oilcloth shelf edging 

(Continued on page 180) 
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Appliances in need 
of major attention 
are brought to the 
service shop where 
the difficulty is 
attended to. Minor 
repairs are taken 
care of at customers’ 
own homes. 


Repair Shop Builds Customer Good Will 
And Develops Appliance Prospect List 


Krueger Hardware Co. has done large 
business in appliance repairs and 
paved the way for post-war business 


A WELL-EQUIPPED ser- 
vice and repair shop maintained by 
Krueger Hardware Co., Janesville, 
Wis., handles appliance repairs for 
numerous customers and has aided 
the firm in building a fine prospect 
list for new appliances. 

The company has sold more than 
6000 electric washers in its area and 
does a large volume of business in 
parts and repairs. The service man 
makes many calls daily into the homes 
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of washer users to make small repairs 
and adjustments. However, if the 
washer needs major attention it is 
brought to the shop where the trouble 
is remedied. 


Popular With Customers 


“This service shop proved very 
popular with customers during the 
war,” says Frank Krueger. “It helped 
people keep their appliances operat- 
ing and we built much good will as a 
result. Now that the war is over, the 


service shop still fulfills a very neces- 
sary function in handling repairs of 
old appliances and helping to make 
new appliances operate properly.” 

The man in charge of the Krueger 
service department is a war veteran 
and can handle minor radio repairs. 
as well as washer, vacuum cleaner 
and smaller appliance jobs. When he 
needs help in hauling washers to the 
shop from customers’ homes he is 
aided by one of the store salesm-n. 

The shop is located in a small area 
at the rear of the store and is well 
equipped with the necessary tools. It 
has considerable storage space for the 
appliances needing repairs. Washer 
service and repairs constitute about 
60 per cent of the shop’s volume, ac- 
cording to Mr. Krueger, with small 
appliances making up the other 40 
per cent. 
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Triple Mill Supply Convention} 5; 





Moore than 1500 mem- 


bers and guests attended the first 
post-war Triple Mill Supply Conven- 
tion, at the Marlborough-Blenheim 
and Claridge Hotels, in Atlantic City, 
N. J., May 6 to 8, 1946, the largest 
joint convention of those organiza- 
tions in history. Throughout the 
convention great emphasis was placed 
on the fact that despite solution of 
production problems there is great 
need for solving distribution prob- 
lems of all types, and at all levels. 
The American Supply and Machinery 
Manufacturers’ Association, Inc., Na- 
tional Supply and Machinery Dis- 
tributors’ Association, and Southern 
Supply and Machinery Distributors’ 
Association, Inc., elected or announced 
new officers at individual annual 





- 





The Marlborough-Blenheim, scene of most of the meetings of the Triple Mill 
Supply Convention. Here the attending ladies also had their bridge and tea. 


meetings, and held two joint sessions 
to discuss management’s responsibil- 
ities, the future picture for indus- 
trial distribution, better selling meth- 
ods on the part of both manufactur- 
ers and distributors and the impor- 
tance of sales training. Meetings 
were held at the Marlborough-Blen- 
heim, with the exception of the Tues- 
day closed meetjng of the American 
association at the Claridge Hotel. 


Better Selling Discussed 


The National Supply and Machin- 
ery Distributors’ Association, at its 
Tuesday meeting, had as its theme 
“A Better Selling Job,” emphasizing 
improved relations between indus- 
trial supplies distributors and manu- 
facturers and the determination of 
potential markets for new products. 


Further attention was given to sales 
meetings and the scheduling of sales- 
men’s calls. 

At the Tuesday meeting of the 
American Supply and Machinery 
Manufacturers Association major at- 
tention was given to that group’s 
plan of “Better Sales Promotion for 
Industrial Distribution.” 

At its annual meeting the Na- 
tional association passed several reso- 
lutions: expressing thanks to its 
Committee on Manufacturers’ Rela- 
tions for securing proper recogni- 
tion of distributors in advertising 
material used by manufacturers in 
business papers reaching industrial 
buyers; urged lifting of ceilings on 
industrial supplies and equipment; 
expressed thanks to its War Service 
Committee; thanked the American 
and Southern associations for their 


More than 1500 in attendance at three-day 
meeting held in Atlantic City,.N. J, May 6-8 
at Marlborough-Blenheim and Claridge Hotels. 
Major theme concerned better sales promotion. 
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National Association asks lifting 
of ceilings on industrial supplies 
and equipment to stimulate the 
production of consumers’ goods. 


cooperation; expressing sympathy in 
the loss of eight members and thank- 
ing its New Activities Committee for 
its efforts. 


Manufacturers’ Relations 


The resolution concerning the Com- 
mittee on Manufacturers’ Relations 
was as follows: 

WHEREAS, our Committee on Man- 
ufacturers’ Relations has carried out 
a most successful program of activi- 
ties designed to foster the interests 
of our members in matters dependent 
upon the cooperation of and cordial 
relations with the manufacturers, and 

WHEREAS, their noteworthy accom- 
complishments — first, in securing 
proper recognition of distributors in 
the advertising material used by 
manufacturers in trade papers reach- 
ing industrial buyers; and further 
in obtaining the active cooperation 
of our sources of supply in protect- 
ing distributors’ margins—have been 
of tremendous value to all members 
and have materially advanced our in- 
terests; therefore, be it 

RESOLVED, that we hereby extend 


to Chairman Neal and members of 
his Committee our sincere thanks for 
their outstanding work. 

The National Association’s resolu- 
tion regarding price ceilings read: 

WHEREAS, the restoration and con- 
tinuance of a prosperous peacetime 
economy is dependent wholly upon 
the ability of industry to provide 
employment and to recover a rea- 
sonable profit on its capital invest- 
ment, and 

Wuereas, large scale production 
necessary to meet the tremendous de- 
mand for goods of all types is now 
impossible due to hampering price 
controls that are seriously retarding 
reconversion, and 

Wuereas, the lifting of ceilings on 
industrial supplies and equipment 
would stimulate and increase pro- 
duction of consumers’ goods, large 
quantities of which are urgently 
needed to check inflation, and 

WHEREAS, the removal from price 
control of industrial tools and equip- 
ment would not tend to increase gen- 
eral living costs, but rather through 
increased production would aid in 
checking inflation, therefore, be it 


SOUTHERN OFFICERS 





Officers, Southern Supply and Machinery Distributors Association, left to right: 
Lloyd B. Mize, Industrial Supply Corp., Richmond, Va.. president: T. J. Kenny, 
S. B. Hubbard Co., Jacksonville, Fla., first vice president and Richard Alcott, 
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Riechman-Crosby Co., Memphis, Tenn., second vice president. 








The Claridge Hotel, in which the 
American association had its 
closed Tuesday morning session. 
A contact lobby for the conven- 
tion delegates was maintained here 
on both Monday and Tuesday. 


RESOLVED, that we bring these per- 
tinent facts to the attention of mem- 
bers of Congress and top OPA offi- 
cials and that we also continue to 
vigorously protest the unfair and dis- 


- eriminatory absorption policy which 


is so crippling to our operations. 
-] 


Officers Elected 


Lloyd B. Mize, Industrial Supply 
Corp., Richmond, Va., was elected 
president of the Southern association, 
succeeding Harry P. Leu, Harry P. 
Leu, Inc., Orlando, Fla. The Na- 
tional association elected W. M. Pat- 
terson, Frick & Lindsay Co., Pitts- 
burgh, Pa., to succeed Eugene F. Mc- 
Carthy, Beals, McCarthy & Rogers, 
Inc., Buffalo, N. Y., as president. 
Theo. F. Smith, Oliver Iron & Steel 
Corp., Pittsburgh, Pa., was elected 
by the American association to suc- 
ceed Robert D. Black, The Black & 
Decker Mfg. Co., Towson, Md., as 
president. Summarizations of all off- 
cers of the three associations are pub- 
lished elsewhere in this- issue. 

A contact lobby was maintained in 
the Park Lounge of the Claridge 


Hotel, two days of the convention, 
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Left to right Theo. F. Smith, Oliver Iron & Steel Corp., Pittsburgh. Pa.. president 

elect: W. F. Gebhart, Henry Disston & Sons, Inc., second vice-president and J. A. 

Gardner, The Cincinnati Tool Co., Cincinnati, Ohio, treasurer of the American 
Supply and Machinery Manufacturers’ Association. 


but there was no formal entertain- 
ment program for the convention del- 
egates. For the ladies there was a 
bridge and tea Monday afternoon in 
the East Solarium of the Marlbor- 
ough-Blenheim as well as arrange- 
ments for boardwalk chair rides. 

In succeeding pages, some address- 
es of interest to all hardware con- 
cerns distributing industrial supplies 
are reprinted practically in their en- 
tirety. 


R. C. Duncan’s Address 


Russell C. Duncan, R. C. Duncan 
Co., Minneapolis, Minn., chairman of 
the New Activities Committee, Na- 
tional Supply & Machinery Distrib- 
utors Association, at the Monday 
joint opening session said, “America, 
today, is a network all so completely 
tied together that the realization 
causes us to shudder when we con- 
sider the possible failure of any part 
of that network. Production, distri- 
bution and consumption are all part 
of this network and the failure to 
appreciate the importance of each 
may mean disaster for those having 
any part to play in modern business.” 
He pointed out, “Today, each indus- 
trial supply consumer . . . is faced 
with the terrific cost of doing busi- 
néss. The consumer is interested in 
the most economical methods of buy- 
ing and . . . in facts that will con- 
vince him that he is buying economi- 
cally. If these facts are presented to 
him in the proper manner they will 
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profit all concerned and a steady flow 
of business to the distributor can be 
assured.” 

On the association’s plan for “Bet- 
ter Sales Promotion for Industrial 
Distribution” he said, “The program 
appeals to manufacturers to discuss 
dissatisfaction with their distributors 
before making changes. It asks for 
a recognition of the difference be- 
tween ‘office in the hat’ dealers and 
full service distributors . . . for a 
review of manufacturers’ policies in 
the handling of original equipment 
manufacturers so that the distrib- 
utors who very often have done the 


spade work are recognized...” The 
plan is “nothing more than the think- 
ing of distributors and manufactur- 
ers all wrapped up into one pack- 
age, designed for a single purpose, to 
benefit the industry and all who may 
have a part to play in it.” 

As to price structure Mr. Duncan 
asked, “Will America, in order to 
maintain financially sound American 
business, some day require an Office 
of Price Floor Administration in- 
stead of an Office of Price Ceiling 
Administration in order that Ameri- 
can Business may be kept in busi- 
ness?” 


A Better Selling Job 


Speaking a second time at the 
Tuesday morning, May 7, session of 
the National Supply and Machinery 
Distributors’ Association on “Why 
Distributors Must Do a Better Selling 
Job,” Mr. Duncan outlined the seven 
parts of doing business and what 
each entailed. These were: 

1—Purchasing; alertness to what 
customers are using; product changes 
as they occur; close contact with 
market fluctuations, and the use of 
product, catalog and cost files. 

2—Warehousing: house cleaning 
of stocks—clearing out obsolete items 
and old stocks; supplying clean mer- 
chandise, and using efficient storage 
methods in order to effect prompt or- 
dering and delivery from the ware- 
house. 

3—Shipping and delivery: ap- 
pearance of shipments—the separa- 
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R. C. DUNCAN 


R. C. Duncan Co., 
Advisory Board. 
National Assn. 


ALVIN E. DODD 


American Management 
Association 


Cc. E. GOLLWITZER 
Pratt-Gilbert 
Hardware Cc. 
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J. G. GEDDES 


H. K. Porter, Inc., 
Executive Committee, 
American Association 


tion of products in shipments accord- 
ing to type and size; glamorizing 
shipping tags, sealing tape, and 
string with company name or other 
insignia; instructing truck drivers in 
road courtesy in order to enhance 
the company’s reputation; courtesy 
on the part of drivers in delivering 
merchandise to customers such as 
thanking them for the order. 

4—Selling (merchandising) : push- 
ing exclusive lines; studying spe- 
cialized selling; educating all sales 
personnel; using factory men to in- 
struct sales staffs in product educa- 
tion. 

S—Advertising: advertising in 
every way one’s own company, its 
lines and specific products and thus 
creating the impression of stability 
and ability and confidence; having a 
business interior and exterior that is 
modern and progressive; by the type 
of calling cards used and invoice 
forms and letterheads reaching the 
trade. 


6—Accounting: mailing invoices 
promptly; use of credit approval sys- 
tems; handling of over-due accounts. 

7—Office operation: telephone op- 
erators who handle calls courteously ; 
efficient filing systems; using modern 
office equipment and furniture. 


Address of Alvin E. Dodd 


Speaking on “Mobilizing for Ade- 
quate Distribution,” Alvin E. Dodd, 


president, American Management As- 


MAY 23, 1946 


H. F. ST. GEORGE 
Shadbolt & Boyd Co. 


R. H. RUSSELL 


J. Russell & Co., Inc. 
Executive Committee, 
National Association 


sociation, New York City, outlined 
various new markets—foreign and 
domestic—urging that “we should 
not lose sight of the fact that there 
is going to be a decided shrinkage 
in dollars in the next two years—less 
money in circulation. Government 
spending—nearly $100 billion a year 
at the peak of the war effort—will 
be down to about $30 billion by the 
end of 1946, we are told. Capital 
outlay by business for plant and 


equipment, deferred maintenance, ex- 
port, housing stock replenishment, 
etc., is figured to be about $25 bil- 
lion. Consumers, the economists say, 
will spend somewhere in the neigh- 
borhood of $113 billion. That makes 
a total of $178,000,000,000 for this 
year to compare with the total of 
$200,000,000,000 in gross national 
product last year . . . Our economy 
has been operated at the extremely 
high level of war production, and the 
readjustment to normal economy 
with the drop of $22,000,000,000 
brings up this question: 

“Will the cost of production and 
distribution decline in similar ratio 
to the gross national product or will 
we be squeezed between a shrinking 
dollar margin and relatively station- 
ary production and _ distribution 


costs?” 


Eugene F. McCarthy Speaks 


On Tuesday morning, May 7, mem- 
bers of the National Supply and 
Machinery Distributors’ Association 
came together to discuss, “A Better 
Selling Job.” Eugene F. McCarthy, 
Beals, McCarthy & Rogers, Inc., Buf- 
falo, N. Y., president of the Associa- 
tion, opened the session with a re- 
view of the efforts made by commit- 
tees organized at the war’s end to 
revitalize the association activities 


NATIONAL PRESIDENTS 





W. M. Patterson, Frick & Lindsay Co., Pittsburgh, Pa., new president of the 

National Supply and Machinery Distributors’ Association receives the gavel from 

Eugene F. McCarthy, Beals, Rogers & McCarthy, Inc., Buffalo, N. Y., retiring 
° president. 
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H. E. TORRELL 
Syracuse Supply Co. 


and efforts for the post-war selling 
problems and conditions. He also 
paid tribute to the War Service Com- 
mittee, which has served as a coun- 
selling group. Mr. McCarthy report- 
ed that the Association now has an 
all-time membership high of 458. 


Secretary Rinehart’s Report 
Henry R. Rinehart, Philadelphia, 


secretary-treasurer, in a preamble to 
his report, “Collect Your Member- 
ship Dividends,” remarked that dis- 
tributors played a vital part in war 
because of stocks and services ren- 
dered, and the question was now how 
to sustain themselves at the war-time 
peak under peace-time conditions. He 
also stated that manufacturers will 
demand that distributors do a vastly 
superior selling job; to create jobs 
and to create full-time employment. 

He pointed out that manufacturers 
have increased their capacity three 
to five times as a result of the war 
and were now thinking of how dis- 
tributors fit into that increased pro- 
duction picture. It is up to the dis- 
tributor to find markets for that in- 
creased manufacturing capacity, he 
said. 

C. E. Gollwitzer, secretary-man- 
ager, Pratt-Gilbert Hdwe. Co., Phoe- 
nix, Ariz., in discussing “Effective 
Cooperation With Manufacturers’ 
Sales Representatives,” remarked 
that territories in his part of the 
country, presented problems, differ- 
ent from more thickly settled parts. 
He pointed out that his company 
serves a 1]14-square mile territory 
with the larger volume coming from 
the outlying districts, and long dis- 
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W. W. FRENCH 
Dodge Mig. Co. 


tances have to be traversed. Yet, he 
said, despite these and other varying 
conditions, his company had to op- 
erate on substantially the same polli- 
cies as distributors elsewhere. 

He stated that his company asks 
manufacturers’ salesmen to make re- 
ports after visiting territories with 
its salesmen and from these reports 
it is enabled to analyze business po- 
tentic! and learn new things about 
customers and sales methods. 

Mr. Gollwitzer also indicated his 
general opposition to manufacturers 
representatives on the theory that be- 
cause of the multiplicity of lines han- 
dled, they cannot give their full at- 
tention and support to any one line. 
Also, he said that manufacturers’ rep- 


resentatives will sell lines that a dis- 
tributor is unwilling to handle, di- 
rectly to the distributor’s customers. 


R. H. Russell's Address 


R. H. Russell, treasurer, J. Russell 
& Co., Inc., Holyoke, Mass., speaking 
on “Essential Features of a Sales 
Meeting,” said that the most essential 
feature was setting the stage prop- 
erly. Mr. Russell also discussed mul- 
tiple distribution which he called the 
curse of modern industrial selling be- 
cause such distribution adopts for its 
policy, defense accounts in order to 
freeze out competitors. Or failing 
in having any policy, multiple dis- 
tribution, because of its duplication 
of distributors, causes a successful, 
efficient distributor to compete on 
the same lines with ‘an unsuccessful 
distributor, he said. A better selling 
job results from a system of selective 
distribution, he pointed out. 

Mr. Russell urged that manage- 
ment investigate the business poten- 
tial in a given territory and then 
systematically select the most efli- 
cient distributor; that such a distrib- 
utor be given a sufficient inventory 
and be supported with selling aids 
for the product. If after a reasonable 
period, the distributor does not make 
good his promise, Mr. Russell sug- 
gested, that the franchise be revoked 
and the line given to some other dis- 
tributor, rather than to continue 
with inefficient distributors the while 


ASSOCIATION VICE-PRESIDENTS 





F. MARSENA BUTTS 
Butts & Ordway Co.. 
First Vice-President, 
National Association 


E. H. McLAUGHLIN 
Union Hdwe.& Metal Co., 
Area Vice-President, 
National Association 





W. E. CALDWELL 


Cleveland Twiat Drill Co.. 
First Vice-President. 
American Association 
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HENRY RINEHART 
National Association 


taking on others in the same terri- 
tory. 

” H. F. St. George, vice-president 
and manager of the industrial supply 
department, Shadbolt & Boyd Co., 
Milwaukee, Wis., spoke on “Effective 
Scheduling of Salesmen’s Calls,” in 
which he outlined his company’s 
methods for coordinating and survey- 
ing salesmen’s calls and sales re- 
sults. 

On “How Can Distributors Deter- 
mine the Potential Market for New 
Products,” H. E. Torell, manager, 
Supply Department, Syracuse Supply 
Co., Syracuse, N. Y., stated his be- 
lief that distributors should estab- 
lish potentials on every major line 
for the following reasons: 


Reasons for Potentials 


First: An understanding on the 
local potential market with the man- 
ufacturers we represent makes profit- 
able sales teamwork possible. 

Second: A factual potential figure 
makes for realistic sales budgeting 
and creates confidence with salesmen 
and with sales management to do a 
better selling job. 

Third: Buying stock requirements 
can be accomplished with a mini- 
mum of speculation. 

Fourth: Sales promotion, which 
always costs money (can cost more, 
if omitted), must be weighed in ad- 
vance with our potential market. 

Fifth: Added capital outlay, addi- 
tional warehouse or display space 
may be necessary and can be pre- 
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R. KENNEDY HANSON 
American Association 


E. L. PUGH 
Southern Association 


determined by projected volume. 

Sixth: Modern merchandising re- 
quires trained manpower not neces- 
sarily confined to outside salesmen. 
Additions to working staff, made 
hand in hand with sales development, 
is possible with factual potentials 
available to management. 

He outlined how these potentials 
are determined, including “pump- 
ing” the manufacturer for informa- 
tion as to sales experience of other 
distributors in territories comparable 
to his organization’s. Next, data is 
sought as to surveys made anywhere 
“to establish a relationship between 
use or consumption with the com- 
mon indices” such as—connected 
load of electrical energy, employees 
in given industry, general population. 
From this information the purchas- 


ALVIN M. SMITH 
Smith Courtney Co. 


ing department gives its general 
opinion of various potential markets. 
Salesmen, he pointed out, are then 
given a summary of available data 
on the product, its use, etc., and seek 
individual opinions from a few of 
their typical accounts. The com- 
bined estimate, for all territories, is 
used to project a total dollar value 
to compare with the purchasing de- 
partment’s findings. The department- 
al group product supervisor, said Mr. 
Torell, gets all available data and 
arranges initial stock selections, and 
after one or two years “the new prod- 
uct (if it is a proven major line) takes 
its place with other lines in our an- 
nual repeated survey of potential. 


Work Sheets 


“Our regular procedure is to pre- 
pare a work sheet for each of our 
several salesmen’s territories on every 
major line,” said Mr. Torell. “This 
work sheet lists every customer the 
salesmen regularly calls on.” Factual 
figures indicate: highest year dollar 
purchases of the product by the cus- 
tomer out of the past seven years; 
dollar purchases . . . next previous 
year; current year purchases to 
date; last estimated potential of that 
customer on that line and a blank 
column for estimated total potential 
for the ensuing year. Preferred time 
of this “census taking” is between 
Christmas and New Year’s. When all 
territory men are closeted “with the 
product group supervisors and de- 
partment manager, these figures are 
being worked up. Each product su- 
perisor reviews the estimate submit- 
ted by’the territory salesman on each 


L. C. DECKBAR 
Woodward Wight Co. 
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of the products, and differences of 
opinion are usually resolved at the 
highest estimate of potential.” 

The American Supply & Machin- 
ery Manufacturers’ Association, meet- 
ing Tuesday morning, May 7, at the 
Claridge Hotel, heard a discussion of 
the association’s marketing methods 
program, “Better Sales Promotion 
for Industrial Distribution.” J. G. 
Geddes, vice-president, H. K. Porter, 
Inc., Everett, Mass., opened the meet- 


ing. 
Address of Robert D. Black 


Robert D. Black, vice-president, 
The Black & Decker Mfg. Co., Tow- 
son, Md., in reporting on an “Analy- 
sis of Industrial Distribution,” out- 
lined the book entitled, “An Analysis 
of the Distribution of Industrial Sup- 
plies,” giving a page-by-page descrip- 
tion of it. 

J. J. DeMario, advertising man- 
ager, Raybestos-Manhattan, Inc., Pas- 
saic, N. J., and W. W. French, direc- 
tor, Engineering Sales Promotion, 
Dodge Mfg. Co., Mishawaka, Ind., 
discussed the association’s marketing 
methods’ program. He told of a pre- 
liminary survey among a selected list 
of distributors which indicated that 
better standards have to be set up for 
sales promotion material; catalog 
pages are unsuitable; price set-ups 
have to be clarified; shelf packages 
have to be marked better. He said 
that distributors are complaining 
about unmarked packages and plan- 
less sales literature. Mr. French out- 
lined a book by Mr. DeMario, on 
sales promotion for industrial ma- 
chinery distributors. 

W. W. Kemphert, manager, Stand- 
ard Products Division, Worthington 
Pump & Machinery Corp., Harrison, 
N. J., spoke on “Sales Methods,” an 
address which included some of the 
suggestion in the talk, “Effective Sales 
Training,” which is reported else- 
where in this issue. 

On Wednesday morning, May 8, 
the Southern, National, and Ameri- 
can Associations met in a triple meet- 
ing at the Marlborough-Blenheim. At 
this meeting “Manufacturers Can Do 
Better” was the topic of Lloyd B. 
Mize, president, Industrial Supply 
Co., Richmond, Va., who outlined six 
basic suggestions for manufacturers. 
He commented on the existence, in the 
past, of too many types, styles and 
sizes, and urged simplification of 
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price data. Remember, we dis- 
tributors must maintain catalogs and 
pricing data, from not one but hun- 
dreds of manufacturers. I have often 
wondered how much more compli- 
cated the pricing structure of the in- 
dustry would grow before some effort 
was made at simplification.” 





HARRY P. LEU 
Harry P. Leu. inc., 
Retiring President. 

Southern Association 


Another point suggested by Mr. 
Mize was better representatives, both 
from selection and direction angles, 
many of whom, he said, “know sur- 
prisingly little about your products. 
They are often unable to supply even 
elementary information; lack fun- 
damental principles of good sales- 
manship, and have little or no con- 
ception of properly conducting a 
sales meeting.” 

Further, on sales direction, he 
stated, “In many sections of the coun- 
try and particuldrly in the south, 
some manufacturers find it to 
advantage to handle the sales of 
their products through ‘Manufactur- 
ers Agents,’ carrying seevral differ- 
ent lines. I recognize the advantages 
of such arrangements but the same 
careful selection and proper direc- 
tion could well be applied to them. 

Sales policies, according to Mr. 
Mize, should “show what is expected 
of the distribtuor, define zones of 
operation, and set forth known and 
justifiable exceptions. . . . state our 
margin of profits, cash discounts, 
transportation allowance, credits and 
returns, etc. . . . Above all, a sales 
policy should have behind it a basic 
philosophy understood by your or- 
ganization that will help you to main- 
tain the principles of your sales pol- 
icy.” 


J. H. Ruddell, vice-president, The 
Central Rubber & Supply Co., Indian- 
apolis, Ind., in speaking on “What 
Do You Have to Sell?,” discussed a 
10-point outline of how a high plane 
of profitable distribution could be 
achieved. He made these points: 

1—Manufacturers issue a written 
sales policy covering completely his 
relations with distributors and clari- 
fying the responsibilities of each. 

2—Manufacturers permit distribu- 
tors to serve all business obtainable 
in a territory and not become a dis- 
tributor’s competitor. Or, if a man- 
ufacturer sells directly, he should 
make it clearly understood. 

3—Evolve a fair policy for han- 
dling of inquiries; send copies of 
correspondence and quotations on 
such inquiries to the distributor for 
further contact. 

4—Distributor to be relied on as 
only source for product. 

5—Distributor’s sales activity to” 
be supplemented by the manufac- 
turer with sales promotion and ad- 
vertising campaigns. 

6— Manufacturer to provide a 
training program for the distributor 
sales force; conduct organized sales 
meetings on production information 
and application. 

7—Distributors favor exclusive or 
selective distribution, depending 
upon the line or size of market in 
distributor’s territory. This would 
permit concentrated selling effort 
and support of a manufacturer’s line 
which otherwise would lack incen- 
tive and thereby lose cales. 

8—Distributors favor line having 
suggested resale schedule. This tends 
to maintain fair prices and competi- 
tion. Also that distributors receive 
the 2 per cent cash discount because 
their customers require it. 

9—Provide direct mail adver- 
tising and stuffers of the right type 
and size and of distinction. 

10—Manufacturers in establishing 
margins, should distinguish between 
distributors carrying stock and hav- 
ing a capital investment and those 
who are merely agents. 

W. E. Caldwell, vice-president, 
The Cleveland Twist Drill Co., Cleve- 
land, Ohio, discussed “Better Market- 
ing” and emphasized the education 
of manufacturers’ and distributors’ 
salesmen. He told of his company’s 
own training program both in the 
plant and in the territories. 
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Top Management's Responsibility 


ELECTING and welding key men into a team is 
the first requirement of successful top manage- 
ment. Constancy, loyalty, dependability, foresight 
needed from key men. Top-flight executives must 
play an active role in the “affairs of society as a 
whole” and must pay more attention to government 
activities. Deep thought and great activity needed 
for “hope for the future” declares Mr. Carey. 


By W. GIBSON CAREY, JR. 


President, 
The Yale & Towne Mfg. Co., 
Stamford, Conn. 


At the Monday morning 
Joint Session. 


l \ heart I am an opti- 


mist. I have always felt that for every 
problem, no matter how difficult, 
there is an opportunity for men of 
good-will to work out a solution. 
Even with death there is an after life, 
and with taxes, since they are already 
confiscatory, there is hope for better 
things to come. 

Despite my confidence in the fu- 
ture, I do not hide the fact that I am 
a disciple of what, for want of a bet- 
ter term, I shall call “the hard way.” 
Man must work, worry, struggle and 
sacrifice to succeed in developing 
himself and in making a real contri- 
bution in any field. Life always has 
been and always will be fraught with 
disappointment and, at times, with 
anguish. No man with dreams (and 
all men of true worth have them) ever 
attains his objectives fully. No man 
who is active escapes unfavorable 
criticism. All of us suffer from the 


loss by death of those who are dear 
to us. 

The broadest problem of each of 
us is how, in any sphere of endeavor 
a man may make the most of his op- 
portunities and thus to the maximum 
degree sustain his responsibilities. 





“You cannot attain a successful 
economy which is burdened with a 
debt of $125,000,000,000 unless you 
have a higher national income. We 
have never had a normal income in 
peacetime over 80 billion: therefore, 
the scope of this problem is im- 
mediately evident. The production 
of this country is going to be simply 
tremendous!” —W. Gibson Carey, Jr. 











It seems clear that the first require- 
ment of successful top management, 
whatever the business field, is in 
selecting key men and welding them 
into a team. This requires the basic 
qualities of judgment and justice. 





W. GIBSON CAREY, JR. 


Good cheer, optimism and all the 
phases of personality, important as 
they are, fade into insignificance as 
compared to the ability to pick good 
men and to treat them with the ut- 
most fairness and with a sincere re- 
gard for the dignity of every indi- 
vidual. I realize that objectivity to- 
ward people is difficult. It is contrary 
to our emotional reactions and also 
at variance with our habits of daily 
intercourse in our friendships out- 
side of business. We do not neces- 
sarily enjoy being with people be- 
cause of their productive worth and 


_ yet this quality must be our main 


consideration in selecting men for 
advancement in an economic organi- 
zation. 

In selecting executives, I know of 
no sure device to help one toward a 
proper conclusion. The qualities of 
such men are too intricate and di- 
verse to allow of any satisfactory as- 
sessment other than by that judg- 
ment which comes from experience 
and deep thought. Unfortunately, a 
high 1.Q. may not be combined with 
fortitude, nor an advanced education 
with wisdom. The combination of 






























“, .. We, the business executives of the nation, have much more to do than run 

our businesses effectively and in the public interest. Surely, with men from many 

other fields, we must also serve society well and in addition participate actively in 
the political problems of our time.” 
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characteristics which makes up the 
whole man, furthermore, may not 
have sufficient play or opportunity to 
be assessed fairly for many years. 
And, as in most things, there is for 
all of us some luck, good or bad. 





“I am going to say one thing 
about advertising.” “I am sick and 
tired of the theorist, economist, pro- 
fessor—who does not understand 
that advertising is the very basis of 
our mass production economy.” 

—W. Gibson Carey, Jr. 











In addition to objectivity and jus- 
tice, there are some other qualities of 
the successful executive which seem 
to me of prime importance. In the 
top rank of these I place constancy, 
in which is included loyalty and de- 
pendability. As my experience has 
increased, | have come more and 
more to admire and rely on char- 
acter, without which no man should 
be placed in a position of responsi- 
bility for the future of others. 

Another important characteristic 
is foresight, which may well be con- 
sidered the chief component of wis- 
dom. How often have all of us re- 
gretted an opportunistic approach 
without consideration for the long 
term results? 

These two, constancy and foresight, 
blend with originality of thought and 
analytical ability as the chief attri- 
butes which are difficult to find and 
to assess. I mean by this that will- 
ingness to work hard, a pleasant per- 
sonality, a cooperative attitude, and 
even that dynamic quality which in 
itself we sometimes loosely term 
leadership, are comparatively surface 
characteristics which can be observed 
by the experienced eye with relative 
ease. 

If we of top management are truly 
to sustain our responsibilities, it is 
clear that we must give great thought 
and attention not only to the execu- 
tive strength within our own com- 
panies, but we must also contribute 
fully to the economic, social and po- 
litical life of the nation. The ques- 
tion is how we can best do this. 


The Affairs of Society 


Another top management respon- 
sibility is to play an active role in 
the affairs of society as a whole. Con- 
sider whether you are serving society 
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as fully as you might and inquire 
further of yourself whether you are 
encouraging your younger associates 
to do likewise. It is clear that an 
executive who performs his business 
function effectively serves society well 
and yet surely he cannot be satisfied 
unless he also gives of himself in the 
development of youth, in the allevia- 
tion of suffering and in the religion 
of his choice. Such activity is a duty 
but it brings in its wake a personal 
growth of insight and character which 
is both a reward and an inspiration. 

In the field of government it is self- 
evident that the experienced, hard- 
headed viewpoint of business has of 
late years been of less influence than 
would have been constructive and in 
the interest of all our people. Natu- 
rally in the economic field there are 
selfish beings as there are in the pro- 
fessions and in government, but such 
men are distinctly in the minority. I 
think the valid criticism which can be 
leveled at the managers of American 
business as a whole is that they have 
given, in the difficult quarter century 
between the two great wars, too little 
attention to the governmental climate 
in which they must operate. 


America Must Be Strong 


We all start with the premise that 
America must be strong and that 
Americans must be free. In connec- 
tion with our strength in a most 
troubled world have you individ- 
ually done anything to express your 
viewpoint effectively on the continu- 
ation of the draft; on the formula- 
tion of effective plans for universal 


military training, or on the British 
loan? 


We all realize that the economic 
and military strength of our country 
is based on its productivity. What 
specifically have you done to correct 
the errors of state and Federal legis- 
lation with respect to labor? Have 
you supported actively and aggres- 
sively those representatives of yours 
in Congress who are approaching the 
morass of present labor legislation 
from the basic American viewpoint 
that all men must stand equal before 
the law? 


Picketing Unchecked 


Mass picketing, a usurpation of 
the rights of private property, has 
swept the country unchecked. Chief 
Justice Maxey, of the Pennsylvania 
Supreme Court, recently said, “Col- 
lective coercion is not a legitimate 
child of collective bargaining. The 
forcible seizure of an employer’s 
property is the very essence of Com- 
munism.” Unfortunately, there has 
been a woeful lethargy among the 
people, accompanied by a grave 
dereliction of duty by the law en- 
forcement agencies of the various 
communities and states. Whether or 
not you have been involved directly, 
what have you done to correct such 
conditions? 

I think nearly all of us in business 
have weighed and discarded in our 
own minds the so-called purchasing 
power theory which is so closely re- 
lated to deficit spending and which 
has touched, in one way or another, 
every aspect of American life. I be- 
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D. G. MILLAR 


Greenfield Tap & Die Corp. 
Executive Committee, 
American Association 


lieve there have been based on it 
more mistaken concepts of the rela- 
tionships of a government to the 
people than we previously have had 
in the entire existence of the nation. 
In fact this theory has, in large mea- 
sure, been responsible for the trend 
toward concentration of power in 
Washington and particularly in the 
Executive Branch of the Federal Gov- 
ernment. In one way or another each 
of you must have realized this men- 
ace to our form of government and 
to the self-reliance of our people, but 
how much have you, specifically and 
definitely, done about it? 

I happen to be deeply convinced 
that the maximum of international 
multilateral trade should be encour- 
aged. The exchange of goods and 
services between the nations of the 
world is a stimulation to our living 
standards and a deterrent to war and 
to the economic fluctuations which 
we all wish to minimize. Have you 
taken an active part in the formula- 
tion of our policies in this field of 
international trade? 


History leads me to believe that 
too heavy a burden of taxation can, 
through its weight on the people gen- 
erally and through the dissipation of 
unusual reward for unusual accom- 
plishment, ruin any civilization. 
Fighting for lower and more equit- 
able taxes, for maintaining only es- 
sential people on the Federal, state 
and municipal payrolls and for elimi- 
nating unnecessary governmental con- 
trols on production, pricing and 
credit flow is neither reactionary nor 
selfish but is, in truth, the only man- 
ner in which to perpetuate a free 
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society. How much has each of you 
contributed to such public discussion 
as well as to governmental action? 

Unless we do our share there is 
no power on earth which will be able 
to sustain in the key positions of 
government those far-sighted men of 
good-will who sacrifice much to serve 
their country and on whose judgment 
the trends depend. 


Governmental Confusion 


A man who has served the public 
well, Rep. Hatton W. Sumners, a 
Democrat from Texas, said recently: 
“I have watched what my own gen- 
eration, under administration of both 
parties, has been doing to the great- 
est system of democratic government 
ever evolved. By ignoring principles 
and the lessons of history, and ac- 
cepting the theories of men and po- 
litical expedience for our guidance, 
we have made vassals of our States 
and dependents of our people. By 
concentration of governmental power 
and drafts upon the Federal Treasury 
we have now a financially ‘busted’ 
great piled-up mass of governmental 
confusion beyond human compre- 
hension, impossible of democratic 
control, extravagant, wasteful, in- 
efficient, and by its nature the instru- 
mentality of favoritism, tyranny, op- 
pression and corruption.” 

To attain balance, it should be said 
that nearly every generation feels 
that its problems are overpowering. 
This in itself is a good thing, pro- 
vided it encourages men to action 
rather than leading to fear and dis- 
couragement. 





Only in deep thought and great 
activity can there be hope for the 
future. The reason our country has 
grown and prospered, despite war 
and many other troubles, has been 
the struggle of fine men to make a 
better life. We simply must assure 
the succeeding generations an ex- 
panding economy in which all men 
may have opportunity. 

On this important subject of liberty 
I give you the words of a great and 
inspired industrial statesman, Hen- 
ning W. Prentis, Jr., who recently 
summarized as follows the freedoms 
we must preserve: “By political free- 
dom, I mean the fruits of our form 
of constitutional, representative de- 
mocracy. By personal freedom, I 
mean freedom of worship, assembly, 
speech and press. By economic free- 
dom, I mean the right to engage in 
private, competitive business and the 
willingness to assume personal re- 
sponsibility for our own economic 
welfare.” 

There will be no dissent among 
you when I say again that we, the 
business executives of the nation, 
have much more to do than run our 
businesses effectively and in the pub- 
lic interest. Surely, with men from 
many other fields, we must also serve 
society well and in addition partici- 
pate actively in the political problems 
of our time. Thus shall we attain the 
finest title which can be bestowed in 
a Republic, that of “Good Citizen.” 
Thus shall we, in our generation, 
escape the odium of history, which 
surely we would deserve were we to 
allow freedom and opportunity to 
die by our default. 
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Effective Sales Training 


M* KEMPHERT sees the problem of industrial 
supplies’ manufacturers and distributors as 
one of increasing their 1948 production, 25 to 50 per 
cent over the 1939 level and reducing their costs 25 
per cent. Answers lie in expanded sales organiza- 
tions and better trained sales organizations. A 15- 


point training program is suggested. 


By W. W. KEMPHERT 
Worthington Pump & Machinery Corp. 


At Wednesday morning's joint 
meeting of the three associations 


VV, have heard much 


about post-war planning; about our 
choice of either increasing our na- 
tional income by stepping up our 
production of goods and services to 
enable us to carry our double tax 
load and still have a better way of 
life, or doing without things, skimp 
on foods, wear fewer and cheaper 
clothes, live in poorer houses, cut our 
American standard of living to the 
bone. 

Our choice is clear—we must dou- 
ble production, but production is not 
our problem. Our real problem is 
full consumtpion of full productivity. 
Can we do this and how can we do 
it, are the challenging questions. 

There is no magic formula that will 
point an easy road to the solution of 
the all-important problem. It will take 
more of that good old-fashioned 
American pioneering spirit—getting 
back to basic fundamentals—review- 
ing the best sales methods of the past. 
Thus will we get the proper prospec- 
tive for what needs to be done in the 
future to meet the demands of last- 
ing post-war prosperity and security 


“... There is no magic formula. 


followed through with careful plan. 
ning, preparation, perseverance and 
and perspiration, with a dominant 
will to win. 


0 Oo 


EDITOR'S NOTE: Although pri- 
marily offered for the inspiration of 
the manufacturers and distributors 
concentrating on the production and 
sale of industrial equipment and 
supplies, Mr. Kemphert offers here 
some fundamental principles for 
hardware wholesalers and dealers, 
not only in their industrial selling 
activities but actually in their sell- 
ing programs 


Oo o 


This brings us squarely to the $64 
question applying to our industry— 
“How can the American supply and 
machinery manufacturers and their 
distributors increase their sales 25 to 
50 per cent in 1948 over the 1939 
level? How can the manufactirers 
and their distributors reduce their 
distribution costs 25 per cent. 

Broadly we may answer the first 
questions with: first, an expanded 
sales organization; second, a better 
trained sales organization—to train 
your salesmen to sell 25 to 50 per 





W. W. KEMPHERT 


cent over his peak year, at 25 per 
cent less cost. 

The second part of the $64 ques- 
tion which has to do with reduction 
in distribution costs suggests that the 
second answer—a better trained sales 
organization—be explored to the full- 
est extent and then followed with 
expansion of the sales organization 
as required to meet the market de- 
mand. Broadly we may answer the 
second question with—first, more eff- 
cient operation in rendering services; 
secondly, sales and services more pro- 
ductive of desired returns. 

Fundamentally, the solution to the 
problem of expanded sales and pro- 
duction in distribution costs starts 
with the basic problem of selection 
and training of salesmen and in ap- 
plying proper methods of distribution 
in the industrial supply and machin- 
ery business. This includes the prop- 
er handling of the distributor sales 
meeting and its effective follow- 
through. 

The important questions under the 
selection of salesmen are:— 

Do you have the right type of men 
in your sales work? Are they care- 
fully selected for sales work in our 


It will take more of that good old-fashioned 


American pioneering spirit—getting back to basic fundamentals, reviewing the 
best sales methods of the past. . . followed through with careful planning, prepa- 
ration, perseverance, and perspiration with a dominant will to win.” 
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BRIDGEPORT, 





New Remington 
Newspaper Mats 
Ready for Dealers 





NN., May 23, 
1946. Under present conditions, deal- 
ers find that Remington products move 
from their shelves just as soon as job- 
bers fill orders. Nevertheless, it is ad- 
vantageous to advertise firearms in 
local newspapers when shipments ar- 
rive, in order to establish your store 
as sportsmen’s headquarters. 

The eye-catching appeal of a sporting 
arm, plus prestige of the Remington 
name, invariably attracts customers. 

Newspaper mats, illustrated above, 
are part of a series prepared for dealer 
use. If you want these or any other 
Remington mats, write Remington 
Arms Company, Inc., Advertising Di- 
vision, Bridgeport 2, Conn. 








YOU CAN'T 
BAG AN | 
ELEPHANT 
WITH A 
POPGUN 


You wouldn’t go into the jungle 
... after big game . . . completely 
equipped except for the proper gun! 
Similarly, you can’t expect to cap- 
ture the most profitable business in 
your community by carrying ‘“‘pop- 
gun”’ merchandise and “‘popgun’”’ 
merchandising ideas! 

It is true that during this period 
of shortages many customers will 
buy any kind of merchandise you 
have to offer . . . at any price. But 
the wise merchandiser remembers 
that regular customers. . . custom- 











ers who keep coming back . . . are 
the ones who are completely satis- 
fied. Satisfied with the price, the 
quality and the service. 

That’s why so many dealers look 
forward to stocking the complete 
Remington line. In addition to giv- 
ing customers complete satisfac- 
tion, Remington sporting arms and 
ammunition are adaptable to easy 
point-of-sale promotion. Custom- 
ers know that the quality of Rem- 
ington products is unsurpassed, for 
... “If It’s Remington—It’s Right!”’ 














IT WILL PAY 10 STOCK THE FULL 
REMINGTON 22 CARTRIDGE LINE WHEN AVAILABLE 


BRIDGEPORT, CONN., May 23, 
1946. Remington makes a complete 
line of 22 ammunition designed to 
meet the requirements of all types 
of small-bore shooting. 

While dealers verify the fact that 
Remington Hi-Speed 22’s are the 


most popular . . . selling to small 
game hunters and youthful plinkers 

- - small-bore target shooters, by 
and large, prefer Palma Kleanbore 
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and Police Targetmaster for match 
competition. Many customers who 
have been shooting for years stand 
by Remington standard and medium 
velocity 22’s. All Remington 22 am- 
munition is made with exclusive 
Kleanbore non-corrosive priming, 
which keeps rifles accurate by pre- 
venting rust and pitting in the barrel. 

Dealers who plan to stock the com- 
plete Remington 22 ammunition line, 











when available, will find that each 
type of cartridge moves fast. The 
customer who doesn’t know that 
there is more than one kind of 
Remington 22 cartridge will appre- 
ciate being told which type of car- 
tridge is best for his individual needs. 
And the list of regular Remington 
customers will grow. 


Hi-Speed, Palma, Kleanbore and Targetmaster 
are Reg. U.S. Pat. Off. by Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. 
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business? Besides product applica- 
tion and product presentation, do 
they understand the method of dis- 
tribution in the industrial supply and 
machinery business? Can they pic- 
ture in their own mind, multiplying 
themselves by as many distributor 
salesmen in each authorized outlet, 
whom they can get to push their prod- 
uct to the trade? Do they understand 
that each distributor salesman’s re- 
sponse helps to pyramid their total 
results ? 

Unless the salesman has a funda- 
mental understanding of this method 
of operation in dealing with distribu- 
tors, he can be the best product en- 
gineer and give the best product pres- 
entation from an application stand- 
point, and yet fail to reach his maxi- 
mum results in sales producticity 
through distribution channels. He 
must be the merchandising type of 
salesman with a strong sales force to 
insure maximum results in sales pro- 


ductivity through the multiplication 
of effort and pyramiding of results 
through distribution channels. 

The important questions under 
training of salesmen are—Are they 
trained properly to carry out the re- 
sponsibility outlined? Do they know 
through actual demonstration how to 
conduct the distributor sales meet- 
ing? Are they trained properly in 
the effective follow-through of the 
distributors sales meeting? Is train- 
ing a continual process for the man- 
ufacturer’s salesmen and the distribu- 
tor’s salesmen? 

Besides training in product appli- 
cation, product presentation, method 
of operation, fundamentals of selling, 
the human side of selling, and the 
technique of selling, comes that im- 
portant subject of the distributor 
sales meeting; the meeting itself and 
its effective follow-through. This is 
stated to be the most important sub- 
ject in manufacturer-distributor rela- 








OFFICERS 
of the 
AMERICAN SUPPLY AND MACHINERY 
MANUFACTURERS’ ASSOCIATION, INC. 
Elected May 7, 1946, Atlantic City, N. J. 


President 
Theo. F. Smith,* Oliver Iron & Steel Corp. 


Vice-Presidents 
W. E. Caldwell, The Cleveland Twist Drill Co. 
W. H. Gebhart.* Henry Disston & Sons, Inc. 


Treasurer 
J. A. Gardner,* The Cincinnati Tool Co. 


General Manager 
R. Kennedy Hanson, 1108 Clark Bldg., Pittsburgh. Pa. 


Executive-Committee 


D. G. Millar, Greenfield Tap & Die Co. 
G. H. Boucher, Pyrene Mig. Co. 
J. G. Geddes, H. K. Porter, Inc. 
W. W. Kemphert, Worthington Pump & Machinery Corp. 
J. R. Kelley.* Manning. Maxwell & Moore. Inc. 
B. E. Hotvedt,* Blackhawk Mig. Co. 


Advisory Board 
Farnham Yardley, Jenkins Bros. 
Irving W. Lemaux, Indianapolis Brush & Broom Mfg. Co. 
John C. Ruf, The Ohio Injector Co. 
D. S. Brisbin, The Columbus McKinnon Chain Corp. 
H. F. Seymour, The Columbian Vise & Mig. Co. 

L. M. Knouse, Stanley Electric Tool Division, The Stanley Works 
George H. Halpin, Minnesota Mining & Mig. Co. 
Roger Tewksbury. The Oster Mig. Co. 

W. A. Purtell, Holo-Krome Screw Corp. 

D. W. Northup, The Henry G. Thompson & Sons Co. 

R. G. Thompson, The Lufkin Rule Co. 

H. P. Ladds, The National Screw & Mig. Co. 

A. A. Murfey. The Cleveland File Co. 

F. J. Tone, Jr.. The Carborundum Co. 

Robert D. Black, The Black & Decker Mig. Co. 


{*Newly-elected) 








142 


tions and on which successful distri- 
bution has its very foundation. It is 
likewise reported to be the most mis- 
understood operation of manufac- 
turer-distributor relations. 

The distributor sales meeting is 
where the manufacturer imparts the 
“specialized know-how” of his prod- 
uct and services to the distributor’s 
salesmen so that they serve better the 
customer and the manufacturer whom 
they represent. On the development 
of this one subject hinges maximum 
sales productivity or mediocre results 
for both. 

The manufacturer therefore has a 
two-fold training problem. The man- 
ufacturer dealing through distribu- 
tion channels should train his sales- 
men for direct selling in: a) product 
application; b) product presentation, 
including the fundamentals of selling, 
the human side of selling, and the 
technique of selling: c) method of 
operation—the plan and policy of 
the company. 

The manufacturer should train his 
salesmen in direct selling through ac- 
tual demonstration in effective meth- 
ods of imparting information to dis- 
tributor salesmen on: a) product ap- 
plication; b) product presentation; 
e) method of operation to penetrate 
effectively the local market; d) how 
to conduct the distributor sales meet- 
ing; e) how to follow through effec- 
tively after the distributor sales 
meeting. 


The 15-Point Program 


Here is a 15-point program for 
training manufacturers’ salesmen to 
sell the product . . . after the required 
period of basic training on product 
application, product presentation and 
method of operation. While this out- 
line éovers primarily semi-engineer- 
ing on a specific product, it can be 
applied to such standard items as 
bolts, nuts, and screws, leaving out 
the reference to engineering details. 


Point I—Outline simple funda- 
mentals of engineering on the 
specific product— 

1—Developed in the language of 
the user of the product. 

Point I—Present the product— 

2—Outline the different types and 
different uses through pictures. 

3—Show the product itself or rea- 


sonable facsimile. 
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4—Explain each basic detailed part 
—its function—how it works. 


Point I]—Analyze the market— 

5—What basic industries use the 
product. 

6—Where do they use it—on what 
applications ? 

7—Where to go to find an appli- 
cation. 

8—Who to see to sell the product. 

Point IV—Dramatize the appli- 
cation through visual presenta- 
tion— 

9—Select six different most popu- 
lar applications. 

10—Blow up picture of each ap- 
plication. 

11—Develop flow chart showing 
complete system and what is in- 
volved. 

12—KEach picture should develop 
one different fundamental point in 
product application. 

13—List places, where each of the 
applications presented can be found, 


for field check and study. 


Point V—Develop the inquiry— 

14—Develop and discuss the in- 
quiry data sheet (the blueprint for 
the discussion between salesmen and 
prospect) which outlines the pertinent 
data required to make up an intelli- 
gent inquiry. 

15—Develop questions to ask the 
prospect on his application in order 
to develop the specific problem. 

16—Detail what was involved in 
the six popular applications present- 


ed under Point IV, as illustrations of 


typical examples of how to develop 
that inquiry. 

Point VI—Solve the problem— 

17—Discuss price books to de- 
velop: 

18—Proper selection of equipment 


or material, 


19—Correct pricing, 
20—Proper quotation to include 
all essential elements. 


Point VI—Present salient fea- 


‘tures of the product— 


21—Why the customer should buy 
your product. 

22—Compare your product with 
leading competition. 

Point VII—Outline factory sup- 
Port— 

23—Where is product made? 

24—Outline size and reputation of 
company on specific product. 
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25—Outline manufacturing facili- 
ties on specific product. 

26—Outline service—ability _ be- 
hind the product including method 
of handling, stocks, etc. 

27—Outline organization behind 
the product. 


Point IX—Develop sales tools— 

28—Outline advertising campaigns 
on: 
29—Individual products, 

30—Overall products of the com- 
pany, 

31—Explain product catalog and 
its distribtuion, 

32—Outline direct mail follow-up 
of catalog distribution, 

33—Explain planned mailing pro- 
gram for distributors, 

34—Outline sales literature on the 
product, and 

35—AMiscellaneous sales ammuni- 
tion, including envelope stuffer, re- 
prints, blotters, etc. 





36—Develop local stocks required 
to meet popular demand. 


Point X—Outline first aid me- 
chanical service—repairs—spare 
parts— 

37—Outline six different causes for 
usual difficulties, with their symptoms 
and possible cure. 

Point XI—Develop method of 
operation, plan of sales attack— 

38—Evaluate local district in re- 
lation to national market. 

39—Establish goal for each trad- 
ing area. 

40—Develop industries, type, size, 
number, as prospects. 

41—Develop plan to reach this. 
market effectively through: 

42—Sales promotion, including: 

43—Product catalog distribution, 
44—Direct mail follow-up of cata- 
log, 

45—Planned mailing program for 
distributors, 





























Here’s What Your 
Customers Want ! 


dandy 


ELELT RIL 
CHURN 


Dealers say Gem Dandy is a sensation in 
building sales volume because Gem Dandy 
Electric Churn ends one of the big drudgeries 
of farm life. Investigate Gem Dandy your- 
self and you'll want to order a stock. You'll 
find Gem Dandy superior, yet popular priced, 
with slow-speed long-life motor, aluminum 
base, shaft and dasher. Easy to operate, easy 
to clean. Makes 15% more butter in 15 to 20 
minutes. Fits any crock or jar up to 5 gal. 
size. Operating cost about 10 cents per 
month. In use since 1937 throughout U. S. 
Nationally advertised in farm papers. 


STANDARD 
CHURN CHURN 


$14.32 $17.32 


Gem Daady 3 and § gal. 
Gless Jars Sold Separ- 
ately at $1.75 to $2.25. 
For Immediate Delivery ASK YOUR 
JOBBER or Write to 


Alabama Manufacturing Co. 
1801 First Ave N., Birmiagham, Alabama 


DELUXE 
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46—Miscellaneous sales ammuni- 
tion developed for distributors’ use, 

47—Supported by space advertis- 
ing. 

48—Sales assistance including: 

49—Sales meetings with distribu- 
tor organizations, 

50—Discussion with individual 
distributor salesman, 

61—Discussion with distributor’s 
inside keyman who specializes in this 
type of business, 

52—Distributor’s cooperation on 
catalog distribution. 

53—Distributor’s cooperation in a 
planned mailing program, including 

54—The development of an accur- 


| ate mailing and prospect list. 








55—Distributor’s cooperation in 
effectively covering the market 
through sales effort. 

56—Distributor’s cooperation in 
promptly following up leads and ex- 
changing notes on individual custom- 
er’s needs and how best to serve him. 


Point XII—Conduct the distrib- 
utor sales meeting— 


Essential preparation: 

57—Develop the why or the pur- 
pose of the distributor sales meeting. 

58—Develop the what or the mate- 
rial for the distributor sales meeting. 

59—Develop the how or the meth- 
od of presentation for the distributor 
sales meeting. 

60—Develop the follow-through 
after the distributor sales meeting. 

61—Follow the same pattern of 
presentation to the distributor organ- 
ization that was used in training your 
own salesmen. (Points 1 to 10.) 





P. RIDINGS 
Syracuse Supply Co. 


Point XII—Discuss all policies 
and methods of operation to in- 
clude— 

62—Statement on manufacturer’s 
responsibility on: 

63—Protection in territory for dis 
tributor, 

64—Handling of inquiries, 

65—Handling of orders, 

66—List of exceptions, 

67—Analysis of local market on 
types of industries as prospects for 
the product, 

68—Cooperation with distributor. 

69—Statement on distributor’s re- 
sponsibilities to include also 

70—Specialization through outside 
and inside keyman, 

71—Analysis of local market on 
number and size of industries as 
prospect for product. 

72—Penetration of local market 
through: 

73—Sales effort supported with 
specialization, 

74—Product catalog distribution, 

75—Planned mailing campaign, 

76—Sales control that will register. 

77—Task assigned to each distrib- 
utor salesman as his share of total 
distributor’s sales quota on product, 

78—Number of prospects for each 
salesman, 

79—Number of calls made on this 
product, 

80—Number of inquiries devel- 
oped on this product, 

81—Number of inquiries devel- 
oped by the manufacturer, 

82—Number of calls made with 
the manufacturer’s salesman, 

83—Number of service calls on the 
product, 

84—Amount of business developed 
by each salesman, 

85—Local stocks required, 

86—Local first aid mechanical ser- 
vice required. 


Point XIV—Follow-up distribu- 
tor sales meeting— 

87—Put this program into effec- 
tive operation through: 

88—Demonstration of the product 
to a group of friendly prospects at 
the distributor’s place of business as 
the first step after the distributor 
sales meeting in order to provide an 
opportunity for mass presentation to 
the interested prospects as well as a 
review for the distributor organiza- 
tion. 
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89—Predetermined calls made by 
each distributor salesman with the 
manufacturer’s salesman to put the 
presentation to work. 

90—30-day campaign by the dis- 
tributor on the product presented 
through 

91—Concentrated sales effort with 
distributor salesmen reporting each 
call and 

92—Exchanging information with 
the manufacturer’s salesmen. 

93—Mailing campaign supporting 
the direct selling effort. 

94—Written review on questions 
and problems submitted by the man- 
ufacturer to each distributor’s sales- 
man and inside organization. 


95—Presentation of awards to 
salesman demonstrating keen interest 
in the product during this campaign 
on consideration of greatest number 
of prospects reported; greatest num- 
ber of calls made on the product; 
greatest number of inquiries devel- 
oped; greatest amount of business 
secured; best report on written re- 
view. 

96—Distributor’s report to the 
manufacturer on the success of the 
distributor sales meeting. 


Point XV—Keep the distributor 
salesman continuously informed— 


97—Through a series of sales let- 
ters to each distributor, salesman on 
product application, presentation, 
change in design, stock, price, etc., 
new sales strategy and other pertinent 
subjects of interest to the distributor 
salesman. 


98—Through a brief review and 
discussion of this pertinent informa- 
tion at future distributor sales meet- 
ings. 

99—Through a discussion with in- 
dividual distributor salesman as the 
opportunity affords. 

100—Through an exchange and 
inter-change of ideas between distrib- 
utor salesman and manufacturer’s 
representative on the development of 
these problems in the field. 
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M: ABBINK looks at the tangled international 
situation, economically and politically, dis- 
cussing trade prospects with Latin America, Europe 
and the East, weighing such matters as the British 
loan and Russian influence. He believes world sta- 
bility can be achieved more quickly through eco- 
nomics than by politics and suggests how it may be 
done in three phases by the United States. 


By JOHN ABBINK, Chairman 
N@tional Foreign Trade Council, Inc., 
and President, 

Business Publishers International 
Corp., which is owned by The Chilton 
Co., publisher of HARDWARE AGE, 
and another publisher. 


at the Tuesday, May 7, meeting 
of the American Supply and Machinery 
Manufacturers’ Assn. 


= wars in the past 


quarter century, together with prog- 
ress in communication, have awak- 
ened us much more abruptly to the 
current realization that we are soon 
concerned with trouble anywhere on 
the globe, and that establishment of 
the kind of world we'd like to live in 
is beset with international difficulties 
from which we have hitherto at- 
tempted to isolate ourselves. 

Today our external problems divide 
themselves generally into four area 
classifications, the United States it- 
self, Latin America, Europe, and the 
Far East, but there is an inter-rela- 
tion of cause and effect between these 
groupings that makes it difficult to 
single out any one of them for exclu- 
sive discussion. 

Unlike most of the other regions 
of the world, Latin America finds it- 


self in an exceptionally favorable 
trade position. Our war-time pur- 
chases there and those of our allies 
led to the accumulation of large local 
foreign exchange balances, because 
imports had to be restricted sharply, 
both to the scarcity of goods and the 
unavailability of shipping. One ad- 
verse effect has been to produce in- 
flation throughout the rest of the 
hemisphere, in some places of fan- 
tastic proportions.’ Living costs have 
soared, resulting in serious unrest in 
the low-earning farm and urban pop- 
ulations, and leading to governmen- 
tal change, not all of them favorable 
from our viewpoint. 


In Latin America 


In Brazil, the Vargas dictatorship 
has been over-turned and a military 
figure, General Dutra, has come to 
the presidency through an election 





JOHN ABBINK 


which for its freedom and orderli- 
ness signifies an important advance 
in Latin American politics. The new 
president has extended a welcome to 
foreign capital and business, and 
promises their rights will be re- 
spected. There is every indication 
that the new government intends to 
rely upon orthodox economic meth- 
ods to work out its problems. 

In Mexico, a presidential election 
impends, and its influence extends to 
foreign political and economic rela- 
tions, as well as to all forms of na- 
tional life. Until the voting in July, 
and perhaps for a period after that, 
Mexican conditions will be unsettled. 
Circumstances in other countries vary 
from Cuba’s “sugar boom,” likely to 
continue for some time due to the 
world scarcity of that product; 
through relative political and eco- 
nomic stability, such as may be found 
in Peru and Colombia, and on to 
the enigma that Argentina has be- 
come, at the other end of the scale. 

Bewilderment and confusion char- 
acterize our reactions to recent de- 
velopments in Argentina. 

A president has been elected in this 


“, « » While we have seriously diminished our international political influence, we 

are still strong economically, so powerful, comparatively, that our policies can 

be made to prevail... there is every reason why we should participate to the limit 

of our ability in the development of international sources . . . until there is hope 

and opportunity overseas, we will ourselves never regain the standards we 
enjoyed only a few years ago when we were at peace.” 
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LET’S SELL BOLTS AND SCREWS . 
like sugar aud salt aud molarses! 


"Way back when the motor car was painted fire engine red 
and you entered through a door in the middle of the rear end, 
molasses was sold in bulk from a spigot in a barrel, and sugar 
and salt were both sold by the scoop from open barrels. Un- 


sanitary? Yes. Wasteful? To be sure. Unprofitable? Of course. 


So what happened? Well, the sugar was put up into 1-lb., 
2-Ib., 5-lb., and 10-Ib. cartons. Salt is now sold in 1-lb., 10 oz. 
cartons with pouring spout, and molasses comes in 1%-lb. 
glass jars and cans. The first achievement was fixing a mini- 
mum sales unit—the standard package. Without the consider- 
able waste from bulk selling and spoilage, sugar and salt and 
molasses when packaged cost less than before—and any waste 


is no longer ‘“‘on the house”! 


You don’t have to sell bolts and nuts by 1890 methods, either. 














Today you can get the finest bolts, nuts and scre which 
modern engineering science Can produce, in cartons with the 
distinctive Lamson “all-over” design, attractively and legibly 
labeled. And the packages are tough enough to take a lot of 
punishment. The Lamson Speed-Merchant, with a stock of the 
49 most popular types and sizes of bolts, nuts and screws in a 
compact, open-counter display cabinet, enables the customer 
to make his own selection without your help. Some of the 
smaller ‘5-and-10” sizes are packaged in cellophane. All are 
“brite-plated” and will not soil your hands. A stock of Lamson 
bolts makes an attractive appearance, in the Speed-Merchant 
or in standard packages, and there’s a better profit in bolts 
and nuts when they are sold on a 1946 merchandising plan! 


THE LAMSON & SESSIONS COMPANY, 1971 W. 85th St., Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


‘GE BOLTS » MACHINE BOLTS +» PLOW BOLTS + NUTS + LAG SCREWS + LOCK NUTS «+ CAP SCREWS « COTTERS + SET SCREWS 


LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


TOVE BOLTS + SHEET METAL SCREWS + WIRE ROPE CLIPS + PIPE PLUGS « WEATHER-TIGHT BOLTS » MACHINE SCREWS AND NUTS 
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GLE VELAND 





a) : 
The high grade quality Wy cechded 
and weldless Cleveland Chain never 
varies. Depend on this quality 
reputation to satisfy customers 
and build repeat business for you. 


the CLE VELAND 
(HAIN: MFG. CO. 
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traditionally conservative country 
who is the antithesis of the type of 
political leader we hoped to see 
emerge in post-war Latin America. A 
demagogue and opportunist, Colonel 
Peron combines with these character- 
istics a Nazi-Fascist philosophy much 
the same as that which proved to be 
the scourge of Europe. He owes his 
success at the polls to the support of 
labor, and to a fanatical totalitarian 
element that hopes to dominate his 


reforms and benefits for labor, and 
in all probability will adopt some 
measures of a radical nature, it would 
not be illogical for him to seek a 
working arrangement with the more 
conservative elements of the country. 
In foreign policy it would be surpris- 
ing if he did not make determined 
efforts to end Argentina’s political 
isolation, and seek dominance in 
Latin American affairs. Peron’s elec- 
tion was a serious diplomatic re- 


| 
‘ | (*Newly-elected) 


verse for the United States, and will 
influence our relations with all the 
American nations. 

There are indications, though no 
direct evidence of which I know, that 
Russia has been taking a much more 
active political interest in Latin 
America than heretofore. Also with 
admirable timing; Stalin keeps Brit- 
ain constantly off diplomatic balance 
by raising issues successfully in the 
Balkans, and on the perimeter of 
England’s life-line through the Medi- 


terranean and the Suez, in Turkey, 


policies. The vote of the workers was 
acquired in large part through dic- 
tatorial decrees and measures of the 
interim government. 

It is well to remember, however, 
that Colonel Peron now becomes a 
constitutional president for a term of 
six years, and will no longer be con- 
sidered a usurper who rules by mili- 
tary threat. As a consequence he 
must consider his political position 
and future from a long range view- 
point. Though he is committed by 
election promises to sweeping social 
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Greece, Jugoslavia, Iran and, soon to 
come, I predict in Tripolitania, and 
the African shore. Control is at issue 
between them over the territory south 
of Egypt’s border and north of 


Ethiopia. Moscow’s “security” con- | 
siderations range widely over the 


globe, and seem to concentrate at 


locations that are politically sensitive. | 


I am no red-baiter, nor do I fear 
Russia’s international influence ex- 
cepting at a time like this when our 
own national temperament is highly 
volatile, and our leaders are uncer- 
tain of themselves. A wave of near 
hysteria seems to sweep the country 
at each indication of international 


friction. The danger is that we may | 
continue to make decisions on the | 


basis of emotionalism as we have 


done so often in the past, rather than | 


on solid economic fact and enlight- 
ened national interest. There can be 
little doubt that the bonds of war- 
inspired unity between ourselves and 
our allies have begun to disintegrate. 
It is certain that there will be repeated 
so-called “crisis” at intervals over the 
coming months and years, flared out 


of all proportions to their actual sig- 


nificance by poorly informed and im- 


mature commentators, some of whom | 


employ sensationalism to attract an 


audience. As a publisher, I may be | 


permitted a bit of self criticism on the 


industry. It is that some men of less | 
than adequate training in foreign af- | 


fairs are too often assigned to dis- 
cuss developments of international 
concern. At a time when the people 


of the United States face decisions of | 


tremendous import to their future, 
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A Low Cost UNDERGROUND 
LAWN SPRINKLING SYSTEM 


IMMEDIATE 
DELIVERIES 


ATTRACTIVE 12 HEAD 
DISPLAY ASSORTMENT 


This counter display—together 
with circulars—included with 
each order for a dozen nozzles 
—is so attractive and informo- 
tive that the system actually 
sells itself, 





JOBBERS and 
DISTRIBUTORS 


There are still many volu- 
able AQUA-SPRAY distri- 
bution franchises and ter- 

ritories open. Write on 
your letterhead for com- 


plete information. 


Here’s a brand new underground lawn sprinkling sys- 
tem—so simple that any home owner can install it 
himself —and so inexpensive that it is within the reach 
of all. This means new and easy profits for you. 


The AQUA-SPRAY nozzle head is the vital element 
of the system. The nozzles are set at ground level in 
narrow trenches, 3” deep—no large ditches to mar 
the lawn. Can be installed with a knife. 


Heads are threaded to fit ordinary “2” pipe and 
connected to the outside water faucet—the entire 
system turning on and off the same as garden hose. 
AQUA-SPRAY heads are self draining—won't freeze 
in winter—beside full circle spray a simple adijust- 
ment limits spray to half circle for sides and to a 
quarter circle for corners. . 


THERE'S PROFIT IN INSTALLATIONS, TOO! 


Dealers who have the facilities can install AQUA-SPRAY for their 
customers—making a profit‘on piping and installation as well as 
nozzle heads. Full installation instructions furnished. 


PRICED FOR FAST MOVING 


Retail price $2.49 each—cost you 
$1.49 each. You make an easy 
profit of $1.00 each—average sale 
is 8 heads. ' 


Don't wait—if your jobber cannot 


supply you, send your order direct 
to 


AQUA-SPRAY LAWN SPRINKLER CO. 
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and that of the world, nothing is more 
urgent than a complete presentation 
of fact and unbiased comment. 

Albeit with some reluctance, for the 
moment, we seem to have chosen 
Britain as an informal partner in our 
hesitant international ventures. Un- 
fortunately, the understanding in this 
country of Britain’s problems is so 
limited and so often influenced by 
deep prejudice that there will be 
many misgivings on both sides of the 
Atlantic over the eventual outcome 
of our tentative cooperation in set- 
ting a course which will lead to uni- 
versal peace. 


A Case in Point 


The debate over the proposed finan- 
cial and trade accord between the 
United States and Great Britain is a 
case in point. Although it has passed 
in Parliament, there are many in 
England who believe that in accepting 
the agreement their leaders have 
handed over to us unilateral trade 
advantages which greatly outweigh 
any immediate benefit Britain may 
obtain from the loan provisions, and 
which make the British permanent 
commercial satellites of this country. 
Our critics, on the other hand, refuse 
to consider any but the financial con- 
sideration in the proposals—much 
the less important, in my opinion 
and overlook the fact that the amount 
of credit extended as a loan is a small 
price to pay for the benefits to be 
obtained from the agreement, if we 
are sufficiently discerning and daring 
to undertake them. 

In both countries, but particularly 
in the United States, a question which 
is primarily one of economics has 
been tossed into the political pit, there 
to be distorted and mauled about as 
a partisan bait. 

At the same time it should be said 
that the present British government 
is not helping its own cause in this 
country, nor the case for continued 
Anglo-American co-operation, by the 
measures for public ownership of 
electrical installations and railways, 
though our experience with the politi- 
cal operation of utilities has by no 
means been convincing. Britain’s coal 
mining methods have long been an 
industrial scandal, due to the indis- 
position of owners to modernize, ani 
the change in control of the Bank of 
England. 
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But to undertake the nationaliza- 
tion of so highly a specialized func- 
tion as the bulk purchase of cotton 
fibers for the textile trade, or so in- 
tegrated an industry as the making 
of steel, is an adventure in statecraft 
that has little to commend itself to 
citizens of a country like the United 
States, which has decided preference 
for private enterprise. 

What is important for us to re- 
member in this connection is that 
Britain does not need funds in the 
proposed credit from this country to 
carry out the nationalization mea- 
sures under consideration. Compen- 
sation to owners will be in sterling, 
not dollars, and there have been no 
indications that printing presses in 
London will not be able to produce 
the currency or the debentures re- 
quired. The loan agreement now 
under debate in Congress is designed 
to enable Britain, without endanger- 
ing too greatly her own economy, to 
cooperate with us in establishing con- 
ditions for a resumption for world 
trade, which will permit the war-ex- 
panded industries of both nations to 
employ their full capacities. Fre- 
quently I have been asked whether I 
think the proposed advance will be 
repaid. My answer is an unequivocal 
“yes” provided we proceed unswerv- 
ingly and with determination in the 
direction indicated in the trade pro- 
posals, which I believe are the most 
important part of the agreement. 

I hope I will not seem presumptu- 
ous if I offer one additional comment 





regarding relations between Britain 
and the United States, before passing 
on to other considerations that should 
have our attention. I suggest, if we 
continue to enlist Great Britain as an 
informal ally in our international 
dealings, that we cease the practice 
of imputing sinister or untrustworthy 
motives to all British dealings with- 
in the Empire, and that we insist our 
politicians do likewise. The British 
are as anxious to establish stable con- 
ditions throughout the world as we 
are, and the fact that the two nations 
approach solutions from differing 
viewpoints does not necessarily mean 
that ours should be sacrosanct. 


Need for Restraint 


There will be especial need for re- 
straint over the next few weeks. Ten 
days ago, in Paris, there began a 
meeting of foreign ministers, planned 
last December in the hope that the 
intervening time would be sufficient 
to draft the European peace treaties. 
Experts have been meeting in London 
almost constantly since V-J Day, try- 
ing to fashion an accord with Italy, 
which will be the easiest to write. In- 
dications are that while the British 
and ourselves could agree on most of 
the stipulations, though for very di- 
vergent reasons, and that the Italians 
are anxious to accept these joint con- 
ditions, Russia continues to be in- 
transigeant and proposes a settlement 
quite at variance with British-Amer- 
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liger Grip 


The GREATEST IMPROVEMENT 
IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely ‘different from any 
glove intended for the same 
purpose! Oxtwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted material with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX” to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
peeves sacludias 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder's sioves. 
etc., as well as 
complete line ol 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 
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GLOVE MANUFACTURING CO. 
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DETROIT 26, MICH. 
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ican ideas, and of which Italy is of- 
ficially fearful. 

This slight indication of the com- 
plexities that face the get-together in 
Paris is but the forerunner of what 
may be expected in the much more 
involved situation that exists in Ger- 
many and Eastern Europe, and, more 
remotely, when the peace treaty with 
Japan is undertaken. Far Eastern set- 
tlements include still another ally, 
China, whose difficulties have been 
our particular concern since the be- 
ginning of this century. 


The Food Situation 


As if to heap calamity upon dis- 
aster, fate suddenly indicated that 
the most relentless of the Four Horse- 
men — Hunger—— now ranges even 
more widely than War once rode. 
The world’s food situation is far 
worse than has been revealed official- 
ly. The legacy of famine is continu- 
ing and increasing unrest, which 
democracy can ill afford in this peri- 
od of disillusion that has followed 
the war. Hungry men harken to a 
leader who holds forth hopes of a 
better tomorrow, heedless of their 
political status meanwhile. 

Last August we were strong, politi- 
cally as well as economically. Since 
then we have to a considerable extent 
dissipated our political stamina, first 
by emotional insistance on immedi- 
ate demobilization of our armed 
forces to an extent that seems in- 
credible in a world still far from 
being at peace, and second, by parti- 
san approach to international policy. 
I say with all the vehemence at my 
command that it matters less to this 
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country what party group commands 
the next Congress than it does 
whether legislators are chosen with 
the ability to rise above petty local 
considerations in the national interest 
at a time like this of continued world 
crisis. 

I stress this point because while 
we have seriously diminished our in- 
ternational political influence, we are 
still strong economically, so power- 
ful, conparatively, that our policies 
can be made to prevail. As the world’s 
greatest reservoir of capital and in- 
dustrial “know-how” there is every 
reason why we should participate to 
the limit of our ability in the develop- 
ment of international resources. Iso- 
lationists may protest that the stand- 
ard of living we have achieved in this 
country cannot be indefinitely main- 
tained against universal misery else- 
where. Beggars will not buy our sur- 
plus, and malcontents abroad are as 
dangerous as they would be at our 
own factory gates. Until there is 
hope and opportunity overseas, we 
will ourselves never regain the stand- 
ards we enjoyed only a few years ago 
when we were at peace. 


Our Best Customers 


Nor need the prospect alarm us of 
increasing productivity overseas, so 
long as it is in pursuit of a higher and 
peaceful living standard. The record 
of 50 years in our exports proves that 
our best customers are the nations 
whose industrial index is rising For 
proof I need only cite the fact that 
the United States is the greatest ex- 
port market in the world to more than 
a hundred overseas countries, in spite 
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of the degree of self-sufficiency we 
sometimes think we have attained. 
Nations, just like individuals, become 
better potential customers as their in- 
comes and living standards increase. 

Some, there are, who feel that we 
should blot out the rest of the world 
as an export market, and concentrate 
our attention on the Western Hemis- 
phere. That suggestion tends to over- 
simplify the solution to world prob- 
lems, and is subject to some suspicion 
as a deliberate isolationist diversion. 


Greater Exports 


But all Latin America has only 
125,000,000 people; the whole West- 
ern Hemisphere, including the United 
States, has less than 15 per cent of 
the world’s population. Latin Ameri- 
ca requires little from us in the nature 
of agricultural products, whose over- 
supply, when world conditions be- 
come more stabilized, will continue 
to be our number one headache so 
long as our political and farm lead- 
ers stubbornly refuse to face facts; 
and the nations to the South of us 
will never be able to absorb all of 
our surplus of heavy industrial prod- 
ucts. A study by the National Plan- 
ning Association indicates that ex- 
ports from the United States must be 
maintained at an average of about 
two and one-half times pre-war levels 
if reasonably full employment is to 
be achieved. If you are statistically 
inclined, that means between $7,000,- 
000,000 and $10,000,000,000 of sales 
overseas, including invisible items 
such as freight, insurance, etc. 


Ample Funds Available 


Much of this increase will -come 
from the demand for industrializa- 
tion in countries that hitherto de- 
pended upon supplies from Germany 
and Japan, and in areas which here- 
tofore have had little opportunity to 
develop because they were kept in 
economic subservience. Fortunately 
there are ample funds available to 
finance an immediate resumption of 
trade, once international political 
considerations can be overcome, or 
relegated to their proper, subordinate 
role. Official sources indicate that 
there are upwards of $20,000,000,- 
000 owned by foreign accounts on 
deposit in banks and vaults in the 
United States, ready to flow into 

(Continued on page 162) 
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CAP SCREWS IN ALL SIZES 


Tensile strength and, toughness are 
the things that count today in cap screws. 
Why accept anything less than TRIPLEX 
quality when you can now get these Cap 
Screws in all diameters up to 1” and various 
lengths up to 8”, Available in Flat, Fillister, 
Button and Hex Heads. 


Write for free wall chart. It will save you hours of time 
in making out purchase orders. 
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Improved Relations With 
Manufacturers—an Adjunct 


HEN reconversion business subsides and the 

¥ contest for orders increases, there is no need 

for business relationships to deteriorate into antag- 
onisms and hostilities; neither should competition be 
based on more price comparisons without disregard 
of the cost of goods and services, says Mr. Neal. He 
outlines several points of responsibilities manufac- 
turers bear towards distributors and distributors in 

turn to manufacturers. 


By RAY C. NEAL 


R. C. Neal Co., Inc., 
Buffalo, N. Y 


Tuesday morning session 
National Supply and Machinery 
Distributors’ Association 


I, is a well-recognized fact 


that we function as the sales repre- 
sentatives of manufacturers and that 
the conditions under which we oper- 
ate are in many instances governed 
by our contracts and agreements with 
our sources of supply. In an indus- 
try where relationships of this nature 
exist, successful and profitable distri- 
bution is largely dependent upon two 
basic factors: first, the over-all policy 
of the manufacturers we represent, 
and second, the kind of cooperation 
they extend to us in the functions we 
perform as their sales representatives. 

I do not mean to imply that dis- 
tributors lack responsibility for the 
efficient execution of their part in this 


contractual relationship. Their obli- 
gations are definite and inescapable. 
But the point which must be con- 
stantly borne in mind is the fact that 
the distributor's ability to carry out 
those obligations: to meet competi- 
tive conditions; to render the service 
required and expected by manufac- 
turers in promoting the sales of their 
products and to render the service 
industrial users anticipate. rests upon 
sound trade relations. 

It is freely predicted today that the 
contest for business will become in- 
creasingly keen as volume approaches 
more normal proportions. When that 
time arrives, the intensity of the com- 
petition for these coveted orders will 
be magnified by the need for busi- 
ness on the part of the older, well 
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established manufacturers who have 
enlarged their capacity as well as by 
the expanded sales activities of new 
producers who were attracted to our 
industry by the volume and prospect 
of profit incident to our war needs. 

It is reasonable to assume that both 
will require a continuous flow of 
business to protect their capital in- 
vestment and that each will most cer- 
tainly strive to obtain it. 


As distributors, we know that our- 


service is essential. That truth was 
clearly demonstrated by our experi- 
ence during the war. Distributors 
also realize that they cannot rest 
upon their laurels. They know that 
manufacturers expect them to do a 
better selling job. Distributors un- 
derstand how they will individually 
benefit by improving their merchan- 
dising technique. They realize that 
in representing a manufacturer, they 
must provide the users of his product 
with service of the highest standards. 
Distributors know they must be cour- 
teous, fair and accommodating and 
at all times have their prices uni- 
formly right and as consistently low 
as is possible for the service per- 
formed. 

When the time comes for the tide 
of reconversion business to subside 
and the contest for orders increases, 
it need not and should not degenerate 
into hostilities and antagonisms which 


esi Distributors like manufacturers are in business to make a profit from their 
operations and they ali recognize that this is dependent upon a proper margin 
of profit being set up, efficient operation and improved selling.” 
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become destructive. Neither should 
the competition be based on mere 
price comparisons with an utter dis- 
regard of the cost of goods and ser- 
vices. 

Distributors like manufacturers 
are in business to make a profit from 
their operations and I am confident 
that they all recognize that this is de- 
pendent upon a proper margin of 
profit being set up, efficient operation 
and improved selling. Our supply 
sources, therefore, have an obligation 
to adhere to policies that permit us 
to concentrate on selling. They should 
recognize the interdependence of our 
relationships. It would be highly un- 
wise to permit conditions to creep in- 
to our business which would cause 
misunderstanding and precipitate ‘us 
into petty squabbles between sup- 
pliers and distributors or with each 
other. This would waste our time, 
distract our attention and divert us 
from giving major attention to sales 
problems. 

It seems pertinent and advisable, 
therefore, to indicate in a broad, gen- 
eral way, the conditions which dis- 
tributors consider essential for the 
development of better relations with 
manufacturers. They may be sum- 
marized in two categories: one, the 
manufacturers’ responsibility, and 
two, the distributors’ responsibility. 

The manufacturers’ responsibilities 
include: 

(a) Manufacturers should clearly 
state and adhere to a definite sales 
policy which covers all of their rela- 
tions with their distributors. 

(b) Manufacturers should not ea- 


gage in direct competition with their 
distributors. By doing so, they rob 
the distributor of the best accounts in 
his territory which naturally detracts 
from the attractiveness of the manu- 
facturers’ line. 

(c) Manufacturers should incor- 
porate selective distribution in their 
merchandising program instead of 
placing their lines with so many out- 
lets that none of them can develop 
profitable volume. 


Well-Planned Advertising 


(d) A_ well-planned advertising 
campaign to inform users of the man- 
ufacturers’ products is a desirable 
adjunct. In this connection, it is 
highly desirable for the manufac- 
turers to encourage industrial users 
to rely upon the distributors’ services. 

(e) Manufacturers should develop 
a program for training the distribu- 
tors’ salesmen so that they will be as 
well informed as the manufacturers’ 
own representatives. 

(f) Provide adequate margins that 
equitably compensate the distributor. 

(g) Set up differentials favorable 
to distributors who carry stocks and 
render a complete distribution ser- 
vice. 

(h) Utilize their rights to suggest 
resale schedules. 

(i) Use the facilities of distribu- 
tors for carrying stocks instead of 
setting up independent warehouses. 

(j) Provide distributors with cata- 
logs, sales, engineering and technical 
assistance including attractive en- 
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velope enclosures featuring the dis- 
tributor’s name. 

(k) Package their products in 
quantities which make for efficient 
handling. 

The distributors’ responsibilities 
towards manufacturers are: 

(a) The distributor after he ac- 
cepts the franchise for the sale of any 
commodity accepts with it the re- 
sponsibility of adhering closely to 
the sales policy adopted by his sup- 
plier. : 

(b) It is a distributor’s obligation 
to maintain the type and kind of a 
sales force which can adequately rep- 
resent the products of a manufacturer 
so that he will feel confident in leav- 
ing the largest and best accounts in 
the distributor’s territory to the dis- 
tributor. 

(c) Distributors should by the 
same token handle and push only one 
or a very limited number of competi- 
tive lines of products. This refers 
particularly to branded goods such 
as drills, files, electric tools. This is 
particularly true if he has close co- 
operation and backing from his man- 
ufacturer. He should not expect more 
cooperation than he is willing to give. 
Handling several competitive brands 
of merchandise leads to order taking, 
not constructive selling. If a manu- 
facturer has a selective distribution 
merchandising program, industrial 
supply distributors should be inter- 
ested particularly in the number of 
competitive outlets in the industrial 
supply field. They, however, should 
analyze with the manufacturer, po- 
tential volume in other fields which 
they cannot adequately cover, and if 
found to be attractive should assist 
the manufacturer to obtain additional 
outlets in those fields such as a whole- 
sale hardware house for the retail 
trade; a dairy supply house for 
dairies, etc. 

(d) If a well-planned advertising 
campaign and program for training 
distributor’s salesmen is developed 
by the manufacturer, it should be 
used by the distributor and the manu- 
facturers developing these programs 
should be complimented and intelli- 
gent use made of their programs. 

(e) After adequate margins are 
provided by the manufacturers, dis- 
tributors should hold them inviolate 
at all times for any potential order 
ne matter how large. We cannot ex- 
pect the manufacturers to maintain 
proper margins if distributors de- 
viate. 
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‘When a superior product, with a sizable market, is backed up 
with national advertising and forceful promotion, cash registers 
Start ringing. That’s why the SMITHway Stoker franchise is 
valuable. The product sets a new standard for stokers, The 
market is 9,000,000 potential customers. The promotion in- 
cludes full-page and half-page color advertisements in such 
proved merchandise movers as: 
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“Looking Ahead” 


KH XPRESSING his own opinions Mr. Black urges 
continued marketing research and says that 
annual convention should be attended by operat- 
ing men in marketing divisions of industrial sup- 
plies firms. Says conference booths should be used 
at future conventions and exhibit of products of 
members. Would have new blood in committees 
every year, and have officers and general manager, 
as well as executive committee members, visit some 
of the cities in which members are located. 


By ROBERT D. BLACK 
The Black & Decker Mfg. Co., 


I FEEL that it is the pre- 
rogative of a retiring president to 
deviate from the customary swan 
song and make some observations 
as a result of a year’s intimate con- 
tact with association activities, for 
whatever they may be worth in fu- 
ture planning and objectives. I, there- 
fore, am going to express to you 
a few of the convictions which I have 
gained, but want it quite clear that 
they are my personal views and not 
the subjects of your executive com- 
mittee’s discussions. 


You will have noted that all 
through the program of this Conven- 
tion the emphasis has been on “mar- 
keting.” Our guest speakers have 
emphasized markets and marketing. 
Our marketing methods committee 
has-presented to you the fruits of a 
year’s accomplishments in research 
and compilation of a vast amount of 
very vital marketing, sales promo- 
tional, and sales training factual in- 
formation. All of this is indicative 
of what I hope to be a new and con- 
tinuing trend in our association’s ob- 
jectives. 


Our association constitution calls 


Towson, Md 


primarily for the promotion of 
friendly business relations among 
manufacturers in the industry—-for 
the promotion of lawful and proper 
cooperations with other associations 
in the industry, and for such research 
activities as may reduce the cost of 
distribution and improve manufac- 
turer-distributor relations. I believe 
no one can deny that most of these 
objectives have been pretty well ac- 
complished. However, in the inter- 
vening years since our Constitution 
was written, the manufacture and dis- 
tribution of industrial supplies and 
equipment has become a very in- 
volved and complicated business. If 
our association is to serve its mem- 
bership adequately from here on out, 
I feel that we must have a more defi- 
nite understanding of objectives and 
a determination to carry them out. 
We need to clamor for more than 
the courtesies and niceties of human 
behavior and mutual understanding 
of each other's place in the industry. 


At the Tuesday meeting 
of the American Association 
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It is my conviction that our asso- 
ciation must aggressively continue 
the various marketing research ac- 
tivities initiated during the past two 
years. We must broaden those ac- 
tivities and probe deeper. But that 
is not enough—we need to do more 
in order to fulfill our obligation to 
our membership. 

| believe | am correct in stating 
that the prevailing thought among a 
segment of our membership, and that 
of the Distributor’s Associations as 
well. is that our annual conventions 
should be attended only by the top 
executives—which, if such custom 
were to prevail generally, would 
mean an attendance limited to the 
one or two top executives of each 
member. As a matter of fact, this 
conviction has been expressed fre- 
quently by individual members, and 
has also been rather forcibly ex- 
pressed at a joint meeting of the ex- 
ecutive committees and advisory 
boards. With this thought, I thor- 
oughly disagree and have so ex- 
pressed myself. 

If we believe in the teachings of 
the facts portrayed in our own com- 
mittee’s marketing studies relative to 
the necessity of better training and 
a broader knowledge of products, 
markets, and the “know how” of in- 
dustrial selling, then the thinking of 
our officers, executive committee, and 
membership should be just the re- 
verse of the feeling that I have just 
related. I believe that our objec- 


“, .. Our objective should be to solicit aggressively the attendance at our annual 
convention of the operating men in the marketing divisions of our business.” 
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all-glass coffee brewer 
brings it to you 


Here are a few “firsts” typical of Cory 
pioneering: — 
e THE CORY RUBBERLESS VACUUM SEAL 
e THE CORY ALL-GLASS FILTER ROD 
20% EXTRA CAPACITY UPPER BOWLS 
WIDE NECK FOR EASY CLEANING 
HINGED DECANTER COVER 
PLASTIC SAFETY STAND FOR UPPER BOWL 
e ACCURATE PLASTIC COFFEE MEASURE 
e HAND DECORATED GLASS 
e CONVENIENT POURING LIP 
SAFETY ROLLED-EDGE GLASS 
THE CORY TWO-HEAT ELECTRIC STOVE 


CORY GLASS COFFEE BREWER COMPANY 
221 North La Salle Street « Chicago 1, Illinois 
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tives should be to solicit aggressively 
the attendance at our Annual Con- 
vention of the operating men in the 
marketing divisions of our business 

and by that I include those field 
men who have a voice in management 
or assume the responsibility of car- 
rying out the member’s marketing 
policies in the field. I believe that 
the distributors should have their 
sales managers, their buyers, and 
other operating men concerned with 
marketing in attendance. Top execu- 
tives, by the very nature of their re- 
sponsibilities, are often too far re- 
moved from the detail of marketing 
problems and from the intimate as- 
pects of distributor relationships to 
gain, or to disperse to their organ- 
izations, the full benefits of the con- 
tacts made possible by our annual 
meetings. 

But—should what I propose be- 
come a reality, then we would have 
to reshape our convention activities, 
or the operating men—the top execu- 
tives of tomorrow — would think we 
were a pretty stodgy old lot. 


Use Conference Booth 


A partial answer to a more busi- 
nesslike, active, and helpful conven- 
tion where operating men from both 
manufacturers and distributors could 
employ their time to good advantage 
would be the use of conference 
booths. As you all know, this idea 
met overwhelming favor for this pres- 
ent convention, but unfortunately 
could not be carried through on ac- 
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Co. 


count of the unusual hotel and audi- 
torium conditions existing at the 


present time. 


This Is a “Must” 


The conference booth activity is a 
“must” for future conventions if we 
are to achieve the ultimate from a 
broadened participation by more of 
the men in the industry who really 
make the “wheels go ’round.”” Should 
not an exhibit of the products of our 
industry be our goal? I know that a 
number of you will think I have gone 
completely “nuts” by making such a 
precedent-breaking suggestion, but I 
bet we would all get the surprise of 
our lives if we were to ask the dis- 
tributor’s sales manager or buyer if 
he would like to have the opportunity 
of attending an exhibit of all the 
products of our membership, and 
at the same time be able to meet the 
operating men from the factories. I'll 
gamble that such a move would cre- 
ate more enthusiasm and interest in 
this industry and’ give it wider pub- 
licity than anything that has ever 
been done. Never to my knowledge 
have the products of this industry 
been gathered together under one 
roof so that we or the distributors 
could visualize the breadth and scope 
of this thing we term “industrial sup- 
plies and equipment.” I know that 
manufacturers and distributors as 


well could learn many things about 


the products of our own industry by 
attending such an exhibit. We are 
entering a fast-moving competitive 
era and the subject I have just dis- 


cussed deserves some real thought 
and consideration. 


Invigorate Committees 


One final observation—I believe 
that the officers and the executive 
committee of our association are 
never as conversant with the prob- 
lems of the majority of the member- 
ship as is necessary if the associa- 
tion is to serve its entire membership 
best. It so often happens in associa- 
tion activities that a comparatively 
few members are willing workers, as 
a consequence, old familiar names 
keep reappearing in the official fam- 
ily on programs and committee work. 
It’s a perfectly natural thing, but if 
continued, it results in cliques and in 
association activities that reflect the 
interests of those in power and per- 
haps leaves the majority of the mem- 
bership out on a limb. I feel, there- 
fore, that every effort should be made 
to rotate constantly, men active in 
association ‘work and to have such 
men selected from the membership at 
large—not forgetting the new mem- 
bers. Let’s be sure to get new blood 
into committees every year. 


Strive for Betterment 


I think we should constantly strive 
to shape our Association activities 
to serve the interests of the entire 
membership better. As an aid to 
bringing this about, why would it not 
be practical for an officer, the gen- 
eral manager, and one or two mem- 
bers of the executive committee, to 
visit during the year at least a few 
of the cities in which our members 
are located, call on our members at 
their plants, and arrange a lunch or 
dinner with all members in a given 
city. Let’s find out right at the grass- 
roots level what our members’ prob- 
lems are and what association activ- 
ity can help them most. Viewpoints 
gained from such contacts can never 
be obtained from convention gather- 
ings, because time only permits a 
comparatively few expressions from 
the floor and the majority of mem- 
bers are reductant to get up before 
a large gathering and discuss issues 
relating to their own business. 

I want to remind you again that 
the comments and suggestions I have 
made represent my personal observa- 
tions and not those of your associa- 
tion. I offer them as a sense of duty 
and as food for thought. 
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YCLONE “Red Tag” Hardware Products 

have gained a reputation for real cus- 
tomer satisfaction . . . for sturdy service and 
long life. And in Cyclone Hardware Cloth, 
Screen Cloth, Lawn Fence and Burner Bas- 
kets, you'll find the same quality advantages 
which have made them best sellers through 
the years. 

Quantity—not quality—is the problem. We 
rigidly maintain the high standards of 
Cyclone craftsmanship—but it still takes time 
to get enough of the right materials, and to 
manufacture these quality products in the 
quantity you need. 

We appreciate your patience while we 
strive to reach top production. In the mean- 
time, we suggest you keep in touch with your 
jobber. He’ll supply you with 
Cyclone “Red Tag” Hard- 
ware Products as rapidly as 
conditions permit. 





LISTEN to the United States Steel radio 
show every Sunday evening. Consult 
your local newspaper for time and station. 


U-S-S CYCLONE “Ree7ag" HARDWARE PRODUCTS 
CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Ill. (Branches in Principal Cities) 
United States Steel Export Company, New York 
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THE BASIC TOOLS 
OF INDUSTRY 


Man made, man used—and designed 
for modern production where effi- 
cient, fatigue-less man hours are all 
important. 





Yes, whether for industry—or home 
consumer — here are tools that are 
unsurpassed for quality and time 
tested utility. 
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* Design * Materials 
% Dependability *% Craftsmanship 
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Our Markets in a Changing World 


(Continued from page 153) 


commercial channels just as quickly 
as there are indications that the 
world is ready to settle down. 


There need be no fear whatever 


as to the ability of the United States 
to compete against any and all com- 
ers. Our past records of exporting to 


Latin America offers conclusive evi- 


dence of our proficiency in foreign 


trade, provided markets are not 


closed politically. In 1938, the last 


pre-war year, Latin America bought 
from us more than she did from Ger- 
Japan and England 


many, Italy, 


combined—34 per cent of her im- 


ports came from us, 20 per cent from 
the Axis countries, and 12 per cent 
from England, a total of 32 per cent 
from our principal competitors as a 
group. Germany’s share alone was 
14 per cent, less than 40 per cent of 
our volume. Remember that this was 
during a year when barter deals and 
pressure policies were at the height 
of their. success. 

More than eight months have 
passed since formal hostilities were 
ended. _The time since has been 
occupied with conference after 
dreary conference, whose results have 
been little reassuring that a political 
approach to peace is near at hand. 
Nor have our leaders indicated any 
capacity at all to deal with the prob- 
lems that arise. There is another 
approach to world stability, through 
economics, and in my opinion it can 
be achieved much more quickly. | 


believe it can be accomplished in 
three phases, which I shall outline fu: 
you briefly. 

The first is notice to all of ou 
allies that we intend to sign com 
mercial treaties immediately with 
each of our former enemies and the 
states they dominated, pending the 
settlement of other issues in more 
formal and possibly protracted nego 
tiations between all of the partici 
pants in the late hostilities. The 
world, including the United States, 
urgently needs to get back to work, 
not only to distract men’s minds from 
their misery, but to begin the restora- 
tion of wealth squandered during 
the war, and to dispel the spectre of 
hunger. These commercial treaties 
should provide for the maintenance 
indefinitely, or until world political 
stability is achieved, of as large a 
body of our occupation troops as 
may be necessary to insure against 
coercion by any other power, the cost 
of the policing to be borne eventually 
by the occupied country. 

The second phase of my suggested 
economic approach to world rehabili- 
tation would involve quick settlement 
of the loose ends of Lend-Lease, and 
a realistic rather than partisan ap- 
proach to the needs of various coun- 
tries for credit to begin rehabilita- 
tion forthwith, The amounts re- 
quired will not be as large as those 
we wasted on social experiment in 
this country during the last depres- 
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sion, and have the virtue of possible 
recovery through the _ re-establish- 
ment of business relations. 

The third phase I suggest of an 
economic approach to world rebuild- 
ing involves joint consideration by 
government and business in_ this 
country of the long-term needs for 
developing overseas markets, and the 
method of approach. 

There is far too much assumption 
on the part of both that mere restora- 
tion of our pre-war volume of trade 
will bring prosperity. I doubt that 
it will, not only because we have a 
much larger burden of debt to amor- 
tize, but because our productive ca- 
pacity has been greatly increased in 
six years, and advances in tech- 
niques have made it possible to pro- 
duce far greater quantities per man- 
hour of employment. Once there is 
serious determination on the part of 
labor to go back to work, the vacuum 
of war-denied wants will be displaced 
fairly quickly by a surplus in many 
lines. 


Pre-War Trade 


Pre-war, the volume of interna- 
tional trade was estimated at some- 
thing like $80,000,000,000. A total 
of nearly twice that amount must be 
achieved in the future according to 
reasonable forecasts, if wide-spread 
unemployment is to be averted in 
highly industrialized countries, and 
recurring famine conditions prevent- 
ed in less developed areas. How such 
a total can be obtained, what pre- 
liminary financing of an investment 
nature will be required, and what 
first step to take in a long-range 
program for our own benefit in a 
world that is peaceful again, are 
questions that cannot be left un- 
solved until their imminence once 
more overtakes their political solu- 
tion at a future time of crises. They 
are a part of today’s economic ap- 
proach to world stability, in our time. 

The last half of the 20th Century 
will be a post-war period for the en- 
tire world. It will be an era of expan- 
sion and material well-being on an 
international scale if the American 
spirit of today can find world ex- 
pression, and gain world acceptance, 
through economic measures that are 
available. In the end they are far 
more effective than the political ex- 
pedients they always outrun. 
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How Would You like 


Gump 


to retail at ‘2 oy” 


(without motor) 


DRAINS CESSPOOLS 


e Resists wear in sandy water © No pump packing or stuffing box 
e Runs either direction ¢ Double "Squeegee”’ seals 
¢ Self-priming, quick, quiet ¢ Long-lived elastic impellers 


Every customer for a pitcher spout pump is a potential buyer of 
a Simer Paddle Pump. Reasons: Low cost and upkeep, obvious 
high quality, ease of using with customer’s own electric motor or 
gasoline engine. 


While not designed to operate as a deep well water system, it 
will do almost any other job around the farm, home, factory or 
boat where the ‘“‘lift’”’ of water does not exceed twenty feet. An 
ideal sump or transfer unit, the Simer Paddle Pump will irrigate 
gardens, pump lubricating oil, empty basements, drain cess- 
pools, pump cistern water into kitchen, and stand ready to fight 
fires. 


Features: Main casing is bronze . . . polished stainless steel shaft 
. rock rubber impeller is more wear-resistant than ordinary 
rubber, leather or metal . . . double squeegee rotary seal protects 
each bearing from pump leakage and eliminates need for stuffing 
box... 34” or 1” sizes, 1750 R. P. M. direct connected. 


Write for Literature 


JEROME SIMER CO. 


422 Stinson Blvd. ¢ Minneapolis 13, Minn. 
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The Next Step Forward 


|= best way to cut the cost of distribution and 
selling is to increase the efficiency and effec- 
tiveness of the selling man and selling methods 
employed, believes Mr. Dugdale. Next comes fur- 
ther improvement and perhaps change in the entire 
distributive field, and trade name advertising will 
be more necessary than ever in acquiring and 
holding of profitable markets. 


By H. K. DUGDALE 
Executive Vice-President, 
Van Sant, Dugdale & Co., Inc, 
° Baltimore, Md 


at the Wednesday morning, May 8th, 
session of all three associations 


Wasnt is the next step 


forward for business in the protec- 
tion and preservation of the dynamic 
competitive economy on which Amer- 
ican industry thrives. Before we an- 
swer that question, let me presume 
to suggest a premise to guide our 
consideration of this all-important 
subject. My proposed premise is this: 
“Business profits do not come from 
making things but only from selling 
the things that business makes.” 

From now on, if our economy is to 
survive, we must regard the science 
of distribution as being equally as 
important as any of the other sci- 
ences necessary to “our total econ- 
omy. 

Our failure to do this in the past 
is perhaps the principal reason why 
50 cents of every consumer’s dollar 
goes for unscientific distribution, 
while only 41 cents is required for 


our highly scientific and efficient sys- 


tem of production. These figures can 
and must be brought into closer align- 
ment in our next step forward, eco- 
nomically.” 

It is truer today than ever before 
that America must sell to survive, 
and this means that each individual 
business in America must sell to sur- 
vive, for America is not a handful 
of big businesses, it is hundreds and 
thousands of businesses of every size 
and character, thé success of each 
one of which is a vital part of our 
total national economy. 


Will Not Survive 
Old fashioned selling methods will 


not survive in this new era. They will 
pass out, along with the old fash- 
ioned manufacturing methods of yes- 
terday. 

The future will again demonstrate 
that the soundness of a company de- 





H. K. DUGDALE 


pends, not only on its financial state- 
ment or its manufacturing prowess, 
but also on its position in the mar- 
ket place, as revealed by its sales re- 
ports and its selling plans for the 
future. 

Let’s not lull ourselves to sleep 
with the all too comforting thought 
that there are more than a hundred 
billion spendable dollars in savings 
banks and war bonds just waiting to 
be spent. Instead, let’s remember that 
there are and will be more companies 
and countless more products compet- 
ing for every one of those dollars. 

Businessmen in all lines must re- 
gard as their companies’ competitors, 
not merely products similar to their 
own, but all products of every kind 
which compete for the same sales dol- 
lar they are after. If for no other 
reason than this, we should start now 
to scrutinize critically present sales 
plans and methods, and reshape them 
in the light of tomorrow’s require- 
ments. 

As I see it, the most pressing re- 
quirement facing the sales branch of 
business is for a needed reduction 
in the relative percentage costs of 


“, .. Let's not lull ourselves to sleep with the all too comforting thought that there 
are more than a 100,000,000,000 spendable dollars in savings banks and war 
bonds, just waiting to be spent. Instead, let’s remember that there are and will be 
more companies and countless more products competing for every one of 
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“Ames” Solid Shank Shock Band Shovels 
regular or featherweight. 
Each blade carefully heat treated to insure uniform hard- 
ness and toughness. 
High bend provides proper hang and balance. 
Shock Band is invaluable reinforcing feature — 2” above 
and 2” below socket. 
“Ames” Husky, Bronco or Pony brands give satisfaction to 
user and genuine profits to seller. 

Ask Your Jobber 
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America’s Only Complete Line of 
Quality Insecticides, Fungicides, DDT Products 


A Da P Product for Every Need—A Sale for Every Purpose 


Never before has such a full line been available under one label. 
No other brand offers your customers so much .. . in selection. . 
in quality . . . in specific results. Now you can supply your cus- 
tomers with a sure-fire D&P ‘‘killer’’ for every need. Stock the full 
line of D&P family of Dependable garden Products and you'll 
corral your full share of insecticide business. 


SPRA-TOX REPELLIT JAPELLENT 
Concentrated Rotenone & Famous Insect Repellent Jap Beetle Repellent 


nnenniiaaas D&P WEED KILLER 


ROTOX FUME-TOX Super Strength Chemical 
Rotenone-Suiphur Dust Rabbit Repellent Destroyer 
Soil Cleanser Fumigant 
RO-COP TOMATO DUST 
Rotenone-Copper Dust Insecticide—Fungicide 
TRI-SPRAY 
WEEDOUT 2, 4-D Triple-Action Insecticide SCALE OIL 
Selective Weed Killer —Fungicide for Roses The Ideal Dormant Spray 


DaP has a DDT product for every need, too!! 


Make a clean sweep with D&P DOUBLE DT products .. ‘the DOT 
line that produced sensational results in 1945. We sold DOUBLE DT 
products by the corload . . . dealers everywhere said it was the 


hottest line they ever handled. 

This yeor, even more so than in ‘45, remember — all DDT 
products are not alike. You can depend on D&P DDT products to 
provide the maximum customer satisfaction. 


DOUBLE DT DOUBLE DT DAPCO DUST 
HOUSEHOLD SPRAY FLEA POWDER 3% DDT—7% Copper 
5% DDT Plus Pyrethrum 5% DDT—5% Pyrethrum 

DOUBLE DT DAPSPRAY 
DOUBLE DT BARN SPRAY With 30% DDT 
ROACH POWDER 25% DDT with Wetting Super-Toxic Horticultural 
10% DDT—20% Pyrethrum Agent and Agricultural Spray 


There are many more DaP products designed to give 
Dependable Protection against horticultural pests. 


Write for price list. 


BOZCCIT-Wfer/ COMPANY 20 textes smce 


j SPRINGFIELD 1, N. J 
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distribution and selling, through im- 
provements in the methods and tech- 
niques of selling and distribution, 
which will make each sales and ad- 
vertising dollar more productive and 
profitable. 

It’s obvious that the best, if not the 
only, way to cut the cost of distri- 
bution and selling is to increase the 
efficiency and effectiveness of the 
selling men and the selling methods 
employed, and it is my firm convic- 
tion, based on close contact with 
many sales organizations of varying 
caliber, that this involves—first, the 
more scientific selection of the men 
who are to do the selling, and, next, 
the more painstaking training of 
those men. 

Next to the improvement which 
must come in the selection and train- 
ing of the men who are responsible 
for selling, all present signs seem to 
point to the need for further im- 
provement and perhaps some drastic 
changes in the entire field of distribu- 
tion. 

If we are to distribute and sell, 
here in America, all of the products 
which our vastly increased produc- 
tive machine is capable of turning 
out, we are going to see a phenom- 
enal increase in the number of dis- 
tributive outlets, wholesale and re- 
tail, or else such an expansion in the 
size of the existing outlets, and such 
a change in the policies under which 
they operate as to permit them to 
handle greatly increased numbers of 
directly competitive items. 

My own prediction is that the 
change will be principally in num- 
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ber and size of outlet, in order to 
permit more competitive latitude. 
This, I feel, will be particularly true 
in heavy goods businesses such as 
your own. A drug store can and 
must handle all competing brands of 
tooth paste, but I hardly can con- 
ceive of a mill supply distributor 
handling five or six lines of directly 
competitive industrial equipment call- 
ing for creative salesmanship in each 
case. 

We will see more and more over- 
lapping in the distribution and retail 
sales outlets of a great many .every- 
day articles of merchandise. A move 
in this direction was getting well un- 
der way before the war. From now 
on, I believe it is going to be a con- 
tinuous parade of ever increasing 
momentum and value. 

What, you may ask, is this trend 
going to do to already established 
channels of retail distribution. 

If history repeats itself, I don’t 
think it will affect them one iota, any 
more than the restaurant business 
has been affected by the establish- 
ment of lunch counters in the large 
percentage of drug stores, nor the 
soda fountain business has been af- 
fected by the sales of soft drinks in 
filling stations, in vending machines, 
and other outlets unheard of not so 
many years ago. 

What will it do to the business of 
wholesale distribution ? 

Again, I believe that it will not be 
affected adversely, and that the busi- 
ness of the established wholesale dis- 
tributors will continue to expand 
with our steadily expanding econ- 


(Continued on page 176) 
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YOU SELL HER 
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when you sell her a 


KELLOGG -vrecse BRUSHES 


They're designed to lighten household tasks, to make spring clean- 
ing quicker, easier, more efficient. Kellogg’s new Visual Mer- 
chandiser shows your customer in clear, sharp photos how évery 
Kellogg Quality Brush in the assortment can help her cut drudgery. 
RIGHT NOW is the time to promote EASIER housecleaning with 
Kellogg Quality Brushes! 





7a 4 pve wig! 
Oy. ie 
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“ORDER THROUGH YOUR WHOLESALER TODAY! 
KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 


KELLOGG 420247. 
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Central and South America Want Well Packed 
Merchandise From the United States 





M. L. LANGEL 


Q), a recent trip to Cen- 


tral and South America, I realized 
the importance of good packing, and 
the need for giving special attention 
to orders coming from markets where 
merchandise must travel long dis- 
tances by rail or truck after leaving 
the boat. In a hardware store in Bo- 
gota, Colombia, on March 15 I saw 
them opening a shipment which had 
left the United States on October 30. 
This was not considered a particu- 
larly long time. Much of the delay 
was due to poor railroad equipment 
and to the broken-down condition of 
trucks and particularly their lack of 
new tires. 


Schedule Carefully 
I left New York City February 12 


and returned on March 26, during 
which time I covered about 12,000 
miles, all, with the exception of the 
train ride from New York to Miami, 
by air. I visited Cuba, Puerto Rico, 
Santo Domingo, Trinidad, Venezuela, 
Colombia, and Panama, with stops in 
Central America, then to Mexico City 
and home. The arrangements for my 
trip were made in January of this 
year, and with the possible exception 
of missing my hotel connection in 
Mexico City, everything worked out 
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Special attention to orders and 
quicker deliveries also needed. 
European competition increasing 


By M. L. LANGEL 
District Manager, New York Office, 
Brush Division, The Osborn Mfg 
Co., Cleveland, Ohio. 


according to schedule. | would sug- 
gest to anyone making such a trip 
that they work out their schedule 
carefully and well in advance, as the 
hotel situation is more or less the 
same in these southern countries as 
it is here. 


Information Desired 


In visiting these countries, | con- 
tacted hardware concerns, automvo- 
tive supply houses, and paint dealers, 
as well as many industrial consumers, 
and found they were anxious to learn 
all they could about manufacturing 
and delivery conditions in the States. 
In some of the nearby countries, mer- 
chants make regular trips to impor- 
tant cities of the United States, and 
they, of course, know something 
about our problems. Generally speak- 
ing, however, they do not. 

While interested principally in the 
products of our own manufacture, I 
did hear considerable discussion 
about hardware items which were 
being offered from Europe. Just how 
important these offers are remains to 
be seen, but some of the American 
sales representatives were very much 
alarmed. Merchandise is also coming 
from Brazil and the Argentine to 
countries I visited. Mexico is sup- 
plying merchandise to some of these 
markets. Many of the products from 


the States have good acceptance, pro- 
vided they can be obtained. If our 
merchandise is not available, mer- 
chants are going to purchase wher- 
ever they can find suitable substitutes. 
Just how much of a threat this is to 
our export business time alone will 
tell. 

One interesting angle in connection 
with airplane travel throughout these 
countries is the amount of freight 
carried by airplanes. On one of the 
planes I was on, they loaded three 
coils of barbed wire, one of which 
took up the space between the first 
seat and the pilot’s cabin. The pilot 
told me that every pound the plane 
could carry was either accounted for 
by freight or passengers. He said 
that because of slow deliveries, much 
important freight was being carried 
by air. In fact, they had more than 
they can carry. The plane from 
Medellin to Balboa was half filled 
with orchids for the States. 


Construction in Progress 


One noticeable thing in most of 
these countries is the fact that there 
is a lot of new construction now go- 
ing on. It is particularly true after 
coming from the States where we 
seemed to have had, up until the last 
month or two, so little new construc- 
tion. This construction is principally 
factories, office buildings, hotels and 
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CHIMNEY TROUBLES 


“ QUAKERTROL 
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THE CHIMNEY 
















Every dealer knows how an ineffi- 
cient chimney can hamper the per- 
formance of an oil heater. 70°. of 
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ag all heating troubles can be traced to 

er- a faulty chimney. QUAKERTROL 

anil changes all this! 

Les. 
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; QUAKERTROL is an amazing 

se device that GUARANTEES perfect com- 

ese bustion at all times. It is the only device 

ght that controls and synchronizes the flow of 

the air with the flow of oil at every setting from 
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lled ANY chimney .. . a heater you know will give 
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outstanding performance because it. is QUAK DEALERS... Find out why you can sell faster. . . make more 

ERTROL equipped. hink of it... faultless money with the famous QUAKER line of oil heaters. 
performance in any home...on any chimney 
...in all climates when you sell the famous Wad this Coupon “Joday / 
QUAKER ‘“‘2200”’. , 
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ae ; Quaker Mfg. Co. HA-5-6 

&° 4 223 W. Erie St., Chicago 10, III. 
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Another ; Feature 
RAISED-JOINT HINGES 





“Amerock” raised- 
joint, semi-concealed 
hinges permit doors 
to open completely 
without strain on 
hinges or screws. 
Sturdy 5-knuckle 
joints on all hinges 
guarantee straight, 
sagless doors, quiet, 
smooth operation, 
and longer life. 





Wich ogdinacy K 
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bus >and chip eee 


paint on jamb, also — 
EZ 


straining hinges 

and screws. 

With “Amerock” — 

raised-joint hinges. 

door is protected { — re 

from damage. No ZZ 

strain on hinges or { A 

screws, LLL LAL LS 
ASK YOUR JOBBER 








AMERICAN CABINET HARDWARE 
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ROCKFORD tLLINOTS 





THEY’LL BE 
WANTING NEW 


DIETZ LANTERNS 


Made of 
terne 
cooted 
steel 
Gray 
enamel 
finish 


Campers, gardeners, summer cottagers 
want the new DIETZ LANTERNS.... 
Our civilian production is increasing— 
take care of those old customers who 
have “gone without” so long. 

R.E. DIETZ COMPANY | 


La NEW YORK me 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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housing developments of all kinds. 

In reviewing my impressions of the 
trip, I find that there is very little 
difference between the companies I 
visited and similar companies in the 


United States, except the difference in 
language. The people were courteous 
and really embarrassed you at times 
with the many nice things they 
wanted to do for you. 





Tells How to Combat 


OREHOUSE & WELLS CO., 
Decatur, Ill., a hardware firm 

that has served the people in those 
parts for 86 years, recently published 
an advertisement captioned, “Food 
Prices Are Higher” with the sub-head, 
“But, There Is Something You Can Do 
About It.” That something is to plant 
a garden and have plenty of vegetables. 
The advertisement was two columns 
wide by 11 in. high ‘and listed lettuce, 
radishes, roasting ears, green beans, 
peas, beets, butter beans with the cost 
of each item and a total cost of $1.05. 
Samples of how the cost was arrived 


FOOD PRICES ARE 
HIGHER 


But—There Is Something You 
Can “Do About It” 
... PLANT A GARDEN 
and Have Plenty of Vegetables 
LETTUCE 


lle « head or 7¢ for « single bunch of leaf lettuce, Plant a 
packet of Lettuce Seed and pick « panful every day for 


— . . cost pkt. Se 





RADISHES 
fe for a bunch of 10 to 12 radishes. ty A oan of Radish 
Seeds and pull a big bunch every day f 


ee . cost ‘pkt. Sc 
ROASTING EARS 


Me a dozen. Plant % Ib. of Sweet Corn Seed and snap $ to 
12 dozen of the tenderest. sweetest roasting ears you've 


pe alc. . «. cost % Ih. 20¢ 
GREEN BEANS 


36c will get « fair sized sack of green beans. A % Ib 
at Green Bean Seeds will prodece a bushel, plenty for ~~ 
use and « surplus for home canning 


‘a+ cost 44 Ib. 20c 
PEAS 


Very scarce when you want them to cap or freese. If they 
are available, they are very expensive. Plant « half pound 
and you'll have enough for table use Plant « pound or 
more if you want them for canning 


-- » cost 4 th. 20c 
BEETS 


Not always op the market bot Se will get a bunch of 5 to 7 
beets, Plant a packet of Beet Seed and get 15 to 20 such 


pi . «. cost 18¢ 
BUTTER BEANS 


Hardly ever on sale, when available, tt takes 20¢ to 2c for 
enough to serve an average family. Plant a % Ib packet of 
Lime Bean Seed and pick a full bushel 


+ « cost 44 Ib. 25 
BUSHELS OF FOOD 


A vegetable garden will cut a good many dollars off your 
cost of living. And you will enjoy the freshest, finest fle- 
Yored, most healthful food money can possibly buy. 


-« » Total Cost $1.05 


BURPEE SEEDS GROW! 


Be sure you get good. honest seed For bigger yields of the bet- 
ter, improved varieties plant Burpee Vegetable Seeda. Every 
packet laboratory ter 


Suggestion 


Come in now while we have more time to help 
you plan your garden and select your seeds 


Morehouse & Wells Co 


Phone 423) 








Water, East Main and State Streets. 





Many customers decided that the 
above advice was good—and some 
excellent sales was the result. 


Higher Food Prices 


at, and the phraseology are the follow- 
ing: 

“Lettuce. 11 cents a head or 7 cents 
for a single bunch of leaf lettuce. Plant 
a packet of Lettuce Seed and pick a 
panfull every day for weeks . . . cost 
per packet, 5 cents.” “Butter beans. 
Hardly ever on sale. When available, 
it takes 20 cents to 25 cents for enough 
to serve an average family. Plant a 
1% pound packet of lima bean seed, and 
pick a full bushel . . . cost % pound, 
25 cents.” 

The advertisement then went on to 
state that “A vegetable garden will cut 
a good many, dollars off your cost of 
living. And you will enjoy the fresh- 
est, finest flavored, most healthful food 
money can possibly buy.” Folks were 
also told to come in and let the firm 
help them to plan their gardens and 
select their seed, while the company 
had more time to cooperate. 

The firm maintains one of the best 
stocked seed departments in Central 
Illinois, carries all sorts of related 
goods and the latest garden equipment. 
All this merchandise is displayed along 
with the seed, and customers do not 
have to run all over the store to find 
what is wanted or contemplated for 
their gardens. 





Public Works and 
The Citizen 

HE fact that the public works de- 

partment is usually the largest 
spender of municipal funds certainly 
should make this department a focal 
point for citizens interested in economi- 
cal and efficient government. Because 
of its very size and complexities, pub- 
lic works often is avoided by these same 
people. Some politicians, however, 
recognize it as the principal political 
plum. 

In spite of its supposedly technical 
nature the public works department can 
be satisfactorily investigated by the lay 
citizen interested in good government 
The principles of good management 
apply here in much the same manner 
as in private’ business while standards 
of efficiency have been worked out for 
most departmental activities by authori- 
ties in the public works fields. 

—Tax Foundation 
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aia WIRE FABRICS INSECT 
SCREENING—KNOWN NATIONALLY 
FOR EXCEPTIONAL DURABILITY 


American Wire Fabrics Insect Screening is 
woven on modern steel power looms of wire 
especially drawn and tempered for the purpose. 
This combination of modern equipment and 
materials plus skilled craftsmanship has built 
our reputation for wire screening of even mesh, 
good selvage and exceptional durability. 


The dependability of wire screening has been 
recognized for generations. Because buyers do 
not have to be convinced of the merits of wire 
screening you do not have to spend time 
“selling” prospects untried substitutes. Wire 


screening won’t burn, melt or sag and its stiff- 
ness makes it easy to handle. Even the ama- 
teur can make or repair his own screens, for 
wire screening lays flat across the frame— 
requires no stretching or pulling—assurés a 
smooth, clean-looking job. 

American Wire Fabrics Insect Screen Cloth 
is made in a standard mesh and in metals to 
suit every purse and purpose. When you fea- 
ture American Brand Insect Wire Screening you 
are assured of fast, profitable sales and satisfied 
customers. 


AMERICAN WIRE FABRICS INSECT SCREENING MADE BY 


WICKWIRE 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


500 FIFTH AVENUE 


Boston « Buffalo + Chicago Denver 


Philadelphia ° San Francisco Seattle 


MAY 23, 1946 


Los Angeles . New York 


SPENCER— 


NEW YORK 18,N. Y. 


Spokane . Worcester 
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LOWER FUEL COSTS 


Make Satisfied Customers 
And More Profitable Sales! 


DRAFT KOREKTOR 


Type F 906 
6 inch Diameter 


For Stoves 
And Heaters 


COAL 
or 


OIL 





Highly efficient, has close-fitting biade; knife edge, 
non-clogging pivots; simplified outside draft ad- 
justment; long tee side or seid less tee. 


We manufacture a complete line of Draft 
Controls including, Draft Korektors, Cole 
Draft Governors and Sullivan Draft Stabilizers. 


STOCK UP NOW—IMMEDIATE DELIVERY 
Wire or Write for Complete Details 


COLE-SEWELL ENGINEERING CO. 
2288 University Ave., St. Paul 4, Minn. 
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AUTOMATIC oe FIGURING fe 


Inflation ? 


By HENRY J. TAYLOR 
Noted Economist, Author 
and Journalist 
(In a recent broadcast 
for General Motors Corp.) 


ONDITIONS as you and I see them 
on all sides, are plain, unadulter- 
ated inflation. 

They are the absolute, visible proof 
of the presence of inflation. Inflation 
isn’t coming. It’s here. We're in it. 

| This is it. And there is no end in sight 
| unless we make that end for ourselves. 

The sooner we face that fact, the 

| sooner we may all have the judgment, 
good-will and will power to stop this 
terrible condition. 

Growing activity always makes infla- 

| tion look and seem like prosperity— 
for a while. But strong inflation ends 
in a collapse, the so-called “stabiliza- 
tion crisis.” The bubbles burst. Values 
decline: many bankruptcies occur, un- 
employment soars. There is a long 
period of stagnation and depression, 
during which stabilization at or near 
the crisis bottom is affected. Slowly the 
| gathering forces of recovery mend what- 
| ever they can. 

But blessing of blessings, we do not 
need to have that crisis here if we 
overcome it in advance. 

We can stop our inflation here and 
now if we hurry, and if we really pro- 
| duce enough goods. 

We must break every peacetime 











HENRY J. TAYLOR 


record in the history of our marvelous 
land. We must do so as far ahead as 
any man can see. 

We have an immense four-year gap 
of scarcities to fill. We need every- 
thing. The strain on our economy is 
too great to try to fill our needs in 
slow motion. 

America’s factories should be run- 
ning day and night to turn out the 
things we need—to balance needs with 
goods—to stop this terrible inflation. 

To do this all of us must really make 
up our minds that costs and prices 
must be kept down. 

And for the nation’s expanded pro- 
duction facilities, this can be done. 
We can live better than we've ever lived 
before. 











SUGGESTED WINDOW DISPLAY—Here is an interesting and different 
educational selling display which has been released to the dealers of John 
Lucas & Co., Inc., 322 Race St., Philadelphia, Pa. The entire trade sales 
line of Lucas paints has been restyled to offer the most popular colors in each 
product, with the added advantage that all product colors harmonize with 
each other. The new display piece illustrates the use of the principal prod- 
ucts and shows the decorating effects which can be achieved with them. 
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now becomes 
a reality! 


Prospective homeowners 
and those looking forward to 
modernization will welcome 
the return of chromium- 
plated cabinet hardware. 


Designed with smart modernness, these glistening plated cabinet hinges, 

latches and drawer pulls give beauty enhancement to the modern kitchen. 

The simple ease and efficiency of the mechanical actions of this hardware 

contribute greatly toward making the modern kitchen of today a room 

of beauty as well as utility. 

Your trade will be pleased with the wide assortment of designs to amply 
meet practically every type of cabinet construction. 


Further information on the 


complete line on request 


























This thread was cut 
with OSTER“BEST- 
OIL.” Note perfect 
condition. 


“BESTOIL” 
Cutting Oil 


Why use an inferior cutting oil 
when Oster "BESTOIL" costs no 
more? Protect your pipe and bolt 
threading dies .. . do better, faster 
work with "BESTOIL". 

This high quality, sulphur base cut- 
ting oil absorbs and throws off heat 
faster! "BESTOIL” flows freely in 
any temperature. 


You get cleaner, more accurate 
threads on pipe and bolts with 
“BESTOIL". Guaranteed to give 
satisfaction. 

“BESTOIL" is sold in | pint, | quart 
and | gallon cans. Also in 5, 30, 
and 55 gallon drums. “Economize 
with the drum size.” \f your jobber 
can't supply you, write us. 


Mail This 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO 





©. K. Oster. Send more information about 
“BESTOIL" cutting oii and tell me where | 
can buy it. 


My Name 
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Replacement Fillers for 
Vacuum Bottles Now 
Available and in Demand 

EPLACEMENT fillers for vacuum 


bottles have a receptive market 
and a steady, year-around sale, espe- 
cially in these days, when vacuum 
bottles can’t be produced fast enough 
to fill the growing demand. 

Many customers have old vacuum 
bottle cases on their pantry shelves, in 
attics, cellars or storerooms, which can 
be made as good as new with replace- 
ment fillers. These fillers are available 
today, while new bottles are limited, 
because glass is an unrestricted com- 
modity. 

The filler is the vital part of the 
vacuum bottle. It, alone, is responsible 
for retaining temperatures. Therefore, 
your customers can replace the old 
fillers with relatively small investments, 
and keep their original bottles in 
perfect condition. 

In the present emergency, while 
materials for new bottle cases are re- 
stricted, fillers can be an important 
carry-over. To the many customers who 
ask for vacuum bottles, suggest the 
repair of their old ones. They can 
bring the outside cases to you and you 
can replace the fillers, or show them 
how it’s done by keeping a demonstra- 
tion bottle on hand. 

The filler is easily replaceable. The 
old one slips out quickly after the 
metal shoulder of the case is removed 
and the new filler can then be inserted. 

Needless to say, replacement fillers 
are exactly the same as the fillers in 
the new vacuum bottles. They are made 
with the same care, materials, ma- 
chinery and must pass the same tem- 
perature tests. 
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The old filler can be replaced 
quickly by removing the metal 
shoulder of the case. 


This is not, however, just an emer- 
gency measure. Even when vacuum 
bottles are plentiful, fillers are good 
promotion. The outer case, particularly 
if it is metal, keeps its looks and pro- 
tective value throughout the years. 

Filler business is not exclusive with 
vacuum bottles. If you handle any other 
vacuum-insulated goods, such as food 
jars, ice tubs or coffee servers, you can 
offer the same replacement filler serv- 
ice. These fillers, too, are available and 
provide equal benefits. 








The Taxes That a Co-op Pays! 


N the attempt to defend their position as non-payers of Federal income taxes, 
cooperatives frequently cry, “We pay all the taxes that the law requires.” 
Thus Consumers Cooperative Association, of North Kansas City, Missouri, re 
cently declared that it had paid $2,481,206.83 in taxes last year. 


BUT— 


A study of its annual statement shows that the biggest single item was $1,893,- 
081.31—gas tax collected from customers and merely passed through the books to 


the Federal and state treasuries. 


Of the boasted $2,481,000, a total of $2,182,019.69 was not a tax on the corpora- 


tion at all. 


Only $299,000—and that including $124,708 for social security—was paid by the 


cooperative and its affiliates. 


Not one penny was paid to the U. S. Treasury in Federal income taxes on net 
income of $1,766,507.71. Tax-paying businesses would have paid about $1,161,000 
Federal income tax on a similar income. No wonder Federal income taxes are high 


—Homer E. Mars, 
Research Director, NTEA 


— 
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Merchandise for Immediate 
Delivery 





FOR IMMEDIATE DELIVERY 
4-can Westinghouse Milk Cooler . . $217.50 
Scan Westinghouse Milk Cooler .. 270.50 
Electric Dairy Water Heaters .. . . 47.50 
48x72 Electric Chick Brooders ... 34.95 


Farm Freezers, 1000-Ib. size... . 389.50 


. 3.98 




















Electric Heating Pads, Heaters and 
Toasters ai Ceiling Prices. 





Weiss Hardware Company 


Allenton, Wisconsin 











The Weiss Hardware Co. of Allenton. 
Wis., population of 300, recently pub- 
lished this 4 by 5 in. advertisement 





MERIT-MADE’S DISTRIBUTING | 


ORGANIZATION 


Merit-Made’s sound sales 
policy, adhered to from 
the very beginning, is to 
sell exclusively through 
distributors, who in turn 
sell to individual retail 
stores. 


MERIT-MADE 


ez Fup 


The modern toaster 
with features that make 
it America’s outstanding 
value. 


stressing the farm and appliance items 
in the store ready for immediate de- 
livery. It evoked a very favorable 
response from the firm’s customers. 








_ MERIT-MADE, INC. MERIT BLDG. 33-37 FRANKLIN ST. BUFFALO 2, Ne Fo 
ks  &. In Canada; Merit- Made, Ltd., Fort Erie, Ontario =a 


Be Pa 


A Case to Be Made 


PON those who operate the enter- 

prise system falls the primary re- 
sponsibility of resisting gradual erosion 
and eventual overthrow of American 
institutions. Make no mistake about 
that. If private property and the profit 
system are to be preserved from the 
creeping paralysis, that, even now, is 
setting in, it can only be through win- 
ning back to industry the support of 
the intellectual classes and the opinion, 
forming groups who exercise such wide 
influence in American political and 
social life. 

The next two years or more are vital 
in determining the nation’s future eco- 
nomic direction. As the history of the 
last three national campaigns demon- 
strates all too clearly, “appeasement” | 
of the forces of radicalism, or efforts | 
to “outbid the spenders,” simply got | 
nowhere. There is an intelligent case 
to be made for enterprise—for free- | 
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1,893,- dom of the individual—for experience | 
oks to as against continued economic experi- | 
mentalism—but it isn’t being made to- 
yrpora- day! It isn’t being made by hiring 
over the radio fancy “name bands” at @ A good wiring job depends on just two things: (1) skilled 
by the a oe ad say Paar workmanship; (2) top grade supplies. Universal knobs, tubes 
al Seuintintebese aa a wc peeasar and fittings are supplies that help a good job stay good. 
161,000 and, at the same moment, plot this 
e high eons destruction of American in- THE UNIVERSAL CLAY PRODUCTS CO 
ustry! - 
= —Joun W. Hanes, 1535 EAST FIRST ST. SANDUSKY, OHIO 
President, Tax Foundation 
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Premier Electric Water Heater 


Wherever there’s 
An Electric Meter 
You should sell 
This Water Heater! 


It’s portable. Hang the Premier Heater 
(as illustrated) anywhere near an electrical 
outlet. Slip pail of water over the “Foot” 
which is a 1500 Watt Chromalox Heater. 
Suspend on lever or hook which automati- 
cally snaps on switch. Remove the pail; 
eff goes switch! Easy to demonstrate and 
sell the year around. Get this practical sew 
item first! Send for free holder, prices and 
dealer proposition. 











Get that Screw 
ia STRAIT 


SELF CENTERING 
PUNCH 







Spring 
Pat. Pending A Li / 


Help the carpenters build 10 million 
homes. 

Tapered to fit the hinge. 

Made of hardened steel. 

Sold thru Hardware Wholesalers. 
Electros & catalogue sheets free. 
Each doz. has a display card. 


Produced by 





METAL PRODUCTS INC. 


SHELTON, CONN. 
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| The Next Step Forward 


(Continued from page 167) 


| omy, provided their selling methods 
_ are sound, as well as the selling and 
advertising methods of the companies 
whose products they distribute. 


Of course, there are bound to 
spring up more distributive outlets, 
many of which may be of a hitherto 
unknown type, and sales executives 
will have to keep their ears to the 
ground, in order to keep step with 
what is bound to be a steadily chang- 
_ ing distributive picture, such as that 
which confronts us today in the dis- 
tribution of machinery and power 
equipment for use on the steadily in- 
| creasing number of electrified farms. 

There is bound to be a scramble 
for the development of additional 
new outlets, both retail and whole- 
sale, because it is inconceivable that 
all the new products to be put on the 
market can possibly be absorbed 
by and distributed through the al- 
ready established channels, many of 
which have exclusive, non-competi- 
tive franchises from manufacturers 

n they have been serving for 
‘, and whose lines are a depend- 
able source of profit. 

So far as mill supply distribution 
is concerned, I am convinced that 
this natural trend cannot be offset by 
any attempts at preventive legisla- 
tion, but only by intelligent market- 
ing and creative selling. 

Finally, a host of new conditions 
will confront us in connection with 
the advertising of the things we have 
to sell, and in a way which in my 
opinion, .will make it increasingly 











W. A. PURTELL 
Holo-Krome Screw 
| Corp. 


AMERICAN 
ADVISORY 
BOARD 


necessary for us to stick to the sound 
advertising fundamentals which ex- 
perienced advertising men have 
proved to be productive of profitable 
results. 

In many cases, the manufacturers 
of industrial equipment have fought 
shy of advertising, largely because 
they have not properly understood 
it, and have not quite known how to 
use it as an efficient sales tool. 

Advertising is nothing but sales- 
manship in print, and successful in- 
dustrial advertising of today (like 
the successful consumer product ad- 
vertising of today) is written by 
skilled advertising technicians who 
are trained sales writers—capable of 
applying their knowledge of selling 
psychology to anything from a food 
product to an industrial product. 

In the era ahead, industrial adver- 
tising must carry a bigger share of 
the terrific selling resporsibility that 
industry faces. 


Trade Name Advertising 


Trade name advertising of indus- 
trial products will be more necessary 
than ever in the acquiring and hold- 
ing of profitable markets, from the 
manufacturer and distributor right 
through to the ultimate user, and 
even his workers. 

The more that people of all kinds, 
including buyers of industrial equip- 
ment, are exposed to advertising, and 
to the right choice which it gives 
them, the more loath they will be- 





F. J. TONE, JR. 
The Carborundum Co. 
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You’re two jumps ahead of competition when 
you handle the Coldwell or Philadelphia line. 
First, you’re selling a brand-name that’s known 
everywhere—has been known for more than 75 
years as tops in lawn-mowers. Next, you have the 
help of all the sales-inspiring features of the new 
MAGNESIUM mowers. 


HERE ARE THE FEATURES 
THAT SELL! 


LIGHT WEIGHT—The use of Magnesium parts 
constitutes one of the greatest advances in lawn- 
mower construction in years, by affording a weight 
saving of approximately 50%. 

STRONG CONSTRUCTION —Magnesium parts 


have three times the impact strength of gray cast 
iron. Result—stronger, longer-lasting mowers. 


COLD WELL PHILADELPHIA 


1946 
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PHILADELPHIA BANTAMWEIGHT 


* “ Pe 
7 - 
"swe aeenwaennee?* 


STREAMLINED APPEARANCE—Closed wheels, 
semi-pneumatic tires, chromium shrub bars, tubu- 
lar handles, rubber grips—all of the things your 
customers look for. 

You get all of these features in the Coldwell 
Featherweight and the Philadelphia Bantamweight 
lines. Write today for descriptive literature and 
complete details. 





The modern Coldwell-Philadelphia plan 
of merchandising through distributors 
and wholesalers can mean savings in 
time and trouble . .. more sales and 
more profits for you. Get the full story 
and consider the facts before you ac- 
cept any dealership. 











306 N. WATER ST. 


LAWN MOWER DIVISION 
c 


ORPORA 


PLIANCES e PRECISION A. 
© “SAFETY EQU 


























You Can Do It 
BETTER 
With Wire! 


An infinitely greater variety of curves, 
angles, bends, eyes and swagings can be 
done in wire than can possibly be achieved 
with castings or by stamping, forging or 
milling solid stock. And the very process 
of forming wire usually adds to its tough- 
ness, springiness and strength. 


Before tooling up for further new prod- 
ucts, investigate Brooks Hooks and Wire 
Forms. 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


BROGKS HOOKS: 








(Grout) 


Extra Profits 


Al 


Premax Stamped and 
Embossed Metal 





LETTERS 


Available in aluminum or pol- 
ished brass, in sizes from 12- 
inch to 6-inch height. Sell 
them for making signs, boat 
names, cottage names .. . 
and hundreds of other uses. 
Ask your jobber for descrip- 
tive literature and prices, or 
write direct. 


Fremax Froducts 


Division Chisholm-Ryder Co., Inc. 
4601 Highland Ave., Niagara Falls, N. Y. 
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| come to exchange their money for 
unknown, unbranded merchandise, 
whatever it may be. 

I believe that tomorrow’s adver- 
tising must sell, as it has never sold 
before, and that it must be more 
_ definitely geared to the advertiser’s 
entire sales and distribution plan, 
| than it now is in far too many cases, 
| particularly in the industrial field. 

This calls for better and better 
| copy—copy that sells, not just copy 
that fills space and pleases the adver- 
tiser who pays the bills. 

In your business, as in every other 
business, advertising is a part, a vital 
part of your selling operation. It 
should be budgeted on a percentage 
of sales basis—not last year’s sales, 
which are over the dam, but the 
forthcoming year’s sales estimate, 
which it is expected to help produce. 

No doubt, by now, some of you 
may properly be asking yourselves— 
“With buyers fighting each other to 
get what we make or sell, why put 
on a lot of sales and advertising 
pressure. Doesn’t it further confuse 
an already aggravated situation?” 

No sale is a complete sale which 
does not imply, as part of the order, 
the good-will and respect of the 
buyer, coupled up with the feeling on 
_his part that he has consciously and 
deliberately bought the best product 
of its kind obtainable. 


Not Enough Sales 


Today, there are too many “or- 
ders” and not enough “sales”and a 
lot of those orders will be cancelled 
as soon as buyers can procure the 
products they really want, and pre- 
fer, because good selling and good 
advertising in the past have sold 
them a conscious desire, a definite 
preference, for those specific prod- 
ucts. 


As supply begins to catch up with 
demand, first thousands of orders 
will be cancelled for the lower-grade, 
lesser-known merchandise which has 
been “bought” by buyers willing to 
order anything they thought they 
could get, but who wished they could 
get what they really were sold on 
buying. 

Next, orders will flow to the manu- 
facturers and distributors, whose 
products are preferred, because they 
have done and are doing an intelli- 
gent thorough job of selling and ad- 
vertising, to produce a preference for 
their specific branded products. 

Don’t let anyone lull you into the 
false belief that your business is dif- 
ferent, that there is no need for or 
room for creative selling and adver- 
tising in the machinery and supply 
business. 


Appeal to Self-Interest 


Sales are made by appealing to the 
self-interest of the buyer, no matter 
who he is, or what the product it. 

That is the whole sum and sub- 
stance of creative selling. Creative 
selling builds businesses by making 
business grow where none grew be- 
fore. Instead of competitively swap- 
ping dollars, it creates dollars. That’s 
the kind of selling and advertising 
you need, and all America needs, and 
must have—or else. 

May I dare to make a challenging 
statement? It is this—if there are 
any manufacturers or distributors in 
this room today, who will not be in 
business 10 years from now, the 
chances are one hundred to one it 
will be because they have failed to 
recognize the vital importance of ag- 
gressive selling and advertising in 
their own business, and in our entire 
American economy. 








you to pursue your policy.” 


their existence possible. 





“You Must Pay Your Share” 


N a six-to-two decision of far-reaching importance, the U. S. Supreme Court 
ruled on January 14 that a state engaged in competitive commercial business 
must pay Federal taxes. Said Justice Frankfurter, in the majority decision: 
“You may carry out your own notions of social policy in engaging in what is 
called business, but you must pay your share in having a Nation which enables 


Tax-exempt cooperatives often claim to have more “social consciousness” in 
business than their taxpaying competitors. 

The decision of the Supreme Court fits them, too. 

They should pay their share of the tax burden to support the Nation that makes 


—Ben C. McCase, NTEA President 


HARDWARE AGE 











sative 
aking 
w be- 
swap- 
[hat’s 
tising 
;, and 


nging 
e are 
ors in 
be in 
ly the 
one it 
led to 
of ag- 
ng in 


usiness 


vhat is 
nables 


The dragon? Well, some odd war souvenirs 
have been sent home from Tokyo! Chaining the 
critter in the back yard to keep him from roam- 
ing the neighborhood would make a neat 
problem. But then, chaining him is like any 
chain job. It’s bound to be a puzzle until you 
find the way out of it. The dependable way 
out is the Hodell way. 


Theyre never too tough for HODELL! 


Your customers may never need chains to tether 
a dragon, but they do need chains to help solve 
their problems on farms, in homes, and in 
industry. Whether their chain problems are 
big or small, usual or unusual, they can always 
depend on Hodell. With the right chain from 
the 157 varieties of Hodell Chain, welded or 
weldless, with or without attachments, your 
customer can handle any assignment! 


The increasing demand for Hodell chain 
has delayed our filling orders as rapidly as 
we would like. But you can be sure we are 
concentrating all our efforts on the earliest 
possible delivery of every order received. 


JACK + SASH + SAFETY » LADDER + PUMP + LIBERTY MACHINE 
PROOF COIL + STEEL LOADING + LIBERTY COIL - PASSING LINE 


BULLDOG - SAMSON + FLAT LINK + REGISTER 


* DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER Grinding 
Wheels « rounding out CLOVER‘S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Vite 


COATED ABRASIVES LAPPING 
AND GRINDING COMPOUND 


GRINDING WHEELS 








Display Idea Helps Conserve Space 
And Increases Paint Sales 


(Continued from page 123) 


ft. high and have three shelves each. 
Paint is also displayed on the tops of 
the special racks, smaller size cans 
usually occupying such spots. At the 
front of the racks, facing the cus- 
tomers at the wrapping counters, are 
holders which contain: paint litera- 
ture. They can be reached very easily 
by both owner and customers. 

The company carries a quality line 
and has built an excellent volume of 
business on it over the years. Win- 
dow display is coupled with interior 
display to bring paint constantly be- 
fore the minds of customers. Mr. 
Fenn says that the line is a 12-month 
seller, provided it is given the right 
amount of display. People will paint 
furniture and interiors almost any 
month of the year when they have 
spare time, and it is up to the hard- 
ware dealer to sell paint actively to 
meet this need. 


Help Solve Problems 


“One of the best ways in which to 
sell it is to help the customer with 
his painting problem,” says Mr. 
Fenn. “If you handle him properly, 
the customer will confide in you. In 
this way, you can often aid him in 


| selecting the right paint for the job, 
| the correct amount, the necessary ac- 


cessories and given him information 
on how to apply it in order to get 
the best results. We find that many 
of our customers appreciate this kind 
of advice. We like to make certain 
that paint customers get good results, 
for this means that they will do more 
painting. And when they do more 
painting we'll get more paint busi- 
” 
ness. 


“Hardware Hats” 
Have Record Run 
(Continued from page 128) 


and trimmed with cutlery ornaments 
(knife, fork, spoon and _ scissors) 
which were held in place by scotch 
tape. Some of the other odd and in- 
teresting items used were dust mops, 
metal pot cleaners, salt and pepper 
shakers, cookie cutters, steel wool, 
food choppers, wire, a sponge and 
vari-colored cocktail picks. 

The first prize winner, Jane de la 
Roche, a wrapper in the Market 
Street store, received a table radio 
for her ingenuity. Her clever cart- 
wheel hat was made of a flat flower 
or fruit basket turned upside down, 
with a red plastic yarn holder crown 
and knitting needles stuck through at 
a jaunty angle, and a bright edging of 
colored “Lucite” clothespins. 








Glassware and Gift Display Gets Results 











QUALITY ABRASIVES AND PERFORMANCE 
SINCE 1903 
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An excellent glassware and gift display area at the center of the store helps Koltes 
& Keegan, Sun Prairie, Wis.. population 1625, gets a fine volume of business in 
these lines. One of the display tables has wide step-up shelves which begin at a 
level two feet from the floor. The six display shelves in this area show a consider- 





_ able quantity of merchandise which has attracted many women shoppers to the store. 


HARDWARE AGE 





1ation 
to get 
many 
; kind 
ertain 
esults, 
more 
more 
busi- 


iments 
ssors ) 
scotch 
nd in- 
mops, 
pepper 
wool, 
re and 


» de la 
Market 
radio 
r cart- 
flower 
down, 
crown 
yugh at 
ging of 





ps Koltes 
tiness in 
gin at a 
consider- 
the store. 


t1E AGE 


HOW MUCH COVERAGE 
CAN | EXPECT FROM 
A GALLON OF 
SYNCHROME ON STEEL? 


Handy, 


INDICATOR 


ACCORDING TO MY INDICATOR 


YOU CAN FIGURE ON 
500 TO 600 SQUARE FEET 
PER GALLON 


Pocket Size 


ANOTHER EXCLUSIVE FEATURE 
FOR SYNCHROME ALUMINUM 


PAINT DEALERS 


One setting of the indicator tells you all you want 
te know about painting any interior or exterior 
surface with SYNCHROME Aluminum Paint. 


Set it to the surface to be painted, and it tells you— 

1. How to prepare the surface before applying SYN- 
CHROME. 

2. How many square feet of that surfoce can be 
covered with a gallon of SYNCHROME. 


3. The kind of structures having this surface. 


We will gladly supply handy Indicators to Cres-Lite 
SYNCHROME dealers, and their sales force, as part of 
Crescent's dealer-help program. If you haven't already 
received yours, let us know how many folks in your 
organization can use one, and we'll send them promptly. 
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Cres-Lite SYNCHROME is exclusively a quality product. It 
is a quick-drying, synthetic resin, oil paint, containing 
only pure 325 mesh aluminum pigment. We pledge 
ourselves to maintain at all times the quantity and the 
high quality of OIL, PIGMENT, and SYNTHETIC RESIN 
used in SYNCHROME. ; 


One coat of SYNCHROME com- 
pletely covers most surfaces 
with a chrome-like finish unsur- 
passed for its resistance to heat, 
moisture, fumes, weather and 


corrosion, 


SyYNCHROME’s high hiding pow- 
er and durability make it the 
best protective coating for 
tanks, stacks, roofs, metal, 
concrete, brick and other types 
of structures and equipment. 


CRESCENT 


BRONZE POWDER Co. 


116 West Illinois Street 
1841 South Flower Street e« 


e Chicago 10, Illinois 
Los Angeles 15, California 


























Display Gifts for Brides and Wash Day 
Equipment in Late June Windows 
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JUNE BRIDE 
GIFT WINDOW 


MERCHANDISE: Pressure 
canners and cookers, coffee 
makers, drip coffee makers, 
stainless double boilers, fry 
pans, percolators; white en- 
amel double boilers, sauce 
pans, tea kettles, dish pans; 
wire dish racks, colored bowl 
sets, electric toasters, electric 
irons, steam irons, flour sifters, 
egg beaters, can openers, 
carving sets, silver sets, par- 
ing knives, cookie cutters, 
ring salad molds. 


BACKGROUND: Center 
panel of light blue corrugated 
board or painted wallboard. 
Side panels of light yellow 
material. Cut-out letters of 
dark blue material. 


HARDWARE AGE Original Window Display IDEAS 


WASH DAY 
EQUIPMENT 
WINDOW 


MERCHANDISE: Electric 
washing machine, wood fold- 
ing clothes driers, wash tubs, 
wash boilers, clothes baskets 
—willow and splint, galvan- 
ized pails, electric irons, elec- 
tric steam irons, clothes pins. 
clothes line—wire and cotton 
—clothes line reels, clothes 
line pulleys, line tighteners. 


BACKGROUND: Center 
panel of light blue corrugated 
board or painted wallboard. 
Side panels of light yellow ma- 
terial. Cut-out letters of dark 
blue material. 
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Plenty of Sales Now for the 
RED ARROW BIG 


Make Profits Grow with HY-GRO 3226-13) 


v The Soluble Plant Food and “lls easily when you tell customers this: 
ressure Start Soluti “Plants have no boarding-house reach—so 
ate Garver SOLUTION reach the roots with HY-GRO. Dissolve in 
= ers. You'll grow plenty of sales with HY-GRO— water. Pour on. Plants get food at once. Pro- 
ite en- the great 13-26-13 formula with growth duces amazing results as starter solution or 
sauce hormones, minerals and other plant nutrients _//-season fertilizer.” 
"4 ee added. Now packed and nationally advertised National magazine advertising is telling this 
po ween by McCormick—makers of Red Arrow Gar- same HY-GRO story nowto many millions 
» sifters, den Spray. of home gardeners. Tie up with this advertis- 
ypeners, HY-GRO comes in 25c, $1 and $4 sizes— ingand you'llring up plenty of profitable sales. 
ts, par- 


cutters, 





Red Arrow Asst. Pays 92% Mark-Up 


pnter 

rugated 

co More Flowers Mean More Garden Spray Sales 
ters of There’s a lot more flower gardening this summer—and that means a lot more 


sales for Red Arrow Garden Spray. And Red Arrow Garden Spray again contains 
both Pyrethrum and Rotenone to insure double-barreled results. 

Order Red Arrow Garden Spray from your jobber now in the No. 720 Assortment. 
Costs you $5.40, sells for $10.40, gives you 92% actual mark-up. Assortment 
contains 24 one-ounce bottles (packed in four display cartons as shown at right), 
2 four-ounce bottles, and a good supply of Insect Chart Folders. 

What’s more, Red Arrow Garden Spray is being advertised in a dozen big national 
magazines—reaching many millions of home gardeners during the 1946 insect 
season. Order the long-profit No. 720 Assortment from your jobber now. 


Here’s 5% DDT that’s A-1 for Profit 








Get the Facts on Red Arrow 
Wall & Screen Spray 


Here’s one DDT product on which you can 
build really profitable volume. It’s Red Arrow 
Wall & Screen Spray—packed for the seed, 
hardware and farm supply trade and priced 
accordingly. 

Red Arrow Wall & Screen Spray contains 5% 
DDT in an odorless petroleum base. Sprayed 
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or brushed on walls, screens and other su.- 
faces, it kills flies, mosquitoes and bedbugs— 
and one application keeps killing for weeks 
after drying. Plenty of sales opportunities— 
plenty of uses—for residences, farm buildings, 
kennels, hospitals, schools, many others. 
Red Arrow Wall & Screen Spray gives you a 
dependable 5% DDT spray under a well 
established, nationally advertised brand that 
your customers know and trust. Get in touch 
with your jobber, or write us today giving 
your jobber’s name, for full details. 


WALL SCREEN ; 


SPRAY id 


CONTAINS 5°.DDT { 
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ROSPECT lists developed today 
Pri pay dividends tomorrow 

and it is easy to develop them 
under present day conditions. There 
was a time when a customer inter- 
ested in an appliance would prac- 
tically bolt out of the store if a sales- 
man asked for his name and address. 
Today, that same customer is anxious 
to have his name on your list and 
to be informed when the merchandise 
is in stock. 


The Best Procedure 


Every employee should be in- 
structed as to the procedure to be 
followed where a customer is inter- 
ested in merchandise that cannot be 
delivered immediately. The best pro- 
cedure is to try for a bona fide order 
that can be delivered and installed 
at the earliest possible date. Should 
the customer want to see the mer- 
chandise when samples are available, 
then his name should go on the pros- 
pect list with that notation. 


Prospects can be listed on white 
cards approximately 3 by 5 in. in 
size. These cards will fit a small 
card file. Larger ones can be used 
if this is desirable. Data can be 
typed on the cards or headings listed 
so that the pertinent information can 
be written on them by the store per- 
sonnel. If a large quantity of cards 
is required it might be best to 
have the headings printed on them. 


All Information Important 


All information to be put on the 
card is important. However, there 
are one or two items that the cus- 
tomer is going to be interested in 
and one of these is the position of 
his card in the prospect list. Orders 
for merchandise will be filled on the 
basis of the date the order was 
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Prospect Lists 


placed. Therefore, every card should 
be dated and arranged in that order 
under the particular merchandise 
heading. The date and the item 
wanted should be at the top of the 
card. This makes for easy filing and 
checking on who should be notified 
of the receipt of an appliance. 


Space for Data 
Space should be provided for the 


customer’s name, street and number, 
town and state. Indicate telephone 
number of customer if available, also 
indicate in proper space if card 
should be sent to customer regarding 
the merchandise. Allow ample space 
for a complete description of the 
item wanted. Show model number, 
size, color and any other necessary 
information. 


File cards under the merchandise 
heading such as washer, ironer, re- 
frigerator, cabinet sink, bath tub, 
lavatory, range, heater, etc. When 
delivery is made, note the date of 
delivery and file card in a duplicate 
section at the rear of the file. This 
is for reference primarily and could 
be filed under the customer’s name if 
more desirable. 


Emphasize Importance 


Each employee should be im- 
pressed with the importance of mak- 
ing this prospect list the basis for 
the delivery and sale of these scarce 
items. Otherwise, persons who have 
relied on fair treatment under this 
system will be disappointed and fu- 
ture dealing with them made very 


difficult. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 
100 is very good; 80 is good; 60 is fair; 40 is poor; and 20 very 
poor. The correct answer will be found on page 248. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Grass seed sells for 80 cents a pound. Dealer’s margin on line 


is 50 per cent. Figure his cost. 


2—According to a recent OPA order, maximum mark-up for 
resale of rim locks and rim lock sets were established. What is 


this mark-up percentage? 


3—Slate covered 90-lb. roll roofing costs the dealer $1.70, per 
roll. Figure dealer’s margin on the line if he sells at competitor’s 


price of $2.35 per roll. 


4—What mark-up is permitted by OPA under Supplementary 
Order 151 for a contract job of finishing builders’ hardware costing 


$78? 


5—Dealer sells ironer on installment contract under Regulation 
“W.” Customer pays third down or $20. Interest on unpaid balance 
at rate of 6 per cent. Listing charge is $1.50. Balance to be paid 
in six months. Figure monthly payments. 

(Continued on page 248) 
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Every Coal or Wood Heating 
Stove in Your Market Needs 


a Kiteheat 


Now is the time to stock up on RITEHEAT. Order 
now so you'll be sure to have an adequate supply of 
the only regulator for coal or wood heating stoves 
that is operated by room temperature—from 55° to 
95°. This Regulator makes any radiant or circulat- 
ing type heating stove an automatic heater. Every 
stove owner wants a RITEHEAT —andaRITEHEAT 
pays for itself in fuel savings the first season! 


One Distributor Sells Six Carloads 


Profit by last season’s experience and plan now to 
get your share of volume sales and sweet profits on 
this Regulator. Remember there is nothing else like 
it! One distributor sold six carloads in 1945. Order 
now and have your fall stock of RITEHEATS on 
hand before the fall selling season. Don’t miss a day 
of RITEHEAT business—others have sold over 
300,000 RITEHEAT Regulators. 


Sales Makers 


RITEHEAT newspaper mats, displays and sales 
literature are ready to help you get your full share 
of this fast moving profit maker. Write today for 
complete sales information. 


RITEHEAT REGULATOR COMPANY 


Division of Caloric Gas Stove Works 
Widener Building, Philadelphia 7, Penna. 
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Yale & Towne Mfg. Co. 
To Produce Appliances 


First product, an electric 
fall; Buffalo plant to make 
B. Cassedy to direct sales. 


The Yale & Towne Mfg. Co., 
Stamford, Conn., is entering the 
electric home appliance field as 
the first step in its postwar pro- | 
gram of expansion in the con- | 
sumer products field, according 
to an announcement by W. Gib- | 


son Carey, Jr., president, on May 
13. 

This broadening of the com- 
pany’s activities will continue an 


old company policy of diversifica- | 
tion of its manufacturing pro- 
gram. Originator of the world 
famous pin tumbler cylinder lock 
78 years ago in its Stamford di- | 
vision, Yale & Towne subse- 
quently added builders’ hard- 
ware, door closers, handchain 
and electric hoists, handlift and 
electric material handling trucks, 
pumps, precision scales, and 
other industrial products. These 
are produced in its seven divi- 
sions in the United States, Can- 
ada, and England. 

Mr. Carey also announced the 
appointment of Anthony B. Cas- 
sedy as director of appliance 
sales for Yale & Towne. For the 
past three years Mr. Cassedy has 
been assistant to the president 
for marketing and is largely re- 
sponsible for developing Yale’s 
new consumer products market- 
ing program. 

The traffic appliances will be 
manufactured in Yale & Towne’s 
Buffalo plant. 

The first appliance to be of- 
fered by Yale & Towne is a pat- 
ented “Tip-Toe” iron, an electric, 
automatic iron having a dual sole 
plate which enables the user, by 
tilting the handle forward, to use 
the toe section for ironing pleats, 
ruffles, folds and other “hard-to- 
get-at” places on garments and 
fancy work. 

Mr. Cassedy is establishing a 
national sales headquarters for 
Yale electric appliances in the 
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iron, to appear in early 
home products; Anthony 





ANTHONY B. CASSEDY 


Empire State Bldg., New York 
City. He will organize a national 
-ales force to merchandise the 
traffic appliances. A selected list 
of jobbers will be appointed 
throughout the United States. 
Sales to retailers will be made 
only through franchised jobbers. 

The electric appliance program 
of Yale & Towne is well past the 
development stage, Mr. Carey 
said. It is expected that a few 
test territories will be opened 
during early Fall when irons will 
first be shipped from the Buffalo 
plant. 


BUMBY RE-ELECTED PRES. 
OF BARLOW & SEELIG 


H. A. Bumby was re-elected 
president of Barlow & Seelig 
Mfg. Co., Ripon, Wis. at the 
annual meeting of the board of 
directors recently. Other officers 
are as follows: R. C. Stuart, 
chairman of the board; R. C. 
Labisky, assistant to the presi- 
dent; H. L. Scott, vice-president; 
W. A. Royce, secretary-treasurer 
and J. B. Murray, assistant sec- 
retary. 








The board of directors in- 
cludes: H. A. Bumby, R. C. 
Stuart, H. R. Scott, R. C. La- 
bisky and W. A. Royce. 


MANAGES SHEFFIELD 
BOLT, NUT SALES 
The promotion of L. M. Alex- 
ander to manager sales, Bolt and 
Nut Division, was recently an- 


nounced by J. W. Anderson, vice- | 


president of Sheffield Steel Corp., 
Kansas City, Mo. 

Mr. Alexander has been asso- 
ciated with Sheffield for 21 years. 


He started as office boy, worked | 


Be 





for a short time in production | 


and entered general sales. He 
soon transferred to bolt and nut 
sales, where he has served in 
various capacities, occupying the 


position of supervisor, prior to | 


his promotion. 

Shortly before this country en- 
tered World War II, he was 
placed in charge of alloy and am- 





L. M. ALEXANDER 


munition sales and production, 
returning to bolt and nut sales at 
the conclusion of hostilities. 





LOUIS PORTER JOINS 
KOHL MFG. CO. 


After more than four years in 
the Navy, Louis Porter, Jr., has 
returned to Chicago as vice-presi- 
dent and plant manager of the 
Kohl Mfg. Co., producers of “vit- 
rafied” china lamp bases and 
other ceramic products. 


Vv. NELSON GALLAGHER 


HANCOCK TOOL CO. TO 
AGAIN PRODUCE AND 
MARKET LINE OF 
CUTTING TOOLS 


The Hancock Tool Manufac- 
turing Co., 20th & Oxford Sts., 
Philadelphia 21, is once more 
producing and marketing its own 
line of cutting tools under the 
brand name of “Compound Ac- 
tion” garden tools. 

During the war, because of the 
press of Government work and 
the lack of merchandising talent, 
the company marketed its tools 
through distributing companies, 
the Penn Tool Co. and the Ma- 
rine Co. both of Philadelphia. 
These companies supplied the 
steel which Hancock fabricated. 

V. Nelson Gallagher who spent 
the past 20 years in packaging 
and marketing in soft goods and 
hardware, recently joined the 
firm as sales manager. Before 
joining Hancock, Mr. Gallagher 
was director of advertising and 
sales for the Marine Co. and be- 
fore that was sales manager of 
the Globe Distributing Co., At- 
lantic City, N. J. 

The Hancock Tool Mfg. Co. is 
a concern where the grandfather, 
father, uncles, brother-in-law and 
sons are all artisans and actually 
working in the shop making tools 


supervising production, The 
president, Peter S. Vosbikian, is 
still “Pete” to most of the 150 
employees. 
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Norge Acquires Chattanooga Plant 
To Make Refrigerating Compressors 


Howard E. Blood, president of 
the Norge division of Borg-War- 
ner Corp., has announced com- 
pletion of negotiations for the 
purchase of the Air Products, 
Inc., Chattanooga, Tenn., plant, 
and transfer of title from the 
War Assets Administration. 

This brings to a total of five 
the number of factories to be de- 
voted to the exclusive production 
of the Norge line of household 
appliances. 

The new plant will be em- 
ployed for the production of a 
new-type hermetic compressor 
unit to be used in household | 
and commercial refrigerating de- 
vices. This output, he said, will 
augment that of the Norge fac- | 
tory in Muskegon, Mich., con- 
sidered inadequate to meet the 
firm’s requirements when peak 
appliance volume is reached. 

A spur of the Southern Rail- 





way extends directly into the 
modern brick and steel factory 
building equipped with daylight 
windows. The building is 820 
feet long by 120 feet wide and 
contains approximately 100,000 
square feet of floor space. 

Near the end of the war, Norge 
purchased a plant in Effingham, 
Ill., for output of electric and gas 
ranges, and is completing con- 
struction of one in Herrin, IIl., 
for washing machine manufac- 
ture. 

It is anticipated that opera- 
tions in Chattanooga will be 
started by mid-Summer. Total 


' employment when the plant is in 


full operation, expected within 
eight or nine months, probably 
will be between 800 and 900. All 
personnel, with the exception of 
a few supervisory employees, will 
be recruited from the Chatta- 
nooga area, Mr. Blood said. 








HIBBARD’S APPOINTS 
DEPARTMENT HEADS 


E. L. Mackey, who for 23 years 
was a road salesman selling al 
general line, then sold major ap- 
pliances for three years, after 
which he became buyer of-indus- | 
trial supplies for Hibbard, Spen- 
cer, Bartlett & Co. Chicago | 
wholesale firm, has now been 
| 


A. J. SCHATEE 


| named a department head and 


| 


E. L. MACKEY 
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buyer of major appliances. 


He is now developing a com- 
pletely new line of Hibbard 
major appliances, which will be 
sold on a franchise basis as soon 
as merchandise can be obtained. 
He succeeds C. A. Hampton. 


A. J. Schatke, Jr., has taken 





over the position vacated by Mr. 
Mackey. 

E. C. Gericke, formerly em- 
ployed by the Goodyear Tire & 
Rubber Co., has joined the 
wholesale house as a head of the 
automotive supplies and electri- 
cal departments. He is develop- 
ing a complete automotive divi- 
sion, including tires, batteries, oil 
and a full line of automobile ac- 
cessories. 


NATIONAL SILVER NAMES 
MERCHANDISE MANAGER 


Arthur A, Eisenberg, recently 
discharged from the U. S. Navy, 
has rejoined the National Silver 
Co. as assistant to the vice-presi- 


, 


ARTHUR A. EISENBERG 


dent and as merchandise super- 
visor of the firm’s flatware, hol- 
loware and jewelry divisions. 
He will make his headquarters 
at the National Silver Co.’s main 
office and. showrooms, 295 Fifth 
Ave., New York. Prior to his 
Naval service, Mr. Eisenberg 
held the position of department 
manager of the flatware division 
of the National Silver Co., which 
he joined in 1935 after having 
been with R. H. Macy and Co. 


—_—- 


TUDOR CHEMICAL MOVES 
TO OWN BUILDING 


Tudor Chemical Specialties, 
Inc., producer of “Quickee” 
waterless hand cleaner, has 
moved to its own building at 229 
W. 179th St. New York City, 
May 15. 





REFRIGERATOR CORP. 
GETS NEW VICE-PRES. 


Refrigeration Corporation of 
America, a wholly-owned sub- 
sidiary of Noma Electric Corp., 


DAVID LEWIS 


New York City, has announced 
that David Lewis has been elect- 
ed a vice-president of Refrigera- 
tion Corporation. 

Mr. Lewis will be in charge of 
the management and operation of 
Refrigeration Corporation’s plant 
in Perth Amboy, New Jersey. 
This plant, only recently ac- 
quired by the company, is de- 
voted entirely to the production of 
the “Frigid Freeze” line of home 
and commercial quick freezing 
units. 

During the past four years Mr. 
Lewis was assistant to the presi- 
dent of the T. J. Baker Chemical 
Company, Phillipsburg, N. J., 
prior to which he had been in 
the fields of banking and corpo- 
ration law for 12 years. 


A. E. RITTENHOUSE CO. 
PURCHASES PLANT 


The A. E. Rittenhouse Co., 
Inc., manufacturer of Rittenhouse 
chimes and signalling transform- 
ers, has completed negotiations 
for the purchase of an additional 
plant at 19 West St., Hornell, 
N. Y. 

This plant will enable the 
company to substantially increase 
its door chime production. 
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POWER TOOL 
ACCESSORIES 





382 











380 





430 431 


#370—%” Hardened 3-jaw Chuck to fit ¥2”-24 Spindle. 
Other threading to specification. 

#373—\" Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#380—'%2” Chuck with No. 2 Morse Taper Arbor. 

#381—'2” Chuck with Arbor to fit 2” or 54” Spindle. 

#382—'%” Chuck with Collars and Arbor to fit 2” 
or ¥%” Spindle. 

#383—Arbor to fit 2” or 5” Spindle, with Collars. 

#384—'4" Chuck with %” Straight Arbor. 

#407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for connecting two 12” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 


#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 











| 





CHARLES W. STILLMAN | 
NEW EXEC. V.P.OF | 
ORLEY FREEZERS 


Orley Freezers, Inc., has an- | 
nounced the appointment of | 
Charles W. Stillman, formerly of 
the Coldaire Corp., as executive | 
vice-president. 

Prior to the war, he directed 
foreign sales for Greenspot, Inc., | 
with offices in England, France, | 
Belgium, Holland and the Scan- 
dinavian countries. Following | 
this assignment, he became | 
Canadian and European sales | 
manager for the Carrier Corp. | 

Mr. Stillman will direct sales | 
and promotion of the newly-de- | 
signed Orley Freezer, which is | 
claimed to be the first to offer | 
the “Speed-flo” principle of 
coolant action for freezing and 
storage in a single unit, and the 
patented “Handeez Tray.” 











CYCLONE FENCE MOVES 
DISTRICT MANAGERS 


Carl A. Ten Hoopen, for 12 
years sales manager of the Cen- 
tral district for the Cyclone 
Fence Div., American Steel & 
Wire Co., with his headquarters 
in Cleveland, has been appointed 
Eastern district sales manager, 
with headquarters in Newark, 
N. J. He succeeds S. W. Burr, 
who will handle special sales as- 
signments for the company. 

Thomas S. Humrickhouse, for 
17 years manager of the Cyclone 
office in Pittsburgh and since 
1942 assistant Eastern district 
manager at Newark, succeeds 
Mr. Ten Hoopen as manager at 
Cleveland. A native of Coshoc- 
ton, O., Mr. Humrickhouse has 
been with the company for 22 
years. 

In his 25 years with the Cy- 
clone organization Mr. Ten 
Hoopen has been stationed at 
Nashville, Detroit and Colum- 
bus, prior to his Cleveland as- 
signment in 1934, 








T. 8. HUMRICKHOUSE 


Establishment of a_ separate 
sales district for Michigan with 
headquarters in Detroit and 
E. B. Wilhelm as manager, also 
was announced. 





STOVE CONTROL FIRM 
TAKES NEW PLANT, 
CHANGES NAME 


The name of the Cole-Sullivan 
Engineering Co. has been 
changed to the Cole-Sewell En- 
gineering Co., and the firm has 
purchased a much larger build- 
ing in the industrial district be- 
tween Minneapolis and St. Paul. 
The new location is on trackage, 
facilitating receiving and ship- 
ping. 

The production of its standard 
barometric control products as 
well as new ones, required a 
large increase in both floor space 
and equipment. Its controls 
range in size from those for 
stoves up to those for large in- 
dustrial installations. 











CARL A. TEN HOOPEN 


OLIVER BROS. CHART 
REPRINTS OFFERED 


Oliver Bros., Inc., 421 Canal 
St., New York 13, N. Y., pur- 
chasing agents, now have avail- 
able reprints of their most recent 
price charts, which may be had 
by writing that organization. The 
two charts were printed in the 
Jan. 31, 1946, issue of HARDWARE 
AcE. 

One chart is the “Table of 
Market Values from Sept., 1899, 
to Dec. 31, 1945, of the princi- 
pal iron, steel, wire and metal 
materials entering into the man- 
ufacture of a great variety of 
hardware and kindred supply 
lines.” 

The other Oliver chart is the 
“Table of Market Values of Man- 
ufactured Hardware, Dec., 1913, 
to Dec. 31, 1945.” 
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STETSON CHINA CO. 
. ELECTS VICE-PRES. 


Norman W. MacDonald has 
been elected as vice-president 
and director of Stetson China 


Co. and its affiliates. 


Mr. MacDonald inaugurated | 


| tains his positions as Dempster 
| president and chairman of. the 
board of directors. 

| The Civilian Production Ad- 
| ministration has approved Demp- 
| ster’s $65,000 building program 
| for the expansion of its produc- 


tion of farm machinery and water | 


his business career with Sears, 
Roebuck and Co. in 1930. From} 
merchandising research and sta- 
tistical analysis he advanced | —— 


through successive stages 88! ROBERT R. CLUSE OPENS 


buyer for housewares, china, | 
glass, dinnerware and kitchen- ROCHESTER AGENCY 


ware, in both mail order and re-| Robert R. Cluse has opened 
tail stores and immediately prior | an office as a manufacturers’ rep- 
to his affiliation with Stetson | resentative at 1031 Sibley Tower 
China Co. he served as depart-| Bldg., Rochester, N. Y. 
ment manager for China, glass, | He has been appcinted by 
pictures, mirrors, lamps andj|Miro Glass Instruments, Inc., 
gifts. | Rochester, as sole agent for the 
abate Miro roast meat thermometer, 


supply equipment. It includes a 
new forge shop. 


DEMPSTER MILL MFG. CO. 
HAS NEW GEN. MGR.; 
EXPANDING PLANT 


Clyde B. Dempster has been 
elected general manager of the 


claimed to be the only Pyrex 
meat thermometer on the market. 
He is also New York State rep- 


| resentative of the Franklin Re- | 
search Co., Philadelphia, and the | 


\ What's ina package? 





IRM Denver Safety Supply Co., Den- 
ve Dempster Mill Mfg. Co., of} ver, Col. He is seeking other | 
E , Beatrice, Nebr. to succeed his | lines, 
brother, Harry L. Dempster, who| Before war service with the 
Sullivan has held the post since the death | Army Air Force, Mr. Cluse was 
— ee ge Bas gery Saget with the North American Mfg. There can be plenty in a good 
firm has pany. | ie SE \ package in addition to the merchandise! 
rr build- The new general manager re- | Look at this new Comillus box. Note that 
trict be- cently returned to the firm after | DREYFUSS & SONS the big, clear number is not on the cover 
St. Paul. five and a half years in the Army, | GET FRANCHISES but on the bottom section with the knives 
rackage, serving in the rank of colonel.| Jules J. Dreyfuss & Sons, fac- — no more mix-ups. Beside the number 
id ship- He is a vice-president of the firm | tory representatives at 46 S. W. is a picture of the knife—for quick 
and before going on military | First St., Miami 32, Fla., have identification. Key selling points for 
standard duty was factory manager. He | been appointed factory represen- dealer sales clerks are on the bottom. 
lucts as has been with the firm about 29-| tatives for Galter Products, Fal- The red and black modern design 
wired a years, con Camera and the Spencer F : 
= 2 soe tee pi inne 


controls with the company 43 years, re-| southeastern states. 
ose for 
large in- 


more eye-appeal, as well as to cut 
down handling and the resultant 
rust, and you have packaging that 
works for you. Yes, there’s simpler 
handling and stocking, faster dis- 
Toes 54 D4) 2am om JSP ’ tribution and sales in this new 
ART e Ae SOS é package in addition to the fine, 
ED ‘ » ? ‘ \ top-quality CAMILLUS knives. 
1 Canal Camillus Cutlery Company, 
Y., pur- & New York 17, N._Y. 
ve avail- 
st recent 
be had 
ion. The 
1 in the 
ARD WARE 








Table of 
t., 1899, 
e princi- 


VERD-A-RAY CORPORATION’S REORGANIZED SALES 
FORCE had its first meeting, at the Stevens Hotel, Chicago, 
during the recent International Lighting Exposition. Colorful 


id metal new store displays and selling helps and the introduction of 
the man- ' new products highlight the firm's merchandising program. 
riety of In attendance were: front row, left to right, A. S. Jacobs, 
- supply middle Atlantic div. mgr.; M. J. Grosse, v-p. in charge of 
sales; B. F. Redmond, S.E. div. mgr.; J. V. Folsom, S.W. div. 
is the mgr.; W. P. White, Jr., sales prom. mgr. C 7. cad j L L U % 
w thes Pars J. F. —— ~ mgr.; D. F. Barnard, New 
4 gland div. mgr.; Dr. Robert Beer, general engineer; H. J. - 
c., 1913, Howard, assistant to the general manager; + Also Moll, ie on eee S EOGESE 


rep.; Leonard Holzman, midwest div. mgr.; R. M. Crandall, 
Indianapolis div. mgr.; J. A. Baker, dist. rep., and Max Bahr, 
ist. mgr. 
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ETHYL FORMS COMPANY 
TO MARKET CLEANER | 


The appointment of Henry Ss. | 
Bean as sales promotion manager | 
has been announced by Ethyl | 


Specialties Corp., a new company | 





HENRY 8. BEAN 


formed by Ethyl Corp. to market 
Ethyl Cleaner, a synthetic deter- 
gent made from petroleum. 

“Ethyl Cleaner,” a concen- 
trated detergent for general | 
household cleaning and car wash- | 
ing, is now being marketed in 
the northeastern and Central sec- 
tions of the country, except in 
ceveral metropolitan areas, by 
jobbers serving the paint, hard- 
ware, department, grocery, drug 
and specialty stures, and by oil 
companies through their service | 
stations. 

Mr. Bean was formerly with | 
the merchandising and sales su- | 
pervision departments of Lever | 
Brothers Co. and has had ex- | 
tensive experience in introducing 


brands through wholesale | 


new 


and retail grocery and drug trade | 


channels. 

Plans for the marketing of 
other consumer products by Ethyl 
Specialties Corp. are now being 
made. On May 15 the new com- 
pany opened offices at 21 West 
St., New York. 


E. R. ODOM BUYS STARK 
INTERESTS IN TEXAS 
WHOLESALE FIRM 


E. R. Odom on April 15 pur- 
chased the Stark interests, which 
controlled the Sabine Supply Co., 
wholesaler of hardware, indus- 
trial and oil well supplies, of 
Orange, Teas. 

Mr. Odom is taking an active 





president and general manager, 
and intends to expand the busi- 
ness along conservative lines. 

B. F. Brown continues as presi- 
dent and will head both the 


wholesale and retail departments. 


Other officers of the firm, which | 


was established more than 50 
years ago, are: F. G. Colburn, 
vice-president; W. L. Joiner, 
treasurer, and E. M. Childers, 
secretary. 

The scope of the business is 
largely in southwest Louisiana 
and southeast Texas. 


BELKNAP HARDWARE 
BUILDING TWO 
WAREHOUSES 
The Belknap Hardware & Mfg. 
Co., 111 E. Main St., Louisville 2, 


| Ky., has under construction two 
adjoining single-story warehouses, 


containing a total of 150,000 sq. 
ft. of floor space, designed to 
economically handle heavy hard- 
ware, including merchant trade 
steel products, 


The new buildings will adjoin 
a large barge line unloading 
dock, to receive river shipments 
and will also have complete rail 
line shipping tracks and truck 
line loading and unloading facili- 
ties. 

The buildings will be fully 
equipped with modern mechani- 
cal handling devices. The prob- 
able cost will be about $350,000 
and the buildings are expected 
to be ready for use in the Fall. 

Luther R. Stein, vice-president 
and general sales manager, says 
the expansion is sorely needed to 
relieve congestion in the present 
| plant which is now handlng a 
greater volume of business than 





| it was designed to accommodate. | 
interest in the business as vice- | 





LIND PLASTIC PRODUCTS 
NEW CHICAGO FIRM 


Formation of Lind Plastic 
Products, Inc.. 4455 W. Rice St.. 
Chicago, as of April 1, has been 
announced by Carl J. Lind, head 
of the new firm. 

Mr. Lind was 
charge of plastic production at 
the Federal Tool Corp., 400 N. 
Leavitt St., Chicago. He has 


| 
| 
| 
| 
| 
| 


previously in 


been succeeded by Raymond J. | 


| Olson. 


IRISH DEALER SEEKS 
AMERICAN GOODS 


Murth Joyce, general hardware 
and seed merchant, at 7 N. Main 
St., Wexford, Eire, desires to buy 
American lines or to act as an 
agent for Ireland. Mr. Joyce 
writes that he has storage avail- 
| able in Dublin and Wexford and 
| that he has representatives cover- 

ing most of Ireland by car and 
| vans, and operating from a sub- 
| sidiary company in Dublin. 


| 
| 
| 
| 
| 































SILEX SALES REPRESENTATIVES FROM ALL PARTS OF THE COUNTRY attended 


a four-day conference at the Hartford Club, Hartford, Conn., the week of April 29. One 
day each was devoted to policies, products and merchandising, and the fourth day was 
used for group tours through the factories. J. M. Moore, general sales manager, discussed 
individual problems and sales territories. 

Guest speakers included: William Decker, president, and John W. Romig, general sales 
manager of the Technical Products Div., Corning Glass Works; Oliver Elsworth, a director 
of Silex; Louis DeGarmo, vice-president of Albert Woodley Co., New York advertising 


190 


agency; Gilbert MacKay, sales analyst, and Bob Steele, radio announcer and commentator. 


| 
| 





COOLERATOR CO. MAKES 
SALES APPOINTMENTS 


The Coolerator Co., Duluth, 
Minn., has appointed Wayne G. 
Wicklund, formerly in its experi- 





WAYNE G. WICKLUND 


mental dept., to be assistant to 
the sales manager. 

Four appointments of district 
managers have also been an- 
nounced by the company. 

James J. Laundergan, recently 


| with the Marine Corps, has re- 


turned as district manager for 


| central Ohio, western Pennsyl- 








vania and West Virginia. 

Leonard M. King, who served 
during the war in the Nav;, has 
returned to be district manager 
in Indiana, southwestern Ohio 
and central Kentucky. 

Norman A. Peterson, for seve- 
ral years connected with the 
manufacturing and sales depart- 
ment, has been appointed district 
manager covering Kansas, Mis- 
souri and southern Illinois. 

H. L. Vaughan, appointed dis- 
trict manager for Alabama, 
southern Mississippi, southern 
Louisiana and southern Texas, 
has been with the company since 
March 1. Mr. Vaughan was for 
several years association secre- 
tary for the ice industry in 
Florida, the Delta states and 
Texas. 






EUREKA WILLIAMS OPENS 
SAN FRANCISCO OFFICE 


The Eureka Williams Corp., 
Detroit, Mich., has opened a 
sales office in the Western Mer- 
chandise Mart in San Francisco, 
Cal. 

The office, which will serve as 
a headquarters for a sales staff 
that will work under the manage- 
ment of O. H. Golberg, Western 
sales manager will feature a per- 
manent display area where Eu- 
reka products will be on view at 
all times. 
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Immediate Delivery ! 


She New Imprro wed 
GREYHOUN D 


LIGHT-WEIGHT HOUSEHOLD and TRAVEL IRON 


It’s modern as tomorrow...sleek, light, perfectly balanced, 
thermostatically controlled. Five temperatures make 
ironing of synthetic fabrics safe—ironing of 

cotton, wool or linen easy. Available 

for immediate delivery. Orders will 

be shipped to you approximately 


two weeks after receipt. 


L.K. FRANKLIN CO. 


1251 S. HILL ST.,LOS ANGELES 15, CALIFORNIA 


23, 1946 


CHECK THESE SALES POINTS 


Y Light Weight—2' Ibs. 
Y Automatic Thermostatic Control 
1 5-Way Heat Control 


Y Handle detachable for easy 
packing when traveling 


V6 Month Guarantee 
V Solid Aluminum Sole 
Y Complete with stand and cord 


Y OPA List—$6.20—Zone 1 
$6.50—Zone 2 


FOR IMMEDIATE DELIVERY 
ORDER DIRECT FROM 
L. K. FRANKLIN COMPANY 

















WITH THESE 33000 fl Pumps 


OUR customers and prospects — farmers, 
Y ranchers, builders, light, gas, and telephone 
companies, industrial firms and others — are 
buying portable centrifugal pumps. They might 
just as well buy them from you! Here’s thou- 
sands of dollars in new business — ripe and 
ready for your picking. 


And the pickings in profits will bulk larger, 
easier and quicker if you can offer these new 
Barnes Automatic, Self-Priming Centrifugal 
Pumps—the “33,000 for 1” pumps. 


Barnes Self-Priming Centrifugals deliver not 
1,000! Not 10,000! But 33,000 gallons of water 
pumped for 1 gallon of gas used! That’s 
greater economy! Barnes Pumps are better built 
for longer, harder service! That’s trouble-free 
life—lower maintenance costs! With this buy- 
ing preference established, sales are easier and 
quicker. What’s more Barnes backs your effort 
with more national advertising and dealer 
helps. And that is greater cooperation with you! 


Write today for the full de- 
tails in handling the Barnes 
better pumps—the ‘33,000 for 


| Co., division of Olin Industries, 


| St. Louis, Mr. Tiefenbrunn has 


tion department. 


| vision, Mr. Tiefenbrunn will as- 


TIEFENBRUNN AGAIN 
DIRECTS WESTERNS’ 
SHOOTERS’ SERVICE 


With the resumption of com- 
petitive target shooting, V. J. 
Tiefenbrunn, nationally known 


Vv. J. TIEFENBRUNN 


master shooter, will again direct 
the rifle and pistol shooters’ ser- 
vices of the Western Cartridge 


Inc., East Alton, Ill., it was an- 
nounced by M. B. Allen, sales 
promotion manager. A native of 


been with the Western Cartridge 
Co. since 1935 when he joined 
the company’s shooting promo- 


As manager of Western’s Rifle 
and Pistol Shooters’ Service Di- 





sist clubs and leagues in organi- 


zational problems, cooperate in 
running competitions, and give 
information regarding equipment 
and its use. 


AMBARD, INC., OPENS 
NEW YORK OFFICES 


The newly formed company of 
Ambard, Inc., exporters of gen- 
eral hardware and building ma- 
terials, has opened its offices at 
37 Wall St., New York, N. Y. 

Eugene A. Ambard, president 
of Ambard & Co., Hamilton, 
Bermuda, for the past 15 years, 
is president of the new company. 
Anton Seitz, secretary-treasurer 
of North American Wood Prods. 
Corp., an associated company, is 
secretary and treasurer. Mr. 
Seitz has been in the export 
woodwork business for the past 
27 years. 

This new firm, which has 
established agents throughout 
the world, is interested in manu- 
facturers seeking a foreign out- 
let for their products. 


HARTFORD SPECIALTIES 
NAMES AGENCY 


The Hartford Specialties Mfg. 
Co., Inc., 501 Windsor St., Hart- 
ford, Conn., recently incorporated 
for the manufacture of heating 
elements, heater cones, brick and 
coil assemblies for electric hot 
plates, table stoves, and ranges, 
etc., has appointed A. J. Rogers, 
Wellesley Hills, Mass. as its 
representative for the New Eng- 
land territory. 











| PJARNES MANUFACTURING CO. 


= 
Quality Pump TWHanufacturers for 50 Years 


MANSFIELD. OHIO 





COLEMAN COMPANY'S NEW TRAINING SCHOOL for 
service men is a combined laboratory, school room and work- 
shop. Service managers and assistant managers of appliance 
distributors all over the country are being brought to the 
school for training in installation and service of all types of 
Coleman home heating equipment. J. D. Eckles, at far right, 
is in charge of the educational program. Plans have been 
made to accommodate more than 200 trainees during the !2 
weeks the school will be in session this Spring and Summer. 
Trainees attend school several hours each day for five days. 
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d Prods. RETIRES AFTER 48 YEARS: As E. C. Griffing (left), 
:pany, is director of service, looks on, W. F. H. Mattlage (right), 
er. Mr. manager of the Bridgeport, Conn., ammunition plant of | 
. export FKkemington Arms Co., Inc., presents a suitably engraved wrist | 
the past watch to Thomas W. Hungerford, welfare supervisor, upon 
the occasion of the latter's retirement after 48 years of con- 
tinuous service with Remington. Mr. Hungerford entered 
ich has Remington's employ at the age of 17 years. 
roughout 
in manu- 
mee os: H. D. WATTS HONORED | with a vacation trip to California. 
FOR 50 YEARS WITH Mr. and Mrs. Watts celebrated 
MARTIN-SENOUR CO. | their golden wedding anniversary 
.LTIES H. D. Watts, treasurer of The |” 1948. 
: Martin-Senour Co., paint manu- | 
id facturers, 2520 Quarry St., Chi-| HOTPOINT MAKES 
ues a cago, was the guest of honor with APPOINTMENTS 
on <a Mrs. Watts at a party given by| Edison General Electric (Hot- | 
yn W. M. Stuart, vice-president and | point) Appliance Co., 5600 W. 
Bg general manager of The Martin- Taylor St., Chicago 44, has an- | 
to Senour Co., at the Union League | nounced the appointment of five 
pues - Club, in Chicago, April 16, to| district sales managers: H. L. | 
R ges, celebrate the 50th year of Mr.| Cushing, Dallas, Tex.; W. R. 
: ng Watts’ service with the company. | Hall, Boston, Mass.; S. J. Hous- 
hie Eng- Mr. Watts joined The Martin-| ton, New York; D. H. Risher, | 








Senour Co. as a bookkeeper in 
1896, five years after the incep- 








Charlotte, N. C., and W. A. Sum- | 


mers, Buffalo, N. Y. 


tion of the business. In 1905 he | 
was made treasurer, which posi- 
tion he has occupied ever since. | 
Mr. Watts was presented with | 
the sum of $2500 by the com- | 
pany, in accordance with its cus- | 
tom of awarding faithful em- | 
ployees. In addition to the gift | IN NEW PLANT 
given to Mr. Watts by the com: | ; ibe 
pany, his co-workers in the firm| The Benjamin Foster Co. has | 
presented Mrs. Watts and him| moved its office, manufacturing | 
| plant and laboratory to 4635-37 | 
| W. Girard Ave., Philadelphia 31. | 
| Previously the office was in the | 
| center of the city and the plant | 
| in South Philadelphia. 

The move was required by the 
expansion of the Foster line to 
the compounding of synthetic 

| resins for paints, adhesives and 

| other compounds, in addition to 
the pre-war business which was | 

| limited to the compounding of | 


The firm also named two sales 
promotion managers: L. 0. | 
Braun, for the eastern region, | 
and W. W. Gibbs, in the south- | 
ern region. 


BENJAMIN FOSTER CO. 


Cheney Nail Holding Hammers with 
the exclusive, patented nail-holding 
device offer a greater utility than 
any other hammer. Drive nails in 
the hard-to-get-at places, in many 
instances without using ladders or 
nailing — more 


scaffolding. Easier 


nailing—less fatigue. 








OL - asphalts for roof coatings and | 

ecw | roof cements, industrial products | 

to the and the manufacture of furnace TITANS Mls] 41S AW ee 
ypes o ° 

ar right, The new plant affords 40,000 

ve been sq. ft. of space which is twice Factory: Little Falls, N. Y. 

g the 12 as much as in the old plant. The | 

jummer. laboratory has also been doubled Sales Office: 217 Broadway, New York City 

ve days. in size. 
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DAYTON PUMP & MFG. CO. °¢ 
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For Sale! 


ra AND WE MEAN IT! 


Dayton Water Softeners are now 

available for immediate shipment. 

& They are typically Dayton through- 

out—easy to install and regenerate, 

economical in actual household use 

and galvanized inside and out for 

e extra long life. As always, DAYTON 

Water Softeners are again a highly 

marketable and profitable product. 

* Ask.your DAYTON representative or 
write for catalog. 


DAYTON, OHIO 





| pocket stove. 


| Coleman stoves and lanterns on the fighting front. 


PAUL W. CONRAD NAMED 
PREMIER SALES MGR. 
Paul W. Conrad has been ap- 


pointed as sales manager of the 
Premier Vacuum Cleaner Divi- 





| 
| 
| 
} 





PAUL W. CONRAD 


sion of the General Electric Co., 
Cleveland, Ohio. Mr. Conrad, 
who took over his new posi- 
tion on May 1, 1946 with head- 
quarters in Cleveland, succeeds 
C. A. Thompson, resigned. 

Since 1940 Mr. Conrad has | 
been regional sales manager for 
Premier in the territory compris- 
ing Ohio, Michigan, Indiana and 
Kentucky with supervision over 





Premier sales offices in Cleveland, 


Detroit, Cincinnati and Fort 
Wayne. His association with 
Premier dates back to 1923 when 
he joined the company as a 
salesman. 


MARKS PRODUCTS CO. 
IS ABSORBED BY 
CABLE ELECTRIC 


Cable Electric Products, Inc. 


| 80 N. 9th St., Brooklyn, has ab- 


sorbed its wholly-owned subsidi- 
ary, Marks Products Co., Inc, it 
has been announced by J. J. 
Grossman, president. 

The merged companies will 
continue to manufacture the 
“Snapit” line of electrical wiring 
devices and door chimes, with 
distribution through syndicate 
stores, electrical supply and hard- 
ware outlets. 


NATIONAL SILVER CO. 
PROMOTES KASKEY 


Jerome Kaskey has been ap- 
pointed assistant to the general 
sales manager of the National 
Silver Co., Walter Jacobs. 

Mr. Kaskey joined the Na- 
tional Silver Co. a year ago. He 
was previously engaged in the 
general practice of law and also 
served on the legal staff of the 
Securities and Exchange Com- 
mission. 








a 


ONE OF THE FIRST “G.I. POCKET STOVES” to come off 


the Coleman Co. production lines was presented to war vete- 
ran Max M. Coe (left) of Wichita, divisional manager of A. 
S. Aloe and Co. With Mr. Coe are W. C. Coleman, founder 
and president of the Coleman Co., and Boyd Tullis, Coleman 
engineer chiefly responsible for the successful design of the 
Mr. Coe, a veteran of many months’ service 
with a medical unit in the European Theater, used mans 
The 
Coleman Co. has announced that its “G.I. Pocket Stove,” 
civilian model of the military burner, is now in volume pro- 
duction. 
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FIVE MINUTES AHEAD OF TIME FOR 42 YEARS. Louis 
Richter, 76-year-old precision toolmaker at Winchester Re- 
peating Arms Co. division of Olin Industries, Inc., has retired 
on pension with the record of having reported to work at 
5 minutes to 7 every day except once in 42 years. On that 
day he was held up four minutes by a freight train, climbed 
through the train and arrived at the plant at one minute 
before 7 to maintain his “‘never-late-even-once” record. Mr. 
Richter wakes up at 5 o'clock every morning, and has never 
used an alarm clock. 

















COLORADO FUEL & IRON 
NAMES EXPORT MGR. 


Matthew R. Rosse has been 
appointed export manager for the 
Colorado Fuel and Iron Corp., 
including all divisions and sub- 
sidiaries., ‘ 

Mr. Rosse has been export 
manager of Wickwire Spencer 
Steel, a division of the Colorado 
Fuel and Iron Corp., since 1943. 
Previously he was associated 
with the American Chain and 
Cable Co. 

Mr. Rosse has been engaged in 
the exportation of steel products 
and industrial equipment for 
more than 25 years. His head- | 
quarters will continue to be at 


5M Fifth Ave., New York 18. MAX J. SCHULTE 


MAX J. SCHULTE JOINS 
SALES CONSULTANTS 


M. S. Chapell & Associates, 
sales consultants, 295 Madison 
Ave., New York City 17, and 
| Orange, N. J., has announced 
that Max J. Schulte is now asso- 

| ciated with it in connection with 

finding and placing new prod- 
ucts, market surveys and manu- 
facturing agreements, 

Previously Mr. Schulte was 
vice-president and general man- 
ager of the Rawlplug Co., Inc., 
New York City. He is a member 
of the American Society of Me- 
chanical Engineers. He will de- 
vote the majority of his time to 

MATTHEW H. ROSSE | the New Jersey territory. 


MAY 23, 1946 








MARKLE ALUMINUM 


Mork 


GARDEN TOOLS 


with the Patented* Finger Rest that 
Banishes Gardening Fatigue 


Gardeners, department store and seed 
house buyers and garden editors pro- 
claim these the highest quality tools 
they've ever seen. Their super-strength, 
featherweight lightness and polished 
beauty make them lightning sellers. 
The retail price ($3.95 per set, garden 
trowel, cultivating fork, transplanting 
[and bulb] frowel) is no resistance 
at all—we've already sold thou- 
sands. Our discounts make this a 
highly profitable line for you. 


Pending 


No wrapping or display 
problem, sets are nicely 
boxed, making them ideal 

gift items. Here's a nation- 
ally-advertised line that really 
shouts quality and value—cash 

in on it! If your jobber doesn't 
stock them, order direct today 
for immediate delivery. Please 
send your jobber's name with order. 


maRKLE-<Leteaee> PRODUCTS CORP. 


ROCHESTER, MICHIGAN 

















“F . hardwa 
Shen cabinet 1” thes 


in matched sets . . in all price ranges 


N THIS modern matched set of Cabinet Hard- 
I ware, we combine the color permanency of 
plastics with the brilliancy of highly polished, 
chromium plated metal. 


Shown above is one of four popular matched 
Cabinet Hardware designs that is profit-packed and 
styled to sell on sight. The display board below 
includes each of the four designs available. Smaller 
boards with your choice of any two designs in 
matched sets are also available. Put these eye-catch- 
ing silent-salesmen to work for you on your count- 
ers and in your store windows. Write for colorful, 


descriptive Catalog. 


cagrert wamewaeet 


NATIONAL LOCK COMPANY 


Builders Hardware Division 
Rockford 





| store at 
| cluded in the transaction. 

















HARDWARE BRIEFS 








ALASKA 


The Juneau-Young Hardware 
store, one of the oldest business 
houses of Juneau, Alaska, was 
sold May 1, by Warren Geddes 
to Lisle Hebert and Henry Sully. 
The name of the firm, which was 
started 60 years ago, will be con- 
tinned. Mr. Hebert, who will 
manage the hardware department 
represented the Schwabacher 
Hardware Co. in Alaska for 15 
years and for the last eight years 
he represented U. S. hardware 
and paint companies. Mr. Sully 
will be in charge of the furniture 
department. The store is being 
completely remodeled, inside and 
out. William Geddes who has 
been with the business for 50 
years and Warren Geddes, the 
former owner, will continue on 


the staff. 


ARKANSAS 


George N. Goodier, one of the 
oldest hardware and furniture 


| dealers in Western Arkansas, has 


completed another large ware- 
house. 


CALIFORNIA 


A. H. Karpe, of the A. H. 
Karpe Implement House at 615 
E. 19th St., Bakersfield, Cal., has 
retired from the hardware, truck, 
tractor and implement business 
after 40 years, and has sold the 
establishment to the K2rn County 
Equipment Co., of which J. A. 
Michels is manager. The Karpe 
Wasco, Cal., was in- 


Reuben Alpert has taken over 
the hardware store at 411 S. 
Spring St., Los Angeles, Calif., 
and is operating it under the 
name of H & B Hardware & 
Electric Supply Co. Mr. Alpert 


| was in the hardware business in 
| Springfield, Mass. for 28 years. 


A contract has been awarded 
for construction of a new ware- 
house building at 2532 E. Colo- 
rado St., Pasadena, Cal., for the 
Lamanda Hardware Co. The 
concrete block structure will be 
49 x 38 feet in area. 


The Harry Crowe Hardware 
Co., a long-established business 
with a full-block frontage on 
Highway 99 in Tulare, Cal., was 
sold recently for a reported price 
of $100,000, to Keith R. Manley 
and Charles E. Manley, of 
Bakersfield, Cal.; Merle Taylor, 
Tulare; Ted Henry, Los Angeles 


| and A. T. Jansen, Watsonville, 
Cal. Merle Taylor will be man- 
ager of the establishment which 
carries an extensive line of farm 
implements, tractors, hardware 
pumps, plumbing supplies, sport- 
ing goods, electrical goods and 
household appliances. 


INDIANA 


The hardware store of Oliver 
Grove, at Rochester, Ind., suf- 
fered from heat and smoke from 
a fire in an adjoining building, 
May 2. 


William and Clarence Hoffman 
have sold the Hoffman Hardware 
Co., Madison, Ind., to Maurice 
Riehl, Richard, Lewis and 
Thomas Kelly, all of Madison. 
The transaction included the two- 
story brick store building, all! 
stock, fixtures, trucks and ma 
chinery. 


MICHIGAN 


Fred Olson, Ovid, Mich., who 
has been a hardware dealer for 
40 years, now has as a partner, 
George Silliway, a former em- 
ployee. 


R. W. Kelsey, has purchased 
the interest of G. A. Rogers in 
Kelsey & Rogers, Clare, Mich.. 
and the store name has been 
changed to Kelsey Hardware. 


Edward J. Larson has taken 
over the business of the late Aner 
Swanson, of Leroy, Mich. 


Victor Erickson is managing 
the hardware and lumber busi- 
ness of the late C. Alfred John- 
son. 


Orval Vanderwarker has open- 
ed a new hardware and appliance 
store in Clare, Mich. 


MISSOURI 


Mr. and Mrs. D. W. Ecken- 
berger have opened a hardware 
store at Eldon, Mo. Their son, 
James William, recently dis- 
charged from the Army, will as- 
sist in the operation of the store. 


Mr. and Mrs. John Rusk on 
May 1 purchased the Webb City 
Hardware Store, 112 W. Daug- 
herty St., Webb City, Mo., from 
Mr. and Mrs. Harley Beard, of 
Carthage, Mo. Mr. Rusk is 
planning extensive redecoration 
and improvements. 
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OKLAHOMA 


L. H. Dawson, former owner of 
the Dawson Hardware Co., Okla- 
homa City, is a member of the 
newly-formed Delta Engineering 
Co., of that city, which handles 
Conditionaire, Delco heat units, 
pumps and light plants. 


Mr. and Mrs. J. I. Denison, in 
the hardware business at Hobart, 
Okla., since 1918, have sold their 
interest in the Denison-Tate 
Hardware store to Mr. and Mrs. 


Earl Tate, their daughter and 
son-in-law. 


PENNSYLVANIA 


Jim Conley, who operates hard- 
ware stores in Brownsville, Char- 
leroi, and Greensberg, Pa., re 
cently purchased the Paul & Post 
Hdwe., in Washington, Pa. 

Thomas M. Satch has _pur- 
chased the interest of George W. 
Lupton in Ford’s Hdwe., 5839 
Forbes St., Pittsburgh 17, Pa. 








ROBERT DORN 


ALUMINUM GOODS NAMES 
MIRRO SALESMEN 


The Aluminum Goods Mfg. 
Co., Manitowoc, Wis., has ap- 
pointed Robert Dorn as “Mirro” 
sales representative for the Phila- 
delphia and southern New Jersey 
territory. He is a recently-dis- 
charged veteran and was former- 
ly a sales representative for an 
eastern wholesaler. 

Philip Tracchio will represent | 
the company in Delaware, Mary- | 





land and eastern Virginia, and | 
will sell to the retail and jobbing | 
trade. He is also a war veteran 


and formerly was an assistant 





PHILIP TRACCHIO 


MAY 23, 1946 


buyer for the G. Fox store, Hart- 
ford, Conn. 

Both men spent the past few 
months at the company’s general 
office, acquiring a knowledge of 
the company and its products. 


EUREKA ADDS TWO 

TO BOSTON OFFICE 
Otto Bohlander has been 
named manager of the Boston 


branch office of the Eureka Wil- 


| liams Corp., Detroit, Mich. Mr. 
Bohlander joined the company | 


last year to engage in war con- 
tract work between Bendix Avia- 
tion and Eureka. 

Charles Sweeney has been ap- 
pointed as a district manager for 
the Boston area. Mr. Sweeney, 


who has just been released from | 


the armed forces, had been asso- 
ciated with Eureka for several 
years prior to the war. 

Both men will make their 
headquarters in the company’s 
new offices recently opened at 
704 Beacon St., Boston. 


‘COTTON’ LOYD JOINS 
MUNRO SALES, INC. 


Sherman L. “Cotton” Loyd, 


| well-known as an Oklahoma ath- | 
will represent | 


lete and coach, 
Munro Sales, Inc., as salesman 
in the south-central division. Re- 
cently discharged from the Navy 
after over 3% years service as a 
coach and athletic director, he 
will supervise sales in Arkansas, 
Louisiana, Texas, Oklahoma and 
New Mexico. 

Mr. Loyd, currently located at 
Durant, Okla., will head up one 
of the five principal Munro Sales 
offices. Munro Sales now covers 
the United States in nationwide 
sales distribution for Sporting 
Goods, Inc., manufacturers of 
golf clubs, baseballs and _ soft- 
balls; McLaughlin-Millard, Inc., 
manufacturer of Adirondack 
baseball and softball bats; and 
Munro Sports, Inc., makers of 
table tennis, badminton, tennis, 
archery, croquet, dart and game 
equipment as well as poker 
tables. 








QUALITY FARM 6. 


MLUBRICANTS FOR FORTY YEARS 


PRODUCTS 
‘P10 AXLE GREASE Ze 


CREAM SEPARATOR OIL 


There is a quality Nourse product to fit every farm lubri- 
cating job. Get your share of the profits Hardware dealers 


GRAPHITE 
AXLE GREASE 

A forty year favorite with 
the farm trade—an axle 
grease with Sales Appeal 
—It forms a coating of 
graphite on boxing and 
spindle bearing or bush- 
ing that gives safe lubri- 
cation long after the 
grease has worn dry. It’s 
that extra margin of 
safety for busy farmers 
that makes Nourse graph- 
ite axle grease an out- 
standing good will and 
profit builder. 


| all over the country have been enjoying for forty years— 
| Profits from the Nourse Line of farm lubricarits. 


Were CREAM 
é \ mara 


WHITE CREAM 

SEPARATOR OIL 
A special Nourse formula 
white lubricant contain- 
ing sperm oil. This oil is 
centrifugally refined and 
filtered—free from acids, 
grit, moisture and foreign 
matter. Will not Gum. 
For use on all makes of 
Cream Separators. 


Every item in the Nourse line is backed by the 


“Nourse Ironclad Guarantee.” 


Write for your 


free copy of the complete Nourse catalog. 


“Bastness 02 Good” 


amis as 


/NOURSE OIL COMPANY 
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KRUSE TO REPRESENT | 
SHIRLEY CORP. 


Robert J. Kruse has been ap- 
pointed manager of the Central | 
district factory sales office of the | 
Shirley Corp., 330 E. St. Joe St., | 





ROBERT J. KRUSE 


Indianapolis 2, manufacturers of 
porcelain-steel sink-cabinets and 
steel kitchen cabinets. 

Mr. Kruse will have his head- 
quarters at the factory and will 
serve distributors and dealers in 
the North South central 


states. 


and 





NEW YORK PAINT ASSN. | 
ELECTS L. D. ELDOT 


Leon D. Eldot, of L. Sonneborn | 
Sons, Inc., 88 Lexington Ave., | 
New York City 18, was elected | 
president of the New York Paint, 
Varnish & Lacquer Association, 
at its annual meeting, May 9, | 
held at the Hotel Biltmore, New 
York. 

Other officers named _ were: 
Walter M. Clark, Muralo Co., 
Inc., vice-president; Hendrick E. 
Hendrickson, S. Winterbourne & 
Co., treasurer, and Edward H. 
Bucy, Zapon Div., Atlas Powder 
Co., chairman of the executive 
committee. 

Elected to the executive com- 
mittee were: Roy B. Anderson, 
Brooklyn Varnish Manufacturing 
Co., Inc.; Harry Minkoff, Peer- 
less Paint & Varnish Co.; A. K. 
Coffin, Keystone Varnish Co. and 
Leslie J. Downes, Payson Paint 
& Varnish Corp. 


NEW MANAGER NAMED 
FOR ZIONS CO-OPERATIVE 


Harold H. Bennett was named 
vice-president and general man- 
ager of Zions Co-operative Mer- 
cantile Institution, of Salt Lake | 
City, Utah, on May 2. He suc- 
ceeds R. W. Madsen who retired 
on April 24. 
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Retail Dry Goods Association. 


| GEORGE FRITZ, JR., HEADS 


| vice-president; Harry Levy, of M. 





In his new assignment Mr. | 
Bennett will supervise not only | 





business and _ industrial 


Okla., 


one of the six Oklahoma City, | 





the company’s department store, | leaders to the Oklahoma City | 
the largest store in Salt Lake | District Construction Committee | 


City, but also the wholesale oper- 
ations of the company, in hard- | 
ware, groceries, dry goods and 
drugs. The 1945 volume of the 
company totaled $22,000,000. 

Mr. Bennett is a director and 
vice-president of the National 





HOUSEWARES MFRS. 


George Fritz, Jr., of the F. H. 
Lawson Co., Cincinnati, has been 


| 
| 
} 


| elected president of the House- | 
| wares Manufacturers Association. 


| J. R. Caldwell, Wooster Rubber 


Co., Wooster, Ohio, was elected 


Block & Sons, Chicago, treasurer, 
and A. W. Buddenberg, of Lisk- 
Savory Corp., Chicago, executive 
secretary. 

The executive committee is 
composed of Mr. Fritz, Mr. Cald- 
well, H. H. Kimball, of Landers, 
Frary & Clark, and S. L. Hans- 
sen, of Hanson Scale Co. 

The board of directors includes 
all officers in addition to J. W. 
Alsdorf, Cory Glass Coffee Brew- 
er Co.: E. M. Grable, Aluminum 
Cooking Utensil Co.;: W. M. 
Ringer, Foley Mfg. Co.; F. S. 
Tuerk, Hamilton Beach Co. and 
Mr. Hanssen and Mr. Kimball. 





OKLAHOMA CITY JOBBER 
ON CPA BUILDING 
PROGRAM GROUP 

Carl S. Dalbey, vice-president | 
and general manager of the | 

Oklahoma City Hardware Co., 


| Chicago. 


for the Civilian Production Ad- | Stamping Ca, Meundelile, VW 


ministration building program. 
The committee reviews all re- 


quests for construction of an in- | 


dustrial or commercial nature. 
Basic policy will be to postpone 
all non-essential or 


est of the veterans’ housing pro- 
gram. 


HARWOOD OTTO HEADS 
WAA HARDWARE DIV. 
IN FORT WORTH 


Harwood Otto, trade consultant 
in Washington, D. C., from 1942 
to mid-1945, is now sales man- 
ager of the hardware division of 
the War Assets Administration’s 
regional office in Fort Worth, 
Tex. 

The hardware division of this 
office handles sales of hardware, 
plumbing, heating, air-condition. | 
ing and electrical supplies de- | 
clared surplus by the armed 
forces and now being offered to 
government agencies, veterans of 
World War II and dealers in this | 
region which covers Texas, Okla- 
homa, Louisiana and Arkansas. 

Mr. Otto formerly was sales 
and advertising manager for the 
National 
Eau Claire, Wis. 
as sales and advertising manager 
for the Burpee Can Sealer Co., | 
He left this company | 
to help organize the Lakeside | 


| 


Later he served 


deferrable | 
| construction activity in the inter- | 


Pressure Cooker Co., | 





14th NEW ENGLAND 
HOUSEWARES SHOW 


Abe P. Mortimer, New En- 
gland representative of the U. S. 


Va., was appointed chairman for 





ABE P. MORTIMER 


the 14th annual New England 
Housewares Show, scheduled for 
February, 1947, by Joseph T. Mc- 
Elroy, Jr., of R. H. White’s, 
Boston, president of the House- 
wares Club of New England. 





ST. LOUIS HARDWARE 
SALESMEN MEET 
Six new petitions for member- 
ship were received at a meeting 


of the Hardware Salesmen’s As 


| sociation of St. Louis, held at 


Aluminum Co., Menomonie, Wis., | 


| wholesalers, has been named as |,and advertising. 











FEATURES OF THE 1946 EVANS HOME AND WATER 


| where he was director of sales | 





| for the McCaffery organization. R. 


HEATERS are pointed out by , b. McCaffery, president of 
the McCaffery Co., independent distributor, at a preview 
and district sales meeting held recently by the Evans Prod- 
ucts Co., 15310 Fullerton, Detroit 27, at South Bend, Ind., | 


| 
| 
} 


L. Sanford (left), Evans 
Northwest district representative, presented Evans’ 1946 sales 
program, and R. Gass, Evans sales promotion manager, | 
discussed features of display materials and merchandising 
literature available to distributors and dealers. 


the Hotel Claridge, St. Louis, re- 
cently. 

The applicants are: A. H. 
Goelz, of the Simoniz Co.; Nor- 
man Bryan, Stengel-Lindsey Sales 
Co.; Carl Wood, E. E. Souther 
Iron Co.; William Pohl, Benja- 
min Moore Paint Co.; E. A. 
Fabricius, Consumers Glue, -and 
Fred Hoener, Bruce Termix Co. 

It was decided to arrange @ 
joint meeting of the Missouri Re- 
tail Hardware Association, the 
Greater St. Louis Hardware Asso- 
ciation and the salesmen’s organ- 
ization. A moment of silence was 
observed in memory of a member, 
Jack Vetter, who died March 24. 
Harry Roenfeldt, of the Tiemann 
Hardware and Supply Co., con- 
ducted the meeting. 


PORTLAND WHOLESALE 
FIRM HAS TRADE SHOW 


The Northern Wholesale Hard- 
ware Co., Inc., recently played 
host to about 200 manufacturers’ 
representatives at a three-day ex- 
position in its new headquarters, 
in the old Honeyman Hardware 
Bldg., Portland, Ore. About 500 
dealers from three western states 
visited the establishment. 
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reek = THE GOULDS TREE 
ae Ae BEARS MULTIPLE 


White's, te) 
e House- 1 fas 
- Ee | PROFITS 


The Famous 
Goulds 


idles Jot-O-Matic You can look forward to a harvest of prof- 


| meeting L ls itable sales from a Goulds Water System 


nel ae = installed for its well-pleased owner. 





Lonis, re- WHY YOU’RE NOT GETTING AS : First, the customer buys a Goulds — and 
. A. HL MANY GOULDS WATER SYSTEMS ‘yan ) then, to utilize the plentiful supply of fresh, 
= oan AS YOU NEED itis running water it provides, he purchases a 
. Souther Everything possible is being done variety of other items. 

1, Benja- to speed the day when we can 
YS oy : supply you with your full require- In most cases, the sale of a Goulds leads to the pur- 
Slue, -and ments for Goulds Water Systems. h f hich . 6 bl i 
nay i in al cae tog, but Who mest chase of high-unit-cost, profita le water service equip- 
range & other manufacturers, we are un- ment such as water cups for dairy cattle, water tanks, 
scust Re able temporarily to obtain the nec- ; 2 ; 
ange essary component parts to build water heaters, milk coolers, washing machines, bath- 
ition, the our water systems in quantities ers d h 

yare Asso- large enough to meet the ever- tuDs, sinks, and many others. 

n’s organ- increasing demand. We trust you . 
lence was will understand that this situation The complete Goulds line, led by the famous Goulds 


is caused by circumstances over : . : . 4: 
— ics”. and af asumn au Jet-O-Matic, provides the foundation for establishing 


Tiemann Suiributors . . . have no control. your store as ‘‘Water System Headquarters” for your 
Co., con- Just as soon as conditions get back : 
. to normal, we will be ina — community. 
to supply you with all the Goulds : —" 
Water Gemmeee you need for this Write for the name of your nearest Goulds distributor. 
highly important and profitable 

-ESALE department of your business. 


SHOW GOULDS PUMPS Inc., Seneca Falls, N.Y. 
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THE ORIGINAL TELESCOPIC ALL-STEEL 
BASEMENT POST WITH BUILT-IN JACK 








—— 


LEVELS AND SUPPORTS 
SAGGING FLOORS 


Corrects the Cause of Sticking 
Doors and Windows— Plaster 
Cracks — Squeaky Floors— 
Raised Baseboards. 








NATIONALLY ADVERTISED 
in The Saturday Evening Post 


Pat 
Pend. 








Order Now for 
Quick Delivery 


Thousands of dealers 
have been quick to fea- 
ture this new, unique 
home maintenance 
Complete poutees. Profit, now, 
to install y displaying and sell- 
ing Tel-O-Post in your 
store. Rush your initial 
order, today. 


packaged 
— Ready 


Suggested 
$ 9 5 Retail Price 
— 








ipping Wt one 


Sh 


TEL-O-POST COMPANY 
140 ASH ST. AKRON 8, OHIO 





ISAAC BLACK RECOVERS 
STRENGTH AFTER 
10-WEEK ILLNESS 


Friends of Isaac Black, general 
manager of the Russell & Erwin 
Mfg. Co. and first vice-president 
of the American Hardware 
Corp., New Britain, Conn., will 
be pleased to learn that he re- 


ISAAC BLACK 


turned to his home in the Shera- 
ton Hotel, in New Britain, early 
month, after ten weeks in a hos- 
pital, and is making a fine 
recovery. 

Mr. Black plans to spend some 
time at the shore where he 
should regain his full strength as 
well as a good, healthy tan. 


PEARSON CO. RUNNING 
PUBLICITY CONTEST 
TO BOOST ARCHERY 


A contest designed toe encour- 
age archery clubs to obtain news- 
paper publicity for their clubs in 
local papers was started on May 
15 by the Ben Pearson Co., Pine 
Bluff, Ark. The promotion is in- 
tended to help dealers increase 
their archery equipment sales as 
well as to encourage the sport. 

Equipment prizes totaling $1,- 
500 are offered by the firm for 
the clubs doing the best jobs of 
publicizing themselves. Ten clubs 
will be given equipment prizes of 
$100 each, and ten other clubs 
will be given equipment prizes 
of $50 each. 

The contest will be judged on 
quality and quantity of publicity 
tear sheets submitted to the com- 
pany. 

The Ben Pearson Co. has urged 
dealers to contact their local 
archery clubs to get them inter- 
ested in entering the contest. As 
a part of this campaign the firm 
recently mailed every Sunday fea- 
ture editor in the country a tear 
sheet of a full-page pictorial from 
the Society section of the Louis- 
ville, Ky., Courier-Journal, de- 





vetel to an archery build-up as 
a suggestion for similar features. 


ADIRONDACK CONCERN 
DOUBLING BAT OUTPUT 


McLaughlin-Millard, Inc., 
Dolgeville, N. Y., has announced 
plans to double its baseball bat 
production by expansion of its 
present plant facilities. 

The entire production of the 
firm, which was incorporated 
since the end of the war, is now 
sold on a nationwide basis by 
Munro Sales, Inc. It now uses 
its own trademark, “Adirondack 
Northern White Ash,” on its 


bats. 


ENTOMOLOGIST ENGAGED 
TO SELL INSECTICIDE 


Industrial Management Corp., 
639 S. Spring St., Los Angeles 
14, manufacturers of “Insect-O- 
Blitz,” has announced the ap- 
pointment of L. W. Campbell, 
noted entomologist, to the post 
of Pacific Coast sales manager 
of the Insecticide Division cover 
ing the 11 Western states. 

Mr. Campbell brings both tech- 
nical and sales experience to the 
marketing of this warborn DDT- 
Pyrethrum product. A_ recog- 
nized authority on pest control, 
Mr. Campbell has not only written 
extensively on the subject but 
has developed many of the insec- 
ticides commercially used today. 

Mr. Campbell has made ex- + 
haustive studies of the effect of 
oil and vaporized syrays on fruit, 
seed, and field crops and is 
credited with introducing the 
airplane application of vapor- 
ized insecticides on field crops. 

Mr. Campbell supervised sales 
in the western states for Tide- 
water Associated Oil Co. for 10 
years, and was retained in the 
same capacity for 5 years by 
Socony Vacuum Oil Co., Gen- 
eral Petroleum Div., before tak- 
ing up technical advisory work 
for leading agriculturists. 


L. W. CAMPBELL 


HARDWARE AGE 








ild-up as 
- features. 


NCERN 
JTPUT 


Inc., 
nrounced 
eball bat 


yn of its 


n of the 
orporated 
r, is now 
basis by 
how uses 
lirondack 
' on its 


GAGED 
CIDE 


at Corp., 
Angeles 
Insect-O- 
the ap- 
‘ampbell, 
the post 
manager 
on cover 
2s, 

oth tech- 
ce to the 
rm DDT- 
L recog- 
control, 
y written 
ject but 
he insec- 
d today. 
ade ex- 
effect of 
on fruit, 
and is 
ing the 
 ‘Vapor- 
crops. 
ed sales 
or Tide- 
. for 10 
| in the 
ears by 
»., Gen- 
ore tak- 
ry work 

















OBITUARIES 











BERNHARD C., ZIEGLER 


Bernhard C. Ziegler, 62, presi- 
dent of the West Bend Alumi- 
num Co., West Bend, Wis., died 
at his home in West Bend, 
May 6. 

He was one of the founders 
and the active head of the com- 
pany since 1911. He expanded it 
from small beginnings to one of 
the largest independent manufac- 
turers of aluminum cooking uten- 
sils in the country. 

A man of tremendous energy, 
Mr. Ziegler was also interested 
in numerous other business en- 


terprises in his home town. He | 


was founder of the B. C. Ziegler 
& Co., an insurance and invest- 
ment house which expanded its 
activities over the state and na- 
tion. He was founder, chairman 
and president of the First Na- 
tional Bank, chairman of the 
Gehl Brothers Mfg. Co., and pres- 
ident of the West Bend Mutual 
Fire Insurance Co., as well as 
owner and operator of the Deco- 
rah Farm Dairy. He was a di- 
rector of the Wisconsin Mann- 
facturers Association. 


During World War II he was | 


chairman of the Washington 
County Council of Defense and 
a member of the State Council 
Defense. He was chairman of the 
Washington Connty Park Com- 
mission and trustee of the Fifth 
Avenne Methodist Church. Dur- 


ing World War I he served as| 


chairman of Liberty Loan Drives 
in Washington County. 





S. REED BENNETT 


S. Reed Bennett, 75, a former 
assistant manager of Weed & Co., 
Buffalo, N. Y., wholesale hard- 
ware firm. died recently in his 
home. Mr. Bennett had been 
associated with the hardware 
company 36 years when he re- 
tired in 1936. He came to Buf- 
falo from Oil City, Pa., where he 
had been a hardware salesman. 





WILLIAM F. MULLEN 


William F. Mullen, 64, who has 
been a city salesman for - the 
Simmons Hardware Co., for 44 
years, and later salesman for the 
succeeding Shapleigh Hardware 
Co. for six years, died April 27, 
at De Paul Hospital in St. Louis. 

Mr. Mullen, who preferred 
sales contact with hardware re- 
tailers to many executive posi- 
tions offered him, pioneered 
many of the standard retailer- 
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wholesaler facilities now used by 
Shapleigh Hardware Co., includ- 
ing price books, sales volume 
iaalysis forms, and many forms 
of dealer helps. He was instru- 
mental in developing manufac- 
turer display cases to be sold to 
retailers as “deals” with mini- 
mum inventories of merchandise. 





THOMAS FELTON 

WIMBERLY, SR. 
Thomas Felton Wimberly, 73, 
president of Wimberly & Thomas 
Hardware Co., Inc., Birmingham, 


| Ala., wholesale firm, died May 4, 








at < Birmingham hospital, after 
an illness of several months. In 
1394 Mr. Wimberly purchased an 
interest in the firm of the May 








& Thomas Hardware Co. and the | 


name of the 


company was | 


changed to the present one. His | 


son, Thomas Felton Wimberly, 
Jr., is vice-president of the job- 
bing house. 


FABER DONAHUE 


Faber Donahue, 70, who had 
been associated with his brother, 
the late J. F. Donahue, in the 
Donahue Hardware Co., and in 
the Easiest Way Washing Ma- 
chine Co., of Sandusky, O., died 
April 29. Mr. Donahue had 
practised law in New York City 
before going into business. 


FRANK L. CHAMBERS 


Frank Leslie Chambers, 80, 
who established the Chambers & 
Son Hardware Co., of Eugene, 
Ore., in 1887, died April 30, of a 
heart attack. The deceased had 
also founded the Bristow-Cham- 
bers Bank, of Eugene. 





J. OLIVER HARRIS 


J. Oliver Harris, 43, who oper- 
ated the Harris Hardware Store 
at Carrollton, Ga., a business 
started by his father more than 
60 years ago, died April 25, after 
a heart attack. 


ZACK T. SLAUGHTER 


Zack T. Slaughter, 65, former 
hardware man of Arlington, 
Texas, died April 18, after a 
brief illness. In 1909 he helped 
establish the McKinley-Siaughter 
Hardware Co. in Arlington. 































































Copyright 1946, Barrows Lock Works, 
Div. of The Yale & Towne Mfg. Co 





Tue brush in the artist’s hands is no 
more deftly applied than the masterful 
touch of Barrows CRAFTSMEN who trans- 
form the most resisting metals into 
builders hardware of enduring beauty. 
With sure, practiced hands, from mould 
to final inspection, these “artists in 
metal” reproduce faithfully the design- 
er’s scheme — in both traditional and 
modern design—and steadfastly uphold 
the Barrows STANDARDS of grace and 
charm and architectural form. Each 
piece reflects these qualities . . . plus easy 
application and trouble-free operation. 





BANK ON 


BARROWS 


NORTH CHICAGO, ILLINOIS 

















SAVOGRAN CO. NAMES 
SALES SUPERVISOR 


The Savogran Co., India Wharf, 


Boston, has announced the ap- 
pointment of C. W. Wentworth, 


C. W. WENTWORTH, JR. 


Jr., as supervisor of sales for the 
company’s divisions at Boston, 
Chicago and San Carlos, Cal. 
Mr. Wentworth has been asso- 
ciated with the company for 20 
years, for the last ten of which 
he has been New England sales 
manager. He will make his 
headquarters at the Boston office. 


METAL PROCESSING 
FIRM FORMED 
A new firm known as the 
AAA-#1 Metal Processing Co., 
specializing in heat-treating, case- 
hardening, carburing, nomalalliz- 


| ing and annealing of metals as 
| well 


| 


as numerous other indus- 
trial processes, is located at 219 
Second Ave., New York City 3. 
The partnership is composed 
of Sam Lebowitz, formerly asso- 
ciated with the Commercial Heat 


| Treaters which did considerable 


war work, and 
formerly department manager 
with the Kellex Corp., engineers 
and designers of the Atomic 
bomb project in Knoxville, Tenn. 


RITTENHOUSE CO. NAMES 
ASST. SALES, ADV. MGR. 


The A. E. Rittenhouse Co., 
Inc., Honeoye Falls, N. Y., man- 
ufacturers of door chimes, has 
the appointment of 
Lee Arter, as assistant sales and 


announced 


LEE ARTER 


advertising manager. Before 
joining Rittenhouse Mr. 


served with the Air Forces. 


J. J. SIEGEL SALES MGR. 
OF UNION PRODUCTS 


Jerome J. Siegel, formerly 


Frank Lothary, | sales manager of the Arch Pre- 


server Shoe Co., has been en- 
gaged as sales manager in charge 


| of all sales promotion and ad- 


vertising for Union Products 


| Mfg. Co., 35 Park Place, New 


JEROME J. SIEGEL 
York City 1, makers of the| 
“Astor” line of electrical house- 
hold appliances. 

Toasters and electric irons will | 
be featured in an extensive ad- | 
vertising program, in addition to | 
the electric broilers, stoves and | 
heaters which were offered in 
quantity after V-J Day. 


Arter | 


IL. 
| the Premium Department of the 





R. L. HENLEY SALES MGR. 
NESCO PREMIUM DEPT. 


The appointment of Raymond 
Henley as sales manager for 


R. L. HENLEY 


National Enameling & Stamping 
Co., with offices in Milwaukee, 
has been announced. 

Mr. Henley joined the com- 
pany in 1933, working first in the 
sales service department. In 1937 
he was promoted to sales repre- 
sentative of the southwest terri- 
tory with headquarters at Okla- 
homa City. 

He was discharged from the 
Army in December and rejoining 
Nesco in January. He was pro- 
moted to his present position 
from the Chicago district sales 


| office. 








7 


5) 
ees 


THE 30th ANNIVERSARY BANQUET OF THE CLEVELAND CAP SCREW CO., Cleveland, held at the Cleveland Club, 
April 30, was attended by more than 300 factory and office employees. Tribute was paid to 155 employees who had at least 
five years’ service with the company, which makes cap screws, set screws and special threaded products. 

Twenty-five Year awards were made to J. W. Fribley, president, and C. M. Prell, treasurer and general superintendent, 
who organized the F-P Screw Co. in 1916, and to Y. J. Hardlicka, secretary, and Charles Kaufman, chief engineer, who joined 
the company in 1920, the year the business was incorporated under its present name. 

Frederick C. Crawford, president of Thompson Products, Inc., Cleveland, was toastmaster. Dancing followed. 
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An Important Part of Your Paint Dept. 


Responds rapidly to Good Display 


ad KAY-TITE 














lwaukee, 

Fa Will give you ever-increasing Volume 

min the —of highly profitable Sales 

*s repre- 

st _terri- IT IS EASY TO SELL KAY-TITE. — almost every 
— BUILD UP YOUR building is troubled with seepage of water and 
rom the PAINT DEPARTMENT practically all of your customers will be interested 
rejoining icememeen on to know about KAY-TITE, A GUARANTEED 
‘position MASONRY WATERPROOFING PRODUCT. 

eel MANY DEALERS report that sel- | WHEN YOU THINK OF MASONRY — Old or 


ing KAY-TITE actually opens yp New, both above and below the ground-level, 
a lot of extra sales. The Kay-Tite remember that this is your Market for KAY-TITE. 


Plan starts people to think. 
START YOUR KAY-TITE DEPARTMENT 


MANY CUSTOMERS will ask you with the following order 

“is it a new product—why didn’t 6 only — 10 Ib. cans KAY-TITE White 
someone tell me about it before?” 6“ -—10 tb. .“, KAY-TITE Gray 
then they tell you their needs. Total Selling Price” $34.80 
Cost To You 20.88 
KAY-TITE is 16 years old —and ome 
many millions of Square feet of Your Profit $13.92 
Masonry bears full evidence of its . 
100% performance and its lasting 
qualities. 


FILL IN THIS COUPON AND MAIL TO - 


KAY-TITE COMPANY, West Orange, N. J. 
Please send us the $20.88 KAY-TITE DEAL 
6 Cans WHITE — 6 Cans GRAY 
F. 0. B. Our Store 


NEW TO MANY CUSTOMERS 

Your New Waterproofing Dept. 
will be NEWS to many and of 
interest to all of your Customers. 


























RECOMMEND KAY-TITE for All Name 
Masonry. 
“MASONRY — NEEDS — Address. 
— KAY-TITE” — for it penetrates 
— — expands and then seals the 
adn, pores — “for Ages to Come”. Jebber's Name. 
joined 
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FARM EQUIPMENT MANUFACTURERS 
GET 10 PER CENT PRICE BOOST 


An increase of 10 per cent in 
the manufacturers’ net realized 
price of farm equipment has 
been approved, to cover advances 
in material and labor costs, the 
Office of Price Administration 
has announced. 

The action, effective May 10, 
1946, provides for an increase 
of five per cent in the manufac- 
turers’ list price of equipment. 
At the same time, it shortens the 
dealers’ discount on farm equip- 
ment so as to effect a four per 
cent dealer absorption in the 
price increase. The combined re- 
sult of these actions, for the man- 





ufacturers, is a 10 per cent in- 
crease in his net realized price. 

OPA explained that the price 
increase was necessitated by re- 
cent wage increases granted by | 
a large segment of the industry | 
and by advances in material | 
costs, including approved higher | 
prices for steel, forgings and | 
stampings. In line with the new | 
wage price policy, the effect on 
industry earnings of these costs | 
increases were projected over the 
next 12 months, at a level of pro- 
duction conservatively estimated 
at 10 per cent above 1945 out- 
put, and balanced against other 
considerations such as increased 
labor efficiency and reduction in 
overtime. 

To determine the ability of re- 
tail sellers to absorb, the national 
office made a study of financial 
and cost data obtained from a 
very substantial segment of the 
trade. OPA pointed out that the 
amount of dealers’ absorption | 
vould vary from product to prod- 
uct, depending upon the dis- 
counts allowed. The change in 
the discounts and suggested re- 
tail prices were made, OPA said, 
on the basis of average sales by 
dealers, as reported in the sur- 
vey, and following full discus- 
sion with industry representa- 
tives. The method adopted, 
under which the dealer either 
receives a smaller discount or 
reduces his mark-up, is a simpli- 
fied one and requires a minimum 
of computation for the dealer, 
OPA pointed out. 
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| new list price so as to conform 
| with the prices permitted by this 


Separate methods of applying 
the approved price increases are | 
provided for: (1) list price prod- | 
ucts; (2) list price products 
which have received previous in- 
creases; (3) non list price prod- 
ucts and (4) repair and replace- | 
ment parts. Wholesalers are also 
covered by the action, but this 
action, and one issued concur- 
rently, are chiefly concerned with 
manufacturer to dealer and 
dealer sales, as approximately 90 
per cent of the industry’s busi- 
ness moves through manufactur- 
ers’ branch houses, according to 
OPA. 

The specific methods follow: 

1. On list price products for 
which no previous price increase | 
has been granted, the list price 
in effect in March, 1942, is in- 
creased by five per cent. On 
sales to a dealer, the manufac- 
turer reduces his trade discount | 
by 20 per cent; for instance a | 
20 per cent discount is reduced | 
16 per cent. The result is an | 
approximate 10 per cent increase | 
in the manufacturer’s net real- | 





| ized price, and a four per cent | 
| absorption by dealers. | 


2. Where the manufacturer has 
previously been granted an indi- | 
vidual price increase, either for 
his entire output, a line of prod- | 
ucts, or an individual item, he | 
proceeds in the same manner as | 
above (1) if the increase was 10 | 


per cent or less. 

If the increase was more than 
10 per cent, it is necessary that 
the manufacturer recompute his 


amendment. In those cases, the 
manufacturer divides his net real- 
ized price, before this latest price 
action (multiplied by 100), by 
100 less his new discount. 

For example, a manufacturer 
has received a 15 per cent in- 
crease on an item that had an 
original frozen list price of $100, 
for which he allowed dealers a 
20 per cent discount. His former 
net realized price was $80. In- 
creased by 15 per cent, his real- 
ized price, prior to this order, 





was $92. By this amendment, 
the discount is reduced to 16 per 
cent. He therefore divides $92 
(multiplied by 100) by 84 (100 
less 16). His new list price is 
$109.52. 

3. For non list price items, the 
manufacturer takes a straight 10 
per cent increase. A concurrent 
amendment to the dealers’ regu- 
lation (MPR 133), requires the 
dealer to reduce his mark-up 25 
per cent, to effect a _ similar 
amount of absorption. This is 
equivalent to a 20 per cent re- 
duction. 

4. Repair and _ replacement 
parts: Since few manufacturers 
have received increases on parts 
in excess of 10 per cent, this ac- | 
tion requires manufacturers to 
roll back their list prices to 
March 1942 levels and then re- 
duce their discount on sales of 
such replacement parts by 20 
per cent. 

For example, where the dis- 
count was 35 per cent, it now 
becomes 28 per cent. This gives 
the manufacturers approximately 
a 10 per cent increase on their 
net realized prices for parts and 
requires about the same degree 
of absorption by retail dealers as 
in the case of complete equip- 
ment. It does not, however, re- 
sult in a higher retail price. The 
amendment requires that the few 
manufacturers who had previ- 


| ously received increases on their 


parts in excess of 10 per cent, 
reduce their list prices for parts 
in the same manner that they 
would for complete equipment. 

To illustrate: a manufacturer 
who previously gave a 35 per 
cent discount, is now reduced to 
28 per cent. A part that sold for 
$10, netted the manufacturer 
$6.50. It will now net him $7.20. 
He has therefore received an in- 
crease on his realized price of 70 
cents, which is slightly in excess 
of 10 per cent. - 

Wholesalers, OPA said, are not 
being required to absorb. How- 
ever, as the new price, plus the 
new discount rate, comes out at 
about the same price that the 
wholesalers were previously per- 





mitted to charge, including han- 
dling charge, they are prohibited 
from adding the maximum two 
per cent handling charge. 

The present amendment, and 
the concurrent amendment cover- 
ing dealers, also covers mail 
order houses. Retail branches 
are required to absorb the same 
percentage as regular dealers, 
and the manufacturing divisions 
of mail order houses are permit- 
ted to increase their transfer 
costs to retail divisions by the 
same amount as other manufac- 
turers’ increases. A survey of 
mail order houses is being con- 
ducted to determine if this rate 
of absorption is proper. 

(Amendment 12 to Maximum 
Price Regulation i133 — Retail 
Prices for Farm Equipment—and 
Amendment 16 to Maximum 
Price Regulation 246—Manufac- 
turers’ and Wholesalers’ Prices 
for Farm Equipment—both effec- 
tive May 10, 1946.) 


MAJOR APPLIANCE PARTS 
NOW ELIGIBLE FOR 
UPWARD PRICE REVISION 


Any parts for household cook- 
ing and heating stoves, vacuum 
cleaners, washing machines and 
refrigerators that are still under 
the General Maximum Price 
Regulation at the manufacturing 
level are now eligible for recon- 
version increases if the manufac- 
turers qualify as reconverters 
under the orders issued last sum- 
mer, the Office of Price Admin- 
istration has said. The action is 
effective May 11, 1946. 

Heretofore sales of such parts 
were frozen at March 1942 
“highs,” along with all other 
commodities remaining under 
coverage of the GMPR, and re- 
conversion relief was not avail- 
able to manufacturers. 

To enable the parts makers 
who have been largely engaged 
in war work to resume profitable 
production, OPA will now allow 
price adjustments under terms of 
the reconversion orders. 

Metal parts for the consumer 
goods affected when sold to the 
manufacturer of the completed 
article of consumer goods, are 
covered by the regulation. 

(Amendment No. 7 to Revised 
Supplementary Order No. 119— 
Individual Adjustments for Re 
converting Manufacturers—effec- 


| tive May 11, 1946.) 
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More than 300 MILLION Advertisements in These Magazines 


are Telling Your Customers to Buy Savogran Products from You 


THE SAVOGRAN COMPANY 


60 West Superior Street India Wharf 
Ga @NCOmI BOSTON 10, MASS. SAN CARLOS, CALIF. 





ZZ... SAVE SPACE 


FOR PARKER 
SMALL HAND TOOLS 





G.. ready to feature these well-known, Parker quality 
small hand tools any minute now, if you haven't already 
received your first shipment. 


Demand for Parker Tools continues to exceed supply 
during the conversion period, but everything possible is 
being done to step up production. Our shipments may seem 
to be piecemeal, but that’s the fairest way we know of to 
make a limited supply go a long way. When production 
gets back to full capacity, there'll be new Parker products 
too, developed during the war years. 


Remember that although we may be a little short on 
deliveries, temporarily, all Parker products remain long on 
avality — the kind that’s worth waiting for. 


Parker 
PARKER MANUFACTURING C0. 


WORCESTER I, MASS., U.S. A. 
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‘Scarce Items Set Aside 
Exclusively for Vets 





Immediate action has been 
taken by War Assets Administra- 

tion to put into effect new pro- 
cedures designed to improve the 
veterans’ buying position as pro- 
vided by recent amendments to 
the Surplus Property Act, accord- 
ing to Lt. Gen. Edmund B. 
Gregory, administrator. 

Two major changes in veterans 
status were provided by the 
amendments. First, they autho- 
rize set-asides for sale exclusively 
to veterans not only for business 
but personal use and, second, ad- 
vancement of veteran priority to 
a status of second only to the 
federal government in buying 
goods for establishing businesses. 
Previously, states, municipalities, 
and various educational and 
benevolent institutions or groups 
had preference over veterans. 

General Gregory said a group 
of selected items heavy in de- 
mand and short in supply had 
been set aside for exclusive sale 
to veterans. These include cer- 
tain types of automotive ve- 
hicles and tractors; construction, 
mining and agricultural ma- 
chinery; medical and dental 
equipment, and typewriters. 

Veterans holding certificates 
may purchase items on the set- | 
aside list for either personal use 
or for use in a small business, 
agricultural or professional enter- | 
prise. However, since all items 
on this list are in short supply, 
applicants will generally be limit- | 
ed to a single unit. 

It is noted, however, that the 
restriction may be modified to 
permit additional certification for 
items not previously requested | 
although they may be on the set- | 
aside list. For example, a vete- | 
ran already certified for a tractor 
or automobile could also be cer- | 
tified for a typewriter. 

Furthermore, applications for) 
items will be accepted, even 
though the applications may far 
exceed the available supply. If, 
a certificate holder does not exer- | 
cise his priority when notified 
that the property is available, he 
does not lose his preference 
place; he will be notified a} 
second and a third time before 
his application is placed in an in- | 
active file. Offerings of set-asides | 
will be made to “personal use” | 
certificate holders in the same | 
proportion their number bears to | 


| ers, 


total “business use” applications. 

At a recent conference between 
the Department of Justice, WAA 
representatives, and spokesmen 
for leading veterans organiza- 
tions, it was agreed to expand the 
Veterans Policy Committee of 
WAA and to take steps to set up, 
if possible, similar regional 
groups to work with the 33 WAA 
Regional offices in getting goods 
into hands of veterans. 

Under General Gregory’s or- 
ders, 104 veteran certification 
offices have been or are in the 
process of being established in 
the 48 states to receive new ap- 
plication for certification. 

The complete set-aside list of 
items for exclusive veteran sales 
follows: 

Automotive vehicles: New and 
used passenger cars, jeeps, all 
types trucks of 2% ton or less, 
bomb trucks, all trailers, motor- 
cycles and scooters. 

Tractors: D4 & R4 caterpillar 
—36-45 DBHP or equal; D7 
caterpillar — 61-90 DBHP or 
equal; D8 caterpillar — 91-140 
DBHP or equal; TD9 Interna- 
tional—36-45 DBHP or equal; 
TD14 International—46-60 DBHP 
or equal; and TD6 International 
—46-60 DBHP or equal. 

Machinery: Tractor-type scrap- 
air compressors, batching 
plants, crushing and screening 
plants, ditching machines, cranes, 
land levelers and plows. 

Medical, dental, surgical, 


| equipment: Typewriters. 


LINOLEUM MAKERS GIVEN 
ADDITIONAL 61% P.C. RISE 


Manufacturers of linoleum and 
felt-base floor coverings have 
been granted an additional 6% 
per cent increase over March, 
1942, prices, bringing the total 
increase authorized at this level 


'to date to 15% per cent. The 


action was effective April 26, 
1946. 

Distributors and dealers will 
be permitted to increase their 
existing ceiling prices by ap- 
proximately the same percentage 
amount authorized to manufac- 
turers in the present action. An- 
alysis of retailers’ expenses of 
handling hard surface floor cov- 
erings shows that they have 
reached the limit of absorption. 
The earlier manufacturer _in- 
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crease was absorbed by distribu- 


tors and dealers, however, so 


that the total increase in cost to 
consumers after today’s action 
will amount to only about six 
cents on the dollar, compared to 
March, 1942, prices. 

The addition was necessary to 
take into account cost increases 
that occurred during the final 
quarter of 1945, figures for which 
were not available at the time 
the original 9 per cent increase 
was given. 

(Amendment No. 1 to Order 
No. 4875—under Maximum Price 
Regulation No. 188—effective 
April 26, 1946.) 

OPA ALLOWS 8 PC 
RISE FOR VISES 


Manufacturers of all vises and 
parts, except vises used as ma- 
chine attachments or hinge or 
chain or pipe vises will be given 
an interim price increase of 
eight per cent over March 3], 
1942, prices, the Office of Price 
Administration announced. Ef- 
fective date of the increase was 
May 6, 1946. 

Resellers may increase their 
prices the same percentage as 
their net costs are increased by 
today’s action. OPA explained 
that resellers of these vises oper- 
ate on a small profit margin and 
vises are a relatively slow mov- 
ing item, so that it is doubtful if 
resellers could absorb the in- 
creased costs. Moreover, it ig 
customary for them to sell .to 
users from manufacturer’s list 
prices. As a result, any absorp- 
tion would unbalance the price 


structure, the agency pointed out. | 
The interim increase in price | 
is necessary, OPA explained, to | 


relieve immediate hardship and 
because enough data have not 
been provided to permit fixing a 
permanent price increase factor. 


When recent wage and ma- 
terial cost increases are deter- 
mined a final price will be fixed 
to return to industry its base 


current costs. 

The industry’s record volume 
of production during the war 
which kept unit costs at a mini- 
mum, has been cut from the in- 
flated wartime volume. As a re- 


(Order 


peacetime normal rate. 
615 under Revised 





| Parts and Industrial Equipment 
| —effective May 6, 1946.) 


PRICE INCREASE GIVEN 
WOOD CUTTING TOOLS 
AT ALL LEVELS 


Effective May 7, manufacturers 
of wood boring and cutting tools 
were authorized by OPA to in- 
crease their March 1942 prices 
by 17.3 per cent. Resellers may 
pass on the exact amount of the 
resulting increase in their in- 
voiced cost, 

If a manufacturer stopped 
selling before March 1942, he 
may take his October 1-15, 1941, 
price as a base. 

Affected are manually oper- 
ated auger bits, drills, drill bits 





prices of which are covered at 
the manufacturers’ level by con- 
sumer durable goods regulation. 


cent at the retail level as a re- 
sult of the increase. These items 
represent only about 2 per cent 
of all cutting and boring tools 
manufactured. 








Washer-lroner Prices to Consumers 


Allowed 1% Per 


Prices consumers will pay for 
washing machines and ironing 
machines are increased on aver- 
age of around 1% per cent as 
the result of an increase of 6.8 
per cent simultaneously allowed 


in manufacturers’ ceilings, the| 


Office of Price Administration 
has announced. 

These increases, effective April 
30, 1946, reflect higher wage 
rates and material costs incurred 
by manufacturers. 

The amount of the increase 
consumers will be required to pay 
will vary from zero to around 3 
per cent depending on the model 
machine. The higher-priced 
models will be increased little or 
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Cent Average Increase 


not at all, while the lower-priced 
models will be increased in many 


period earnings on the basis of | 


sult, manufacturers are unable to | 
produce vises profitably at the | 
present frozen price levels, OPA | 
said, although the production | 
still remains far in excess of a | 


Maximum | 
Price Regulation 136—Machines, | 





between 8 per cent and 9 per | 


and braces, wood borers, saws | 
and saw frames, the ceiling | 


The tools affected will go up | 


cases by the full dollar amount | 


of the increase at the manufac- 


turing level. Thus distributor | 
and dealer dollar margins on low- | 


are relatively low, will not be re- 
duced as a result of the action. 
At the same time, this action 
streamlines OPA’s procedure for 
setting retail ceiling prices on 
new model washing and ironing 
machines. 
(Amendment 2 to 


Revised 


priced models, on which margins | 


Maximum Price Regulation 86— | 
Domestic Washing Machines and 


Ironing Machines—effective April 
30, 1946.) 


LIKE AN OLD 
FRIEND 


For almost 30 years many 
thousands of men and women have 
learned to look for the “Gold 
Medal” trade mark when buying 
toys. Transogram “Gold Medal” 
toys have consistently maintained 
their leadership in 50c to $5.00 
items for three reasons — 


1 —They‘re packed with valve. 

2 — They’re IDEA-CREATED for 
new-sales punch. 

3 — They're tops in quality. 


Look te TRANSOGRAM for 


TRANSOGRAM COMPANY, Inc. 


MANUFACTURERS 
CHARLES S. RAIZEN, President 


200 FIFTH AVE., NEW YORK 10, N. Y. 








This handy Red-Top 


RIGID | 


yoke vise makes your 


sales easier .. 


= 


Handy, integral pipe 
rest and pipe bender 


en | | ee 


@ Buyers look for the red yoke on a black base 
when they buy a bench vise—for this sturdy 
Ritaip> of strong special 
malleable offers them unu- 
sual convenience. It has an 
integral. pipe rest for easier 
cutting and threading; it 
has a handy pipe bender. Its 
tool-steel LonGrip jaws are 
easy on polished pipe. It’s 
more for the money—repeat 
sales are easy and profit- 
able for you. 


Rima Vises, 

Yoke & Chain 

in 9 styles, 
23 sizes. 


WORK-SAVER PIPE TOOLS 


THE RIDGE TQOL COMPANY «+ ELYRIA, OHIO, U.S.A. 


| prices 











Jobbers With Retail Outlets Given 
New Pricing Methods for Hand Mowers 
Aluminum Ware and Small Appliances 


Most resellers who act both as 
wholesalers and retailers of hand 
lawn mowers, aluminum ware 
and small electrical appliances 
have been provided with a new 
method of fixing their ceiling 
on these items by the 
Office of Price Administration. 

The action, effective May 18, 
1946, applies to primary jobbers 
who also sell at retail through 
their own retail outlets. These 
distributor-retailers have been 
provided with fixed percentages 
which they may add to their in- 
voice costs in determining their 
ceiling prices. These fixed per- 
centages reflect the entire absorp- 
tion required of these sellers by 
the agency. 

The mark-ups provided by this 
latest action have been computed 
from base period data so that the 
resulting retail prices for these 
sellers will bear the usual rela- 
tionship to the ceiling of other 
retailers on the same items, the 
agency said. 

Additional protection for con- 
sumers is also provided by the 


| action, which requires preticket- 


ing of these items. The retailers 
are required to preticket the 
merchandise they have on hand 
or that which has been boxed for 
shipment before June 1, 1946. 
The agency explained that 
these distributor-retailers cus- 





tomarily gave their smallest pur 
chasers a 25 per cent discount 
from list prices on the items and 
gave additional discounts to larg: 
volume buyers. However, previ- 
ous regulations did not permit 
them to maintain their former 
discount schedule and so altered 
usual merchandising methods. In 
addition, these resellers in some 
cases were required to grant an 
initial discount in excess of their 
customary 25 per cent and then 
apply all other customary dis- 
counts below that figure. As a 
result, virtually all profit for pri- 
mary ‘wholesaling services was 
eliminated. 

The action will not affect con- 
sumer prices since it continues to 
require total absorption of vari- 
ous manufacturers’ increases but 
it apportions them among the 
various levels of distribution to 
conform with the general dis- 
count pattern for these resellers. 
New discounts have been fixed 
for the smallest dealers and a 
factor applied to customary dis 
counts below this level. 

(Supplementary Order No. 158 
—Establishment of Ceiling Prices 
of Hand Lawn Mowers, Alumi- 
num Ware and Small Electrical 
Appliances Sold by Certain Dis- 
tributor-Retailers — effective May 
18, 1946.) 








NO CHANGE IN BINDER 
TWINE CEILING FOR 1946 


Present maximum prices for 
binder twine will continue 
through 1946, according to the 
Office of Price Administration. 

Furthermore, Reconstruction 
Finance Corporation will con- 
tinue to make the fibers used in 


| producing this twine available to 
| manufacturers at prices compar- 


able to the cost of the fibers in 
1943. 

While the ceiling prices were 
established April 5, 1943, and 
have been in effect since then, 
this statement was necessary, the 
agency said, because it is a prac- 
tice of the trade to announce 
manufacturers’ prices for the 
year at this time or earlier. 

The price schedule that will be 


| continued (Maximum Price Reg- 





ulation 360 — Binder Twine) 
covers prices at all levels of dis- 
tribution. Dollar-and-cent ceil- 
ing prices are established for 
sales to jobbers and retailers and 
definite retail mark-ups are sup- 
plied for retailers to add to their 
maximum purchase prices. 

Farmers are the only users of 
this twine and continuance of the 
1943 ceilings through this season 
will enable them to secure their 
supplies at reasonable prices. 

At a recent meeting of OPA 
officials and the Binder Twine 
Manufacturers’ Industry Advisory 
Committee prices for the 1946 
season were discussed. From 
data submitted by companies 
that. represent the major part of 
the free labor production, no 
change in price is warranted at 
this time, OPA said. 
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| Refrigerator Retail Ceilings Raised 


On Average of Four Cents on Dollar 


The retail price of household | 


mechanical refrigerators will be 
increased on the average slightly 
over four cents on the dollar as 
a result of an 8 per cent ceiling 
price increase allowed to manu- 
facturers by the Office of Price 
Administration. 

The manufacturers’ increase is 
effective April 18, 1946, and the 
retail price increase will go into 
effect as soon as dealers receive 
refrigerators invoiced to them at 
the adjusted prices. 

Prior to this increase, retail 
prices of refrigerators were at 
their average March 1942 level, 
although as a result of an ad- 
justment of retail prices allowed 
last fall by OPA many models 
have been 3 per cent below 
March 1942 prices. The present 
increase will raise these models 
to slightly above the March 1942 
level, while other models for 
which prices were raised by the 
action last fall will be increased 
further. 


The 8 per cent increase grant- 
ed the refrigerator manufacturers 
is the first industry-wide increase 
granted the industry since the 


end of the war. The adjustment | 
reflects all labor and material | 


cost increases allowable under 
the new wage-price policy. 
Distributors and dealers are al- 
lowed to pass on the exact 
amount of the manufacturers’ in- 


crease, so that the consumers will 
pay the current dollar-and-cent | 
ceiling price plus the dollar | 


amount of the manufacturers’ 
price increase. 

As a result of the reconversion 
adjustments granted last October, 


over-all dollar margins realized | 


by distributors were reduced be- 
low March 1942 levels, and this 
reduction is the most that can be 


required under present distribu- | 
tor absorption standards, accord- | 


ing to OPA. 


(Amendment No. 9 to MPR 


598—effective April 18, 1946.) 








MARITIME COMM. SELLING 
1200 SURPLUS EVINRUDE 
OUTBOARD MOTORS 


Nearly 1200 new four-cylinder 
50-hp Evinrude Model 8008 out- 
board motors, a scarce civilian 
item since the end of hostilities, 
can now be purchased at $300 
each, with additional discounts 
to quantity buyers, the United 
States Maritime Commission an- 
nounced. 

The outboard motors, declared 
surplus by the Army, are de- 
scribed as being especially de- 
signed for high speed. When 
used with light military craft, 16 
ft. in length by 6% ft. beam, 
they have proven speeds in ex- 
cess of 40 miles per hour. When 
used with racing craft, they 
should exceed a speed of 50 
miles per hour. 

The motor weighs 195 Ibs. and 
develops 50 hp at 5500 rpm with 
a 15.21 gear ratio. Particularly 
adapted to cruisers and runa- 
bouts as well as racing boats, the 
motor embodies the basic fea- 
tures of all high-powered racing 
motors. 

The outboards are located at 
Richmond, Va., Granite City, IIl., 
Memphis, Tenn., and Lathrop, 
Calif. 

Permission to inspect, along 
with more detailed information, 
may be obtained by contacting 
the Materials Disposal Section, 
U. S. Maritime Commission, 
Washington 25, D. C., or any 
of the following Maritime Settle- 
ment Section offices: 39 Broad- 
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way, New York, N. Y.; 1015 
Chestnut Street, Philadelphia, 
Pa.; 1212 N. Lake Shore Drive, 
Chicago, Ill.; 348 Baronne St., 
New Orleans, La.; Foot of Ade- 
line Street, Oakland, Calif. 


METAL FURNITURE 
MAKERS GIVEN PRICE 
INCREASE 


An interim wage-price increase | 
amounting to 2 per cent of 1941 | 


prices has been granted to man- 
ufacturers of metal household 
furniture by the Office of Price 
Administration, to offset the re- 
cent rise in the price of steel. 

The industry already has re- 
ceived a 5 per cent increase un- 
der the reconversion formula. 
When a cost study of the indus- 
try has been completed, the in- 
crease factor—which now totals 
7 per cent over 1941 prices—will 
be adjusted if necessary to meet 
the full requirements of the 
wage-price policy directive. 

The action, effective April 29, 
1946, requires resellers to absorb 
the present increase, leaving re- 
tail ceiling prices unchanged. 
Unless further increases at the 
manufacturing level become nec- 
essary, dealers will be able to 
sell at prices in effect in March, 
1942, without curtailment of real- 
ized margins below those of a 
normal peacetime period. 

(Amendment No. 1 to Order 
No. 8 under Section 1499.159e of 
Maximum Price Regulation No. 
188—effective April 29, 1946.) 





%& The Mid-States name is recognized far 


and wide as a guarantee of sound design 
and highest quality. It’s a name with an envi- 
able reputation for fence satisfaction on 
thousands of American farms ... a name 
backed by many years of fence-making 
experience . . . and advertised consistently 
and aggressively to your customers. 

As industry-wide difficulties are solved and 
fence production gets in full swing again, 
you'll find the Mid-States name a big advan- 


tage in outselling your competitors. 


MID-STATES STEEL AND.WIRE COMPANY 


Crawfordsville, Indiana 


Barbed Wire + Steel Posts * Steel Trussed Gates 
Blue Ribbon Bale Ties and other steel products for the farm. 








| Mechanics’ Hand Tool Manufactarers 
Get Interim Wage-Price Rise: 
Increase to Be Passed On 


Manufacturers of mechanics’| Affected are hand-operated 
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PROFITABLE TO SELL. 
They’re reasonably priced and discounts are sub- 
stantial. Each pump is exceptionally well constructed 
of high grade bronze. 
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USED BY EVERYONE — 

in all industries — dairies, wineries, canneries, 
machine shops, food and chemical plants, paper 
mills, fishing, boating, air-conditioning, etc. 
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Distributed nationally by leading hardware jobbers, 
@ by wholesale farm implement houses, ship chandlers, 
pump distributors, wholesale plumbing companies, etc. 


6 NOW AVAILABLE, PROMPT DELIVERY. 





NATIONALLY ADVERTISED. 
industrial agony 

i LING i ' 
magazines, ote cords and advertising literature 
Counter 


available to help build your sales. 


fishing and marine 
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ers, 
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These pumps are F ! 
i thane hedhoheaat The pump with the RUBBFR impeller! 


from %" fo 1%" (oil resistant) 
JABSCO PUMP COMPANY | 
8302 Wilshire Boulevard ¢ Beverly Hills, California 
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hand service tools have received 


| an interim wage-price increase of 


five per cent over March 1942 
prices (or October 1-15, 1941, if 
no March 1942 price existed), 
the Office of Price Administration 


| said. 


The five per cent will cover 


| cost increases now on record at| 


| OPA, but will be readjusted if 


an industry cost study now being 


made shows that more is neces- 


sary to meet the requirements of 

the wage-price program adopted 

last February, OPA said. 
Resellers will pass on the dol- 


| lar-and-cent amount of the in- 


crease, so that prices paid by 
users will rise about 24% per cent 
above existing ceilings. The ac- 
tion is effective May 7, 1946. 





tools of the followirg kinds: 
auto mechanics’ tools, chisels, 
mechanics’ hammers, pliers, 
punches, screw drivers, metal- 
cutting snips and shears, wrench- 
es and spanners including sockets 
and drivers, nail sets, metal tool 
cases and tool kits. 

Only tools priced under the 
consumer durable goods regula- 
tion are affected by this action 
however. Other types of metal- 
cutting devices and all machine- 
operated tools are classified as 
machinery, and are priced under 
the machinery regulation, OPA 
explained. 

(Order No. 4990 under Section 
1499.159b of Maximum Price 
Regulation 188 — Mechanics’ 
Hand Service Tools — effective 
May 7, 1946.) 








STOCK SCREEN GOODS 
GET 14% P.C. RISE 


Ceiling prices for stock screen 
goods, including southern and 
western pine screen doors and 
hardwood extension screens, have 
been raised by an average of 
13.38 per cent over existing de- 


| livered maximum prices by the 


Office of Price Administration. 
The increase amounts to 144% per 


| cent over the f.o.b. mill prices. 


The higher prices went into 
effect May 8, 1946. Manufactur- 
ers, OPA said, should be able to 
cover increases in materials and 
labor costs as well as realize 
1937-1942 base period profits as 
a result of this move. OPA 
pointed out that the increase is 
the first authorized since March 
1942 for 95 per cent of the prod- 
ucts covered in today’s order and 
that the remaining products were 
only slightly increased in price 
in May 1943. 

OPA measured current costs 
over 1941-1942 costs as the basis 
for the action. However, the 
agency said it would review the 


| industry’s experience under the 


new ceilings within several 
months to determine their fair- 
ness. 


The OPA study of costs show- 


ed that material went up 17.9 
per cent and labor advanced 36.9 


per cent. In addition the indus- 
try has had to pay more for 
western pine shop lumber as tke 
result of a recent price increase 
of $4.50 per thousand board feet. 

The action also formalizes the 
announcement made previously 
by OPA that resellers of combi- 
nation screen and storm doors 
may pass on to consumers the 





actual dollar-and-cent increases 
in cost to them resulting from 
the rise in ceilings for producers. 
Data are now being collected by 
OPA for study of the resellers’ 
ability to absorb part of the 23.2 
per cent increase. 

(Amendment 7 to Maximum 
Price Regulation 381 — Stock 
Screen Goods—effective May 8, 
1946.) 

SURPLUS INSECT BOMBS 
GET 25c. RETAIL CEILING 


Ceiling prices have been estab- 
lished for new insecticide liquid 
aerosol bombs declared surplus 
by the War Department and of- 
fered for sale in regular civilian 
channels, the Office of Price Ad- 
ministration announced. 

The bombs are packed three to 
a box and contain Pyrethrum, 
DDT, oil Caccine and lubricating 
oil. When a cap is pulled, a 
vapor, said to be fatal to al] 
kinds of insects, is released. 

Effective May 7, 1946, the re- 
tail ceiling price is 25 cents for 
a box of three. On all sales to 
wholesalers, the ceiling price is 
3 cents each; and on all sales to 
retailers, 514 cents each. 

War Assets Administration has 
informed OPA that 2,181,000 of 
these bombs, now located in 
Boston, Mass., are available for 
sale through the regional office 
of that agency. 

The ceiling price must be 
plainly marked on each box for 
sale at retail. 

(Order 119 under Supplemen- 
tary Order 94—Special Maxi- 
mum Prices for Certain Insecti- 
cide Aerosol Bombs—effective 
May 7, 1946.) 
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SHOVEL MAKERS GET 
INTERIM PRICE RISE 


Manufacturers of steel shovels, 
scoops and spades have been 
granted an interim wage-price in- 
crease amounting to 9 per cent 
of their existing ceiling prices. 

During the interim period, the 
dollar amount of the increase will 
go through to consumers, which 
means that current retail ceilings 
will go up about seven to 10 
cents on the average popular 
priced items, or about 4% per 
cent. The action was effective 
April 26, 1946. 

The industry has been in sub- 
stantial production throughout 
the war and, therefore, received 
no reconversion increase. Cur- 
rent ceiling prices are not suff- 
cient to yield a normal return on 
net worth, taking into account 
the wage and materials cost in- 
creases made eligible for consid- 
eration by the recent executive 
order covering wage-price rela- 
tionships, according to OPA. 

The exact amount of the in- 
crease that would be necessary 
has not yet been determined, but 
the 9 per cent granted by the 
present action will cover wage 
price costs already sustained by 
a substantial segment of the in- 
dustry. When the cost survey 
now being undertaken is com- 
pleted, the interim factor will be 
adjusted if necessary. 

(Order No. 4973 under Maxi- 
mum Price Regulation No. 188— 
effective April 26, 1946.) 


WIRE NAIL SHORTAGE 
THREATENS HOUSING, 
FOOD SHIPMENTS 


A currently indicated shortage 
of 230,000 tons of wire nails for 
1946 is seen here as a serious 
threat not only to the housing 
program but to the crate supply 
for shipment of certain types of 
perishable foods. 

Preliminary estimates by CPA 
indicate that total nail require- 
ments by all consumers for the 
year will be 830,000 tons as 
against the estimated production 
of 600,000 tons. Already cur- 
tailed by the steel strike, CPA 
said nail production was further 
set back by the coal strike. 

Other shortages seen as affect- 
ing the housing program exist in 
the cast iron soil pipe and plumb- 
ing supply industries. Lack of 
pig and scrap iron is delaying 
manufacture of soil pipe which 
rose 2400 tons in March to a 
total of 28,000 tons; little or no 
increase was forecast for April. 

Sheet steel, pig iron and coke 
shortages are retarding plumbing 
supplies. Bathtub production 
(about 80 per cent cast iron) is 
expected to fall short of 1946 re- 
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quirements of 1,350,000 units by 
300,000; lavatories (45 per cent 
iron and steel), 445,000 units | 
short of the needed 2,115,000; | 
and sinks (75 per cent iron and | 
steel), 900,000 units less than the 
required 2,300,000. 


NEW LATIN AMERICA 
MARKET GUIDE READY 


The new, fully revised 1946) 
edition of the Market Guide for 
Latin America is now being dis- 
tributed by its publisher, Ameri- 
can Foreign Credit Underwriters, 
170 Broadway, New York. 

This 25th revised edition of the 
Guide lists more than 75, 
buyers and agents—wholesalers, | 
manufacturers, retailers, distrib- | 
utors, commission agents, etc.— 
in all countries of South and | 
Central America, Mexico, Cuba, 
Puerto Rico and the West Indies. 
Each listing shows full firm name 
and trade style, street and postal 
address, line of business (prod- 
ucts handled), together with a 
capital and credit rating indicat- 
ing the relative size and “per- 
formance record” of the subject | 
firm. A trade classification simp- 
lifies the selection of buyers in | 
individual industries or trades. | 
Names on the U. S. Blacklist are | 
indicated by special symbol. The 
separate trade list section lists 
leading industries, transport ser- 
vices, utilities, Chambers of Com- 
merce and trade associations, etc. | 
General information pages con- 
tain factual information, such as 
agency and distributing centers, 
sales terms, monetary units, cus- 
toms regulations, banks and 
banking towns, nearest seaports, 
communications and_ steamship 
charts, “Do’s” and “Don’t’s” in 
export and other data needed in 
export marketing and credit 
work. 

The Market Guide is available 
from publisher on subscription | 
basis with monthly supplements 
and auiliary services which keep 
the contents revised. 





LOUIS-CONN FIGHT 
DISPLAYS OFFERED 
BY GILLETTE 


Building for one of the largest | 
audiences in the history of com- 
mercial radio, the Gillette Safety 
Razor Co., Boston, is releasing 
full-color window and counter 
displays to dealers calling atten- 
tion to its sponsorship of the 
Louis-Conn heavyweight boxing 
championship on June 19. 

The broadcast will be carried 
by the full facilities of the 
American Broadcasting Company 
in the United States and the Do- 
minion Network of the Canadian 





Broadcasting Corporation. 
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YOUR STORE 
McKINNEY 
means Good Business 


McKinney is a name known throughout the 
building industry~-a name that for over 
eighty years has stood for good hardware— 
the kind of hardware that brings permanent 


home owner satisfaction. 


To dealers, McKinney is listed among the 
names whose products are quality “‘stand- 
bys” for good, steady, profitable business. 


Now, more than ever before, with a promis- 
ing future in building materials—Mc Kinney 
Hardware will be in even greater demand. 
Stock with McKinney for good business. 


McKINNEY 


SINCE 1865 
oe) MANUFACTURING COMPANY 
PitTTsBeUuRGH 12 PENNSYLVANIA 
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ruled out any immediate rise in retail 
May 23, 1946 prices. The agency ordered dealers to ab- 
sorb the increases, pending a survey of 
Lawn mowers—Manufacturers of by OPA in a late amendment to price or- uelncslen? and saidien? code The te 
hand lawn mowers have been granted a der 126. creases are applicable to special-purpose 
wage-price increase amounting to 9.4 per -"? 2 as well as standard receiving tubes. They 
cent of existing ceilings and bringing total Utica hand tools—Effective April are: On tubes sold for replacement pur 
postwar increases allowed to 28 per cent 23, OPA authorized Utica Drop Forge Tool poses, 20 per cent over the March, 1942, 
of Oct., 1941, prices, OPA announced May Co. to increase by 10.6 per cent its maxi- level at which prices had been frozen. On 
1, under Revised Order 3, MPR 168. Con- mum prices just previously in effect, for all other tubes, including those for use in 
sumer prices will advance between nine sales of hand service tools which it manu- new radios, 15.5 per cent over current ceil- 
and 10 per cent as a result, OPA says. factures. Resellers are required to calcu- ings. 
Resellers were required to absorb the 17 late their ceiling prices by adding to in- a es 
per cent manufacturer increase granted voice cost the same percentage mark-up Container-board and gypsum 
last fall under the reconversion pricing pro- which they have on the “most comparable lath—CPA comments that now, with man- 
gram but are not being required to absorb article” for which there is a properly es- ufacturers largely converted to peacetime 
the additional wage-price increase OPA tablished ceiling price. products, the demand upon the boxboard 
said. Manufacturers’ increases were effec- ** * industry for containers is greater than it 
tive May 1, Sut mowese chigged by mene- Radio tubes—Effective May 2, by has been in years. But, there is another 
facturers prior to that date must be sold amendment to price regulation 136, OPA _ need which is becoming increasingly acute, 
under existing ceiling prices at all levels has given manufacturers of radio tubes and which emphasizes the necessity for 


of sales, OPA announced. price increases of up to 20 per cent, but the industry raising its output. That need 
© . * 











Cutlery and table-ware — Since 

OPA recently relinquished most of the 
+ 
controls on prices of cutlery, some manu- Wholesale Hardware Sales 
facturers have advanced their prices. Some 
pocket knife manufacturers are reported ta rae Divisions, for March, 1946 
by wholesalers to have advanced their — > a —— _ 
prices as much as 50 per cent. Some shear SALES REPORTED SALES YEAR-TO-DATE b 
manufacturers have advanced their prices ay 
¢ Saas ‘ercent 
20 to 3 per cent. A majority of cutlery DIVISIONS Change P (Add 000) 
plants visited during the past 60 days, 
seem to have a good supply of steel, but 
labor uncertainties and the lack of effi- 
ciency on the part of their help, has cut 
production away down. The making of U. S. TOTAL 
silverplated ware seems to be curtailed on New E 
account of the price of silver. 
. . 7. 

Toys and wheel goods—Distribu- 
tors report a liberal supply of high-grade 
metal toys coming through from old line 
manufacturers at the present time. This Seeeihintininea by Current Whalecate Trade 
rate, however, needs to be stepped ap be- a Includes 35 reports received too late to be incorporated in Census Bureau published releases. 


tween now and the Christmas selling sea- pf ap We eclved toe late for incon In previous mort , 
son. Manufacturers of wheel goods have 
: s States comprising regions: 
kept a steady supply coming ” their trade, New Engiand—(Conn., Maine, Mass., N. H., R. L, Vt.) 
but chiefly on high-priced items which Emedle Atteotionnih. J. is Se Gti. Cie 
t Nort ‘entra ee 
they can profitably make under OPA regu- Weet North Contrab—lows. Kan.. Minn Me. Keb. M.D. &. D» ois 
: ; : th Atlantic—; Ge b ‘a., W. Va. 
lations. Suspension of price control on est South Centrat—tAle.. Ky.. bales, Tena.) 
parts for all toys and games except veloc- West South Central—(Ark., La., Okls., Texas) 
ipedes, tricycles, scooters and metal wag- . ie oe vom Sah, Hite He SE, Cu, Wend 


ons longer than 18 in. has been declared 
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COPPER BOTTOM /STAINLESS STEEL COOKWARE 
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Other exclusive Thermic-Ray features: 
DATE b AIR-COOLED HANDLES en © Copper bottoms—atomically bonded in correct thickness 
: ® Vapor Seal—for flavor control 
The black plastic handles and fg P eran : 
Three knobs withstand normal oven b ® Diametric proportions —science-proved for better cooking 
Months ae ’ 
aes temperatures. They are de- ® Balanced weight—heavy enough for long life, light 
signed to grip the hand even bese enough to handle with ease . 
$98,207 when hand is wet and soapy. : 
2,323 Both handle and knob are ‘< Stainless steel—always mirror-shiny—achieves new beauty and new 
14,747 ie 
10.678 attached to steel shaft, spot 2% efficiency in Thermic-Ray design. Add to that the thick copper bottom 
bg welded to the stainless steel and Vapor Seal feature . . . and no other cookware can compare! 
13,487 for lifetime firmness. Aes , : . ‘ 
14480 Sane Remember Thermic-Ray is the only line of copper bottom stainless steel 
wae ——! ¥ cookware with the health-cooking feature—Vapor Seal. 
e Trade a SD? a 
Therm Kiy _ 
= STAINLESS. ST) 4 SEE IT AT THE ATLANTIC CITY HOUSEWARES SHOW—BOOTH 209 
, ia 
Exclusive National Sales Representatives 
THE C¢. 8S. KEATING ASSOCIATES 
General Offices: 222 W. NORTH BANK DRIVE, CHICAGO 54, ILLINOIS % Mid-Western Sales Offices: C. $. KEATING, ROOM-1464 MERCHANDISE MART, CHICAGO 54, ILL. 
West Central Soles Offices: BERT J. CLARK, 415 CITY BANK BLOG., KANSAS CITY 8 MO. & Western Soles Offices: E. L. ECKENRODE, 405 SOUTH HILL ST.,LOS ANGELES 13, CAL 
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Wholesale Hardware Inventories* 
By Geographic Divisions, for March, 1946 





END-OF-MONTH INVENTORIES (Cost) 
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8 Includes 26 reports received too late to be incorporated i 
h Stock-sales ratios are obtained by dividing the stocks by 
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in Business Division by Current Wholesale Trade 
Bureau published releases. 
for an identical group of firms. 








is for paper liner to use in making gypsum 
board and lath, vital materials to the vet- 
erans housing program and to construction 
in general. The same mills and raw ma- 
terials are used to make both paper liner 
and container boxboard. CPA now is call- 
ing upon the boxboard industry to deliver 
to the gypsum products industry approxi- 
mately 11,000 tons of paper liner a month, 
amounting to about § per cent of total 
boxboard production. “For 1946,” says 
OPA, “we need an estimated 4,055,000,000 
sq. ft. of gypsum board and lath. The 
gypsum products industry has only enough 
capacity in its own mills to produce about 
half the required paper-liner—the other 
half must come from the boxboard mills.” 
oe 7 7 

Gray iron castings — Following 
the relief given recently on malleable cast- 
ings, OPA has amended price regulation 
244, and authorized ceiling price increases 
ranging from 6 to 18 per cent for gray 
iron castings, effective May 3. 

* * # 

With ceilings off—Machine tool 
prices advanced approximately 10 to 20 
per cent in the last two weeks following 
the orders issued by the Office of Price 
Administration suspending certain larger 
machine tools from price control and al- 
lowing increases of 20 per cent on all other 
The industry appears to be proceed- 
cautiously in effecting allowed in- 
Dealers report that only a few 


types. 
ing 


creases. 


| manufacturers have raised their prices the 


full 20 per cent. However, Vice-President 
the National Machine Tool 
Builders Association says that a 20 per 
cent increase is not sufficient to cover the 


| rise in labor and materials costs since 


1941, the base year for the industry. Labor 
costs are up to 60 per cent from 1941, he 
states, while, at the same time, produc- 
tion volume is now at the rate of $25,000,- 


000 per month, against the peak yearly 
production of $1,320,000,000 in 1942, and 
the $750,000,000 of 1941. Regardless of 
whether all manufacturers have taken ad- 
vantage of the opportunity to raise prices or 
not, most have been protecting themselves 
with clauses, providing for billing at the 
prevailing price at time of delivery. Time 
of delivery now may mean anything from 
a few weeks to a few months, or as long 
as iwo years in rare instances. 
* 6 * 

Asphalt coated sheets — During 
the past year or more, there has been ac: 
tive promotion, and a widening use, of 
black (asphalt) coated steel sheets, either 
flat, or (usually) corrugated or otherwise 
formed, for roofing and siding purposes. 
OPA, on April 24, further recognized ad- 
vancing costs on such coated sheets. It 
amended price regulatisn 592, authorizing 
that the “maximum net prices for sales of 
bituminous coated steel sheets and acces- 
sories produced by the Koppers Co., Inc., 
may be increased by un amount not in 
excess of 21 per cent.” Also that any per- 
son purchasing these sheets and accessories 
“for the purpose of resale in the same 
form may increase his presently estab- 
lished (GMPR) maximum prices by 2 
dollars-and-cents amount not exceeding his 
actual increase in cost resulting from the 


mill increase.” 
a 7” +. 


Platinum freed— OPA amended 
Price Order 129, effective April 29, and 
released from control the “platinum group” 
metals, including their products. 

* 2 @ 

Lead ceiling criticized — Presi- 
dent Crane, St. Joseph Lead Company, 
commented recently that he does “not 
know of any ceiling more out of line than 
lead.” Its OPA limit at 6% cents per 
pound, compares with a recent 8.09 cents 
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London price. That figures about 9.15 cents 
here, with emergency duty added. 
* * * 

Expansion anchors— OPA has 
amended MPR 591] authorizing a 10 per 
cent ceiling increase, to apply to all types 
of bolt and screw anchors, expansion bolts, 
toggle bolts and inserts. Resale prices are 
to follow the March OPA pattern (in S.O. 
151) which allows a mark-up for whole- 
salers of 331/3 per cent and for retailers 
of 50 per cent. 

. . . 

Copper advance hoped for—Cop- 
per has remained at 12 cents per pound for 
nearly five years. Leading low cost pro- 
ducers, advocating a 15 cents per pound 
ceiling have conferred with OPA, which 
is reported considering a 14 cent ceiling. 
A ceiling price relief, it is said, would get 
the strikebound mines back into produc- 
tion, relieving the critically short supply 
and settling the wage increase demands of 


the miners. 
* * * 


Fabricated steel—Effective May 
1, OPA removed from price control, fab- 
ricated steel structural plates and shapes, 
such as are used for industrial and com- 
mercial buildings, bridges, large storage 
tanks, etc. Expecting, as a result, some 
price advance (which OPA feels probably 
are deserved on these lines, by reason of 
advanced costs), such fabricated steel is 
not likely to greatly affect the “cost of 
living.” Its use in residential construction 
is scant—while, percentage-wise, in other 
construction, any advances would have 
relatively insignificant effect. 

. * 7 


Removed from price control— 
On April 29, OPA suspended price ceil- 
ings on most telegraph and teletype equip- 
ment, including all complete units and 
parts. Price controls remain on storage 
batteries, wire and cable connectors, pole 
line hardware and other general hardware 
items where use is not limited to telegraph 
or teletype installations. Geilings also were 
suspended by OPA, on zinc engravers’ 
plates, on dynamite, and on turbines and 
turbine governors. 

eee 

Increases authorized — Manufac- 
turers of all vises and parts, except vises 
uséd as machine attachments or hinge or 
chain pipe vises were given an interim 
price increase of 8 per cent over March 
31, 1942, prices by an OPA order under 
price regulation 136 effective May 6. 
Wholesalers report receiving an advance of 
19 per cent on rubber sheet packing, which 
may be “passed along” by resellers to the 
same percentage extent. 

e 6 ¢ 

Further OPA actions — Ceiling 
Price increases on -ertain types of cast 
iron radiation and accessories that have 
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o+- BY CRAFTSMEN 


GREENLEE 
EXPANSIVE BITS 


Here is your answer to the wide demand for a fast, easy 
boring expansive bit . . . with free, positive chip clear- 
ance! For the GREENLEE specially-designed wide, open 
throat assures smooth, uninterrupted action always. All 
parts expertly designed and processed of top-quality steel. 
Cutting edges are filed sharp, and tested in wood. And 
remember, GREENLEE Expansive Bits are made in two 
securely-locking styles . . . Set-fast as illustrated or Plain. 
Sell top quality . . . sell GREENLEE! 


“> 
MNGREENLEE: 


FOR THE CRAFTSMAN 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels « Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools ® For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1805 Herbert Avenue, Rockford, Illinois, U.S.A. 
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* Key hole use 

¢ Narrow adjustment 

¢ Wide clearance adjustment 
° Angle thrust 

* Uses broken biades 


Just the thing for home craftsmen, ma- 
chinists, metal workers, mechanics, butchers, 
farmers, carpenters, etc. Hak-Grip fits all 
standard hack saws. Gives better blade 
support, and makes a saw much more 
adaptable—even makes use of broken 
blades! Mounted |2 pair to a colorful dis- 
play card, illustrating all five new uses. 
Send this ad to your jobber, or write us, 
giving his name. 


Patil 29 Ferir 


KENNETH £. LUGER COMPANY 


510 E. 24th St., Minneapolis, Minn. 
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BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ Oll TEMPERED SPRINGS 





| only 472,132 tons. 


| been out of production during the war, 


were authorized by OPA in a recent 


| amendment to price regulation 591. The 


price increase rate for manufacturers of 
radio transformers used in power circuits 
and vibrators was raised by OPA from 16.1 
per cent (authorized Oct. 11, 1945) to 19 
per cent in an amendment to price regu- 
lation No. 136, effective May 7. Whole- 
salers’ dollar-and-cent ceiling prices for 
waterproof rubber footwear have been in- 
creased 10 per cent, by OPA, by amend- 
ment to regulation 229. Dollar-and-cent 


| ceiling prices are established by OPA for 


new T-squares and straight edges, de- 
clared surplus by the government and of- 


| fered for sale in regular civilian channels. 
| The details are established in an order 
| under supplementary price regulation 94. 


Under the same regulation, OPA also has 
set dollar-and-cen’ ceilings for new 12-inch 
triangular boxwood scales, made surplus 
by government agencies. 

. * * 

That lead shortage—The con- 
tinuing shortage of lead will become worse 
as industrial production increases and the 
der ind for the metal grows stronger, min- 
ing executives predict, and many agree 


| that it will be a “period of years” before 


lead supplies are adequate. Although the 


| demand for lead has remained at a high 


point, output of refined Jead in the United 


| States has declined steadily for the last 


three years, and indications are that 1946 
refinery output, will sharply drop below 
that of 1945. In 1943 refined lead output 


| was 546,673 tons; in 1944, 538,618, and in 


1945, 524,328. In the first quarter of this 
year production was at the annual rate of 
Price is still one of the 
problems facing the lead industry. Pro- 


| ducers assert that OPA’s pricing policies 


are hampering output, and they are now 
attempting to obtain revision. In 1942 the 
basic lead price was set at 644 cents per 
pound, and it has remained at that level, 
except that an elaborate system of govern- 
ment premiums and subsidies has been 
added. These subsidies, under a quota sys- 
tem, vary from mine to mine, and from 
month to month. Effective prices range from 
6%% cents per pound to as high as 14% 
cents. A similar situation exists in copper 
and zinc production. 
> > 
A sell-out for generators—The 
sudden demand for individual power plants 
created by the electricity restriction orders 
in many cities, has practically swept the 
country clean of surplus army generators. 
The War Assets Administration and com- 
panies which had stocks of generators for 
sale before the crisis arose report that sup- 
ply quickly showed itself to be far short 
of demand. A Chicago office spokesman 
for the Clark Mfg. Co., Milwaukee, said 
that their “phones ring from eight in the 
morning until midnight, and there is hardly 
time to eat luncheon.” In the first few 
days, after the power restrictions became 
effective, the company’s Chicago office sold 
150 generating units, including 100 diesel 
and 50 gasoline types, at prices ranging 
from $200 for the smaller units to $11,000 
for the large installations. 
eee 
Western pine millwork — OPA 
announced, on May 5, a 23 per cent aver- 
age insrease in the ceiling prices of stock 
millwork made from western pine lumber, 
but specified that consumers would absorb 
the increase. The detailed increases ap- 
proved by OPA, but subject to later re- 
view, were: Frames (to encourage produc- 
tion on this normally “low-end” item), 25% 








Wholesale Hardware Collections 
' on Accounts Receivable’ 


By Geographic Divisions, for March, 1946 
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McGILL Meta. Prooucts Co. 
Marengo, Illinois 
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per cent; open sash, 244% per cent; doors 
with plywood panels, 25 per cent; doors 
with raised panels, 22 per cent; glazed 
sash, 15.75 per cent; combination doors, 22 
per cent; window-screens, 2044 per cent; 
and other items, including specialties, 22 


per cent. 


Other building materials—OPA 
has announced a price increase to encour- 
age needed production of asphalt coated 
insulating sheathing for the veterans’ hous- 
ing program. This amendment under price 
regulation 592 is effective immediately. 
Also effective now, is an OPA amend- 
ment to price regulation 381, whereby ceil- 
ing prices for stock screen goods, including 
southern and western pine screen doors 
and hardwood extension screens are raised 
an average of 18.38 per cent from existing 
delivered maximum prices, or by 14% per 
cent from f.o.b. mill prices. Inventory hold- 
ings on gypsum board and gypsum lath are 
tightened by CPA amendment to priorities 
regulation 32, which also makes minor 
changes in the restrictions on lead and 
steel inventories. 





*- ¢ 8 





Awnings and window-shades — 
An interim rise of 12 per cent over March, 
1942 prices, to cover fabric cost increases, 
was granted manufacturers of awnings by 
OPA in a recent order under price regu- 
lation 188. Also, says a commentator, 
“window shades are going up.” OPA has 
increased their price 2 to 12 cents per unit 
for cousumers, as a result of an industry- 
wide increase to manufacturers. Shade 
makers have received increases, ranging 
from 15 to 20 per cent, “to spur production 
of shades for the veterans’ housing pro- 
gram.” Cloth, paper and fibre shades all 
are included in the change. 

. e . 


May 4 price adjustments—Effec- 
tive May 4, OPA announced several re- 
visions of specific lines, of interest to hard- 
ware men. An Eversharp safety razor set, 
nickel plated razor and two blades, boxed, 
is priced at $6.25 per dozen to the retailer, 
and 79 cents each to the consumer. Dur- 
ham Mfg. Co. may price its metal house- 
hold furniture at 19.4 per cent over its 
highest Oct. 1941, schedule to each class of 
purchaser. Resellers must use their ap- 
proved percentage mark-up on their “most 
comparable article.” Eastern Tool & Mfg. 
Co. may increase October 1, 1941 sched- 
ules by 16 per cent, on it line of round 
wire and strip hardware. Resellers may 
pass along the dollar-and-cent increase. 
H. S. Stronach and his licensees may price 
his V-pointed non-splitting steel wire nails 
at 50 cents per 100 lbs. over regular wire 
nails of the same size and gage. Resellers 
may use the same differential. 





Other OPA actions—OPA says 


that present maximum prices for binder 
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SAME-DAY delivery between many airport towns and cities 
as far as 1,000 miles apart. (Less than 6 hours by air.) Coast-to-coast 
overnight. 

SPECIAL HANDLING—special pick-up and delivery (no extra 
cost) promotes speed of Air Express delivery. 








GOES EVERYWHERE. In RATES CUT 22% SINCE 1943 (U.S. A.) 
addition to 375 airport communities, Vat Tas | Sms [25 me [ome Ores 
Air Express goes by rapid air-rail FStimtnelnmlanl 2en 
schedules to and from 23,000 other a9 | 102] 1:18] 230] 368] 9.2% 
points in this country. Service direct — . < _ + = 
by air to and from scores of foreign [aay | 14s| 353] 1748] 2024 | Poste 
countries in the world’s best planes 3330 yar | 348| 18.42| 2947] 73.68 
giving the world’s best service. INTERNATIONAL RATES ALSO REDUCED 















































WRITE TODAY for new Time and Rate Schedule on Air Ex- 
press. It contains illuminating facts to help you solve many a shipping 
problem. Air Express Division, Railway Express Agency, 230 Park 
Avenue, New York 17, N. Y. Or ask for it at any Airline or Railway 


Express office. 





























Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 


















ICTOR (Red Squill) Rat Killer 

—a product of the Animal Trap 
Company of America, manufacturers 
of rodent traps—provides guaran- 
teed toxicity. 

Competent authorities have long 
recognized Red Squill as an ideal rat 
control compound because it is deadly 
to rats but harmless to humans, 
poultry or domestic animals. Victor 
Rat Killer is all Red Squill. It is not 
mixed with an inactive carrier. 

Victor Rat Killer is ready for use 
or with the kind of food the rats have 
been eating or with whatever food 
is handy. 

Farmers, poultrymen, extermina- 
tors, warehouse operators, flour mill 
superintendents, restaurant owners, 
health officers and householders— 
anyone bothered with rats needs 
Victor Rat Killer. It kills rats... 
it’s safe to use! 


Packed 1 dozen 2-ounce cans in display carton. 
Order from your jobber today. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTOR 


the name that people know 





twine will continue through 1946, and the 
RFC will continue to make the fibers used 
in producing this twine available to manu- 
facturers at prices comparable to the cost 
of the fibe1; in 1943. Effective May 1, any 
parts for household cooking and heating 


stoves, vacuum cleaners, washing machines | 


and refrigerators, if still under the gen- 
eral maximum price regulation at the man- 
ufacturing level, are eligible for reconver- 
sion increases, if manufacturers qualify as 


| reconverters under rulings issued last sum- 


mer. Ceiling prices were established by 
OPA for new insecticide liquid aerosql 
bombs declared surplus by the War Depart- 


| ment and offered for sale in regular civilian 


channels. Price order 94 contains the de- 


tails. * * «& 


Typewriters at retail—_On May 
8, OPA raised retail price ceilings on type- 
writers, and office machines, effective imme- 
Retail ceilings on portable type- 
writers are increased 34 per cent. The 
raise is 12 per cent for other typewriters 
and business machines, including calcula- 


diately. 


tors, cash registers, and dictation, dupli- 


cating, addressing, and bookkeeping ma- 
chines. Manufacturers prices have been 
increased 12 per cent in each case “to 
compensate for higher labor and material 
costs.” Dealers are being required to ab- 
sorb about two-thirds of the increase on 
portable typewriters. 
* 7 7 

Awning and tent hardware—Ef- 
fective May 1, Astrup Company were au- 
thorized by OPA to adopt ceilings on their 
awning and tent hardware items, by adding 
14 per cent to their Oct. 1, 1941 price basis. 
Resellers may use the same advance, but 
only on an equivalent dollar-and-cent basis. 


* * * 


OPA said “no”—Bedding manu- 


| facturers are hoping for a speed-up of ship- 
| ments of ticking, which they believe have 


been held back pending an OPA price in- 
crease decision. Both textile and bedding 
makers had urged OPA to grant a five per 
cent price incentive to increase the output 
of the fabric. However, OPA has now 
turned down the proposal. Shortage of 





ticking has been one factor which stalled | 


the manufacture of both innerspring and 
cotton felt mattresses, though the industry 
faces also a problem in securing an ade- 
quate supply of innerspring units. Box 


| springs, it.is said are practically off the 


| market. 





A survey indicates that now a | 


number of innerspring unit manufacturers | 


| are operating at 37 per cent of normal, 


others are on a two-day a week basis, while 
some have closed down completely. Re- 
tail stocks of mattresses are said to be 
very low, with retailers holding little hope 
of increases in the near future. The recent 
2 per cent increase in both the retail and 
manufacturers’ prices on wire-tied inner- 
spring mattresses has had little apparent 
influence on output as yet. 





J evn FOX, as you know, is a sly fellow. 
Matching wits with him requires skill, 
but once his regular travel routes are dis- 
covered, he is not difficult to trap. When a 
fox is caught, great holding power is needed 
to keep him. No. 2 Victor Coil Spring Fox 
Trap has a sure grip . . . provides fast action 
and is sturdily built. It was designed after 
the recommendations of many successful 
fox trappers. 


In a few months the trapping season will 
begin again. Trappers in your area will be 
looking for a dependable fox. trap. They will 
see the No. 2 Victor advertised in leading 
farm, boys®and outdoor publications. Make 
your store their most convenient source ... 
order from your jobber soon! 


Have you received your copy of “How To 

Catch More Fur”? It contains many tips 

on traps and trapping. Send for it today— 

it’s free! 

ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTOR 


the TRAPS that people know 
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Paint lines — Distributors report 
that the paint situation has become even 
more critical, with the continued shortage 
of materials forcing some manufacturers 
to shut down one or two days a week. 
Added to the lack of sufficient oils and 
pigments is the shortage of containers, and 
no immediate hope of improvement is seen. 
While the lead shortage is increasingly 
grave, CPA recently established a more 
favorable “base period” for quotas of lead 
chrome pigments, used in the production 
of paints, printing inks, and ceramics. The 
new base period, the first three months of 
1946, will establish a more equitable situa- 
tion than the former 1944 basing—although 
producers will be limited to 77 per cent 
of their consumption of lead during the 
1946 quarter. As to brushes, wholesalers 
learn that bristles have become slightly 
more plentiful. With the handle situation 
“no worse,” brush deliveries are coming 
through slightly better. While some manu- 
facturers are still taking four to five 
months to fill orders, the future outlook 
seems to be improving. 


Bale ties aided—Both preceding 
harvest seasons—especially that of 1945— 
witnessed a very distressing shortage of 
bale ties. Because of this deficiency, CPA 
recently announced the “ear-marking” of 
up to 7,500 tons of wire in government 
surplus property for manufacturing these 


ties. 
» . * 


Wood furniture—A_ prediction 
that output of wood household -furniture 
will reach a new all-time high in 1946 is 
made by Seidman & Seidman, analysts for 
the furniture industry. Despite shortages 
of lumber and other supplies, furniture 
output and shipments in the first quarter 
of 1946 have been so marked that “even 
if production makes no further progress, 
but is maintained at the present level, the 
over-all output for 1946 will substantially 
surpass that of the earlier peak year of 
1941.” Manufacturers, according to the 
report, are booking orders more freely 
than at any time in recent years. For the 
first time February bookings for new fur- 
niture exceeded those taken in January, 
while bookings for March were 86 per cent 
more than those for March, 1945. Ship- 
ments failed to keep pace with bookings, 
the report said, but increased 14 per cent 
in February and 33 per cent in March, 
over the 1945 marks. 


Walkie-talkies—One can now buy 
a “walkie-talkie” in some stores—but can- 
not legally use one without a FCC permit. 
The Federal Communications Commission 
warns that use hy the general public of 
army surplus walkie-talkies might bring a 
$10,000 fine, or two years’ imprisonment, 
or both. Under the communications act no 
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"| don’t mind Chauncey’s 
having a pair of work gloves... 
but I can’t stand that smug look!” 







BOSS Fixo 666—Factory work favorite 





Now, boys! 

Leave Chauncey alone— 

he’s just lucky to be wearing Boss Work Gloves. 
Despite critical shortages, Boss does everything 
possible to increase work glove supplies. 

You can count on your fair share of shipments 

received at regular intervals by 

your Boss distributor. 


WORK GLOVES 


57 YEARS OF HAND PROTECTION 





THE BOSS MANUFACTURING COMPANY e¢ KEWANEE, ILL. 
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SAFGARD 
HOME MILK 
PASTEURIZER. 


Every Farm Home 
Every Small Town Home 


\ a Prospect 





PATS. PENDING 
Statistics show that rural families want clean safe pasteurized milk, free 
of milk-borne diseases. Now, milk can be pasteurized properly at home. 
The SAFGARD Home Pasteurizer is so easy to operate, so economical 
to buy that no farm home can afford to be without it. 

Two-gallon capacity . . . automatic, electrically operated heating 
and timing controls...agitator that keeps milk at uniform 





temperature ... simple, rugged construction. OTHER SAFGA 
Rural families are going to buy it... are you going PRODUCTS RD 
to sell it? © Electric Water 
Heater 
Dealer, Jobber Territory Still Open. © Electric Fence 
Sta, Controller 


* o. Write for complete details. © Float Vaives 


GUARD-IT manuracturine co. 








. 
> 
- 
7 


Dept H, 615 N. Aberdeen, Chicago 22, lil. 





ART AND SKILL OF THE 
MASTERS 


‘ 


was))= Radeon 
AS REPRODUCED BY 


WRITE TODAY FOR CATALOGUE -237 WOLF ST. SYRACUSE, N.Y. 








| representing producers. 


year, and in 1947. 





radio transmitter 
without obtaining a license from FCC, and 
no licenses will be issued for walkie-talkies 


person may operate a 


| for the general public until the citizens’ 


radio communication service goes into ef 


| fect to govern their use by the people in 
' 


general. 
Oe * dl 
Construction machinery—CPA 
has ruled that its “CC” ratings issued for 
construction machinery cannot be extended 
beyond the dealers and sales organizations 
Producers selling 
direct to consumers must continue to ac- 
cept such ratings. 
. > + 
Construction materials — Re. 
leased later in April were March data com- 
piled by the U. S. Department of Com- 
the field. March 
production of major building materials 
showed a better than seasonal gain, but 


merce, in construction 


sharply further increases, amounting to 
from 41 per cent to 200 per cent in pro- 
duction of six major lines must be 
achieved (above first quarter output) if 


1946 construction requirements are to be 
met, the department states. These six im- 
items are 


portant brick, clay tile, clay 


| sewer pipe, cast soil pipe, concrete build- 


ing blocks, and cast iron radiation. Prices 


| of construction materials in February were 
| higher than at any time since 1920. Men 


tioning the end-of-February status on all 
materials, the following comments were es 
pecially noted: 

(1) February production of all asphalt 
roofing materials was still handicapped by 
shortage of felt. 
tinued heavy, preventing accumulation of 


Consumer demand con- 


necessary dealer inventories. 

(2) February lumber production rose 10 
per cent from January, reversing the nor- 
mal seasonal trend. Unfilled mill-work or- 


| ders continue far in excess of the handi- 
| . 
| capped production. 


soil February 
production was 7 per cent below January. 
The current of output must be in- 
creased 100 per cent to meet 1946 con- 
struction requirements. Unfilled orders rep- 


(3) On cast iron 


pipe, 


rate 


resent eleven months’ production at cur- 
rent rates. 

(4) Output of metal building materials 
is hampered by shortage of steel. 

(5) The supply of metal insect screen 
cloth is expected to continue critical this 
Production increases 
depend on availability of steel and bronze 
wire. 

(6) Labor and raw 
are hampering production of cast iron bath- 
tubs. Output of steel tubs still depends 
on availability of sheet steel. Unfilled or- 
ders of both cast iron and steel tubs equal 
three to four months’ production. 

(7) Production of cast iron sinks and 
lavatories is low, and the current quarterly 
rate must be improved to meet 1946 re- 
quirements. 


materials shortages 
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ISPLAY 


you M 
WHEN YOU DB 


A modern up-to-date hardware store... 
Isabelle’s in Fitchburg, Mass. Mr. Joseph 
Isabelle, the manager, knows the added 
sales value of a good tool display includ- 
ing Warren Heavy Hand Tools. 


A hardware dealer asked us if we suggest that he 
build a separate display for heavy hand tools. 

Not necessarily. 

Our testing plans only involved the displaying of 
Warren Heavy Hand Tools (sledges, picks, mattocks, 
bars, or mauls) in the regular display case along with 
mechanics’ tools. Sales records proved that the power of 
suggestion worked for Warren Tools as well as with saws, 
carpenter hammers, planes, and braces. 

Many hardware stores have doubled their Warren 
Heavy Hand Tool sales by “displaying ’em.” 

Try it. It works. 

The Warren-teed line of heavy hand 
tools for the hardware trade includes mat- 
tocks, sledges, mauls, bars, and picks. Made 
of selected steel, Warren-teed tools have 
sharp cutting edges, uniform bevels, true 
striking faces, and excellent balance. 





ASK YOUR JOBBER ABOUT WARREN-TEED TOOLS MADE BY 


WARREN TOOL CORPORATION 


GENERAL SALES OFFICES . 195 W. ADAMS ST., CHICAGO 


PLANT 
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WARREN, OHIO 




















THE LINE OF 
Least SALES RESISTANCE 









ROYAL - NOARK 


CARTRIDGE FUSES 






















































the ORIGINAL 
GLASS TOP FUSE 








ROYAL ELECTRIC CO., inc. 


PAWTUCKET « RHODE ISLAND 
mokers of 


WIRE + PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS « 









(8) On water heaters, production is de- 
layed by shortages of sheet steel and foun- 


dry products. 


(9) Lastly, the Department says, as to 
cast iron radiation, that production must 
be more than double the first-quarter rate 
of 6,250,000 sq. ft. to meet 1946 require- 
ments. Raw materials shortages and labor 


problems are retarding output. 


Critical products — 


Priorities 


Regulation 28 covers the materials and pro- 


ducts on which CC preference ratings are 


still required, for permitted uses. The 
latest listing of these lines appears in the 
amended regulation issued by CPA on 
May 3, which indicates whether they may 
be used in sustaining production, as capi- 
tal equipment, in construction, or for 
“MRO” (maintenance, repair or operating) 
purposes. Added May 7 to the critical list 
of construction materials (assigned HH 
rating) was such building board as struc- 
tural insulation board; sheathing, lath, tile 
board, plank, thin board, roof insulation, 








SALES OF 1,298 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


March, 1946, Comparisons 





Mar.’46 Mar."46 


No. vs. vs. 
stores’ Mar."45 Feb." 
1,298 +29 +29 


Mar.’46 Mar. "45 Feb. °46 
$15,139,314 $11,098,492 $11,707,406 





1946, $41,311,763; 


1945, $30,956,370 


First three months of 1946 showed (1) 33 per cent gain over 1945 














Percent Change 
Number Mar.’46 Mar.’46 Dollar 
of firms vs. vs. Sales Percent 

States by Regions reporting’ Mar.’45 Feb.’46 Mar.’46 Change 
New England 

gi ae AR 11 +56 +56 137,383 +51 

Massachusetts ......... 4l +30 +37 381,381 +44 

Rhode Island .......... 6 +39 +61 69,425 +H 

Connecticut ........... 17 +51 +67 117,347 +4) 
Middle Atlantic 

ie 71 +20 +23 912.178 +20 

Sree 12 —13 +37 116,480 —9 

Pennsylvania .......... 117 +24 +49 1,254,670 4-34 
East North Central 

NE ee Re oye 108 +30 +50 1,076.881 +37 

OT ER aay 89 +37 +33 783,958 +36 

I oy 6 duty ac ame 52 +31 +37 512.753 +42 

ER ee 60 +27 +45 669,028 +32 

| ee 82 +18 +28 724,540 +31 
West North Central 

fa Sunltabheyd ncaa. 37 +22 +49 288,832 +34 

ree 34 +36 +48 240.324 +38 

Nebraska ...... ree 29 +53 +42 170,210 +54 

. haiicette cs B3 ce 37 +19 +15 281,692 +29 
South Atlantic 

South Carolina ........ 9 +33 +27 100.416 +33 

Ee dadbasei-e e 3cot 24 +31 +26 422.563 +39 

a ae ae 17 +16 +8 197,932 +32 
East South Central 

RS ee 13 +38 +41 207,315 +37 
West South Central 

eS 16 +35 +24 191.560 +34 

a 32 +27 +25 165.051 +32 

ap EA Na Ze 47 +25 +12 532,706 +31 
Mountain . 

PE ee ee 13 + +41 197,648 +42 

DENG SRecasckae tanuct 15 +39 +32 169.144 +37 

ae 21 +36 +31 175.791 +35 

New Mexico .......... 6 +18 + 6 257.484 +23 

ME, ice Seen es io 6 +54 +18 61,685 +26 
Pacific 

Washington ........... 32 +20 +16 534.599 +24 

_.. SSP Rare 27 +24 +24 377.083 +27 

California 182 +38 +17 3,050,869 +36 





Note: (1) Includes reports received too late for inclusion in previous monthly totals. 





(2) Number does not apply in all cases to the year-to-date figures. Compiled by Bureau 


of the Census, U. S. Department of Commerce. 
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and laminated fibre wall board and tile 
board. Hardboard is not included. 
> . > 

The housing program—Adminis- 
trator Wyatt’s new housing order requires 
that the Federal Housing Administration 
grant at least half its priority on building 
materials to builders who will agree to sell 
houses under a new dividing line, ranging 
from $4,500 to $9,000 in various cities; or 
to rent them for monthly rates varying, city 
by city, from a $40 to a $65 ceiling. The 
remaining homes in each city’s program 
may be sold for up to $10,000 or rented for 
up to $80, as before. The new price limits 
are for the total costs of the finished house, 
and include the cost of the lot. Mr. Wyatt 
reports that OPA has granted price in- 
creases on 41 building materials and equip- 
ment items this year—and 91 since VJ-Day, 
to aid production. Brick output has gone 
up 100 per cent in a year, tile 60 per cent, 
radiators 35 per cent, and warm-air fur- 
naces 20 per cent, he states. However, 
President Holden, of F. W. Dodge Corp., 
forecasts failure of the Federal housing 
program unless other adjustments are made 
in the fields of prices, manpower, and 
labor efficiency. This statistical organiza- 
tion for the building industry lists as bar- 
riers to the industry’s goal of full produc- 
tion: Inadequate price ceilings, strikes, in- 
adequate and inefficient manpower, and 
shortages of raw materials and other sup- 
plies. The Dodge forecast is based on re- 
turns from a survey of the top executives 
of the country’s large producers of building 
materials and equipment. 


* * * 


Lead output sharply cut—Chief- 
ly as a result of the strikes which have 
been tying up operations of American 
Smelting & Refining Co. and U. S. Smelt- 
ing, Refining & Mining Co., the production 
of refined lead in March dropped 16,300 
tons to a total of 25,336 tons, the lowest 
mark in 13 years. Seriously, too, govern- 
ment reserve stocks have steadily dwindled 
during last year and this, dropping from 
90.454 tons on Jan. 1, 1945, to 41,219 tons 
at the start of this April. 

* 7 - 

Copper and brass products—On 
April 22, CPA asked for voluntary ration- 
ing of copper and copper products by all 
producers and fabricators, and by copper 
and brass warehouses. Production has been 
severely affected by strikes at the mines 
and refineries, together with the cumulative 
effects of the coal strike. Mine and 
smelter production have dropped more than 
50 per cent; brass mill productibn has been 
reduced to 15 per cent of capacity; copper 
wire mills to 25 per cent and copper rod 
mills to 40 per cent of capacity, says CPA. 
It requested the industry and the ware- 
houses to adopt the same rationing system 
during the present emergency that was 
used by steel warehouses during the steel 
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KWIKHEAT’S 


BUILT-IN 


THERMOSTAT 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 


* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 
* TIPS LAST LONGER 

* COOL, SAFE HANDLE 

* LIGHT WEIGHT 


*patented 


~ 
The Kwikheat Soldering lron 
has ample reserve power for 
your soldering jobs —225 watts 
held in check by a thermostat 
built right into the iron* —main- 
taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons) ——prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 
is hot, ready to use only 90 seconds after plug- 
ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 
#2 #3 #4 #5 
$1.25 y) $1.25 $125 & $1.25 


VANATTA 


#0 Al 
$1.25 $1.25 
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SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it’ .. . the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood aud Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920.. . 
one ef a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 
%” chuck capacity 










WHALE BRAND COPING SAWS 


No. 24... An extra deep, finely finished frame. 
Stock ¥%* = 3/16”, depth 6%” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 7 
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strike, delivering minimum amounts for the 
most urgent and essential uses only. “The 
situation is so serious,” CPA comments, 
“that even prompt resumption of produc- 
tion will leave every consumer of copper 
| or copper products in a hardship status for 
a considerable time due to the loss of pro- 
duction which has occurred.” On April 22, 
OPA cleared the way for distributors of all 
brass mill products to “pass along” the 
ceiling price increases (averaging about 
1% cents per pound) granted to producers 
on April 3. 


Tin for containers— Prospects are 
not bright for early easing of the present 
shortage of tin plate to satisfy the market 
for containers and other tin items, metals 
observers state. Current production is down 
and the demand for tin plate is exceed- 
ingly high. The food pack this year is 
expected to be one of the largest in his- 
tory. The American Iron & Steel Institute 
says that production of tin plate in the first 
two months of 1946 dropped to 266,935 
tons, compared with 443,892 tons a year 
earlier. Chiefly responsible was the recent 
steel strike, and another factor is the con- 
tinuing strike in the soft coal fields, which 
is causing the closing down of steel plants. 
Manufacturers of tin containers have large 
orders, but must fill them in accordance 
with CPA controls, which instruct 
manufacturers to give first preference to 
orders for the production of cans and 
closures essential to the packing of food. 
Another factor will be the amount of tin 
plate that the government finally decides to 
allocate for shipment to foreign countries. 
About 10 per cent of present production is 


now 


exported, it is said, but there are urgent 
pressures for a larger percentage. 


* e ” 


Rubber products—Use of the 


| choicest grades of natural rubber, pale 


crepe of both thin and thick types, is re- 
stricted by CPA td specified medical ar- 
ticles, and to products which come in con- 
tact with food, by issuance of a new 
direction to rubber order R-1. CPA also 
prohibited the use of natural rubber in 
sponge play balls. An omission in the cur- 
rent printing of R-1 was corrected to show 
an allowar.ce of 3 per cent natural rubber 
in industrial vacuum hose. 


. s 


Farm products up—Major ad- 
vances in meat animal, fruit, and cotton 
prices lifted the general level of farm prod- 
uct prices in April to the highest point 
since July, 1920, the Department of Agricul- 
ture announces. The level was 212 per cent 
of the 1909-1914 average against 203 in 
April last year. The Department says all live 
stock and poultry products except eggs, 
turkeys, butter fat, and milk were steady 
to higher in April, with cattle, lambs, and 


chickens showing the largest gains. Crop 


prices moved 5 points higher, with cotton 
and fruits making the largest rise. 
+ * * 

Retail price rises—Average retail 
prices rose to a new postwar high in mid- 
March, the Bureau of Labor Statistics re- 
ports. The Bureau said that “higher prices 
for most principal items in the family 
budget” had forced up its consumers’ price 
index by one half of one per cent between 
Feb. 15 and March 15. The index is now 
32 per cent higher than in Aug., 1939, 
the month before the beginning of the 
war, and 29.2 per cent above Jan. 1, 1941. 
The March increase reversed a downward 
trend between last December and Febru- 
ary. 

* * * 

Passenger tire outlook—Good 
news for motorists is that CPA feels the 
rubber industry is likely to surpass its goa! 
of 66,000,000 new passenger tires this year. 
This record output is helped -by new cotton 
yarn controls protecting tire cord supplies. 
The industry’s 1946 goal is 13,000,000 tires 
more than the estimated 53,000,000 pas 
senger casings produced in the previous 
“peak” year of 1941. Despite the present 
bright outlook, however, officials caution 
motorists that retail dealers probably wil! 
continue to run a week or two behind on 
tire deliveries throughout the 
catching up with day-to-day demand only 


in the final quarter of the year. 
* al * 


summer, 


Store sales mount—The pre- 
Easter season brought a huge rush to the 
retail stores. Federal Reserve says that the 
nation’s department stores sales increased 
51 per cent in the pre-Easter week and 46 
per cent in the four weeks ended April 20, 
compared with the year-ago records. The 
U. S. Commerce Department says that sales 
of retail stores reached an annual rate of 
89% billion dollars during the first quarter 
of 1946. In “pre-war” 1941, the total was 
55% billion dollars. Price advances ac- 
count for only a part of this increase in 
the dollar volume. It is notable that retail 
trade thus ran close to an all-time high, 
even in the worst of the strike period and 
even in the strike centers. In looking at 
the March and April figures of retail sales, 
one must not forget there was a great 
“bulge” in those months last year also. 
Distribution and spending as a whole are 
doing more than the “specialists” expected. 
Gas stations have taken on the aspect of 
land offices and all tourist centers have 
waiting lists. Apparently a huge volume of 
vacation travel this summer will move in 
on resort areas, and on hotels already 
bulging with business, because business 
travel and business and fraternal conven 
tions are in full swing again. 
+ am * 

Swiss watch agreement— After 
several months of negotiation, the U. S 
State Department announces that Switzer- 
land has agreed to limit its direct shipments 
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1 Operation Saved! 
That's why STOVE BOLT Buyers say: - 
“AMERICAN’S Partitioned Package is 100% O.K, 1” 


American Screw Company's unique Stove Bolt package keeps 
bolts and nuts in separate compartments .. . - cus! 


the trouble of turning off the nuts before using nas 
saves dealers time and trouble in stock-handling. Are you 
taking advantage of this proven selling aid? © © 


WOOD SCREWS... MACHINE SCREWS... SHEET METAL SCREWS... STOVE BOLTS... 
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TO HER TRAINED EAR... Evel. 


AMERICAN 


=< » > POSE 


fi 


BOLT and SCREW 
Even Has to Rie True! 

















Every modern method of inspection and quality-control is used in 
American’s plant. And American’s inspectors become so highly ef- 
ficient . . . so keenly attuned to their work . . . that even their ears 
become “educated.” For example, these final inspectors can literally 
“hear” the presence of an undiscovered blank, an imperfect screw, or 
a screw of some other metal than that specified in the particular order 
under inspection. For as they pass their forks through each box, the 
slightest variations in sound of metal against metal are detected. . . 
and out comes the offending screw or bolt. 

Here’s another good reason why there’s a higher “perfection- 
percentage” in every order for American Screws and Bolts . . . at least 
144 perfect screws in every gross-box . . . regardless of type of screw 
or kind of metal: steel, brass, commercial bronze, stainless steel, alumi- 
num, monel, everdur (silicon bronze). And it’s one of the reasons why 
more and more screw-buyers are marking their orders: “AMERICAN 
brand . . . don’t substitute.” So, for dealers 
as well as users, American is the No. 1 line. 


AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 


Chicago 11; 589 E. Illinois Street 
Detroit 2: 502 Stephenson Building 
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of watches to this country in 1946 to 
7,500,000 units—50O per cent more than our 
1942-45 average imports. State Department 
intervention was prompted by complaints 
from American watchmakers that a flood 
of Swiss watches in the domestic market 
was hampering the reconversion of their 
industry. Switzerland also has agreed that, 
in the period required for reconversion of 
the American watch industry to civilian 
(estimated to end March 31, 
1947), the shipment of Swiss watches and 


production 


movements to this country will not be so 
great as to interfere with the ready market 
Should 


such difficulty occur, Switzerland further 


ing of American-made products. 


promises additional reduction in its exports 
“to an extent to be agreed upon by the two 
governments.” As a significant reaction 
one leading American maker says, “Far 
from affording relief, the agreement 
amounts to notification by the Swiss of 


intention to capture the entire domestic 


watch market for 1946, which, our surveys 
have shown, will not exceed 7,500,000 
watches. se oa 


Better crop news—-Earlier “dry- 
weather” fears of bread and flour shortages 
have faded with from the 
The winter wheat crops is re- 


better news 
wheat belt. 
ported now “in very good condition” as a 


result of widespread rains. Prospects of 








a billion-bushel yield this year are favor- 
able. The harvest in the Southern wheat 
belt will begin this month. The frequent 
rains of early May covered all but a small 
area in the Seuthwest. Moisture is still 
needed in northwest Texas, western Okla- 
homa, southwestern Kansas and south cen- 
tral Nebraska. The general rains halted 
farm work in some areas, and recent cool 
weather has slowed the growth of pasture, 
meadow and small grain. 
7” 7 7 

High velocity spending — Con- 
sumers were spending at a record annual 
rate of $120,000,000,000 for goods and ser- 
vices in the first three months of this year, 
says the U. S. Department of Commerce. 
The rate of expenditures, on an annual 
basis, represented an increase of $20,000,- 
000,000 from the second quarter of 1945. 
The department said price rises were re- 
sponsible for part of the increase. Another 
factor was demobilization. Mail order re- 
ports show also that spending has been 
going along merrily. Sales of Sears, Roe- 
buck & Co., for the first 12 weeks of the 
current fiscal year topped the like 1945 
period by over 50 per cent, and if the rate 
is maintained, 1946 sales will reach 1% 
billion dollars. “Sears’ business,” says its 
chairman, General Wood, “is going at a 
tremendous clip and despite a shortage 
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SURE THING! 


PROVED THROUGH 
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RELIABILITY «+ UNIFORMITY 


tue LENK une 


meet the post-war demand the 


of famous soldering irons and fine 
solders will keep retailer good- 
will and create constant Profit. 


Available now in quantities to 


Lenk line is a lively one—and the 
profits are as steady and de- 


pendable as the merchandise! 
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NEWTON LOWER FALLS 62, MASS. 
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of goods, profits are running well ahead 
of last year.” The percentage of sales ac- 
counted for by the retail stores, he said, 
is considerably higher than that for the 
mail order division. Shortages of merchan- 
dise have forced the company to return 
catalog orders totaling $78,000,000 in the 
first 11 weeks of the current year, while 
the total thus returned during the full pre- 
ceding fiscal year was $124,160,000. 
+ * * 

The freight embargo—Manufac- 
turers and wholesalers have exacted every 
pressure (under handicapped facilities) to 
move as much merchandise as possible, to 
anticipate the railroad freight embargo, 
due to the coal strike, and effective May 
10. The embargo, affecting coal-powered 
hauls, of necessity stops or reduces the 
flow of materials and products in and out 
of many plants, and hits most of the im- 
portant representative industries. Although 
the use of truck and air line services may 
provide some relief, these systems are in- 
adequate to take over so much of normal 
railroad tonnage. The truck companies do 
not have facilities to carry a lot of added 
cargo, and they naturally service their 
usual customers before adding new ones. 
The differential between air and rail rates 
make it prohibitive to ship by air many of 
the products and materials usually moved 
by rail. Only a few “essentials” are em- 
bargo-free, including food, fuel, medical 
supplies, sanitation chemicals, newsprint, 
newspapers, magazines, insecticides, fungi- 
cides and containers or packaging ma- 
terial for food and drugs. 

* + 

Progress of reconversion — Re- 
cent surveys, before the coal strike effect 
became acute, showed some high, and some 
low, spots in the reconversion chart. 

National income—Including wage-earners 
and other people who receive money for 
goods and services, this figure was esti- 
mated as near the wartime level of around 
$165,000,000,000 yearly. 

Salaries and wages—Economists recently 
estimated these at about 15 per cent lower 
than the wartime “take-home” levels, but 
pointed out pay increases are helping to 
balance this. 

Metals—Away behind expectations, due 
to the long industry strikes, and now espe- 
cially hit by the coal situation, steel’s date 
for catching up with demand is a long time 
ahead. 

Consumers of lead, copper and zinc have 
been asked to ration themselves voluntarily 
because of the scarcity of these non-ferrous 
metals due to strikes. 

Housing—F. W. Dodge Corp. reported 
residential contracts awarded in the 37 
eastern states, totaled $964,723,000, or 139,- 
954 dwelling units (one and two-family 
homes and apartments), for the year ended 
March 31, 1946. This was three times 
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Ae 
‘ Opportunity 
for Industry 


The western territory served by Union Pacific is rich in count- 
less raw materials required by industry; has power and other 
necessary facilities; has a high type of native-born labor. 
Here lies the opportunity for industry to build and expand. 


Among the principal industrial tracts owned or served by Union 
Pacific are those located in, or near by, the following cities: 


Omaha, Neb. Ogden, Utah 
Council Bluffs, Iowa Portland, Oregon 
St. Joseph, Mo. Seattle, Wash. 
Kansas City, Mo.-Kans. Tacoma, Wash. 
(Fairfax District) Spokane, Wash. 
Denver, Colo. Los Angeles, Cal. 
Salt Lake City, Utah Long Beach, Cal. 


As the map shows, all these cities are located on the main 
lines of the Union Pacific Railroad. 


UNION 
PACIFIC 


The Frogresshn 








The circles on the map indicate 500-mile distribution areas. 
In normal times, Union Pacific operates a fast, merchandise 
freight (L.C.L.) service within these short-haul areas, with 
door-to-door pick up and delivery service. 


These industrial properties are improved and occupied by 
many diversified manufacturing and commercial enterprises. 


Necessary utilities are available and each tract is served by 
adequate industrial trackage. Whenever required, additional 
trackage can be provided. 


You are cordially invited to write W. H. HULSIZER, Gen- 
eral Manager of Properties, Union Pacific Railroad, Omaha 2, 
Nebraska, regarding industrial districts in territory served 


by Union Pacific. 


be Specific - 
say Union Pacific’ 





UNION PACIFIC RAILROAD 
The Strategic Middle Route 
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BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be ia a position to fill current orders 
promptly. We thank you for your forbearance. 


Daj j 
O1U1 Gada Washes 


SPONGE 


Used WET, 
DAMP or DRY 


- » ALSO A 
a ~ $WELL 
DISHCLOTH 


‘ 








Used 
like a Chamois for cleaning, drying. 
polishing. Dry, it’s perfect for dusting. | 


Holds amazing amount of water. 


CANNOT UNRAVEL. Hidden stitch 


locks each thread. Result: dense, long- 
wearing surface. 





Handsomely put up in red, white and 
blue display bands. Free counter folders. 


INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 


2 Pieces DUET #100 : SU... ccccccoce $2.00 
2 Pieces DUET = 75 eile 66 seceees 1.50 
7 Pieces DUET # 30 @_.5O.......... 3.50 
12 Pieces DUET # 25 Bee ccccccece 3.00 
3 Total Retail Volue.............. $10.06 
IF YOUR WHOLESALER DOESN'T 


HAVE “DUET” SEND US HIS NAME 
Another Product of 


American Sponge & Chamois Co., Inc. 


49 Ann Street, New York 7 
245 Mission Street, Sen Francisco 5 


Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1868 DEMAND BY BRAND 
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higher than the dollar value and the units 
for the preceding year, when wartime re- 
strictions were still on, but was still off 
some 30 per cent from pre-war 1939. 
Automobiles—About 800,000 cars and 
trucks have been produced since last July 
1, instead of a projected 2,500,000. The 
industry’s assembly plants are now more 
than four months behind schedule. 
Railroads—The Eastern Railroad Presi- 
dents’ Conference report that crowded war- 
time travel has tapered off, even preceding 
the coal strike curtailments. 
Recent freight traffic was estimated at 
around 20 per cent below a year earlier. 
Farm implements — International Har- 
vester Co. estimate that its production is 
about one season behind, or almost two 
months. A strike lasting roughly 85 days 
helped slow output. The company is espe- 
cially feeling the shortage of coal and steel. 
Radios—The Radio Manufacturers’ Asso- 
ciation in Washington say slightly fewer 
than 3,500,000 sets have been made since 
V-J Day. New manufacturers have almost 
trebled during the war years and current 
output is between 500,000 and 600,000 sets 
a month—most of them table models. 
Oil—This industry’s reconversion job was 
easy. The American Petroleum Institute 
says there is plenty of gasoline and all 
types of oil products now. 
Rubber—The Rubber Manfacturers’ As- 
sociation says production is increasing but 
supplies are not high enough to meet ab- 


normally huge demand. 


Consumer spending at peak - 
The Life Insurance Companies in America 
point out (1) that first quarter spending 
by the American consumer was the “great- 
est on record,” and (2) that Americans as 
a whole saved less in the first three months 


| of 1946 than in any comparable period 


since before Pearl Harbor. Such develop- 
ments, say the companies, are “very sig- 
nificant” in view of the continued infla- 
tionary pressures afd the shortages of 
consumers’ goods. From figures revealed 
by the U. S. Department of Commerce, it 
is found that first quarter consumer spend- 
ing ran at an annual rate of $120 billion, 
more than $9 billion above the previous 
recorl rate set in the final quarter of 1945. 
As a result of the sharp rise in spending. 
the rate of individual savings fell to a level 
of $19 billion on an annual basis, accord- 
ing to Commerce Department estimates. 
This put the annual rate of savings at 
about 14 per cent of the spendable income 
of U. S. consumers. Although this still is 
well above the normal savings rate of about 
10 per cent of income, it represents an 
amazing decline from the wartime record. 
During each year from 1942 through 1945, 
individual savings were at least 25 per cent 
of spendable income. Incidentally, Florida 
reports that its tourist “crop” in the sea- 
son just closed represented $605,000,000 in 
spending. 





A costly stoppage—R. L. Wil- 
liams, president of the Chicago and North 
Western Railroad, says that this embargo 
will be the worst blow industry has ever 
experienced. The railroads recently have 
been moving 700,000 cars of freight weekly. 
This tonnage is expected to be cut to less 
than 200,000 cars weekly. Diesel-electric 
and oil burning locomotives on some west- 
ern roads will provide some relief, though 
these roads handle more tonnage of exempt 
foodstuffs. It is estimated, however, that 
90 per cent of all railroad service is de- 
pendent on coal power trains. Wilfred 
Sykes, president of Inland Steel Co., said 
the embargo, coupled with the coal and 
power shortages, will bring about nearly a 
complete stoppage in industrial operations. 
“Our steel making operations are going 
down fast,” he said. “Because of the em- 
bargo we are not making anything that 
cannot be moved by water or truck. If we 
don’t get more coal by May 16, we will not 
be making steel. Sewell L. Avery, chair- 
man of Montgomery, Ward & Co., said 
when incoming merchandise stops, “we are 
just helpless.” Ward depends upon rail 
transportation for delivery of its goods 
from factories to retail and mail order out- 
lets. 

* * * 

Mounting retail sales April 
sales of Sears, Roebuck & Co., increased 
71.6 per cent (over the 1945 comparison) 
to $129,769,864. Cumulative sales for the 
first quarter of the company’s fiscal year 
were up to $353,431,909, a rise of 48.2 per 
cent over a year ago. The large increase 
in April sales is due to the “increased 
availability of various types of hardline 
merchandise, such as farm equipment. 
plumbing and heating supplies, hardware. 
tires and auto accessories,” according to 
President Fowler B. McConnell. Mont- 
gomery Ward & Co. in April set a record 
for that month, at $80,073,261, a rise over 
1945 of 57.3 per cent. The first quarter 
gain of Ward’s was 32.7 per cent. In the 
variety field F. W. Woolworth Co. sales 
gained 36.5 per cent in April, and 9.5 per 
cent during the latest four months. W. T. 
Grant Co. reported, for corresponding 
periods, increases of 41 per cent and 13.8 
per cent. The population of the United 
States will be about 144,706,000 by 1950. 
says the U. S. Census Bureau. At a “dol- 
lar a head” each, for the two mail order 
leaders, how much per capita annual sales 
will there be then for U. S. hardware 
stores, and other “independents”? 

* of o 

April residential rise—Also re 
ported by the U. S. Commerce Department 
was the fact that privately financed resi- 
dential construction for April attained a 
value of 250 million dollars, and exceeded 
forecasts by about 20 per cent. The April 
dollar volume constituted a 25 per cent 
increase over March and a 635 per cent 
increase over April, 1945. 
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@ Silex leadership in the coffee maker industry is the result of constantly developing exclusive features 


++sfeat i i 
atures which assure the emphatic preference of distributors, retailers ond customers alike! 


JS : L * THE FINEST APPLIANCES IN THE WORLD 
THE COMPANY - HARTFORD 2, CONN. - ST. JOHNS, P. Q., CANADA 


Trade Mort Beg YS Per OF 


MAY 23, 1946 
229 

























“C” Clamp for 
Model Builders 


With this clamp, the mode! builder can 
hold delicate work and freshly cemented 
parts in place securely without damage, 


according to the maker. Made of highest 
tensile strength heat-treated aluminum with 
cadmium plated steel screw and swivel. 
Said to have more than enough strength 
for every model building requirement. Will 
open to 2 in., with a reach of 1% in., and 
weighs only % oz. Corcoran Hobbycraft, 
1945 Belmont Ave., Chicago 13, Ill. 


Wood-Working 


Power Tools 

Line is said to be sturdy, rust-proof and 
functional in design. Jig saw has re- 
movable arm and an additional table can 


be put in its place to double the table sur- 
face. Saber attéchment, which fastens to 
the base, enables the saw to cut all kinds 
of wood to any practical width. The 7-in. 
table saw has a type of fence which can be 
used on either side of blade and eafety 
ridge which runs the full length of fence 
Both saws have tilting tables, are made of 
aluminum alloy and steel, and all exposed 
parts are cadmium plated. The 12-in. 
lathe has a 48-in. bed and light-weight tool 
rest. Combination jackshaft said to per- 
form about 40 different operations. Darra- 
James Corp., 9% N. Main S&t., Waterbury 
14, Conn. 


Wall Holders for 
“Schick” Shavers 


“Schick Shaverest”—an electrically oper- 
ated, plastic wall holder which can be 
attached to bathroom wall and which fits 
all “Schick” shavers. When shaver is 


lifted from holder, current is automatically 
turned on, and when shaver is replaced 
current is turned off. After shaving, a 
touch of the button on the side of holder, 
automatically reels up the cord. Shaver 
can be removed by pulling it off the cord. 
Suggested retail selling price is $7.95. 
Schick, Inc., 644 Atlantic Ave., Stamford, 
Conn. 


Front Door Letter 
Box Plates 


The Allied Hdwe. Corp., 328 Grand Ave. 
Brooklyn, N. Y., has announced two 
types of wrought brass letter box plates 


for front doors. Both the gravity drop 
cover and the spring push-in types are 
available in highly polished and _ satin 
brass, chrome and other standard finishes. 
Plates measure 8% by 2% in. 


“Luminall” Paint 
Window Display 

“Luminall” paints’ spring window display 
assortment is a full-color lithographed pres- 
entation showing a woman reading the 
booklet, “Short Course in Interior Deco- 
rating.” Seven other display pieces fea- 
turing “Ultra-Luminall” paint, “X-Cell-All” 
paint and varnish remover and “X-Cell-All” 
brush cleaner, plus a six-page folder on 
“How to Trim a Window for Best Results” 
are ready for dealers. National Chemical 
& Mig. Co.. 3617 S. May St., Chicago, Ill. 
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ORDER YOUR STOCK OF 
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LAWN SPRINKLERS 










WITH YODER that makes this 
sprinkler sensational in resuits! 


PHANTOM VIEW 
ARROWS SHOW 
FORCE OF WATER 


SPRAYS Uniformly 30 FEET! AT A LOW RETAIL PRICE 
nirormiy oa AVE Seal 


NO DRY SPOTS! 
Lasts a lifetime! All metal and nothing to get A VE RY 


out of order! Not a single working part and 


there’s no place it can clog up. Fool proof — P ° 4 '@) + ITA aa L 3 


it always works. Centrifugal force of water 


does all the work and it works at any water | A R K U p! 


pressure. 


YODER MANUFACTURING COMPANY Order thru your jobber! 


313353 FIRESTONE BOULEVARD 


Immediate Delivery 
LOS ANGELES 1, CALIFORNIA 


or latersdelivery date if desired! 
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YOU can stock and sell amy Pecora 
product with the full assurance of cus- 


tomer satisfaction. For every product 
bearing the Pecora name is designed 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- 
oratory research, quality ingredients and 
excellent manufacturing facilities all 
combine to make Pecora first choice 
with cautious buyers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 
CALKING COMPOUND 
A leader since 1908. Will not dry 


out, crack or chip wheh properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
im paste or liquid form. 

ASBESTOS FURNACE CEMENT 


A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 

STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 


Paint Company Inc. 
Established 1862 by Smith Bowen 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA 





HH 








| 
| 





WHATS NEW 












“Flavor Saver Girl” 
Refrigerator Display 


This seven-color, life size display ex- 


plains by labels the features of the “Cool- 
erator” electric refrigerator. 


Highlighted 





in this decorative piece is the “Flavor 
Saver” feature of the product which con- 
trols humidity and temperature. Manufac- 
turer states that this display can later be 
used as a focal point for groups of mer- 
chandise; it can serve as a partition in 
appliances departments; or it can be used 
as a window display. Display being dis- 
tributed to “Coolerator” dealers now as a 
forerunner to demonstration models of the 
refrigerator. Coolerator Co., 50th & Wadena 


Sts., Duluth, Minn. 


Models of Youngstown 
Kitchen Equipment 


Three-dimensional models are featured 
in the newly designed “Min-A-Kitchen,” 
which enables dedlers to show prospects 


PRE eo 
ee a 





| how their kitchen will look when new steel 


units are installed. One wall is detachable 


and may be moved to form any size room. 
System of attaching cabinets to the walls 
makes them fit together neatly. Durable 
die-cut cardboard set-up with background 
and individual scale models in cardboard 
of various pieces of equipment. Youngs- 
town Kitchens, division of Mullins Mfg. 
Corp., Warren, Ohio. 





“Tay pit” Counter 
Display 

The first counter display in the line of 
“Taypit” self-sealing tapes. Display car- 
ton No. 121 carries 24 rolls of transparent 
tape. Each roll % in. by 100 in. Sug- 
gested retail selling price is 10 cents per 
roll. International Plastic Corp., Morris- 
town, N. J. 





Musical Door Knocker 


“AuthOtone Suburban” chime is a 
simple, mechanically operated unit that 
mounts on the front door. One tone is 
sounded when the knocker is raised and a 
second tone follows when the knocker is 
released. Small chime box mounts on 
inside of door. Notes are clear and can 
be easily heard throughout the average 
home or apartment. Maker states that it 
cannot be removed from the outside of 
door and is built to withstand abuse. 
Mounting is said to be easy and quick. 
For any door from % to 2 in. thick, with 
special adaptors available for thicker 
doors. Knocker is polished brass. Chime 
box is ivory. Auth Electrical Specialty 
Co.. 422 E. 53rd St., New York 22, N. Y. 


=== - . 
i 












HARDWARE AGE 

















size room. 
the walls 

Durable 
ickground 
cardboard 

Youngs- 
lins Mfg. 


ie line of 
splay car- 
ansparent 
in. Sug- 
cents per 
-» Morris- 





unit that 
» tone is 
ed and a 
nocker is 
ounts on 
and can 
. average 
*s that it 
utside of 
d abuse. 
ad quick. 
lick, with 

thicker 
. Chime 
Specialty 
ex & 


, q 





SALES! 











National magazine advertising! . . news- 
paper mats! . . decler helps! . . all speed 
your sales of Strongman products. 








“SHOCKPROOP’”’ 
Renewable 


CARTRIDGE FUSES 





“Qvick-as-a-flash” installation of an 
inexpensive link for the one that has 
blown — gives you trouble-free plant 
protection plus economy. 


Scientifically designed links eliminat 
unnecessary blow-outs. Solar is the 
PREFERRED cartridge fuse—everywhere! 


WRITE FOR INFORMATION 


SOLAR ELECTRIC CORP. 


WARREN + PENNSYLVANIA 


SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N. Y. 
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| on electrical fires even while current is on, 
| leaves no stain on clothing, equipment or 
| premises, and is harmless even when used HUNTING COUNTRY 






“Clix E-Z-F lo” 
Razor Set 


4’ 
Consists of one double-edge safety razor YOULL BAG 
with gold-plated cap and guard, a heavy 
sure-grip handle and 10 “Clix” thin double- | 
edge blades. Set is packed in attractive THE LIM] 
wll 


DECOYS 


AVAILABLE WOW / 
































plastic box and has a suggested retail sell- 
ing price of 89 cents. Clix Division, Conrad 
Razor Blade Co., Inc., 444 Madison Ave., 
New York 22, N. Y. 


Portable Fire 
Extinguisher 


“CD-Sno Fog”—carbon dioxide portable 
fire extinguisher in a complete range of 
sizes from 2 to 100 lbs. Can be used for 
fighting fires in electrical equipment, oil. 
grease and flammable liquids. Safe to use GENUINE TUPELO AND PoP ASH 





MADE By DUCK HUNTERS IN DUCK 


around food, according to the maker. Effec- 


tive in hot or sub-zero temperature. Said Your customers will get results with 
to have a quick and effective action. Car- PADCO DECOYS and you'll profit 
bon dioxide replaces the oxygen necessary accordingly. PADCO Decoys are made 
for combustion, thus smothering the blaze. of finest grade Tupelo and Pop Ash 


. those cork-like woods from the 
| Singing River’’ swamps . . . treated to 
prevent water-logging. Shaped in nat- 
ural contours, hand-painted in life-like 


Cylinder made of high-grade steel, with 
brass fittings. Discharge horn is of plastic 
construction. The General Detroit Corp.. 


2270 E. Jefferson Ave., Detroit 7, Mich. or colors with especially manufactured 
The General Pacific Corp., 1800 S. Hooper paints. PADCO Decoys are now avail- 
St., Los Angeles 21, Calif. able in four species: Mallard, Pintail, 


Blue Bill and Black Duck, and inthree 
grades: Supreme, Topflight and Stand- 
ard. PADCQ Decoys will make your 
cash register ring a happy tune of 
profits, 








Attractive Dealer Discounts 





Other PADCO Products — Boat Oars — 
Paddles — Duck, Boats 


PASCAGOULA DECOY COMPANY 


Makers of PADCO PRODUCTS 
GPREE Catalogue — Send Coupon! 


S 
PASCACOULA DECOY COMPANY 1 
P. O. BOX 711 
PASCACOLLA, MISSISSIPPI 
























Gentlemen: 
| 
Please send PADCO Products catulogu 
° | 
Petite ath inate * | 
' + | 
Address | 
City State | 



























HEAD YOUR BUYING LIST 






























ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 





Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 

































OELUXE MOOSL 
ZIM JAR OPENER 


ZIM FLATIRON REST 





STANDARD MODEL 


Leaves entire board for ironing. 
Folds back when not in use. 





VERY SOCN NOW... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 





ZIM MANUFACTURING CO. 


Meadquarters tor |abor-Seving Home Appliances 
3037 CARROLL AVE. CHICAGO 12, ILL. 
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WHATS NEW 





Attic Ventilating Louver 


Featuring one-piece frame and welded 
louver blade construction. One model de- 
signed specifically for new buildings, hav- 
ing weather baffle flanges which are covered 





by the siding, the louver being attached 
outside the house sheathing. One size has 
outside frame dimensions 15 by 18 in. 
which fits between two standard 16 in. 
spaced studs and fastens to the studs, with- 
out special framing, by nailing through the 
side flanges. Various sizes available as well 
as types for installation on old or com- 
pleted buildings. The Swartwout Co., 
18511 Euclid Ave., Cleveland 12, Ohio. 


| Oil-Burning 


Water Heater 


The 40 gal. model, using an “Allen” type 
burner, has recovery capacity of 50 gal. 
per hour for a 60 deg. rise with a maxi- 
mum recovery capacity of 31 gal. per hour 





| 





| 














for a 100 deg. rise. Heater finished in 
baked white enamel with black trim and 
uses rock wool and dead air space as in- 
sulation. Automatic fuel controls, natural 
draft oil-burner, with low pilot and auto- 
matic thermostatic temperature control. 
Evans Products Co., 15210 Fullerton Ave., 
Detroit, Mich. 


Moothproofing and 
Dry Cleaning Product 


“Atoma D”—said to kill the moth as it 
cleans the cloth. Aceording to the maker, 
this product mothproofs and cleans woolens 
dipped and rinsed in the fluid all in one 





sis ial eae | 


operation. Available in one or two gal. 
tins. Crestoak Products Corp., 220 5th 
Ave., New York, N. Y. 


“Reynolds” Convertible 
Ball-Pointed Pen 


Model “400”—guaranteed by the maker 
to write for four years without refilling. 
Has retractable cap which slides over the 





ball-bearing when the pen is not in use; 
interchangeable tops, for converting pen 
into models for both men and women; 
controlled pressure ink chamber containing 
a supply of fluid said to be sufficient for 
10 to 15 years of normal writing, and over- 
all styling featuring reduced weight, shorter 
length and better balance than earlier 
model. Reynolds International Pen Co., 
1550 N. Fremont St., Chicago 22, IIL 
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The Hose Nozzle 


You've been 







looking 


Fd 


for y CN 
ox ¢ at 
at 2 
<-— ws 


- 
- 
It's New!—lIt’s 


Different!! 
THE 


KAY (ver Spray 


HOSE NOZZLE 


Has Strong Customer Appeal 
Displayed On the Counter, 
Sells Itself... 


AND HERE’S WHY— 


Positive Control Right in The 

V Palm Of Your Hand. From Tight 
—off to Gentle Mist to Heavy 
Stream. Instantly—No fuss, No 
trouble. 


¥ Easily Operated With One Hand. 


, Slightest Pressure Regulates The 
V Sprayer Stream to The Exact 
Force Desired. 









, Automatic, Instantaneous Shut- 
V off with release of Pressure On 
Lever: 
V Is Thoroughly Leak Proofed. 


Vv Always Ready for Use. 


Who Needs “LEVER-SPRAY?”’ 
Practically Everybody Who has 
Watering or Washing to do. 
To suggest a few: The Home 
Owner, The Professional or 
Amateur Gardener, For Wash- 
ing Cars, For Cleaning Porch 
or Basement and for innumer- 
able odd jobs that require 
Streams of water at various 
pressures. ° 


Hardware Wholesalers and 
Dealers Will Find THE KAY 
LEVER-SPRAY HOSE NOZ- 
ZLE A BUSINESS and Profit 
Builder. Write Today for Prices 
and complete details. 
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THE KAY PRODUCTS 


INDUSTRY 
8409 LAKE AVE. CLEVELAND 2, OHIO 





| Fireplace Co., 1477 Park St., Hartford, 
| Conn. 





Grinding Wheel 
Assortment 


Assortment “HA” on display unit, which 
occupies only 1% sq. ft. of counter space, 
contains 40 wheels, two each of 20 items. 


Bushings furnished free, 60 sets, assorted 
sizes. Seven items (two wheels each) 
mounted on display and 26 individually 
boxed wheels for shelf in the back of dis- 
play stand. Base measures 20 by 9 in. and 
face of display is 18 in. square. Suggested 
retail selling price of assortment is $51.24; 
dealer cost is $34.10. Simonds Abrasive 
Co., Tacony & Fraley Sts., Philadelphia 37, 
Pa. 


Outdoor Oven Fireplace 


Complete baking and cooking combina- 
tion, designed to burn wood, coal, charcoal 
or briquettes efficiently. Has patented heat 


S 
a 
—= 
A 
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directors, adjustable grates, built-in smoke 
control, large baking oven, controlled draft 
and heavy construction. Outdoor Oven 


“Jax” Drain Auger 


Designed to remove obstinate drain ob- 
structions. Made from high grade coppered 
wire. % in. dia., corkscrew tip and sliding 


uice 






















Single Stroke Handle 
Cuts Squeezing Time in Half 


JUICE KING sets the pace in home 
juicer design and efficiency with the 
unique Single Stroke Handle and these 
five other important features: 


1. Juice-All Strainer . 


2. Interlocking cup, strainer and base 


. - gets the juice 


3. Deep-Well Cup ... improves efficiency 
4. Steel Handle . . . for durability 


5. Open Design . . . for easy cleaning 


For the utmost in beauty and fine work- 

manship, see the new JUICE KING. 
Dotted line illustrates re: 
how one turn of the Fm *y 
Single Stroke Handle os \ 


squeezes the juice from : 


a half orange. It’s easy 
- » and fast! = 











handle. Available in three sizes: % in. by | 
6 ft., % in. by 15 ft., % in. by 25 ft. | 
Flexicoil Mjg. Co., 1489 Hayden Ave., E. | 
Cleveland 12, Ohio. 





JUICE KING models 
retail from $4.95 to 
$9.95. JUICE KING 
National advertising 
appears in LADIES’ 
HOME JOURNAL... 
BETTER HOMES & 
GARDENS .. . GOOD 
HOUSEKEEPING. 














NATIONAL DIE CASTING CO. 
Touhy Ave. at Lawndale 
Chicago 45, Ill. 

























Were Jet-propelled 
right off the shelf | 
by Constant. | 


Advertising 
THE QUALITY QUARTET 
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PATENT CEREALS COMPANY | 
GENEVA, N. Y | 


| pipe-threading taps. 


| 18 ft. 
| tween the operator and the flame, providing 


WHATS NEW 








Pipe Tap Extractors 


Group of 10 pipe tap extractors for the 
accurate, quick and easy removal of broken 
Available for all sizes 





of pipe taps from % to 1 in. inclusive for 
both regular and interrupted thread styles. 
List prices range from $1.70 to $4.50 each. 
The Walton Co., 94 Allyn St., Hartford 3, 


Conn. 


“All-Out” Dry Chemical 
Fire Extinguisher 


Dry chemical is ejected, under pressure, 
in a flat stream, that is said to separate the 





| flame from the burning material and in- 


stantly forms a dense, fire-smothering cloud 
over the flaming area up to a distance of 
Creates an insulating barrier be- 


protection from radiant heat, according to 
the manufacturer. Forms no toxic gases, 
non-conductor of electricity, non-abrasive 
and harmless to finished surfaces, states 
maker. Squeeze grip nozzle for positive 





control. Chemical claimed not to deterior- 
ate or cake. Extinguisher easily refilled 
and has 26 in. of % in. 1D pressure hose. 
Pressurelube, Inc., All-Out Fire Extin- 
guisher Div., 609 W. 134th St., New York 
31, N. Y. 


Pen Type Flashlight 


Made from a genuine .50 caliber machine 
gun shell. No movable parts to break or 
wear out. Shell is made of brass with a 
copper nose and is specially treated to pre- 
vent corrosion and to maintain its lustre, 
states the maker. It takes two standard 
AA pen lite cells and a standard globe. 
Suggested retail $1.50. 


price is 


selling 

















Comes with 12 mounted on a colorful dis- 
play card. Cost to the dealer is $10.80 
per display card. Fritz Ziebarth Co., 
Rialto, Calif. 


é Trig” Singing 
Tea Kettle 


Emits a melodic whistle when water 
boils. Has “Bakelite” plastic heat-resisting 
phenolic handle which is said to provide 
the housewife with a cool grip. Boiling 
water is easily poured from the kettle by 
a trigger release inserted in the handle 
which lifts the spout lid, also molded of 
“Bakelite” plastics. West Bend Aluminum 
Co.. West Bend. Wis. 
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Catalog Ne. 1107 Combination Screen 
and Storm Door Latch, Latch illustrated 
with plastic Duralin trim. Choice of 
colors: Walnut or black. Available also 
solid brass trim. Choice of finishes: 
polished brass or dull brass. Inside 
rose equipped with locking device. 


U. S. PATENT NO. 352,388 
ISSUED NOVEMBER 3, 1886 


COMMODE 





































NOTHING TO GO WRONG 


Simply place this outfit in the favored room — throw 
in a handful of chemicals — and you're all set to go. 
There are many advantages to simplicity. You will 
find them at their best in DEXTER-TUBULARS. Just 
three moving parts. Nothing to adjust. Not even a 
loose knob. 


The advantages of Dexter simplicity carry right 





through to installation. In fact, ease and speed of 
installation of Dexter-Tubulars is one of their most 
outstanding features. Just bore two holes with a 
brace and bit — presto — the job's about done. 


That's why DEXTER-TUBULARS are so convincing 
to demonstrate — show volume sales and good pro- 
fits for you — win the goodwill of your customers. 
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Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 


NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 



































“lraffie Gard 
The Practicat 
good-looking 
Beacon for 
Fixed 
ex tiitelal 


TN TU! 


EMBURY 


WARNING 


EMBURY MFG. CO., WARSAW, N. Y. 





BARB -REELER 


—) SAFETY WIRE 


Horn 
Barb-Reeler 


Tue Horn Barb-Reeler is a year ‘round sales- 
builder because fence building and repair- 
ing is a yeor ‘round job on the farm. Elim- 
inates the many hazards of handling barbed 
wire... helps the farmer to his fencing jobs 
quicker, better and without customary hefty 
muscle lifting. Sturdily constructed . . . easily 
attached to barbed wire reels. Get your 
share of the profits from this popular new 
farm item. For details, see your distributor 
. or write direct to us. 


HORN MANUFACTURING CO. 


FORT DODGE, IOWA 





| tion, 644 in. high. 














Table Model 
Radio-Phonograph 


Five tube AC radio-phonograph combina- 
tion. Radio is superhet design, tunes 


| 535-1620 KC. Built-in “Sonorascope” loop, 


no aerial or ground required. Translucent 
back-lighted dial, dynamic speaker and 
automatic volume control. Phonograph in- 
cludes feather-weight crystal pick-up with 
permanent needle, pick-up arm rest, 78 
RPM self-starting motor and push button 
on-off phone switch. Plays both 10 and 
12 in. records. Cabinet has curved lid and 


louvre-type speaker grill. Shipping weight 
22 Ibs. Sonora Radio & Television Corp., 


| 2023 W. Carroll Ave., Chicago 12, Ill. 


Fire Extinguisher 


To put out fires within a few seconds. 
Weighs only one lb. Solid brass construc- 
Easy to use and can 
be hung inconspicuously on wall. Comes 
with bracket. retail selling 
price is $5.95. Cost to dealers is retail 
price less 40 per cert. S & S Distributing 
Co., 43 E. 59th St.. New York 22, N. Y. 


Suggested 


“Whiz” Mirror and 
Glass Finish 


Said to cut down the effort needed to 
keep windows, mirrors, glass furniture tops 
and show cases clean and sparkling be- 
cause it leaves a thin, transparent film on 
the glass that resists moisture and finger 
marks. Makes it possible to restore the 
gleam to glass by quick rub with a dry 
cloth, weeks after initial cleaning job, ac- 
cording to the maker. For removing dirt, 
fly specks, finger marks, putty stains and 
bug marks easily and quickly. R. M. 
Hollingshead Corp., 840 Cooper St., Cam- 
den, N. J. 


“Herculean” Roller 
Conveyor 


Materials handling equipment for con- 
veying pipes, rods, tubes and bars. Can 
be used as a single unit on in line, tandem 


fashion for transferring materials. Has ad- 
justable swivel center post which raises 
the roller to a height over all of 51 in. 
Minimum height is 38% in. Floor space 
covered is a rectangle 28% by 50 in. 
Weight capacity, 1000 lbs. Handles up to 
12 in. pipe. Built of sturdy tubular stock. 
Weight for each unit, 81 lbs. Price is 
$34.50 net each, F.O.B., Chicago. John 
VUoore Specialty Co., 6130 N. Hiawatha 
Ave., Chicago 30, Tl. 
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THIS IS NEW! 


“Trade Mark Registered U. S. Pat. Of. 


Luminous—Plastic 
HOUSE NUMBERS 
| | eye 
| catching 


NOVELTY 
APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


1 EAST 101st ST., NEW YORK 29, N. Y 














ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 


BABY SWING 


Ne. 96. They will be im big de- 
mand this fel and winter. Cash 
in om this item. Made from 
heavy white cotton materials, re- 
inforeed for long and hard wear. 
In ordering specify No. 96. 


SPRADLING'S Inc. 


ST. LOUIS, MO. 











MAY 23, 1946 





“Peter Putter’s” 
Plastic Pencil 


For filling fine-line cracks in plaster. 
wall board or woodwork. Ready to use. 


Fills evenly and will not work loose, ac- | 


cording to the manufacturer. Said to make 
a permanent repair. Can be used to fill 
cracks, small holes or nicks before paint- 
ing, papering or refinishing. Draw the 
pencil evenly and firmly over the crack, 
smooth off with putty knife, spatula or 
ordinary knife blade. Packed one dozen 
pencils in display container, four contain- 
ers to a case; list price $12. Schalk Chem- 
ical Co., 3333 W. 48th PI., 


Paint Brush Saver 


“Artic”—holds six large brushes, is 5 in. 
wide, 6 in. high, 10% in. long and is made 
of galvanized iron electrically welded and 


soldered together. Said to be practically 
indestructible and will not leak. 
states that it will keep brushes soft and 
pointed and ready for use indefinitely. 
Artic Weatherstrip Co., division of The 
Zero Co., 1756 Tennessee Ave., Cincinnati 
29, Ohio. 


All-Brass Rotary 
Lawn Sprinkler 
Features a_ self-adjusting 


bearing pressures, 


coverage. Has all brass construction, at- 
tractive design and will retail at a low 
selling price. 
St., Los Angeles 23, Calif. 


Maker | 


swivel, low 
a “Formica” thrust bear- | 
ing, and said to give uniform spray and | 


Richmont, Inc., 2810 E. 11th | 


| 
| 
} 





Chicago 32, Ill. | 


Electric 


BROILERS 
-the 


Number One Name 
is: 


THE 
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Colonial Model 


Amasterpiece in cast 
aluminum (with the 
new HANDIRACK) 


% 


Visit our Exhibit 
Booth #534 
The Housewares Show 
Atlantic City 
May 12-17th. 


"* 
























ARMSTRUNG BROS. 


f 





“ARMSTRONG BROS.” 


Pipe Vises are improved tools: quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like “Open Side’ vise have solid 
lower jaw which prevents bending of smal! 
or thin wall pipe. The “Chain” Vises also 
have patented l-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 























ARMSTRONG BROS 


tion with drop forged jaws, base and 
» handles and proof-tested chains. 














Write for catalog 
rows CO 
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VISIBLE’ GLASS 
MAIL BOX 


NOW! IT HAS 

ENDURING ALUMINUM 

HARDWARE ACCESSORIES 
instead of Steel 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 





FEATURES 
@ Contents Are Visible 


© Saves Time, my Trips 
and Exposure in Bad Weather 


®@ Body is Heavy Crystal Glass in 
Attractive Stippled Design 


@ Harmonizing Aluminum 
Mardware 


@ Large Capacity, 12-in. Deep 
@ Distinctive On Any Home 





For Quick Sales and Good Profits, the “Visible” Giass Mail 
Box creates and supplies an important new year ‘round 
market on a handsome, useful new Household Specialty 
which has no competition. 
“Glass Retains lis Beauty Always” 

Profit by large postwar home building program. Don’t 
overlook this profitable business. Stock and display now. 
National advertising in leading magazines is rapidly 
increasing the already large demand 


ORDER MODEL No. 32-Al 


GEO. F. COLLINS & CO. 


SAPULPA OKLAHOMA 








WHATS NEW 








“Renuzit” Cleaner 
Display Material 


Full-color display material available for 
“Renuzit” French dry cleaner. Large size 
display (84 by 17% in.) can be used for 
can holder. Smaller size (9% by 11% in.) 





can be used for counter or window display. 
Obtainable without charge. Radbill Oil 
Co., 1722 Chestnut St., Philadelphia 3, Pa. 


Sage “Air Refresher” 


To dispel al] odors. Put into operation 
by simply lifting the cap two in. Cap is 
attached to “Wishbone Wick.” 6 oz. size 
packed 1 doz. with counter display carton 




























and has a fair trade price of 49 cents. 
Dealer cost is $3.53 per doz. Economy 
16 oz. size packed 1 doz. to shipping carton. 
Fair trade price is 98 cents; dealer cost is 
$7.06 per doz. Sage Laboratories, Inc., 
53 W. 36th St., New York 18, N. Y. 


“Simer” Paddle Pump 


Designed and built for operation up to 
1750 R.P.M. (direct connected) for all! 
common transfer pumping jobs. The % in 
model, combined with base and coupling, 
weighs only 12% lbs., can be used at pres 
sures up to 30 lbs. (70 ft. total head), and 
has a 20 ft. suction. Elastic impeller is 


the only moving part. Packed in individual 





cartons. Suggested retail selling price is 
$20. (without motor). 25 per cent off list 
to dealers. Jerome Simer Co., 422-A Stin- 
son Blvd., Minneapolis 13, Minn. 


Self-Sharpening 
Knife Rack 





“ShurEdge”—knife is sharpened by with- 
drawing it from the rack. Made of solid 
maple and holds an assortment of six 
knives from the 10-in. carver to the paring 
knife. Sides are glass enclosed. Rack is 
easily affixed to the wall. Robeson Cutlery 
Co., Inc., Perry, N. Y. 


“Miracle” Adhesive 

To fasten and repair metal, wood, glass, 
tile, plastics, concrete, brick and wood. No 
heat or pressure necessary, states maker. 
One gross of tubes (six display boxes) 
costs the dealer $21.60. Suggested retail 
selling price of each tube is 25 cents. 
Also furnished in pints, quarts, gallons 
and 5 gallons. Miracle Adhesives Corp., 
852 Clinton Ave., Newark 8, N. J. 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 


position for nailing, and the fact that he 


can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend, Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 











No. 95-18-2 
SPRING & CHAIN DOOR STOP 














It's New—With a Big Market 


Uses a COMPRESSION spring instead of the 
ordinary expansion spring. Offers improved 
shock-absorbing protection when door reaches 
90° opening, with added advantage of effec- 
tively preventing door being opened beyond 
110°. Spring compresses at 150 Ibs. Tensile 
strength of chain 350 Ibs. 


Fast Turnover 


The Shelby Spring and Chain Door Stop will 
prove a big seller because it offers definite 
protection from damage caused by sudden 
dusts of wind slamming grade or storm doors 
against house. Every home needs one or more. 


Zine plated. Packed one dozen per carton with 
screws and directions for installing. 


Ask Your Jobber 
THE SHELBY SPRING HINGE CO., Shelby, Ohio 


folly 


ao BUILDERS HARDWARE 
Geed Lovks - Bella Wear 
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| “Dutch” Clothless 


paper or cloth. 





| steel cabinet. 
| and stain proof and easy to keep clean. 








Coffee Filter 


For glass coffee makers. Snaps in the 


| lower bowl and cannot fall out or pop up, 


according to the maker. No chains, strings, 











Made of china. Said to | 
fit all standard makes. List price 50 cents. | 
Hill-Shaw Co., 311 N. Des Plaines St., | 
Chicago 6, Tl. 


All-Steel Sink and 
Cabinet Unit 


“Majesty 1666” stainless steel sink and 
Double-bow] sink is rust 


Enameled steel cabinet has bread board, 





cutlery drawer, two service drawers, cake 
drawer, vegetable drawer bin, soap con- 
tainer shelf and towel bar. Insulated doors 
and drawers have rubber bumpers and 
bullet catches. Doors also have self-lock- 
ing, semi-concealed hinges. Paragon Utili- 
ties Corp., 75 Bridgewater St., Brooklyn 
22, N. Y. 


“Eas-E-Go” Hose Nozzles 


Constructed of aircraft aluminum in 
senior and junior sizes. “Sure-Seal” lock 
within, insures the nozzle from leaking, 
according to the maker. Precision con- 
struction and assembly said to assure an 








adjustment down to a fine mist spray. List 
price of junior size is 49 cents, list price | 


Co., 84 Worth St., Stamford, Conn. 


: 








Call Ryerson when 
you need steel — any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 








Bors © Plates * Sheets * Structurals 

Inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes e Hi-Bond Reinforcing Bars 

Allegheny Stoiniess * Alloy Steels * Tool 

Steel * Babbitt Metal * Wire * Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc.’ 


Steel-Service Plants at: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 































MR. MANUFACTURER: 


Do you have the ambition to 
GO "BIG TIME?" 


To have rock-ribbed distributors from 
coast-to-coast pushing your wares? To 
have brilliant ad and promotional 
plans that stand head and shoulders 
above competition? To have razor- 
sharp merchandising programs that 
brand you.the leader in your field? 


YOU CAN GET IN THE 
“BIG LEAGUE" CLASS 


—if you have a meritorious product 
and a sincere conviction of achieving 
this goal; if you are farsighted 
enough to plan TODAY for TOMOR- 
ROW’S sales. - 


UNIQUE, 
COMPLETE SERVICE! 


We can offer a few such potential 
leaders not only a seasoned national 
sales force blanketing the country, 
with continuous contact among the 
leading ,jobbers, Chains, key retail- 
ers and volume users, but— 
Thorough, profit-producing merchan- 
dising plans cleverly integrated with 
sales—compelling advertising and pro- 
motional programs; current marketing 
information; yes—even assistance on 
product improvement and package de 
sign, pricing and Government regula- 
tions. All wrapped up on one package. 
YOU do the manufacturing—we carry 
it all the way from there. 


Write Box K-597, eare of HARDWARE AGE 
100 East 42nd St., New York 17, M. Y. 


: 
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of senior size is 75 cents. Main Machine 
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New! A modern sure 
cure for condensation 
drip from cold water 
pipes. 

Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, EasytoWrap on 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll, eno: for $ 

7 ft. of ab ine $425 
Higher West of Reckics and Caseds 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. | 


IMMEDIATE DELIVERY | 
Get NoDrip Tape from your Jobber today 
J. W. MORTELL CO. 207 Burch St, Kankakee, i. | 
































Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 


Inquiries from 
Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 














“Tri-Level” Tool 


Combines the features of a level with 
two degree graduated dials, an automatic 
protractor and a center head. Constructed 





of solid aluminum alloy die-cast, with web 
reinforcement and all] contact surfaces ma- 
chined to mirror-smoothness. Overall size 
is 18 by 3% by 1% in. Weight—2 lbs. 
Has accurate automatic action dial, which 
can be read instantly, a hardened steel 
center punch and a specially designed 


groove for centering the level on pipe or - 


any other curved edge. Approved OPA 
retail price is $8.90. Vimcar Sales Co., 
124 S. San Pedro St., Box 2395, Terminal 
Annex, Los Angeles 54, Calif. 


“Strongman” Rotary 
Clothes Dryer 


All-steel construction, hot-dip galvanized 
after fabrication. Said to be indestructible 
and will never need painting or repairing. 





It is a removable dryer, fitting into a ground 
sleeve. Light in weight, easy to set up and 
requires a minimum of space. Comes com- 
plete with 125 ft. of clothes line. Made for 
and exclusively distributed by Kamkap, 
Inc., 200 Fifth Ave., New York, N. Y. 


“Steer-O” Toy 
Automobile 


Features a patented steering gear that 
automatically steers the front wheels in 
any direction by tilting the body slightly. 
Heavy, colored plastic body, transparent 











WHATS NEW 


plastic windshield, leatherette upholstering 
chrome front and rear metal bumpers. 
Chrome hub caps, heavy metal disk wheels 
and realistic rubber tires. Over-all length 
is 13 in. Suggested retail selling price is 
$5.95. Steer-O Toys, 2345 W. Devon Ave., 
Chicago 45, III. 





“Aqua-Spray” Heads 
For Underground Systems 


Aqua-Spray Lawn Sprinkler Co., 439 E. 
Fort St., Detroit, Mich., is offering a type 
of self-draining nozzle. Only heads are 





offered to the dealer who furnishes stand- 
ard % in. galvanized, iron or copper pipe 
to complete installation. Head consists of 
four parts, easily adjusted from full circle 
spray to half circle for sides and quarter 
circle for corners. Simple in construction, 
built of aluminum to prevent rusting and 
said to be self-draining to eliminate dan- 
ger of freezing or siphoning back. Heads 
and piping set only three inches below 
ground level when installing. Can be con- 
nected to exterior water faucet or piped 
directly from house. 


Shade Cleaner 


“ShadeClean”—dry cleaner for all types 
of window shades. Works like an art gum 
eraser. No soap or water needed. Said 





to pick up dirt with light, easy strokes. 
Colorful folding display piece included in 
each carton. Packed 3 doz. to case. Has 
suggested retail selling price of 15 cents 
per package. Imperial Products, Inc., Cin- 
cinnati 2, Ohio. 
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BUCKEYE Aluminum piece set with special features 


for modern “Waterless” Cooking 


HIS mirror-bright, smartly 

designed five piece set is 
made by stamping solid pieces 
of 10 gauge virgin rolled sheet 
aluminum that is almost three 
times as thick as ordinary utensil 
ware. The set consists of the 
following pieces, each with a 
matching, tight-fitting, patented 
bevel seal cover: large Chicken 
Fryer (105¢” in diameter), 5-qt. 
Dutch Oven, 4-qt., 3-qt. and 
2-qt. Sauce Pots. 


FEATURES—AIll edges are bev- 
eled for easy cleaning. There 
are no beads or crevices to catch 


and hold food. Handles and 
knobs on Dutch Oven and the 
sauce pots are Thermoplax that 
will withstand oven heat and will 
not char or work loose. The 
broad, flat, specially finished 
bottoms of this extra heavy ware 
heat quickly and hold the heat. 
This feature, together with the 
tight-fitting lids, makes these 
the perfect utensils for “water- 
less” cooking. 


“WATERLESS” COOKING— By 
this modern method, meats and 
vegetables cook in their own 
juices with little or no added 


Five piece set is Catalogue No. 1061-5S. Individual pieces 

are: Chicken Fryer No. 1011...5-qt. Dutch Oven No. 1065 

. ++ 4&qt. Sauce Pot No. 1064... 3-qt. Sauce Pot No. 1063 
2-qt. Sauce Pot No. 1062. 
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water. If heat is turned as low 
as possible there is no danger 
of burning or scorching...foods 
keep their flavors, precious 
vitamins and minerals are not 
boiled out and thrown away— 
but are saved and served. 


ALL PURPOSE WARE—This Buck- 
eye extra heavy aluminum ware 
is especially designed for “water- 
less” cooking but can be used for 
every type of top range cooking 
—boiling, stewing, braising, pan 
frying, deep fat frying. With or- 
dinary care this Buckeye ware 
will give a lifetime of service. 











Shar0u Sw 187 
SOCKET SCREW 
WRENCH ASSORTMENT 


Father’s Day Packages 
| Of “Gem” Razors 


| ‘ 
|  Father’s Day presentation packages con- 
taining a “Gem” Micromatic razor (Peer- 


less model) with five blades and six extra 


| 
| 





WHATS NEW 


placed over the egg. Then by squeezing 
the end of the heat-resisting loop, which 
holds the egg firmly in place against the 
face plate, the end can be cleanly cut off 
with a knife. Rust-proof, easily cleaned 
and claimed to last for years. Suggested 
retail selling price is 25 cents. J. H. Mill- 
holland & Co., 1907 N. 63rd St., Philadel- 
phia 31, Pa. 





“Billings” Wrench Sets 


Three types of wrenches in five different 


sets. Each set in leatherette roll. For 
home, workshop, industrial or general 


packages of “Gem” Singledge blades, five | 
in each pack. Suggested retail selling 
price is $2.75 with cost to dealer of $22.60 | 


@ ALLOY STEEL, HEAT 
TREATED 
@ COMPACT STOCK 


@ QUICK REFILLS AVAILABLE 
@ 187 FAST MOVING 
WRENCHES 


@ HIGH PROFIT 
INVESTMENT 


@ BUILDS REPEAT SALES 


SMALL 


Order direct or from your jobber 


Shanon [Ghat and Soha Co 


BOSTON 10, MASS. 


Stop Leaks 
Permanently 


| 
PRODUCTS | 


2322 West 58th Street, Chicago 36, II! 
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per dozen. 
89 cents to one dollar. American Safety 
Razor Corp., 303 Jay St., Brooklyn, N. Y. 


“Bruce” Floor Cleaner 


For dry cleaning wood floors and lino- 
leum. Said to remove spots, dirt and heel 
marks instantly and does not contain water 


or any ingredients harmful to floors. Ac- 
cording to the maker, the wax base gives 
floors a fine sheen. Suggested retail selling 
prices are 39 cents pt., 68 cents qt., and 
$1.95 gal. Dealer’s cost—26 cents per pt., 
45 cents per qt., and $1.30 per gal. E. L. 
Bruce Co., P.O. Box 397, Memphis 1, Tenn. 


“Humpty-Dumpty” 
Egg Holder 


For opening hot boiled eggs, easily and 
quickly without burning fingers. When the 
egg has been removed from the boiling 
water and placed on table, the holder is 


Other gift packs to retail from | 











utility use. Wrenches made of selected 
alloy steels. Heads are hand ground and 
polished, plated with heavy chrome over 
nickel and copper. Three types of wrenches 
used in these sets are “Billings Vitalloy” 
double end engineers’, combination box 
and open end, and box wrenches. Range 
of openings to give user sizes most needed 
in daily use. The Billings & Spencer Co., 
Hartford, Conn. 


Spring Lock Washers 


“American Standard”—a complete line 
of spring lock washers produced in com- 
pliance with the standards adopted by the 


American Standards Association. To hold 
nuts tight om bolts where vibration and 
changes in form of the surfaces bolted to 
gether tend to loosen the joints. The Re- 
liance Div. of Eaton Mfg. Co., Massillon, 
Ohio. 
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A progressive dealer's interest in the sale of an appli- 
ance doesn't end with the immediate transaction. The 
forward looking merchant can't help but want to build 
a following of friendly, satisfied customers. 


You are taking a long step towards that objective when 
you sell Dominion appliances. They are attractive, well 
designed, carefully built. 


The DOMINION line is a “friend-making" line. 


ominion 


DOMINION ELECTRICAL MFG. INC., Mansfield, Ohio 
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DOMINION 
“FRIENDMAKERS” 


Flat Irons, Toasters, Waffle Irons, 
Sandwich Toasters and Grid-A- 
Bouts, Table Stoves, Heaters, Pop- 
pers, Curling Irons, Hair Driers, 
Mixers, Heating Pads, Infra-Red 





VESTS 


A COMPLETE LIne 


77 Years Raulaliors 


4 
an Ke Traae 


4 J 
AMERICAN SHEARER MFG. CO niin nn) 





Remember When It’s 


STOVES 


Oil—Gas— Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 


llardware Specialties 


DAVID B. TAYLOR CO.., Inc. 


Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Marylend 








LEATHER 
AND 
SADDLE SOAP 


Maker for You 


For use on all leather except 


suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 


Packed in 6-0z., 12-02. & 5-ib. Cans 


ASCO CHEMICAL CO. 


Brooklyn 21, N. Y. 








641 Lexington Ave 








TROY 
BEST 


FILE HANDLE. Assures better workmanship and 
safety to user. It can't split. 


FILE CARD—cleans files, taps, and dies quickly and 
thoroughly. 
HOG SCRAPERS—Single or double end. 


TROY FILE WORKS 
Troy, Est. 1831 N.Y. 














eNEEGARDSe 


CARDENING 
FLOORWORK 


_ - 
CENTRAL RUBBER PRODUCTS Co. Inc. 


82) BROADWAY WEW YORK WN Y 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 














FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
la powder form... jast 
mix with water aad 


will MOT SHRINK ase. Will not shriak. 





(wERE'S wHaT ) 





STICKS AND STAYS pur 
' 


ee, 


wos 


Sticks and stays pat. 


can give im- 
mediate deliv- 

ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-Ib. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-Ib. drums for 
large industrial users. 


The PLASTIC Repair Material 
in POWDER Form 


Gripper Clips 


Registered U. 6. Pat. OGes 


7 


GIBSON GOOD TOOLS, INC. o 
Boz 268 Orange, Mass., U.S.A. 


SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57, 1.9 











WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 

Wood Products Division 


MAINE INDUSTRIES COMPANY 
General Offices - Bangor, Maine 











FAST &SELLERS! 


GRianD 


SAFETY DOOR HOLDERS 

















TWIX 


Nailclip 


Precision made 
Hardened and ground 
Drop-hammer design 

Immediate delivery 


Twix Manufacturing Co. 
40-09 21st St. Long Island City, N. Y. 














Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK i, N. Y. 

















| NU-WAY 
Calf & Cow 
WEANER 


BECAUSE THE PRINCIPLE 18 RIGHT 
Thousands of satisfied users frem coast te coast 


Jabs the Antmal Weans Them the 
Deing the Sucking Hamane Way 


— An item That Repests — 
SEE YOUR JOBGER- 
AUSTIN MFG. CO., ROUND GROVE, ILL. 


| SELLS ON SIGHT 
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quickly and 


RES 
N.Y. 











SADWAY 

















\RE AGE 


‘WHATS NEW 


“Jet-Craft” Speedboat 


Made of waterproofed wood. Has a hol- 
low, water-tight hull which can be filled 
with water and this water is forced out 
through a jet in the stern by means of 
harmless, gas-generating chemicals, thereby 
propelling the boat. Boxed as a complete 
set containing the boat, cork, rudder and 





enough chemicals for eight trips. Mahogany 
finished deck and cabin, sides white and 
bottom bright red. Suggested retail selling 
price is $2. No. 81 propulsion charges, 
containing enough material for operating 
the boat eight times, also sold separately 
in decorated box. Suggested retail price 
of charges is 15 cents per box. The 
Chatfield-Clarke Co., Woodbury, Conn. 


Charcoal Grill 


For broiling steaks, chops, frying ham- 
burgers, roasting corn, etc. Made of cast 
iron and will not warp, according to the 
maker. Size, 18% in. long by -11% in. 





wide by 6 in. deep and is 12 in. when 


assembled. Requires only lump or briquet 
charcoal for fuel. May be set up in living 
room fireplace or used outdoors. Ashes 


are easily dumped. Shipped knocked down 
List price $11 F.O.B., 
D. J. Murray Mfg. Co., 


in heavy carton. 
Wausau, Wis. 
Wausau, Wis. 


“Speedy” Tool Grinder 
Tool and knife grinder for use in shops, 
homes and garages. Dust proof gear case, 


one piece frame and vitrified wheel. Large 
malleable iron handle with wood grip. 
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Crank is keyed to shaft to make it slip- | 


proof. Clamps un anywhere. Accurately 
made and finished in durable baked 
enamel. Weight, 6 lbs. Suggested retail 
selling price is $5.95. Hardware Sales 
Corp., 242 Canal St., New York 13, N. Y. 


“Vaculator” De Luxe 
2-Heat Hot Plate 


Designed exclusively for use with glass 
coffee makers. Combination of highly 
polished, chrome-plated shell atop a black 
plastic base. Maker -states that it will not 





scorch or scratch table tops. Equipped 
with two-heat switch, one heat for brewing 
and one for keeping coffee warm. Operates 
on 115 v., A.C. or D.C.; 550 watts on 
“brew” and 65 watts on “warm.” Detach- 
able cord set included. List price (F.E.T. 
included) is $5.25. Hill-Shaw Co., 311 N. 
Des Plaines St., Chicago 6, Ill. 


“Erusto Solvent” 
Spot Remover 


Paint, oil and grease remover for use in 
laundry or wet cleaning operations. Product 
can be completely removed by washing or 
rinsing in water. Packaged in one gallon 
cans. Pennsylvania Salt Mfg. Co., 1000 
Widener Bldg., Philadelphia, Pa. 








Latest News on 


RECONVERSION 
on page 204 

















MYSTIC FOAM 
Is the ONLY Upholstery and 
Rug Cleaner Approved and 


Guaranteed by 


@ Goop HOUSEKEEPING INSTITUTE 
© PARENTS MAGAZINE 
© AMERICAN MEDICAL AssN. 


No Other Cleaner Can 
Make That Statement! 


5 Point Promotion Plan 
Brings Immediate Profits 


If your jobber hasn't Mystic Foam, write 
us. Jobbers: Write for details. 


P. S. MYSTIC ZIP, the kid sister, helps you 
make two sales instead of one. 
MYSTIC FOAM CORP. 


2003 St. Clair Ave., Cleveland 14, Ohio 
The Mystic Foam Co., Los Angeles, Calif. 











THEY ARE HERE 





No. 15 


~ BEST EVER 
ALUMINUM PIE PANS 
MADE OF 
PURE 250 ALUMINUM 
ROLLED AT THE MILL 
TO OUR SPECIFICATION 


BEST 
PIES AND BISCUITS 
ARE MADE 
WITH BEST EVER PANS 


IMMEDIATE DELIVERY 


Write or Wire for Descriptive Folder 


NEWMAN MFG. & SALES CO. 


KANSAS CITY 2, MO. 














247 





ag 


CREATED BY 
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FOR MORE TOOL MILEAGE 
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DROP FORGE ETOOL 


CORPORATION 
UTICA 4,NEW YORK 


| tional Wholesale 


Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
Association’s meeting jointly with the Na- 


Hardware Association, 


| Oct. 14-17, inclusive, 1946, at the Marl- 








borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave.. 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers Asso- 
ciation; George A. Fernley, 505 Arch St.. 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware 
convention and exhibit, Palmer House. 
Chicago, Ill, Sept. 3-5, 1946. John R 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

Associated Pot and Kettle Clubs of 
America, annual convention, at Hotel Del 
Coronado, San Diego, Cal., June 12-14, 
1946. A. H. Howson, 444 South Broadway, 
Los Angeles, Cal., is reservation chairman. 

Bicycle Institute of America, Inc., 
summer meeting, June 3-5, 1946, at the 
Edgewater Beach Hotel, Chicago, II. 
Cecile Meehan, 122 East 42 St., New York, 
N. Y., is executive secretary. 

California Gift and Art Show, 23rd 
semi-annual exhibit, June 16-21, 1946, Los 
Angeles, Cal. Exhibits will be held at 
Brack Shops Bldg., 527 W. 7th St., Brock- 
man Bldg., 520 W. 7th St., and the Mer- 
chandise Mart, 712 S. Olive St. Larry Ray- 
mond, 1151 S. Broadway, Los Angeles, Cal., 
is publicity director. 

Carolinas, Hardware Association of the, 
convention, May 28-29, 1946, at the Hotel 
Charlotte, Charlotte, N. C. Sally Couch 
Masten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 

Central States Hardware Club, annual 
golf tournament, at the Butterfield Coun- 
try Club, Hinsdale, [l)., June 28, 1946. 
Ben Leve, 3630 S. Iron St., Chicago 9, 
Ill., is secretary. 

Louisiana Retail Hardware Associa- 


Association, annual 


tion, Inc., annual convention, June 10-11, 
1946, at the Bentley Hotel, Alexandria, 
La. Mrs. David O. Mansfield, P. O. Box 
1696, Jackson 113, Miss., is acting sec- 
retary. 

Mid-West Toy and Housewares 
Trade Show, at Convention Hall, Detroit, 
Mich., June 18-23, 1946. William H. Pfau, 
4484 Cass Ave., Detroit 1, Mich., is man- 
ager. 

Mississippi Retail Hardware and Im- 











plement Association, Inc., annual conven- 
tion, June 3-4, 1946, at the Hotel Buena 
Vista, Biloxi, Miss. Mrs. David O. Mans- 
field, P. O. Box 1696, Jackson 113, Miss., 
is acting secretary. 

National Contract Hardware Asso- 
ciation and American Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit; Palmer House, Chi- 
cago, Ill, Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Fire Protection Ass’n, 50th 
anniversary meeting, June 3-7, 1946, at the 
Hotel Statler, Boston, Mass. Hovey T. 
Freeman, 60 Batterymarch St., Boston 10, 
Mass., is secretary-treasurer. 

National Hardware Show, Inc., at 
the Grand Central Palace, New York City, 
Sept. 16-21, 1946. Headquarters are at 331 
Madison Ave., New York City 17, N. Y. 


National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 


can Hardware Manufacturers Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadci- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association. 

National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, IJ. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing director. 

Western Gift, Toy and Housewares 
Show, at Civic Auditorium, San Francisco, 
Cal., Aug. 4-8, 1946; at Portland, Ore., Aug. 
11-14, 1946; at Seattle, Wash., Aug. 18-22, 
1946. Information may be obtained from 
Western Merchandise Exhibitors Assn., 
1355 Market St., San Francisco 3, Cal. 


Correct Answers to 
Test Your Hardware Sense 


(Continued from page 184) 


l1—Answer. Dealers cost is 40 cents per 
pound. 

2—Answer. Retail 
33 1/3 per cent. 

3—Answer. Dealers margin 28 per cent 
on selling price. 

4—Answer. Mark-up permitted 45 per 
cent. 

5—Answer. Monthly payments of $7.31 
per month. 


mark-up allowed 


HARDWARE AGE 
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"So POL-MER-IK is Valuable. We don't have to 
keep it in a Safety Deposit Vault, do we?" 


REMEMBER POL-MER-IK LINSEED OIL FOR BETTER PAINTING...IT WILL BE BACK! 


Due to government restrictions on metal containers the distribution and sale of Pol-Mer-Ik Linseed Oil is also restricted 








eset Cc) ARCHER-DANIELS-MIDLAND COMPANY 
me MINNEAPOLIS 2, MINNESOTA 


ma yy, CREATING NEW VALUES FROM AMERICA’S HARVEST 
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THEY’RE MADE BY 


THE WORLD’S LARGEST 
PLASTIC TOY MANUFACTURER 


PLASTIC SIX SHOOTER 


HARMLESS .38-CALIBER PLASTIC SIX-SHOOTER 


All the fine detailing of an actual «38 
caliber pistol is authentically dupli- 
cated in this safe, harmless toy. Ham- 
mer goes back and bullet chamber 
turns when trigger is pulled. Ideal for 
playing “Cowboys and Indians” or 
“Cops and Robbers.” Individually 
packed in full color display box. 


PLASTIC TOY TELEPHONE 





The World’s largest selling toy at $2. 00 — now 
destined to break all sales records at this sensation- 
ally new low price. Same identical telephone with 
all features of clicking revolving dial that comes 
back; easy reading numbers—all plastic through- 
out. Practically unbreakable. World beating value! 
Individually boxed. 















ideal Novelty & Toy Co. 
200 Fifth Ave., New York 10, N. Y. 





ODAY 


Please Ship ViB.........ccccscccsorcresssersroresscesecesseosscncssesscssossseses 
sue os doz. SIX SHOOTERS to retail at $1.19 
avenue doz. TELEPHONES to retail at $1.19 


GTGRTE BOAT ccciccrseccscssscsnscsscsesccsctcsssccecnccnsess 
Address . 
Buyer's Signature deidenngnendduttiinsnctdmmenig Dept. 
























NEW LURES 


By P&K 


Here are two new P & K Lares that created a sensation at all the Sports Shows. 
They are catching fish—and catching sales and profits for Dealers. Stock them now. 
See your Jobber or write for descriptive folder. 


BRIGHT EYES 


The sweetest casting lure you've 
ever used. Its ultra modern design 
—its exciting, whip-like section— 
its appeal to ALL game dsh—its 
bright staring eyes that literally 
bore a path through we water— 
make it a must for the coming fish- 
ing season. Either a deep running, 
or surface lure, depemling on speed 
of retrieve. Made of tenite, with 
two #1 P & K American made, 
nickel plated. treble hooks with 
needle sharp puints. In 8 — 
color combinations. No, 

(Red & White), 44WL iitteck ta 
with white lateral line), 44YP 
(Yellow Perch), 44F (Frog), 44P 
(Pike), 44R (Rainbow), 44G8 
(Green Scale), 44PR (Peert). 
$1.10 each. 


WALKIE TALKIE 


A surface lure that's literally out of 
this world—that strictly “‘murders 
"em." A killer for ALL game 
fish. A truly surface lure, it rings 
the dinner bell for those big ol’ 
lazy ones as it walks and talks 
along the water. One of P & K's 
newest lures, tested for its fish 
catching ability, of Tenite, with 
two #1 P & K American made, 
nickel plated, treble hooks with 
needle sharp points. In 8 attrac- 
tive color patterns No, 43RW 
(Red & White), 42BW (Black & 
White lateral Une). 13F (Frog), 
43PR (Pearl), “Ye (Yellow 





BRIGHT EYES 


os 


WALKIE TALKIE 





$1.10 each. 


PACHNER & KOLLER, Inc. 


3426 Archer Avenue Chicago 8, Illinois 

















TESTED 0 PROVED LURES © FISHING ACCESSORIE 


REACHING 










| 20,000,000 READERS THROUGH 
| / 


NATIONAL ADVERTISING 
ONE WALKER with Everything Your Customers Wants! 


Shaler Waller 


witt FEATHERWEIGHT TOUCH 


Firsti—with permanently installed 
metal folding foot boards. First!— 
with roomy rear trunk for bottles, 
etc. First!—with streamline design. 


PLUS 


Other important 
sales features 
and sales-get- 
ting dealer aids! 

































The Aristocrat of Walkers: 


SHULER CO. cLevetano, o. 


















—T 














HARDWARE AGE 
















Finish). 


ic. 


Illinois 





i 


oa 





$ Wants! 


bor 
DUCH 

stalled 
Firsti— 
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design. 


LUS 


mportant 
features 
sles-get- 
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Walkers: 














Mr. Dealer, you said it — 
ROYAL FIREPLACE FURNISHINGS DO 
create the “desire of possession." 
ROYAL fixtures are now in production. 
You will soon be able to satisfy this desire. 


CHATTANOOGA IMPLEMENT & MFG. CO. 
CHATTANOOGA 6, TENN. 
QUALITY SPONGES 
See PS 
z= a 


- SINCE THE19th CENTURY 
x PONG Hi) James H. Rhodes & Company 
8 ia has been in the sponge 
business—controlling all 
operations from fishing 
boats to jobbers’ stocks. 
We specialize in sponges 
for the hardware and 
paint trade. Buy from the 
jobber handling Colossus 
Brand Sponges and be as- 
sured the best values on 
the market. 


COLOSSUS BRAND SPONGES 
OFFER YOU 


Outstanding Values 
Wide Selection 
Merchandising Aids 


WRITE US FOR COMPLETE SPONGE CATALOG 











Please indicate your jobber’s name 








| 157 W. HUBBARD STREET | 48-02 TWENTY-NINTH STREET | 
LSweps\ 


Caf 
Bi JAMES H. RHODES & COMPANY §f 





CHICAGO 10, ILLINOIS LONG ISLAND CITY 1, N.Y 
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@ Famous Soilax na- 
tional advertising, 
striking Soilax dis- 
plays—bring folks 
into your store. This 
steady stream of cus- 
tomers means plenty 
of sales for your other 
items, too! 











SOILAX 


GET SOMAX FROM YOUR JOBBER 





ECONOMICS LABORATORY, INC., ST. PAUL, MINN. 








251 












‘“DIXIE’’ 


| 0 Ay ee > 
















Jobbers. 


* R. 


“Dixie’’ Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass . . . and yet are moder- 
ately priced. The “Dixie” is one of a complete 
line of Nelson Noz- 
zles. All Nelson 
sprinkling equip- 
ment is sold only 
through Hardware 


Powe 





MFG. CO. | 
PEORIA, ILLINOIS 








PROFITABLE 
HARDWARE STORE ITEMS 








p38 ee ee ee 



































“Ls —_ Neatslene, Sheps . 
2= Sheps Ster Harness le 
less Made from same formula for 
==> over 30 years. Contains fish 
oll, pure neatsfoot oll, and beef 
tallow. 
"BEST FOR LEATHER IN ALL KINDS OF WEATHER" 
SOFTENS aud PRESERVES 
From the Foot Bones of beef animals processed in ememen, 
Omahe Packing Houses, comes the Pure Neatsfoot Soocscces 


Oll used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmen 
NEATSLENE COMPANY 
Roy W. Shepard, ‘'Shep"’ 

OMAHA 8, NEBRASKA 













































PATENTED 


GRASS SHEARS 


Look to Lawn-Trim for better, 
more profitable sales this year! 
Their advanced design, exclusive 
features and exceptional quality, 
plus effective national advertising, 
put them in a profit class by 
themselves! Available now in 
increasing quantities ... . Order 
now for assured stocks all sum- 
mer! Ask your jobber, or write 


ROVAN PRODUCTS, inc. 
KITE. Pine @ Seattle 22, Wash. 












FENCE 
te) pate) 8 4 -t 


DOUBLE DUTY FENCER 


Here is an electric fence controller which has 
enough sales appeal to seil itself! Electrite's 
Model 610L is a combination unit which can 
be used where alternating current is available 
—or can be easily changed to a battery oper- 
ated fence: for fencing isolated fields. There 
are Electrite models for every purpose, and 
all have automatic current control, special 
phosphor-bronze armature blade, open type 
transformer, oversize contact points, and many 
other outstanding features. 
Write Electrite Fence Co., 

Whitewater, Wis., U. S. A. 

COMBINATION UNIT 

MODEL 610L 


Has built In signa! light. 
Can be used indoors or out- 
doors. Will handle 15 fo 25 
miles of fencing. Size 8" x 
io" x 4", 

SELLS AT $21.95 


ORDER FROM YOUR JOBBER 


MMecltle 
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m Mm A. Oe. nie | 
Amber and Black | 
SCREWDRIVER ASSORTMENT | 


Makes Profits for Dealers 
Sales Start as Soon as Shown 





Heavy Duty Handles-— 
Unbreakable—Shockproof 
Highly Polished, Ground 
Blades of correctly hard- 
ened and tempered Tool 
Steel. Securely Anchored 





























Weight 2% Lhs. per 
assortment. 
Sold by Leading Jobbers 


AMALITE, INC. 
1884 Pitkin Ave. 
Brooklyn 12, N. Y. 































Serves As 


ae 
A WRENCH CONGRESS DISPLAY 














ASSORTMENT— 
A HAND VISE SMALL INVESTMENT 
A CLAMP —LARGE PROFIT 





50 pulleys assorted of 27 popular 
sizes with diameters from 1" to 
5”, each individually packaged in 
on attractive dust free box makes 
up the CONGRESS display assort- 
ment. Above 3 color display card 
and handy inventory card included 
free with each assortment, Com- 
plete assortment $15.00. Your 
profit $11.40. 


If your jobber cannot supply, or- 
der direct andsend jobber's name 















LIMITED DELIVERIES NOW 


In FULL PRODUCTION SOON 


“FUTURE” ORDERS FILLED IN SEQUENCE 
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The Hack Saw Frame That 
“CUTS AROUND CORNERS” 


As shown cutting a feed line inside an aircraft 
wing section, this sturdy saw frame makes cuts 









in Handles. impossible with conventional frames. The K-D 
Attractive Four-Color No. 99 is a one piece noncollapsible all steel frame, 
COUNTER quickly changed to take 3”, 6”, 8”, 10” and 12” 
DISPLAY CARD blades. One 3” and one 12” blade furnished. 
ith Easel Ideal for Maintenance 
= Engineers, Plumbers, 
Stock No. X-641 Janitors, etc. From your 
Consists of: Hardware Jobber or 
2 Each No. X-5166 . 
X.4166 direct from the factory, {= 
bee Write for full information about other K-D Hard- 
X-4161 ware items: Ratchet Wrench Sets, Pliers Sets, etc. 
‘ecite with — 
Packed 1 to 
with 1 Displey } 


LANCASTER, PENNSYLVANIA 
25 years of ‘Making Hard Jobs Easy” 








FOR THE HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALER 
Compare the prices, quality and mer- 
chandising helps of the CONGRESS 
line and you too, will agree that there 
is more profit in CONGRESS pul- 
leys. Wise dealers everywhere are 
switching to CONGRESS for long 
profit and fast turnover. 


CONGRESS PULLEYS are 
NATIONALLY ADVERTISED 


CONGRESS is building sales with 
advertisements in Popular Mechan- 
ics, Popular Science plus these in- 
dustrial publications—Industrial 
Equipment News, New Equipment 
Digest, Industrial Bulletin and Mod- 
ern Industry—building sales and 
profits for you. 


CONGRESS *oiision” 


Detroit 12, Michigan 














SOUTHINGTON 


SCREWS 


For Wood or Metal 
Southington Wood Screws, Drive 


Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 
PHILLIPS RECESSED HEAD SCREWS 

FOR WOOD AND SHEET METAL 

Driver fits se- Y 

eurely into ta- 

pered recess — 

will not slip 

out, or work to 


Supply the in- 
creasing de- 
mand for these 
modern, time- 
saving screws. 


All standard 


one side. sizes. 
THE SOUTHINGTON 
HDWE. MFG. CO. 


jser SOUTHINGTON, CONN. :5:7 


KROL CREEFS WW 


loosens frozen parts‘ 


Proved by case histories from some of the 
3500 industrial users. 


The Stubborn Spindle: Spindle of automatic machine froze. 12-ton 
hydraulic press used to remove bushings—without success. Kroil ap 
plied. In 20 minutes part removed with ease. 











Monotype Filter: $50,000 worth of monotype equipment lying idle 
while we fussed for 2 days with 12 lousy screws. Soaked the parts in 
kerosene, light oi! and several penetrating oils. Then we used Kroil. 
“‘Darn stuff turned rust into mush so we could turn the screws and use 


the parts again.”’ 


Heat Treat Trolleys: Before trying Kroil we broke off every nut on 
our heat treat quench trolleys. Since then we have not lost one and have 
decreased our repairing time from 30 to 6 minutes per trolley. 


Kroil gets results because it is based on a recent laboratory discovery 
not used in any other penetrating oil. Try it yourself and you'll be glad 
to recommend it. 


Now available in 8-oz. spout cans—list 50 cents—packed 24 to the 
carton, with an attractive display sign. 


KANO LABORATORIES, 85 E. Wacker Drive, Chicago 1, Ill. 


KANO LAD DR ATORIES 
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The CHICAGO “V”.BELT 
PULLEY DISPLAY 


will help You 
make Sales 





A $15.00 
Value 
for Only 
$7.20 


Ask Your Jobber About— | 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 


All pulleys are for “A” belts and come in 14” 
and 5%” bores. 








The Display Board is finished in red, white and O1 
blue and has space in the rear for additional sizes. 
Mfr’d by 
CHICAGO DIE CASTING MFG. CO. Ww 
2507 W. Monroe St. CHICAGO 12, ILLINOIS 




















NOW-PIPE JOINT 





FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 








NO LEAKS! 
Just rub 3 or 4 ocies Always Ready F or Instant Use 
spread ond fle thread ECONOMICAL 





when turned. 





HANDY... CLEAN 





Tested and Fully Ap- 
proved by Independ- 











ent Laboratories 
Note these cont tolheiaies 
FEATURES na 


NO BRUSH 


%* Withstands gasoline, 
NO WASTE 


oil, butane, propane, 
Freon, air, water, 
steam, acid, gas, brine. 


ASK YOUR 


% lubricates and completely DEALER 
OR 


seals pipe joint threads, 
nuts, bolts, gaskets, turn- 
buckles, etc. 


%& Contains no lead. Contains no in- 
jurious ingredients. 


Lake Chemical Company 


618 N. WESTERN AVE., CHICAGO 12, ILLINOIS 





opr. 1945 
Lake Chemical Con 












HARDWARE AGE 











Westchester Brickote Products Co., Inc. 


Manufacturers 
























u 
) 
ELECTRIC is eadines ae 
Andirons and other Accessories for the Fireplace “ -— << me 
IMMEDIATE DELIVERIES iyo eS 
THE WORLD'S FASTEST SELLING CAN OPENER 
= Vaughan's No. 170 
ing SAFETY ROLL JR. 
Red Bulbs, Aluminum Spinners and Pins for Electric 





y," Firelogs now available as a replacement item. pss on ay ye egg re on eam 
peners hav 


pleased to be able to offer this popular 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 





and Our products are nationally known and proven best sellers. 


izes. Literature sent upon request 








C0. WESTCHESTER BRICKOTE PRODUCTS CO., Inc. | ig, MAUGHAN NOVELTY MFG. CO. 
1O1S 1528 Williamsbridge Rd., New York 61, N. Y. | BRRMBRISCCCIVerttr tT GenennueT Tyee? arr enTTearnr iar 


















QUICKEE, re no 


that removes GREASE, GRIME, PAINT 
without the use of water! 

































ATION 
Gentle. Quick acting. 
nt Use Fortified with Lanolin 
1 High profit merchandise which sells fast | | and Vegetable Oils. 
AN from display card. Prevents chapping. 
.p- Simple and neat for anyone to install. sainihan: dinates 
ad- Grips firmly in any wall ot live-wire representa- 
a from concrete to fiber- rat aac 
a board. | = TRY IT YOURSELF! 
~reoad Anchor stays in place 
when screw is removed and 7 OD Daa RE ee erate eg 
Mail this coupon to us for a free sample jar of Quickee. 
your replaced. TUDOR PRODUCTS, INC. 
— 305 East 43rd Street. New York City 
WRITE ASK YOUR JOBBER 
-” Your Name Oc cinleaneeibacistasoniadeniacies 
" Y CORPORATION I [is 
2 6 Rs ‘Mor LD eee | le ee ee See ee eee ee 
smicel Con DETROIT NEW YORK 17,N. Y 
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Champion 
Mortise ; 
Door Bolts 






Ne. 38710 & 3715 
Backset 1%” 


Durability is built right into CHAM- 
PION Mortise Door Bolts—and the se- 
curity they give makes them outstanding 
sellers. 


In many hotels this bolt is used on all 
sleeping rooms, enabling guests to securely 
lock their doors at night. Supplied in 
both brass and steel. No. 3710 and 3715. 


Nearly all hardware jobbers sell some 
products in the big CHAMPION line. If 
your jobber doesn’t —then please write 
to us. 


E CHAMPION HARDWARE COMPANY 












Millions of users 
recognize Rogers famous fish 
glue as the best thing to stick with. 
And thousands of dealers have learned they’ll 
never get stuck with it. Because Rogers is sold 
only through the hardware jobber. Profits are 
absolutely protected. Order through your jobber 
today . 
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The 


FLETCHER 


MODERN 


WOOD SCRAPER 


PERFORMS BETTER 
EASIER e FASTER 










Unlike other wood scrapers, the 
FLETCHER will cut a deep shaving or a 
paper-thin shaving by dials changing the 
angle of the handle. 


MODEL 
250 















You can scrape close to an object or 
right into a corner by slightly extending the 
blade beyond the handle. 


The blade is held securely in position 
during use, but can be easily and quickly 
removed without force. Finest quality 
blades are inexpensive. Investigate the, 


FLETCHER FIRST. 






THE FLETCHER, TERRY COMPANY 
FORESTVILLE, CONNECTICUT 


a a een ae ee wen. 





NEW! INEXPENSIVE! 


PERSSON 
PAINT HOOKS 






¥ a nee 






eat 


Wherever painting is done — 
PERSSON Paint Hooks help do it 
easier, faster and safer. That's 
why these new, handy heoks are 
hard-hitters in ‘‘upping™’ sales vol- 
wme . . . They're a pointing 
essential! 
Eliminate spilled cans, soilage, 
wasted paint and container-handle 
interference. Hooks are instantly 
adjustable for either side of ladder 
. . can is safely and securely 
positioned ot all times. 


PERSSON HOOKS fit any ladder 
or stepladder — ony size can. 
Made of tested steel, with per- 
manent bive, rust-proof finish. 
Packed one dozen in an attrac- 
tive, full color -ounter display 











For right position: 
MOTE HOOK OVER 
TOF OF BURG 


« leit position: 
NOTE HOOK UNDER 
ano Ovtl BUNS 


T. G. 


224 GLENWOOD AVE. 


Inquiries invited; address Dept.E 


PERSSON COMPANY 


BLOOMFIELD, NEW JERSEY 


HARDWARE AGE 























sleseirelcsstrbirtiilsstalibinlunhinlialanlinbs 


Fast Accurate Measurements 


with the NEW ar ite 


Quick Action 


=< VERNIER 
SS CALIPER 


- ~! “ 


THE PERFECT TOOL for “= ® 
machine shop, garage, repair ite 
shop, aircratt-maintenance, etc. SN 


A flick of the thumb and you've got your external 
and internal dimensions. Knife-edged jaws provide 
exact thread measurements. A depth gage blade gives 
speedy depth measurements. Made of stainless steel or 
toolsteel; packed in a sturdy leather case. Scientifi- 
cally engineered, painstakingly machined and American 
made, the AMIC Quick Action Caliper is a quality 
teol without a rival. 
Graduations in English—1!/32" or 1/40"; in metric— 
full mm. Reading on Vernier |/128" or 1/1000" and 
1/10 mm. Also AMIC Precision Vernier Calipers, 
Height Gages, Depth Gages, Pocket Calipers, 
Comparators, Precision Graduated Metal Scales. 


Write for FREE Booklet K and price list or telephone 
PEnnsylvania 6-0687 


* Registered Trade Mark 


...@a well-known trademark that 
stands behind your reputation for 
quality merchandise 


Oster— maker of equipment famous 
in the barber and beauty shop field 
for more than 20 years — knows 
how to build hair clippers for 
home use that give your cus- 
tomers complete satisfaction. 
They are easy-operating hand 
clippers that maintain keen 
cutting edge throughout long 

life. Cash in on the growing 
recognition of the importance 

of personal appearance. Stock 

and promote Oster hand hair 
clippers for home use. 


Order from your jobber. 











PODEP COCO POUUOPEREOPCOCHCTCCEUPEOEOPEOOODOGERDOEEEPOCDEPUGEEDEECOpOREAy EE 
. Jravapeceeqennnpecuageccepuanageccnpsongonnapocgngaocagereny ry! Uaueenpeunqectazivengiene 


evvativrsdersetecseterseloseetoveetoncedeceedevestacsadavsateveelevctecselecselecceteeesteranlaaahs 


John Oster 1549 Ann Street 

AMERICAN MEASURING Mfg. Co. Racine, Wisconsin 
INSTRUMENTS CORP. hy, 

240 WEST 40th ST. * NEW YORK 18, N.Y. 




















SS U RE S ALE S -... here’s a sweet deal 


Modglin’s handy Pocket Comb 


By STOCKING and DISPLAYING 
Merchandising aid. 


THE NEW & EASY WAY 
To ASSEMBLE—STORE—TRANSPORT io Hanya on 
CARPENTERS SAW HORSES It is adaptable to most 


any store where the pres- 
or Banquet and Display Tables ence of such colorful tnd 
timely point-of-sale ma- 
terial cannot help stimu- 
¢ lating impulse buying. 


| EA. Order /510 — All Wholesalers 
Look to Modglin for leadership, 

; in Comb, Toothbrush, Hair and 

Hn i Z Hand - Brush manufacturing. Also 
© ; makers and Merchandisers of the 


Wonderful Salt and Pepper Shakers, 
famous ““Undie-Pins” and five sizes 
of plastic thimbles 








1 “CARPENTER’S HELPER” ” 
24 inches high or 29 inches high Catalog— “Molded Plastic Sales-Bullders” Ready 
| DEALERS—JOBBERS—DISTRIBUTORS Address inquiries to Counter Sales Dep't. A 
By Write for information 
neh. 
disploy FACTORIES OUTLET CO. 
s Dept.£ 408 S. Michigan St. South Bend, Ind. eee wallive seenkiie 











Yy SHIPMENTS PROMPTLY 3235 SAN FERNANDO ROAD: LOS ANGELES 41, CALIFORNIA 
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TRY THESE 


FAST SELLING 


SPRING and SUMMER ITEMS 




































NEW...ALL-STEEL BAKED ENAMEL TRELLIS 


This knocked down, ready for assem- 
bly, attractive, all-steel baked enamel 
trellis is available in two sizes — 
7 feet high, 30 inches wide; and 7 
feet high, 23 inches wide—six colors. 
Each trellis individually packed, 
comlete with assembly instructions, 
rust-proofed nuts and bolts, wood 
screws and mounting hardware. 






NEW... ALL-STEEL 
BAKED ENAMEL CAPE 


COD STYLE FENCE CAPE COD STYLE FENCE 
42 incheslong by 12 
inches high. Outside 
ground uprights 21 
inches high. Comes 
knocked down with 
nuts and bolts and 
instruction sheet for 
easy assembling. 
Packed in individual 
boxes — 12 to a 
carton. 


Both of these items are rapid sellers, 
priced right, with good profit. Your 
wholesaler has them in stock — sold 
through jobbers. . 


Patents Applied For. PRODUCTS DISTRIBUTING CO. 


3910 Carnegie Ave. ¢ Cleveland 15, Ohio 











AVAILABLE NOW... 
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ATTENTION DEALERS: A new fine quality hammer—The Phoenix 
Deluxe—is now available for you to sell quickly, an and profit- 
ably. This top line hammer will be on your best seller list from the 
minute it hits your counter. Just check its many selling features: 

@ Drop forged, precision heat treated head, fully buffed 
and polished to a gleaming, eye-catching finish. 

@ The first grade hickory handle is red-tipped, octagon 
throated, seasoned, kiln dried and hermetically sealed, 

@ Scientific claw design provides proper grip and lever- 
age on any nail from a spike to a brad. 

@ Every Phoenix Deluxe is properly balanced and de- 
signed with an improved grip that eliminates hand 
fatigue. 

@ They're made for easy swinging, are capable of with- 
standing the hardest usage and are fully guaranteed. 
Merchandising of the Phoenix Deluxe Hammer is aided by an eye- 
catching, easily assembled display piece made to carry the Deluxe 
model Eoasmer ... and by a distinctive quality guarantee tag that 

is tied to the handle of every Phoenix Deluxe Hammer. 


ASK YOUR JOBBER ABOUT THE NEW PHOENIX DELUXE HAMMERS TODAY 
NOTE: Phoenix also make a line of Drop Forged Ball Pein Hammers 


PHOENIX MANUFACTURING COMPANY 


CATASAUQUA, PA. ° JOLIET, ILLINOIS 
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®F COMBINATION SQUARE 






The PARVA-GRAPH—8 tools in one—is a combina- 
tion Square, Protractor, Right Triangle, Ruler, Compass, 
French Curve, Mitre, Scribing Tool and Divider. Of 
tough, transparent plastic, it bends without breaking. 


© ARCHITECTS 
For © ARTISTS 

© CARPENTERS 

© DRAFTSMEN 





Jobber inquiries invited 


@ HOME CRAFTSMEN 
@ MECHANICS 
@ STUDENTS 





PARVUA PRODUCTS COMPANY 


WEST HAVEN, CONNECTICUT 





| 








STEVENS 


No. 556 New POCKET LEVEL 


For Mechanics and Home Use — 


Made of hard drawn 3%" 
hexagonal aluminum tubing, 
51/," long, equipped with 
pencil clip. 

Used for leveling machinery, 
appliances, plumbing, fabri- 
cating, automotive construc- 
tion and equipment. 


Packed 12 in a striking 
three color 


Sales Making D 


STEVENS 






POCKET LEVEL 


von meceancs | 
| von vat nome | 









= <A. 


isplay Box 


that commands attention and does the selling for 
you. Weight:—12 oz. List price—75 cents each. 


E. A. STEVENS LEVEL co. 


Newton Falls, Ohio 







HARDWARE AGE 























KNAP-SACK TYPE 





CLARK GEM FLUE STOPPERS 


Featuring 


Laty To Apply! uicklo Dry / TramsparenT/ ' Attractive new 


series of pictures 
lithographed on 


1 #1 Cem metal blanks per- #5 Flue Stopper 

CAN BE PAINTED OVER! manently clenched 

into the face of the flue stoppers. Folding wire fasteners 
FOR FABRICS, LEATHER, PAPER, etc., use SOLDINE V-110. Gives attached to slots raised from the metal of the blank. 

new life to old fabrics—longer life to new fabrics. Flexible. Prevents 


alten quien. Specifications for the complete line 
Blank Shipping Weight 
eo things PE ne . Lag ee - Diameter Fasteners Per Dos. Per Crees 
Awnings aders awn rniture ” ” ~ wi 
Sleeping bags Jackets Boats & Canoes “BO sham ¢ 4 a =e : - ‘* = >. 
FOR CEMENT, METAL, WOOD, etc., use SOLDINE F-4-45. = " oe o> 
Waterproofs. Increases life. Decreases cracking. Resists moisture. Flue 8.19/64” Adjustable Bands . 13 oz. 47 Ibs. 
for 5”, 6”, or 7” 


Guards against rot & mildew. Prevents rust. 





PACKING—1 dozen per carton, 1 gross per case. 
Order from Your Wholesaler, or Write Us for 


SOLDINE CORPORATION Reference 
eb cnt Evanston, tttinois | J. L. CLARK MANUFACTURING CO., Rockford, Illinois 


Write for descriptive literature, prices, terms. 

















Does your sprayer leak? Do you have to’ The Lofstrand is less expensive in the long 

wear gloves when using it? Do you have to run. Only one-half the usual amount of liquid 

; stop and pump air every few minutes, or is required to do a specific job, and, few re- 
Proclaimed > : : 

by the pump continually? Do you have to clean it placements or repairs are ever necessary 


KNAP-SACK TYPE 








Dep't of out every time after use? Must you frequently The Lofstrand will outperform, outlast any 
durable, All these troubles, usually encountered in 
to 60 lbs. Accurate pressure gauge. Raise 
built. . Lofstrand. It is constructed of stainless steel P ittee 
factory for kets and washers are made specifically to Write today for literature and interesting 
spraying. 
**Of course it costs more . . . but it’s worth more than it costs.’’ 


Agriculture | oj] and replace gaskets, washers and hose? 41,4, hed pumped apeuyer. 
rugged] q sprayer, have been eliminated in the 
as the most and machined brass parts to withstand any Pressure to 50 lbs. only twice, to spray 2 gals 
residual or 
THE LOFSTRAND COMPANY, °%¢ SELIM ROAD, SILVER SPRING, MO. 


as the most 
Tank has 2 gal. liquid capacity; pressure up 
sprayer 
satis-| corrosive action of insecticides. Hose, gas- ° liquid. Retail price, $29.50. 
space resist swelling. Spray gun is leak-proof. dealer proposition. 
MAY 23, 1946 : 259 












Sheite to On A Plane for — Purpose 





Precision Built for Craftsmen 


Open hearth tool steel cutters, properly hardened, 
tempered and ground. Fine grey iron bodies, rugged 
construction, perfect balance. Easy, accurate adjust- 
ments. Quality construction that craftsmen recognize. 
SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 














Follow the LEADER 
In “Want Ad” Advertising— 











In every trade there is always a /eader. In 


- > JAC K SO N the Hardware Trade it is HARDWARE 


ae LINE of DEALER PREFERENCE AGE. Classified as well as National adver- 
tisers have found it out. 


fl ae ih Year after year HARDWARE AGE has led 


its field in the volume of classified as well 


- ‘oy Bar HI || as display advertising. Its classified col- 
||| umns bring together buyer and seller, em- 











ployer and employee. 


JACKSON products . . . the result of over seventy 

years development . . . are sturdy, dependable and Those who contact the hardware trade 
long-lived. They have been time-tested and proved ’ 

under practically every condition. From one source know from experience that HARDWARE 


of supply it is possible to meet all requirements. Small ° ° ° 
wonder that dealers show the same preference for AGE is the logical medium to use to secure 


“Jackson” that their customers do. On this preference, RESULTS from their classified advertising. 
alert dealers are building wider and bigger business. 


The nearest Jackson Wholesaler is ready to serve you HAR DWARE AGE 


JACKSON MANUFACTURING CO. | Grsittat Miiniieinstaied dias 


HARRISBURG, PA. 
Est. 1876 100 East 42nd St., N. Y. 17, N. Y. 
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r WOODRUFF, KEYS 


PACKED FOR ptvent POSRING TRADE 


CARBON NICKEL 
PRODUCTS BRASS BRONZE 
+" ture cers STAINLESS ALUMINUM 





WOODRUFF KEY ASSORTMENTS 
MACHINE KEYS (ALL TYPES) TAPER PINS 


—D 7 7S TRAIGHT PIN * COTTER PINS °* 
| “Stanho” /2e¢/, Poole 23 et HORSE SHOE NAILS—— 




















“KOOLHEAD” FOUNDRY CHILL NAILS 











STANDARD HORSE NAIL CORPORATION ““Sinceiszz, NEW BRIGHTON, PA. 


HARDWARE AGE 
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This will put you at your customers’ front door 





THE MOST NATURAL ITEMS i erainteass dea 


IT WILL HELP YOU SELL! 








WARE 


CORPORATION 











INQUIRE FROM YOUR JOBBER TODAY | 


—, 328 GRAND AVENUE 
© BROOKLYN 5, N.Y. Rustproof 


























Show Them How 
CHICAGO LOCKS 
Lock BOTH SIDES of Shackle 


—and you'll make a 


Quick, Easy Sale 


Every time! You bet—for when 
customers SEE the “Double 
Locking — Double Security" 
CHICAGO Locks give them— 
they buy on sight! Investigate. 


There's a "CHICAGO" 
! : Lock for Many Needs 


Padlocks. ‘‘Ace’’ Locks, Cylinder 
Locks, Single, Double Bitted Locks 


tor Burglar Alarms and Airplenes uN SPEE- DEE” Fabric Cement 


now on the market, is used for repairing all 
fabric and canvas goods including clothing. 
It is waterproof and flexible. All hardware 
dealers should stock this product for the de- 
mand is very good, especially from farmers. 


Also do not fail to order a stock of “Spee-Dee” 














on Drawer Lock No. 1970 Utility Cement. This is an all purpose cement 
Cut: Cgen View, Actual Glee Rous Bay Sie and works on any material. It gives the best 
ene 14 of satisfaction, and has a big demand. Your 


jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 
OWOSSO, MICHIGAN 


i 
‘ 











HAND AND POWER VISES 
TOOL GRINDERS 3 | SKATE SHARPENERS 
SICKLE GRINDERS Nan, | LAWNMOWER SHARPENERS 

GRINDING. WHEELS “ and GARDEN TOOLS 

SHARPENING STONES Quality LAW RAKES 

and GRASS R 
ABRASIVE FILES Hardware WEED CUTTERS HOSE REELS 





Buy from your regular jobber 


GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 














Wrought—Nut 
Eye Bolts 


650 West Lake Street 





TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 








Chicago 6, Illinois 












You can hang your reputation on 


MOORE PUSH-LESS HANGERS 
MOORE PUSH-PINS 


® They're dependable! Needed in every 
home for hanging light and heavy mirrors. 
pictures and wall decorations. 

Use MOORE Marking Tacks 

on your own display boards. 


ORDER FROM YOUR JOBBER 




















KEES SAFETY HOOKS 


STRONG — EFFICIENT — INEXPENSIVE 


— 7) 


Sturdy wrought steel, 6 inches long. Two staples. Your 
hardware jobber should have them. 





@ Keep barn and garage doors, 
and farm gates hooked. A gravity 
latch (no springs). Holds securely 
. ++ prevents opening by stock. 





F. D. KEES MFG. CO. 


Box K-8 Beatrice, Nebraska 
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Nos. 24, 26, 28 and 30..........6 Glasses 
HROUGH Factory-Built-In-Accuracy, develo; to the highest 
degree of perfection, combined with careful inspection, Sand's 
Levels have set the world's standard for 50 years. ORDER FROM 
YOUR HARDWARE JOBBER. 


863! GRATIOT AVE,, DETROIT 13, MICHIGAN 





“*VITAL CAULKING GUNS 





HAVE NO EQUAL” 






Since 1912 these Orig- nun ste ‘aan stew 
inal Glazing and Caulk- 

ing Guns have ‘main- ih ff 
tained their quality and a 
leadership. Unsurpassed for use with cartridges or 
bulk material. 


A GUN FOR EVERY NEED 


All styles and sizes. Leakproof, easy to fill and operate. 
They help you sell caulking compound and plastic material. 
Repeat sales tell the story. Write— 


The VITAL Products Mfg. Co. 





7500 Quincy Ave. Cleveland, Ohio 


New York's Largest Selling Brand! | 
PREVENTHEM Spray will be Your Largest Selling Brand, too 
“» 5% D-D-T 


FOR ROACHES, BEDBUGS, FLIES, MOSQUITOES, ANTS, 
MOTHS, ETC. 








@ Sold at Fair Trade. 

@ Terrific cooperative ad- 
vertising plans for local 
newspapers. 

@ Competitive prices. 


@ KILLS INSTANTLY! 

@ Length of residual effect 
is stated on label. 

@ Conforms with state and 
Federal Laws. 


WRITE TODAY for details of Special Offers to 
DEALERS, JOBBERS, DEPT. STORES, CHAINS 
BENGAL CO., 214 St. Nicholas Ave., N. Y. 27, N. Y. 































PADLOCKS 
800 900 


114" across case 17%" across case 
SLAYMAKER LOCK CO. 


SINCE 1888 © LANCASTER, PA. 
World’s Largest Padlock Producer 





* MARSHALLTOWN TROWELS  * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 











HARDWARE AGE 
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—- PRODUCTS Oo F MERIT — 
CRACK » imeem. = TIGERGRIP 
A . 
FILLER CRUSH CLEANER Linoleum Paste 
ae wes WALL SIZES THE OLD” use 
rests, ote. PAINT AND VARNISH REMOVER 
ak WAX REMOVER RELIABLE 


CONSUMERS GLUE CO. 1515 Haptey ST. LOUIS (6), MO. 














A PROFIT MAKER 


for Over a Quarter Century @ 


STOVOIL a5. \4 


REMOVES Xn YN 
RUST ¢ SX \ Ni 
PREVENTS os \Y 
RUST ON RRS 
GUNS—TOOLS RRND CLEANS 
SCREENS ND 
STOVES—OVENS POLISHES 
ALL METALS Liberal discount 


Ask your Jobber — or write 


SUPERIOR LABORATORIES + Grand Rapids 4, Mich. 










DONT KILL YOUR OPERATOR 


“Lifts from 1000 te 3000 Ibs. with ease."' 


ELECTRIC ELEVATORS, HAND 
ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for information and Prices. FOSTORIA, O. 


Electrify Your Hand Elevator with this Power Unit 







ROPE 














“All Steel" ICE PICK 


Immediate Delivery 


Tremendous Jobber Response 
NOTE THE ADDED FEATURES 


@ ideal as an awl, carpenter’s scriber or wood center 
punch. 

@ All steel hexagon handle for easier grip. Aliso can 
be used as an ice breaker. 

@ Made of 2 piece cold finished steel. Plated through- 
out. 
2 Sizes—6” and 8” long. 
Also manufacture other hardware specialties. 


MARSHALL MFG. CO. 


Pat. Pend. 1683 Milwaukee Ave. ° Chicago 47, Ili 

















7) MARSHALL TRIPLE DUTY COWMBIAN VISES 








THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All types 
for all work. See 


your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveiand 4, O. 
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NMiseal CAULKING - ~ 


A “PUTTY HEADQUARTERS” PRODUCT 


@ This year thousands of homeowners will be painting 
their own houses or having them painted for the 
first time since the war began. 

@ YOU can sell them complete home protection 
against all weather conditions, by including Flexiseal 
Caulking Compound in any exterior paint bill. 

@ And you can stand back of any claims you make 
for Flexiseal because there is no better Caulking 
Compound at any price! 

@ Boost your sales — give your cuttomers added 
protection — with Flexiseal Caulking Compound. 


LANDEN PUTTY WORKS 


45 Irving Street Malden, Massachusetts 







Tone 

















DELIVERIES FOR SUMMER .. . 





New Postwar “WATERHOUSE” Dryer 


e Again with galvanized steel post .. . 
steel ground socket. 

e Plus new postwar improvements .. . 
new patented formula aluminum 
castings and brace arms. 


Available in three sizes. Contact 
your nearest jobber or write direct. 


BUTTS MFG. COMPANY 
3319 E. Pico Bivd., Los Angeles 23, Calif. 
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—_ ae Ls: <> a 
\ee- es 920, ORIGINATED 1896 suet at oe 
"MAYES GUARANTEES ACCURACY. SERVICE 
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carbea welded 
(Foer times 
pipe? 7 feet leng x 1Ys-inch 
diameter. 

heovy, with plenty of line 
space. 


SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 








Pe —~ og Mion enamel 
mn F ny ben Fee 
paper. 

WEIGHT: 56 Ibs. per set of 
four posts. 

ORDER THROUGH WOUR WHOLESALER 
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Makers of Pumps, Plumbers 
Brass, Oil Handling Equipment 
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XCELITE Tools make news! Ori inated 
and built by expert craftsmen, ReeLite 
Screwdrivers along with other XceLite 
quality-built tools have created a demand 
which we have not been able to meet. But 


Production is on the up-swing. 
<a p-swing. Watch 


PARK METALWARE CO., INC. 


Dept. G Orchard Park, New York 


Oudily 7o0lé. PREFERRED BY EXPERTS 








| FOLEY MANUFACTURING CO. 


Available in green, maroon and 
black, this beautiful, streamlined 

jastic mail box is wanted by mil- 
ions. Its new and convenient ex- 
clusive features make it imme- 
diately attractive to 
prospective buyers 
» « « Now again in 


production. 


ACME PRODUCTS co.*° 





















6 N. VAN BUREN ST 
GREEN BAY.WIS. 






















New Household Size 


It has a new flanged top edge that 
prevents food from a Ca- 
pacity 2 qts. Larger than Family 
Size Food Mill it replaces. Produc- 
tion continues limited, Available only 
through jobbers—ask yours. 


Foley Sifter and Foley Fork aiso 
available through jobbers. 


4-2nd St. N. E. MINNEAPOLIS 13, MINN. 























Mayhew Cold Chisels ow Ne 


MAYHEW Cold Chisels, No. 90 Series, are hammer-forged 
of alloy steel. Harder, tougher, with a special knurled han- 
dle Mayhew Chisels are the pride of generations of skilled 
Toolmakers. Available also in Cape, Round Nose and 
Diamond Point styles. MAYHEW Punches, Screw Drivers, 
Burring Reamers, and MAYDOLE Hammers give genuine 
satisfaction to the user and full profit satisfaction to the 
Dealer. 
“Ask your Jobber Salesman”’ 


MAYHEW STEEL PRODUCTS, Inc. 


Shelburne Falls, Mass. 











KILLS — 









This powerful dis- 
infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


TOXITE LABORATORIES 





aia leatienaianiend 


CHESTERTOWN, MARYLAND 
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Order Monday— Get it Friday! 


1 ed @ ord ey 4 2 RUBBER TIRED ALL STEEL 


SCREWDRIVERS wo TRUCK 


MORE WORK ; 
IN LESS $ 95 «=» go 
TIME! ORDER THRU $1395 au? 










































Shipped without 
even 1 day’s delay 
...nationally known 
“‘Handee”’ tube steel 
truck at bargain prices. 
5 x 2” rubber tired wheels, 
ht. 44”, nose 14”; curved cross 


i Aelth mpeel 1-123 
ay \' Best known 


comand dt | widest used 
Hold-E-Zees do the job better, faster. They excel wherever screw- | truck of its 
drivers are used. Gripper instantly released by spring action, slid- kind on market. straps. Capacity 600 Ibs. yet ex- 
ing up out of way when not in use. All materials highest quality. Order from tremely easy to handle for weight 


Heh le 7 is only 281bs. Send back for full re- 
} UPSON BROS., INC., 84 Exchange Street, Rochester 4, N. Y- HANDEES co. wa ° fund after 60 days if not 100% satis- 








Dept. 149-D Bloomington, Ill. fied. Order Monday — Get Friday! 











































Needed for residential con- 
struction and remodeling. 
os FHA-required. Easy to install 
no wood framing or outside 
-—-— -— trim. Mounts between stud- 
ding. All steel, welded con- 
E struction; one piece frame; 
’ f weatherproof — insect-proof. 
, For three generations Brownie Clamps and Turnbuckles Popular prices, attractive mar- 
S have proven their high standard of quality ... in types and gin. Write today for catalog. 
sizes phen every shop need, for assembling operations 
or tool, die and pattern work. They're designed for maximum 
strength, durably finished and fitted with accurately ma- THE SWARTWOUT CO 
r= chined screws. Typical Majestic quality! 18563 Euclid A : 
od Available Now — See Your Distributor Shihan te Pend 
“ ; 9 
ed The Majestic Company, . . . Huntington, Ind. | 
nd Pesiiers: a ee — 
rs, cence 
ne 
he For ALL TRADES 
—ALL CRAFTSMEN 
c. 
eminem 2 be 
—__—— No. 25 Line Level, 3” long No. 26 Torpedo — Aluminum 
7 | Plumb, Level, 45° Vial 
‘ s 










Certain items are discontinued .. . 
others are not yet back in production. 


No. 151 Aluminum — 2 Plumbs, 2 Levels, 2—45° Vials 


To save your time and your customers 
from disappointment, send for your 
i. 1 eee copy and . . . keep No. 59 Mahogany Mason Level — 42”, 48” long 


MARBLE ARMS & MFG. CO. | The Standard of Accuracy 


nites, 


EMPIRE LEVEL MFG. CO. wiwacxees. wis- 










ve. 
Gladstone, Mich., U.S.A. 
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No. re no substitutes for quality 
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Plastics for fabricating in the 
home workshop represent a big 
and rapidly «expanding market. It 
is a market that we have devel- 
oped almost single-handed through 
consistent advertising in Popular 
Science, Popular Mechanics, Me- 
chanix Illustrated, Popular Home- 
craft, Home Craftsman, Science & 
Mechanics, and other magazines. 
Now demand for C-B Plexi- 
gias, Lucite, Bakelite and other 
plastics is at a level in most cities 
that will enable you to operate a 
C-B Plastics Department at an at- 





tractive profit, We want you to 
have that profit—-so that we can 
concentrate more fully on distri- 
bution! 

We are ready to give you all 
necessary information and mer- 
chandising suggestions for instal- 
ling a profitable C-B Plastics De- 


partment. To start you off with 
the proper stock, we have prepared 
special, moderately priced stock as- 
sortments of sheets, rods, tubes, 
and special shapes-—all fast movers 

all available for immediate ship- 


ment. Write us today for complete 
details. 


EB) CARMEN-BRONSON Company 


Jobber Division 


165 EAST 3rd STREET - 


DEPT. 5R - 


MOUNT VERNON, N. Y. 





MONROE 
Acclaimed The Finest 
From Coast To Coast 


Acclaimed by thousands as the HOTTEST 
HEATER line at the Chicago Furniture 
Show. You too will agree that MONROE 
Heaters, with their striking beauty and 
outstanding quality are the Heaters fo: 
you to sell. Modern MONROE Vented cir 
culating Heaters will make available to 
your customers the luxury of gas heat of 
@ cost comparable with coal or oil. Un- 
rivalled gas economy resulting from the 
unique design of the Super Warm-Fior 





Radiants and famous Gasmaster Burner make MONROE the choice of the 
L.P.G. user as well as those using other gases. 





Beveled Crown 

(Better secondary ceration) 
Larger Air Be 

(Abundant primary air) 
Horizontal Orifice 

(Dirt or Dust won't clog it) 


Famous Gasmaster Burner 


Orifice Inside Bell 


(Protected from damage) 


Monroe Designed Valve 
(Precision and quality) 


Interior Baffles 


(Even flame distribution) 


Blue Flame Pilot 


(Light it once a year) 


More and Higher Ports 


(For perfect combustien) 


Let These Sales Features 
Increase Your Heater Volume 


© Ultramodern Styling 
@ Abundant Radiction 
® Warmer Floors 


® Automatic Lighting 
® No Moisture Problem 
® A.G.A. Approval for L.?.G. 


Model Illustrated is MRV-65, 65,000 B.T.U., Height 35", Width 33/,"", Depth 


20%"". Other vented models in 45,000, 30,000, and 20,000 8.7.U. capacities. 


Also unvented Kool-Kabinet models. 


DEARBORN MONROE CO. 

















FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 


WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 


10,042 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,583 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 


17,818 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 


1,901 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 


487 GENERAL WHOLESALE HARDWARE 
HOUSES 


143 WHOLESALE HEAVY HARDWARE HOUSES 


97 WHOLESALE HARDWARE HOUSES IN 
CANADA 


1,787 DISTRIBUTORS OF MILL SUPPLIES 


132 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 


9,970 LUMBER YARDS 


793 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 


OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 

ONLY OUR MANY YEARS DAILY CONTACT 

WITH THE HARDWARE TRADE MAKES IT POS- 

SIBLE FOR US TO SUPPLY YOU WITH SUCH A 

HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET = NEW YORK 17, NV. Y. 
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HYDE SPEEDSTER 
SCRAPER 


stops all “chatter” 
about 
scrapers! 


Speedy blade release 





The new sensational Hyde “Speedster” Scraper is vibra- 
tion free...eliminating chatter marks... leaving a smooth 
finish. The heavy double edge steel blade is easily removed 
by simply turning wing-nut...no tools needed. Handle 
designed for natural grip ... Blade can be extended side- 
ways, and held firmly, to get into hard-to-reach corners. 


HYD MANUFACTURING CO. 
SOUTHBRIDGE, MASS., U.S. A. 























Back again at 
my regular job 
of making 
work easier in 

homes and on farms. You'll be 
glad to know I've improved in appearance 
and effectiveness because of war-time experi- 
ences. As always, I am being distributed only 
through regular jobber and wholesale chan- 
nels. For your adequate supply get your 
orders in promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
ORANGE, N. J. 
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Shock- Proof 
Break- proof 


crew 


} 
fi Attract Buyers! 


f/ folate! here’ s why 
]. THEY Loox Sine 


: 2 They Fit the Need 
ad Every Craftsman, 
Factory Operative. 
Repair Shop, 
Mechanic 


173 TYPES 


eT) Attractive Dis- 


Play Boards Or 
B 
the Piece f 


Sinine 





307 E. ONTARIO ST. @ CHICAGO 11, ILL. 


© canation Werenouss: S60 KING STREET. WEST + TORONTO 2, ONTARIO” 















CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAINS 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 

TOW CHAINS 






























AUTOMOTIVE... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
it could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM... as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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Hardware 
Dealers 


A DEPENDABLE, many-pur- 
pose tool that fills a big need 
with farmers, auto repairmen, industrial maintenance 
men, building superintendents, home mechanics, etc. 
The Magic Wand Welder does electric flame and 
metallic arc welding, brazing and soldering of all 
metals—iron, steel, bronze, brass, aluminum, etc. 

Consists of heavy-duty transformer, with 6 stages 
of welding heat, double-duty electrode holders and 
special 15-amp. polarized outlet plug, built into a 
handy, sturdy, shock-proof carrying case. Weighs less 
than 30 Ibs. packed, with kit of supplies that include 
welding, brazing and soldering rods and fluxes, spare 
electrodes, welding helmet and Instruction Manual. 
Easy to carry from job to job, and to use in close 
quarters where large, industrial type welders would 
be cumbersome. 


COMPLETE 


mt 74 Ee 


SEND FOR SELLING DATA 


The Magic Wand Welder is sold through hardware whole- 
salers., Write today for complete information, discounts, open 
territory, sales aids, etc. Address 
your inquiry to: 


JOHN H. GRAHAM & CO. Inc. 


wich’ General Sales Agent 
4 Dept. J 105 Duane Street 
New York 8, N. Y. 









WELDER 





Welds, Brazes, Solders— Saves Money 


ATEN Pt ALTIE ‘ NEW YOR 


HARDWARE AGE 















SELL THE FENCE THAT SELLS THE BEST 




















1. U-S-§ Ame 


extensively ie enganee i 


im leading farm artited 


arm papers, 
































tenance 
ics, etc. 
ne and 
of all 
etc. 
) Stages 
ers and 
into a 
ghs less ee tdeetng a 
“yo 'e customers regularly. rod poy ws 
> 
geome ARMERS want a fence that gives long, trouble-free 1" fi 
gts nid | penserg that stays tight summer and winter, that } 1 Le fe oo 
| woul seldom needs repairs. These are the reasons why more | ee Ph i 

of them buy U-S-S American Fence than any other " =e" ls 

brand. 

U-S-S American Fence is a National best seller. So, no 

e whole- matter where your business is located, you will find plenty a ene 
nts, open of customers who prefer this well-known brand. sponsored by she Univ Rrogram is 
Address The demand for American Fence is still greater than orporation bringing Brocd te! 


ing Broadway 


5 
ows to every town and farm 


the supply, although we are producing it as fast as we 
can under present conditions. All our fence is being dis- 
tributed as rapidly and equitably as possible, and it is 
our hope that we can soon supply you with all the fence 
you want. 

In the meantime, we are continuing to back up U-S-S 
American dealers with consistent farm paper advertising. 
Once a farmer is really sold on U-S-S American Fence, 
he usually stays sold. 





CO. Inc. 


1e Street 
¥. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
Theres mote AMERICAN FENCE in uae Than any Wher teard,. 


MAY 23, 1946 
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RE AGE 


"What!—an oe RATURE CONTROL 
y OVEN a TRE Sat 


never heard of such a wonderful convenience!” 








H™ is another exclusive Monarch Range 

a coal-wood and electric combination 
model with an OVEN TEMPERATURE CON. 
TROL. The electric oven unit supplies heat 


as needed to maintain required oven tempera- 


tures above coal-wood fire. It introduces a new 
combination of baking efficiency and fuel eco- 
nomy. Now being advertised in leading farm 


magazines. 


MALLEABLE IRON RANGE CO. 


2456 LAKE ST. BEAVER DAM, WISCONSIN 


This is Monarch’s 
50th Anniversary 


HARDWARE AGE 





A real boon to the housewife, especially for those 
tasty sauces and dressings that have to be just so. 
So easy to clean, such a bright, sparkling addition 
to the cupboard—and you will find it a very 
profitable item. See your wholesaler, our sales 
representative or write us. McKee Glass Com- 


pany, Jeannette, Pa. Quality glassware since 1853. 


| BLASBAKE 


OVEN WARE , 


RANGE-TEL 


TOP. OF STOVE WARE «., 1 « 


THE MOST COMPLETE LINE 


OF GLASS COOKING WARE IN THE WORLD 


MAY 23, 1946 
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IS BACK! 


e IT TURNS! 
e IT CHOPS! 
e IT SERVES! 


Here is a handy mixing spoon 

that is more than a novelty . . . it’s an all-around 
utensil scientifically designed to take on a dozen jobs 
and do them all well. You can dish out customer- 
satisfaction by the carload and ladle in the profits 
with this marvelous money-maker . . . for the ACE 
ServespooN not only does the work of countless 
utensils in the kitchen and on the table, but also 
scrapes pots, pans and serving dishes! 

Available in bright nickel-plated steel, or stainless 
steel, with a finish that never discolors, easy to clean. 
Comes mounted on a self-selling display card, or 
individually wrapped in cellophane and packed in 


attractive counter display box. 


Write today for dealer discount. 


DON’T FORGET ACE KNIFE-SHARPENERS! 


——— 
7, a 
Hand model, with brightly enam- 
eled green, red, or blue handle, 
retails for $1. Table model...to be mounted on 
any surface... retails for 75c. Both are made with 
precision-ground cutters that are guaranteed to 


sharpen the dullest knife. 


Remember: Have an Ace showing for top counter-sales 


ACE MANUFACTURING CORPORATION 


ACE KITCHENEEDS 
1267 E. Erie Ave., Philadelphia 24, Pa. 





You Can 


GO PLACES 
Witn Top-Line 


BEAUTIFUL 
NEW APPLIANCES 
THAT MAKE A 
TOP-LINE 
DEALERSHIP THE 
H/IGH-ROAD TO 


SALES AND 
PROFITS. 








TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


HARDWARE AGE 














BUY ONE DOZEN 
SPINMASTERS 
GET ONE 
FREES 


MORE MONEY FOR YOU 


P1EGE® 


SPIN-MASTER 

















PATENTED 


ing: Lav Sint MAY 
“SELLS FAST ONLY 


ADDED PROFIT 







Here’s the Story! 


We are willing to pay you $1.89 additional profit for every dozen 
Rieger Spinmasters you order during the month of May, 1946. You 
get one extra, or 13 Spinmasters for the cost of 12! 


This unusual offer is supported by far-reaching, sale-creating con- 
sumer advertising—which includes the seven leading garden and 
home magazines. More than 105 million readers will be influenced 
by Rieger ads this season—all the more reason for you to increase 
your profits through mass displays of the Spinmaster. 


Rieger’s national advertising program, plus this unequalled 
Month-of-May offer will enable you to sell more and make greater 
profits than ever. 


NATIONALLY ADVERTISED STOCK NOW or 
Rieger Sprinklers will be advertised in 
ate ae Garden magazines and RETAILS AT ONLY $1.89 


focal newspaper ORDER FROM YOUR JOBBER TODAY 














Mr. Hardware Retailer, Here Is a Great New Display 
Stand That Sells the New 78 Piece Minute Mop Assort- 
ment of Cellulose Sponge Household Cleaning Aids! 


© Soap Bank ® Toi-La-Kieen Brush 
® Dish Mops ® Bath Brush 

© Window Brush and Squeegee © Wash Stand Brush 
® Scouring Pad ® Bottle Brush 


And the Nationally-Known and Nationally-Advertised 


MINUTE MOP AND DRAINER 


Customers won’t pass up the popular, labor-saving Minute line 
of Du Pont Cellulose Sponge items so attractively displayed. 
Install this striking, sales-exciting display and these items vir- 
tually sell themselves. Each one specifically designed to ease a 
particular house-cleaning chore, is conveniently arranged to catch 
the eye—to stop your customers and get their buying urge to 
working fast. 


A Sure-way EXTRA PROFIT-maker' 


“Minute Mop” is a famous name nationally advertised. When you 
introduce the complete, new Minute Mop line of drudgery killers 
you tie in real reputation with real, multiple sales appeal. That 
means nothing less than rich, steady, extra profits to you. 


Set Up the New Minute Mop Display in Your Store 


Get this handsome, sturdy sales- 
builder to work for you right away. 
It’s a great, powerful merchandiser. 
Beautifully finished in colors, 
metal Base 
measures only 114%” x 17”. Fur- 
nished free with the 78 piece in- 
troductory assortment. 


heavy construction. 


Write or Phone your jobber today. 
Hurry as the supply of free racks 
is limited. You will be way ahead 
in consistently expanding profits. 


MINUTE MOP CO. 


17 Eost 23rd St. Chicago 16, -I'. 





Beautiful 4-Coeler Litho-raphed 


Bucket Card Free on Request. 
Feature Minute Mep and Drain- 
er with the appealing Backet 
Card furnished {ree upen re- 
quest. Write today. 
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HERE’S RELIEF FOR YOU... 


... Now, in one package, you can sell a scientif- 
ically compounded all purpose super-spray that 
will satisfy your customers and make your cash 
register ring 
air spray wit 
knoc 


rofits. It’s Knox-Out, a powerful 
strong ingredients for immediate 
down plus the full 5% of DDT recom- 
mended by federal and state 
authorities for residual surface 
action. It deals “double death” 
by its double action. 


1. KILLS IN THE AIR 
99% knock down and kill when 
sprayed in the air. 


2. KILLS ON SURFACES 
Sprayed properly on screens, wood- 
work, etc., the DDT coating kills bugs 
for weeks afterwards when they light 
or crawl. 








Stock this double-action epray 
to end all this confusion about 
DDT and bug killers. Knox-Out is no ordinary 
insecticide. Its super quality is proved by — 
results and it will bring super sales to the dealers 
who have it. 


This powerful sales story will be told to the public 
this summer with hard hitting ads in The Saturday 
Evening Post, in big newspapers, over the radio, 
in store displays, with booklets and leaflets. 





Pints, Quarts, Gallons in cases. 














% AND STOCK 


Knox-Out Powder 
in the cylinder 
blower package — 
10% DDT for bugs 
in cracks, ants, 
roaches, bedbugs, 
silverfish, poultry 
lice, dog fleas. 





etme 

















Double-Action SUPER Insect Spray 
5% DDT Added 


(2) PENNSYLVANIA SALT 


meee i ES + aa 
New York « Chicago « St. Louis © Pittsburgh « Cincinnati Mi 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 
1 
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GRIFTIN 
HINGES 


* 





GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 











AGENTS 
NEW YORK: 45 Werren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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PAINTERS, TOO 
PREFER y EASY WAY! 


Ph, 


ered. A 


———————SCS 





. . . that's why it pays to recommend 


WIL-BOND 


The easy, modern way to prepare 
glossy surfaces for refinishing 
WITHOUT SANDING! 


It's natural to choose the easiest method 
of performing any task—espe -ially if that 
method happens to be the best! That's 
why painters are “sold” on Wil-Bond 
after the first trial. And that’s the reason 
it will pay you in profitable repeat sales 





to push this remarkable new preparation. 


Wil-Bond not only cleans and dulls glossy surfaces with- 
out sanding, but also sets up a slight “tack”’ which makes 
And because Wil-Bond is 
a liquid, it does a more thorough job than sandpaper—gets 


an ideal base for the new finish. 


down into crevices in mouldings, window frames, etc. 


Simply dampen a clean cloth with Wil-Bond and rub it 
over the varnished or enameled surface. Dirt, grease, wax, 
etc., wipe off cleanly, and the dull, tacky surface causes the 
new finish to spread evenly and bond perfectly—without 


crawling or pulling away. 
IMPERIAL RAPID BRUSH CLEANER 


Here's a ready-to-use cleaner that requires no overnight 
brush soaking. Begins to dissolve the toughest paint in- 
stantly, yet will not harm the hands or brush _ bristles. 
Removes any type of paint and leaves the bristles with their 
“spring” 
Wilson-imperial Co., Dept. H-56, 115 Chestnut St., Newark 5, N. J. 
Order Wil-Bond and Imperial Rapid Brush Cleaner from your jobber 


original and liveliness. 


MAIL COUPON FOR INFORMATION OR ADVERTISING DISPLAY CARDS 


SS SS SS SF SSS SSS SF SF SSS SS SF SF SSeS eee eee eee eS 
Newark 5, N. J. 


lease seml me advertising 


Wilson-Imperial Co., Dept. H-56, 115 Chestnut St., 


1 am now handling the products checked below 
displays on them. 


[] Wil-Bond [] Imperial Rapid 


Brush Cleaner 


IT am not at present handling the products checked, but would like complete in- 
formation concerning them 

[] Witi-Bond (] Imperial Rapid Brush Cleaner 
Nan 
Strect 
City : ° State 
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assified Aduertising Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Positions Wanted 
(Special Rate) set solid, maximum, 


Allow Seven Words jor Keyed Address 
or Your Address 





Set solid, maximum, 50 words....... $5.00 
Each additional word..........  .10 


50 words....... Onebessbhebesedss - $2.00 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 


Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more consecutive 

insertions. 


No Agency Commission allowed on Classified 
Advertising. 


REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 





amples of Merchandise, Literature, Catalogs, 
a “yh be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


WARE AGE is published every other 
_, ed forms close 15 days 


previous to date of pu 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St.. New York 17. N. Y. 








SALESMAN WITH 25 YEARS’ EXPERI- 
4£NCE in Selling Architectural Builders and 
“Shelf” Hardware, also Woodworking Tools, 
Seeks Position with Manufacturer or Jobber. 
Competent in preparing estimates from plans; 
writing and interpreting specifications. Member, 
A.S.A.H.C, Familiar with export procedure. 
Has following among dealers in Greater New 
York, Long Island and Westchester. Interested 
in New Products. Salary to commensurate. Ad- 
dress O. E. Benson, 8786 - 116th Street, Rich- 
mond Hill 18, N. Y. 


SALESMEN WANTED to call on builders’ 
hardware dealers and lumber yards with Line 


of Casement Window Hardware and Storm Sash 


Hardware. Established Line, prompt shipment of 
orders. New York, New Jersey, Pennsylvania, 





Wisconsin, Minnesota, Iowa and Other Good | 


Territory Open. Address Box K-588, care of 
Harpware Ace, 100 East 42nd St., New York 
ae ae A 


AFTER 20 YEARS AM RETIRING AS 
WESTERN MANAGER for large national man- 
ufacturer of wallboards. Desirous making Good 


Connections to act as Factory Representative, com- 
mission basis in California Territory. Can give 
high-class distribution. Excellent references. W. 


P. Frambes, 914 
Calif 


- 3rd Ave., Los Angeles 6, 


IF YOU ARE LOOKING FOR A GOOD 


ALL AROUND HARDWARE MAN to ease | 
your burdened shoulders, seek no further. Have 
over 15 years’ diversified retail experience, includ- 
ing purchasing, handling industrial accounts, stock 
control, allied work Available for Good Posi- 


tion Metropolitan Area. Sensible Salary. Ad- 
dress Box K-609, care of Harpware Ace, 100 
East 42nd St., New York 17, N. ¥ 


FACTORY REPRESENTATIVE, 12 YEARS 
IN AREA, Desires Manufacturer’s Line for New 
Jersey. Excellent contacts among hardware, mill 
suppiy and lumber dealers. Commission basis. 
Will carry stock. Address Box K-594, care of 
> ne Ace, 100 East 42nd St., New York 
7, Bw. Ue 


AN EXPERIENCED AND SUCCESSFUL 
SALES REPRESENTATIVE with good follow- 
ing among Eastern hardware and housefurnish- 
ings, wholesalers and department stores, seeks 
One or Two Non-Conflicting Lines. Is also in 
a position to sell through the industrial field in the 
Eastern territory. Address Box K-587, care of 
a Ace, 100 East 42nd St., New York 
17, } A 








SALESMEN WANTED, EXPERIENCED, 
Selling to Wholesalers, Chains, etc., for Old Line 
Manvfacturer of Housewares Items. Large Vol- 
ame Selling Line. Several Midwest Territories 
Open. Address Box K-573, care of Harpwars 
Ace, 100 East 42nd St., New York 17, N. Y. 


ATTENTION MANUFACTURERS ~— AG 
GRESSIVE SALES ORGANIZATION with am- 
ple manpower seeking Lines of Merit. We cover 
New England, New York State, New Jersey, 


Pennsylvania, Maryland and Delaware Strong 
following in wholesale hardware, housewares and 
toy field Cover every department store, variety 
and auto accessories chains. Address Box K-610. 


care of Harpware Acr, 199 East 42nd St., New 
York 17, N. ¥ 
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PRODUCTION SUPERINTENDENT, must 
fhe thoroughly familiar with all details of pro 
duction, assembly, etc., particularly in the hard- 
‘ware or kindred field. State in detail your experi- 
ence and salary desired, also references, Address 
Box K-612, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





WELL ESTABLISHED MANUFACTUR- 
ERS REPRESENTATIVES in the State of 
Michigan, desire Household and Hardware Sup- 
ply Lines. Will represent reputable manufac- 
turers only. Commission basis. We have sales 
men covering entire State. Address Mr. D. G. 
DeFouw, 345 Washington, S.E., Grand Rapids, 
Michigan. 





CORNELL GRADUATE ENGINEER 14 
YEARS’ mechanical and electrical engineering 
experience Industrial and Marine Fields, techni- 
cal sales work and straight engineering, interested 
in representing manufacturers of quality mechan- 
ical and electrical products in the States of Louisi- 
ana, Mississippi, Southern Alabama, Arkansas 
and Eastern Texas on commission basis or direct 
billing. Address: ADVERTISER, 1514 Broad- 
way, New Orleans 18, Louisiana. 





LINES WANTED ON AGENCY BASIS 
FOR ALL OF CANADA for Direct Shipment 
to our Accounts, can also carry stock. Are at 
present selling practically all the Hardware Job- 
bers in Canada, as well as department stores. 
Interested in Any Lines that sell freely through 
these channels. We Get Results, Address Box 
K-531, care of Hampware Aoz, 100 East 42nd 
St., New York 17, N. Y. 





BETTER QUALITY LINES WANTED By 


|a Newly Organized Firm of Well Experienced 


Manufacturers Agents, calling on both wholesale 
and retail outlets. Territory covered, North Cen- 
tral Area headquartered at Minneapolis. Excel- 
lent, aggressive coverage assured. M & H, 1607 
Hennepin Ave., Mpls (3), Minneapolis. 

; 





LINES WANTED: Now covering hardware, 
electrical and lumber accounts in Western Ohio. 
Commission Basis. Two Salesmen. Maintain 
small warehouse for drop shipments. References 
furnished. Jenks, J. and L. Sales, P.O. 
Box 67, Lima, Ohio. 





MANUFACTURERS’ LINES WANTED by 
Well Established Manufacturers’ Agent for Texas 
ang Louisiana, Kitchenware, Electric, Sports 
Equipment, Cutlery, Toys and Garden Tools. 
Serving 800 rated dealers. Address Box K-543, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y¥. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 





MANUFACTURER’S REPRESENTATIVE 
IN MID-SOUTH (Alabama. Arkansas, Louisi- 
ana, Mississippi) desires Additional Lines in 
hardware field. We offer complete and intensive 
coverage through experienced salesmen well ac 
quainted with these lines in this territory. Ad- 





dress Box K-583, care of Hanpware Acs, 100 
East 42nd St, New York 17, N. Y. 


WHOLESALE HARDWARE STORE FOR 
SALE by executor to close estate. Located in 
Central Oregon, annual gross approximately 
$400,000, could be improved, old established trade- 
name, national franchises. Approximate present 
inventory $100,000, receivables and equipment ap- 
proximately $25,000. Cash only, bids to be for 
inventory at cost, receivables at face, equipment 
| at appraised value, plus goodwill. Address in- 
| quiries to The Bank of California, N. A., Box 
3576, Portland, Oregon, include financial ref- 
erences. 


WANTED HARDWARE AND PAINT 
STORE. Good Going Business in Arizona, New 
Mexico or South Eastern Part of California. 
Prefer a population of 5,000 to 10,000. Please 
give details. Write Box K-605, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. 





WANTED—RETAIL HARDWARE STORE 
by a Reliable Party. An Old Established Busi- 
ness doing $25,000 to $35,000 Annual Sales pre- 
ferred. Information as to type of hardware, 
housefurnishing and specialties desirable. State 
full price. Address Box K-602, care of Harp 
ware AGE, 100 East 42nd St., New York 17, 


NH. %. 








WANTED TO BUY: Hardware, Paint and 
Housewares Store, must be well established busi- 
ness, prefer location in East, South or Middle 
West with Population of 5,000 to 10,000. Imme- 
diate purchase if price is right. Please give full 
details. Address Box K-601, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 








WANTED TO BUY: Established Retail Hard- 
ware Business located in one of the towns or 
smaller cities in either Eastern or Central Penn- 
Northern Ohio, - Ri ane — _ 

ise i , terms and length of lease, b 
me nye pm 5 price, first letter. Address Box 
K-607, care of Harnpware Ace, 100 East 42nd 
St., New York 17, N. Y 


sylvania, 





WANTED—HARDWARE, PAINT AND 
HOUSEWARES STORE, Good Going Business. 
anywhere in Queens. Prefer a small or —_— 

ity. Immediate purchase if price is right. 
Siew aia all details. Address Frank Anelante, 
136-18 61st Road, Flushing, N. Y 











WELL ESTABLISHED PAINT DISTRIBU- 
TOR desires to distribute allied lines to paint and 
hardware stores in Philadelphia such as brushes, 
turpentine, tools, specialties, etc. We are a 
about 150 accounts in Philadelphia. PE? NA. 
LACQUER CENTER, 145-147 N. 4th St., Phila- 
delphia 6, Pa. 








WANTED—ONE OR TWO GOOD LINES 
for California, hardware or building materials. 
jobbing trade. I offer you 16 years of experience 
and my personal acquaintance with many major 
outlets in this State. Can give you full time 
coverage without conflict of other lines. Just 
getting established again after serving with Air 
Corps. Address Box K-606, care of HARDWARE 
Ace, 100 East 42nd St.. New York 17, N. Y. 
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Classified Opportunities Section... 








SALESMEN WANTED 


TO CARRY A FULL LINE OF DOG FURNISH- 
INGS—HARNESSES — COLLARS—LEADS—BEDS, 
ETC. ALL TERRITORIES OPEN EXCEPT NEW 
YORK, MICHIGAN, OKLAHOMA AND NEW 
ENGLAND. 

Box K-616, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 


CANADIAN SALES ORGANIZATION Can 
Represent Additional Reliable Manufacturers on 
commission basis providing line does not conflict 
with present Agencies. Want bathtubs, wall- 
paper, general merchandise. 
of Dominion. Branch Offices at Montreal, Toron- 
to, Winnipeg, Regina, Calgary, Edmonton, Vic- 
toria. Established 1916. H. Hacking Co., Ltd., 
144 Water Street, Vancouver, B. C. 








SALESMAN—TOP-NOTCH MAN 


Wanted by Nationally Known Manufacturer of Quality 
Sun Glasses. Must have solid connections with auto- 
motive and hardware chains, wholesalers, large re- 
tallers. Men appointed will be confined to their loca) 
territory. Write fully, territory traveled, years in 
business, referencee. Confidential. Appointment ar- 
ranged, if qualified. 
Address Box K-614, care of i aes 
100 East 42nd St., New York 17, N. 





Complete coverage 


CALIFORNIA AND HAWAII 
MANUFACTURERS AGENT 


Available for Additional Lines of Hardware 
and Housewares. Only high quality lines ac- 
ceptable. Complete coverage assured. Highest 
references available. Write giving all details to 


Box K-615, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





SOUTHERN CALIFORNIA 


OFFERING MANUFACTURERS COMPLETE 
COVERAGE To 


WARE, TOOLS BUILDERS’ AND CABINET 
ARDWARE, PLUMBING SUPPLIES AND 
KITCHENWARE. 


LIFGARD COMPANY 


3833 WILSHIRE BOULEVARD 
LOS ANGELES 56, CALIF. 











The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 








Distribution—Present and Postwar 
Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Ps. 
Branch Offices 
Now York - Philadelphia - Detroit - Chicage - Cleveland - Louisville 
Covering all classes of jobbers. We will carry the 
secounts or you can bill direct 
Write for further information and references 














Lines Wanted For New England 


Manufacturers’ Agents Opening Sales Or- 
ganization. Soliciting Only Lines of Merit 
on a commission basis. Widely acquainted 
with hardware trade having seventeen 
years’ experience. Address 

HAYES & HUGHES 


Box 438 New Britain, Conn. 








EFFICIENT REPRESENTATION 


IN KENTUCKY, TENNESSEE, WEST 
VIRGINIA, INDIANA AND OHIO. 
HOUSEWARES AND HOUSEHOLD 

APPLIANCES. 


Now Selling all Hardware Jobbers, Depart- 
ment Stores and Chains in the Territory. 


H. M. SCHULTZ & ASSOCIATES 


TYLER BUILDING LOUISVILLE, KY. 











SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 








MILL SUPPLY MAN 
Experienced in Hardware and Mill Supplies. 
Background of successful selling and ability 
to develop sales force is desirable. Will lead 
to an executive position. Excellent salary for 
right man, with share in profits if results are 
shown. Newark, New Jersey area. 


Address Box K-617, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALES REPRESENTATION 
in 
CALIFORNIA - ARIZONA - NEVADA 


for 
HOUSEHOLD WARES 
APPLIANCES 
HARDWARE 
CUTLERY 
TOOLS 
now available 


CORTRIGHT CORPORATION 
S14 North Glesdele Avesne 
Glendale 6, California 








MANUFACTURERS’ REPRESENTATIVE 


Desires New Accounts in Furniture, Hardware, Farm 
Equipment Lines. Organization contacting on regular 
schedule retailers in Oklahoma, Texas, Arkansas. 
Office and Display Facilities. Twenty-five years on 
territory Ideal for manufacturers looking for new 
territory in Southwest. No conflicting accounts handled, 


THE JOLLY CO. 
301 East Ist Street Tulsa 3, Oklahoma 








WANTED — — DISTRIBUTORS AND 
MANUFACTURERS AGENTS 
for Newly Developed Tool Sensation known as 
‘‘Tri-Level’’. Highly profitable, fast-selling. 
See our advertisement on page 172. Write for 
interesting details. 


VIMCAR SALES CO. 


Dept. HA-!, Box 2395, Terminal Annex 
Los Angeles 54, California 











2 STANDOUTS WANTED 


|. Assistant Advertising & Sales Promotion Man- 
ager — Emphasis on Sales Promotion — Loca- 
tion, Eastern U. S. 


2. Division Sales Manager 
May be placed in Eastern U. S., 
U. S. or Western U. S. 


Hardware and/or Sporting Goods experience 
desirable but not a necessity. 


We want Imagination, Initiative and a record 
of proved performance. 


Nationally known company. 
Salary—open. Men under 45 preferred. 
Replies held confidential unless we contact you. 
Address Box K-6i!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


Central 











MANUFACTURERS 
ATTENTION! 


Sales Representative—23 years’ experience—24 in 
Organization— Well Rated — Cover, New York State 
(exclusive of Metropolitan Area), New Jersey, Penn- 
sylvania, Delaware, Maryland, District of Columbia, 
Virginia, West Virginia, North Carolina — Contact, 
Jobbers and Large Buyers. 
Can Handle Additional Lines: 
or Housefurnishings. 


MITCHELL LOVE COMPANY 


Hardware, Electrical 





712 N. 16th St., Philadelphia 30, Penna. 








MANUFACTURERS AGENTS 


Calling on Hardware, Variety & House Furnish- 
ings Jobbers, to sell Nationally advertised FIRE 
CHIEF ("The Original") BRICK SOOT DE- 
STROYER with your present line. 100% protec- 
tion to Representatives in any territory agreed | | 
on, including our old established accounts. 
Good commission; steady repeat orders. In 
reply state territory now covered. 


THE KNACK CORPORATION 


Chemicals Division 
Ithaca, New York 


Discontinuing Our Own Sales Force | 


THE 


Geo. H. EBERHARD 


COMPANY 
SELLING AGENTS 


Since 1891 
ELEVEN WESTERN STATES AND HAWAII 
290 FIRST STREET, SAN FRANCISCO 
Los Angeles — Portland 
Seattle — Salt Lake City — Denver 


Aggressive ref and merchandising to the 
Wholesale, Retail, Chain, Department Store 
and other trade outlets. 

















MAY 23, 
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VENEZUELA 


fons with Long Years of Experience desires Rep- 
o facturers or Exporters of Hard- 
war and Testile. Lines. Write by airmail to 


G. KLAEBISCH 


Apartado 52! 
Maracaibo, Venerela, $. A. 





NEW PRODUCTS 


Wanted by aggressive and established 
Mirs. Agent selling to Wholesale Hard- 
ware trade in Mich., Ohio, Indiana 
& Illinois. 


Address Box K-603, care of HARDWARE AGE 
100 East 42nd St., New ‘York 17, N. Y. 


FILES: RECONDITIONED: $7.50 per Gress.. 
Excellent Cutting Edges: Flat; Half Reund; Reund: 
Size 8”°—10"—12”". 

VIXON FILES; ALMOST NEW 


eae es 10”°—$1.50 Doz.; 12°—$2.68 Dez.; 
é ez. 
Mail Check with Order. Refund upon Request 


* HARDWARE SALES CO. 
1969 NORTH AVE. BRIDGEPORT 4, CONN. 








Export Distributor to Philippine Islands 
30 Years Merchandising Experience at Manila Han- 
dling National Lines to Hardware Trade 
New Established in Les Angeles 
pot a Old Established Selling Organization at Manila 
imterested Exelusive Selling Ri Reliable Manu- 
facturers Hardware, Building Wy Electrical 
Supplies and Household L 


C. A. ag i - eaesaes 3833 Wicire Boulevard 
Les Angotes 5 Cable “Clifgard” 


PREPARE NOW 


FOR ADDITIONAL MARKETS 
a International Sales Organization, Prin- 
eipals, Offers Live Wire Sales Representation and 
——— in Foreign Markets. Interested in Secur- 
ing of Reputable Manufacturers of Radios, 
Electrical Appliances, Approved Wiring Devices, 
Houseware, Hardware Specialties and Allied Lines. 


COST OL ET AN SALES co. 
450 Seventh Avenue New York |, WN. Y. 


HARDWARE 


KITCHEN UTENSILS, TOOLS 
OLD - ESTABLISHED EXPORT CORPORATION, 
HIGHLY RATED, SEEKS EXCLUSIVE EXPORT 
AGENCIES FOR ABOVE LINES. MANUFAC- 
TURERS INTERESTED IN WORLD-WIDE DiSs- 
TRIBUTION OF THEIR PRODUCTS, 

Please Write Te 
Box K-604, care of HARDWARE AGE 
100 East 42nd St.. New York 17, NM. Y. 








ATTENTION—MANUFACTURERS 
Top-notch Salesman traveling West Coasi 
wants Lines Suitable for Variety, Chain, 
Department Store Trade. Commission 
basis. Have excellent following all key 
accounts. References furnished. 

R. M. FOX 


726 South Normandie Ave., Los Angeles 5, Calif. 


TRADE WORK 


Electric Clock Repairing for the Trade. Fast 
and reliable service on Telechron, General Elec- 
tric, Hammond, Seth Thomas, Sessions, West- 
clox. No other makes. Work Guaranteed. We 
specialize in mail order work. 


ACME CLOCK REPAIR SERVICE 
4611 Clinton St. Los Angeles 4, Calif. 


FOR SALE SHEARS 
9”, 10” and 12” 


Forged Steel, Highest Grade, Gun Metal Finish 
Straight Shears made by Case. Immediate delivery. 
$16.00, $17.00 and $18.00 per dozen net. Cash, f.0.b. 


New York City. Send inquiries for other Cutlery 
Specials. 


GENERAL PAINTS, INC. 
45 Vesey Street New York 7, WN. Y. 











MANUFACTURER'S AGENT 


Calling on Jobbers covering Hardware, Build- 


ing Supply, Mill Supply and Household Supply 
in the New York Metropolitan Area, Eastern 
New York State, and Northern New Jersey, 
wants one more fast selling line. Twenty-five 
vears’ experience in the jobbing field 


Address Box K-608, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 











(Mr. Manufacturer ) 
WE ARE LOOKING FOR HARDWARE AND 
VARIETY STORE ITEMS. WE TRAVEL 6 SALES 
MEN AND IN BUSINESS FOR 35 YEARS. WELL 
ACQUAINTED WITH RETAIL TRADE. 


Address Box K-567. care of HARDWARE AGE 
100 East 42nd St., New York 17, W. Y. 











MARINE MAILING LISTS 
3,675 Boatyards & Dealers in Marine Supplics. 
1,000 Shipbuilding & Repair Yards. 

20,000 Commercial Vessels (fish, werk, tow). 

3,000 Yachts (documented over 5 net tons). 

All lists——$7.50 per M. 
Quick Delivery—States or Sections. 
DOWN EAST SERVICE 


Box 115! Greenwich, Conn. 














The Only Complete Text Book on 
BUILDERS’ HARDWARE 


Excellent as a G-I Job Training Manual 


This 220 page, fully illustrated book is the only up-to-date and 
complete volume ever published on all phases of this important and 


profitable basic hardware line. 


The deluxe cloth-bound edition, originally priced at $3 per copy 
has recently been reduced to only $1.50 per copy, and a new card- 


board-bound edition 


¢ now available at only $1 per copy. 


MAIL THIS COUPON TODAY 


Hardware Age 


00 E. 42nd St., N. Y. 17, N. Y. Send: 


@ $1.50 per copy in the U. S. (Canada and Foreign Countries—$2.00). 


Cardboard-bound copies of 


Name 


Street 


WE PAY POSTAGE IF PAYMENT IS ENCLOSED 


“Taking the Mystery Out Of Builders’ Hard- 
re" @ $1! per cory in the U.S. (Canada and Foreign Countries—$!.50). 


Cloth-bound copies of “Taking the Mystery Out Of Builders’ Hardware” 


State ner 
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PREPARE TO 
CAPITALIZE ON 
THE HUGE POST-WAR 
BUILDING BOOM! 


Order your copy now! 














HARDWARE AGE 
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E’vE selected half a hundred 
W store fronts and interiors— 
representing practically all kinds 
of business, in all parts of the 
country—from among thousands 
that have been remodeled with 
Pittsburgh Glass and Pittco Store 
Front Metal. 
Photographs of these Pittsburgh 
fronts and interiors are repro- 
duced in this book. With many of 
the pictures there is a report from 
the proprietor, telling how re- 
modeling his store with glass at- 
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4YE-APPEAL INSIDE and OUT 





tracted more customers — and 
boosted profits. 

New trends in store front design 
—which show the many and varied 
uses of Pittsburgh Products—are 
also illustrated in this book. These 
designs were created by world- 
famous architects. This book will 
show you how to do more busi- 
ness, make more money. Send in 
the convenient coupon for your 
free copy of “How Eye-Appeal 
— Inside and Out — Increases Re- 
tail Sales”, today. 


“PITTSBURGH” 


STORE FRONTS and INTERIORS 
‘pirrsBuRGH stendh for Zualily Glass and Vrint 


Pt 
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The new book that shows 
how you can make more 


money 









Our customers helped to write 
this book for you. 


Get it and read what they say 
about their new Pittsburgh 
Fronts and Interiors. Here are a 
few samples: 


“Sales increased 19%” .. . 


“Our business has greatly increased”. . . 


“Exceeds expectations in appearance 
and pulling power” .. . 


“The investment pays many times in 
returns” .. . 





Pittsburgh Plate Glass Company 
2173-6 Grant Building, Pittsburgh 19, Pa. 


Please send me, without obligation, your new, 
illustrated booklet, “‘How Eye-Appeal 
Out—Increases Retail Sales.” 


Name... _- 


Address 
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TARPAULINS! 


(Canvas Covers) 






















































Made of 
TERMS: If order is for $150.00 Lots of 6 or More 
10 days, otherwise, please send 
913 Roosevelt Rd., Dept. 15-A Chicago 8, lil. 
fence so popular before the war. Heavy ‘‘Galvan- 


New WATER PROOF, FLAME PROOF 
or more and passes our Credit 
$ Se * 9 5 
check with order. EACH 
RED BRAND FENCE is Back! 
nealed”” zinc coating . . . copper-bearing steel wire 


And PAINT PROOF Material 
Dept. will ship open account 1%, 
TEXTILE COMMODITIES CO.., Inc. 
. With all the long-lasting features that made this 
live tension . . . guaranteed 


... never-slip knots... . 
quality. 










KEYSTONE STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 


“Because of 


' 56 Years 
Satisfaction 
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Padlocks—Night Latches 


Builders’ Hardware 
Suggested 


Retail Price 
1625—1! 5/16" $.90 
1626—1! 9/16" 1.00 
1627—1 7/8" 1.25 
Die cast green enameled case. 
All unit cylinder 
tumbler constructioa. 


Two brass keys fluted and 
milled. Unlimited key changes. 


“QUALITY TYPES ONLY” 
ASK YOUR JOBBER 


THE E. T. FRAIM LOCK CO. 


Producers of Quality Padlocks and Night Latches for 67 Years. 
LANCASTER PEN 
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Genuir® POM eae) | LENCE 


po dt SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


omes 


* Silence 
re G 


ence 


Cushion Glides 


Ask your Jobber 


DOMES of SILENCE nc, 35 Peat s) a A 
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ett-Pfeil Company .......... I 
Ace Manstacturiog Corp . 272 | Doage of Silence = pantietidin 2 
Ace Window Screen Co. .... 28! | Dominion Electrical Maoanufactur- 
Acme Products Company ....... aI EL A ae 45 
Adirondack Chair Co. ..... . 246 | Doyle Manufacturing Corp. .... 2 
Admiral Corp. ............. &| du Pont de Nemours & Co., Inc 
Advance Glove Mfg. Co. 152 E. |. (Duco Cement) ........ 40 
Air Express Div. (Railway Express Durham Co., Donald . 246 
Agency) ...... 217 
Te Manufacturing Co. +144 E 
pron Hg es Ri 26! | Eastern Metal Products Co 155 
Aluminum Industries, Inc. oo Economics Laboratory, Inc. 251 
Amalite, Inc. 1 - 253 Electrite Fence Co. 252 
American Cabinet Hdwe. Corp... 170 Emb Menefecturina Go. ’ 238 
American Chain & Cable Co. ... 116| emou’ tecel Mig Go. * oes 
American Chemical Paint Co. ... 6! E ut ht - Cutler Lid. ag | 
American Floor Surfacing Ma- ee —_ 
“0 PEPE trey anne 31 
American Gas Machine Co 70 F 
American Grease Stick os 64| Factories Outlet G.. csouse . 257 
American Manufacturin 1 | Fasco Manufacturing Company 62 
American Measuring Rees Fawcett Publications, Inc. 72 
Camm... y _ 257 | Ferry Cap & Set Screw Co. ... 4 
pe Ae Screw Company ’ 225 | Filer-Allen Manufacturing Co. 54 
American Shearer Mfg. Co. 246 | Fletcher, ar Co., The ... . 256 
American Sponge & hamois Co. 228 | Flex Blade MUU. cctapsecncescces ? 
American Steel & Wire Co. 269 | Foley Manufacturing Co. ........ 264 
American Thermos Bottle Co., The 106 | Forsberg Manufacturing ce. . 224 
American Wire Fabrics Corp. .. 171 | Fraim Lock Co., The E. T. 280 
Ames Baldwin Wyoming Co. ‘ 165 | Franklin Company, L. K 19! 
Animal Trap Co. of America 218 | Fuller Tool Co. .............. 63, 265 
Apex Oil Products Co. ... . & 
Aqua-Spray Lawn Sprinkler Co. .. 149 SG 
Archer-Daniels-Midiand Co 249 | Gas Appliance Mfgrs. Assoc. 79 
Armstrong Bros. Tool Co. 240 | General Hardware Co. ...... 26! 
Artic Company, Div. of The Zero General Steel Warehouse Co. 
Co. 94| (Bushman Saw Div.) ...... 104 
Asco Chemical Co. 246 | Gephart Manufacturing Co. 7\ 
Atlas-Ansonia Co. 84 | Gibson Good Tools, Inc. ...... 246 
Austin Manufacturing Co. 246 | Gladding & Co., Inc., B. F...... 50 
Automatic Washer Co. % | Goldweber, Bernard ........... 56 
Goulds Pumps, Inc. ........ 199 
Grand Specialties Co. .. 246 
8 Greenlee Tool Co. ...... 215 
Ballonoff Metal Products Co 72 | Griffin Manufacturing Co... 275 
Balloon Tire Mould Co. ... 62 Guard-It Manufacturing Co. 220 
Barnes Manufacturing Co. 192 | 
Barrows Lock Works .... . 201 | H 
Bengal Co. ........ ‘ 262 | Hall Level & Mfg. Works 15! 
Bird & Son, Inc. .... ... 30| Handees Company . 265 
Bommer Spring Hinge Co. . 112| Hardware Age 
Boss Manufacturing Co. 219 8” errr eT 266 
Boston Woven Hose & Rubber Co. 85 Bidrs. Hdwe. ..... ie es 
Bridgeport Hdwe. Mfg. Corp., The 38/ Heller Company .........-.. 78 
Brooks & Sons, M. S. ..... 178 | Hill-Shaw Company ....... 24 
Brown-McLaren Manufacturing € Co. 188 Hodell Chain Co. ........... 179 
Buckeye Aluminum Co. ... . 243 | Horn Manufacturing eee 238 
Buffalo Bolt Co. ......... Horrocks-ibbotson Compa 52 
Burgess Battery Co. 102 | Horton Mfg. Co., The—Bristol, 
Bushman Saw Div. (General Stee! et Saree errs 18 
Warehouse) 104 | Huenefeld Company, The 284 
Butts Manufacturing Co. 263 | Hyde Manufacturing Co. . 267 
l 
c Ideal Novelty & Toy Co. 250 
| Caloric Gas Stove Works 58-597 | Independent Lock Co. .. 9 
Camfield Manufacturing Co 110 | Industrial Management Corp. 26 
Camillus Cutlery ~epeeend 189 
Carmen-Bronson Co. 266 
Carvanite Products ....... 68 | Jabsco Pump Co. .......-------++ 210 
Central Rubber Products Co., Inc. 246 | Jackson Masulacteriog Rae 260 
Champion Hardware Co. 256 | Jacobsen Manufacturing Co. 
a Sai Implement & Mfg. - Justrite ee Co. 12 
ie Meu sien edadete rab 
| Seemed Seaee vise. te Inc. 55 "3 
eney Hammer Corp enry 193 janufacturi Co. 
Cheney Industries .. 264 | a ae ra pee 233 
Chicago Die Casting Mfg. Co 254} Kano Laboratories 254 
Chicago Lock Co. .......... 26! | Kay Products Industry . 235 
cenceue Spring Hinge Co. 62 | Kay Tite Company .............-- 203 
Chisholm-Ryder Co. ... 178 | Kaylan Cutlery Co. ............--- 220 
City Plating & “4 (ce. Keating Associates, C. S. 213 
Clark Mfg. Co., J. 259 | Kees Mensfactering Co., F. D. .. 262 
Cleveland Chain 4, ‘wig. Co. 148 | Kellogg Brush Mfg. Co........... 167 
Cleveland Model & Sup © Co. .. 264| Keuffel & Esser Co. ....... 7 
Clover Te Co. 180 | Keystone Steel & Wire Co. . 280 
Cofax Cor 5 a] Knapp-Monarch eee 47 
Coldwell - Philadelphia Lawn Kromex Corp. ...........- ’ 7 
an ae egerescees és 244 Kwikheat SrRiering iron Div. a 
ole-Sewell Engineering Co nd Equipment Cor; 
Collins & Co., Geo a = 
Columbian Vise & Mfa. ‘Co. 263 L 
Columbus-McKinnon Chain Corp. 268| Lake Chemical Co. . ... 
Congress Die Casting Div. ...... 253| Lamson & Sessions Co. <i 
Consumers Glue Co. ............ 263 | Landen Putty Works — 
Corbin Screw Corp 39 | Landers, Frary & Clark.. . 28-29 
Cory Gloss Coffee _ oe Co. 159 | Lavelle Rubber Co. ..... ae 
Crescent Bronze Powder Co. 181 | Lenk Manufacturing Co. 226 
Crown Hardware Company 242 | Liberty Distributors .......... 113 
Cyclone Fence Div. 161 | Lofstrand Company, The . 259 
Los ae hamber of Com- 
merc Se 52 
Lowell Monuloctering Co. 82 
Dalglish & preme -| 25 | Lucas eg —_ 109 
—_ & Newcomer Liew’ eh Elevator Lufkin Rule Ca., paitiidebeaee 145 
easees 263 | Luger Company, Kenneth E. 216 
Dayton — 4 Mig. “Co. 194 
Dazey Corp. ....... i M 
Dearborn Monroe Co. 266 | Maine Industries Co. ............ 246 
Detroit Lubricator Co. 48 om wr i Fee 265 
Devoe & Raynolds Co., Inc. 108 | Make-A-Lite Div. ..... 55 
Dietz Co., The R. E. ... 170 | Makinen Tackle Co. ............. 56 
Disston & Sons, Henry 20-2! | Malleable Iron Range Co. 270 
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Manning, Bowman & Co. ........ 87 
Marble Arms & Mfg. Co. ........ = 
Mardigian Corp. ................ 
Markle Featherlite Products Corp. 1% 
Marshal! Manufacturing Co. .... 


Marshalltown Trowel Co. ......... 02 
Master Metal Products, Inc. ..... 38 
Master Products Co. ............. ca 
Masters Planter Co. ............. 60 
— Brothers Tool Mfg. Co., 
y .. Steel Products Co. 264 
McCormick & Co., Inc. (Red ‘Ar- 
row Div.) ....... + 183 
McDonald Mfg. Co., Wis a cane 264 
McGill Metal Products Co. <os e 
McKay Sempeny The .. a 
McKee Glass Co. . Vict 
McKinney Manufacturing Ca. ;. . 2] 
McLaughlin-Millard, Inc. ........ 14 
Merchandise Mart F as 
Merit-Made Products heres 
Merrill Brothers ...... : 76 | 
Metal Textile Corp. vo MT 
Mid-States Steel & PWire Co. -— 4 
Milcor Steel Co. ; ne 
Miller, Inc., Robert E. .... * 280 
Minute Mop Se ey 
Mitchell industries, Dennis ....... 56} 
Modern Metal Products Co. ..... 19| 
Modglin Co. ......... ne 
Molly Corp. .......... 255 
Moore Gromeling & ae. ae 4| 
Moore Push Pin Co. ............. 262] 
Morteli Co., J. W. . a 
Murray Ohio Mfg. Co., The ..... 41 
Myers & Bro. Co., F. E. . 62 
Mystic Foam Co. ..... 247 
N 
National Brass Co. .. ee 
National Die — cc 
National Ideal C: vg gy ketetalae 176 
National Lock 2 </tinee: 
National Manufacturing Co. .... 173 
National Metal tyro’ - . 2 
National Screw & ~~ s ac 
Neatslene Co. ...... ee 
Nelson — Co., L. ... 252 
Newman & iaien a 
Nicholson Ht ee ‘ach Sa 
Noma Electric Corp. . cao 
Norris Stamping & Mfg. e .... 8 
Nourse Oil perutnnd 197 
Nutone, Inc. ... ; 32 
° 
Oakes & Company ... saci 
Oliver Iron & Steel Corp. TW 
O'Malley Valve Co., Edward . 4 


Oster Manufacturing Co., The 174 


Oster Mfg. Co., John .. 257 
Owosso Products Co. .. 26! 
P 
Pachner & Koller, Inc. . 250 
Pacific Plastic & Mfg. Co., Inc. .. 37 
Paragon Utilities Corp. : 16 
Park Metalware Co., Inc. .. 264 
Parker Manufacturing Co. ... 206 
Parva Products ...... ned 258 
Pascagoula Decoy Co. .. 233 
Patent Cereals Co. ........ .. 2% 
Patent Specialties, Inc. ......... 268 
Patterson-Sargent Co. ............ 67 
Pecora Paint Co. ...... . 232 
Pennsylvania Salt Mfg. Ci 22 274 
Perma-Jack Corp., The .......... 82 
Persson Company, T. 6. ago 
Phoenix Manufacturing Co. .. 258 

Pittsburgh Plate Glass Co. 
kk. = ana 90 
Store Front Division 279 

Plymouth Cordage Co. 42-43 

Portable Products Corp. . 177 

Premax Products Div. 178 

Presstite Engineering Company ... 9%! 

Products Distributing Company.. 258 

2 
Quaker Manufacturing Co. 169 
R 

Railway Express Agency weed Ex- 
SE EE ssacudacsaews 217 

Red Devil Tools .... abel 265 

Reed & Prince Mfg. Co. . — 

Reflecto Letters Co. ...... . 239 

—— Arms Co., Inc. .. 41 

Republic Steel Corp. 93 

Revere Copper & Brass Inc. 

Rhodes and Co., James H. ..1/2, 25! 

Richards-Wilcox "Mfg. Co. . 4 

Richmont, Inc. ...... . 103 

Ridge Tool Co. .. 208 

Riegel Textile Corp. a 

Rieger Manufacturing Co. 273 

Riteheat Regulator Co., Div. of 
Caloric Gas Stove Works . 185 

Rite-Way Products Co. . vonden ae 





Rival Manufacturing Co. 
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Rogers Isinglass & Glue Co. 
Rolyan Metal Products 
Rome Manufacturing Co., Div. .. 17 
Rovan Products, Inc. 252 
Royal Electric Co., Inc. 





SO eae 
Russell, Burdsall & Ward Bolt 4 
4 =e 80-8! 
Russell & Irwin Mfg. Co. ........ 33 
Rusticide Company, The ......... 108 
Ryerson & Son, Inc., Jos. T. ...... 241 
s 
| St. Louis Cordage Mills ......... 1 
| Samson *Cordage Works ......... 281 
| Sand's Level & Tool Co. ...... 262 
Savage Arms Corp., Lawn Mower 
Ee Ae 
Savogran Co., The ......... . 205 
Schalk Chemical Co. ............ 73 
Scholihorn Co., William .... . 104 
Sharon Bolt & Screw Co. 244 | 
Sheffield Bronze Paint Corp. 49 
Shelby Spring Hinge Co. 241 
Shelton Plane & Tool — Co. ... 260 
Shuler Co. ....... 250 | 
Silex Co., The Saas ; oe 
Simer Company, Jerome ......... 163 
Simonds Abrasive sanentid ara 6 
Simoniz Co. abies .. 4 
| Slaymaker aS, “aaa ... 262 
Smith Corp., A. O. oc ae 
Smith & Son, Inc. Seymour isareda 
Solar Electric Corp. etl duuvnee 


Soldine Corp. . 259 
Southington Hdwe. oe Ca., The wed 


Spar-Tex Co., The . 

Sporting ) my ORE oi aeeciy ~ e 
Spradling's, Inc. “ss. ae 
Standard Horsenail Corp. 260 
| Standard Pressed Steel nseesieaed bY 
Stanley Tools ............- 22 
Starline, Inc. ....... > ae 
Stelray ‘Metal ee Inc. ... 17% 
Stevens Level Co., E. A. ........- 258 
Sunset Line & Twine Prong bas . §7 
Superior Laboratories ....... 263 
Swallow Airplane _ fae. .. 105 


Swartwout Compa -. 265 
Swing-A-Way Steel "products Co.. 8% 


T 
— Co., David B. ssoe>a ae 
Tel-O-Post ‘Co., The coven 
Templeton, Kenly & Co. jonee ae 
Tennessee Fabricating Co. .. 100 


Tennessee Valley Associated Mar- 
keters 


Textile Commodities Co. -.. 280 
Textile Mills .......... = oa 
Togstad Company, C. |. 10 Vo 
Townsend, B. W. . .. 241 
Toxite Laboratories ... .. 264 
Transogram Company ........... 207 
Traubee Products ..... % 
Tremco Manufacturing Co. 66 
Triplex Screw Co. ............+5- 153 
Oe | rr 246 
Tudor Products Corp. ............ 255 
Turnbuckles, Inc. .. aT 
Twix Manufacturing Co., Inc. ... 246 
U 
Union Hardware Co. ............ 34 
Union Pacific Railroad ........... 227 
United States Steel Corp. ...161, 269 
Universal Clay Products Co. .... 175 
Upson Brothers, Inc. . . 265 


Utica Drop Forge & Tool Corp. . 248 


Vaco Products Co. 
ee & Bushnell Mfg. Co. ... 162 

— Novelty Mfg. Co. 255 
ver 


A-Ray Company diondipie EE 
Victor Elec. Products, Inc. ...... 7 
Vimcar Sales Company .......... 172 
Vita Var Corp ee 282 


Vital Seedechs ‘Mfg. Co., The 262 
Vichek Tool Co. ; . 214 


Ww 
Walker Manufacturing Co. ...... 76 
Warren Tool Corp. .... bade ae 
Washburn Co., The .............. 35 
Waterman & Co., fae 70 
Westchester Brickote Products Co. 255 
Western Cartridge Co. .......... 15 
Wickwire Spencer Steel Co. ... 7! 
Wilson-Imperial Co. ............. 275 
Witt Cornice Co. pis codinads ae 

Y 
Yale & Towne Mfg. Co. oat ae 
Yoder Manufacturing Co. ~ aol 
Youngstown Manufacturing, Inc. . 89 


z 
Zim Manufacturing Co. 





SPRING CLOTHESPINS AND 
WOODEN GARMENT ategptecocise 


Imported 


FOR SPOT DELIVERIES 

% Telephone 
or wire 
for price 

information 








Address Box K-613, c/o HARDWARE AGE, 
100 E. 42nd St., N. Y. 17, N. Y. 








YES—YOUR PRE-WAR FLY SWATTER 
BACK ON THE MARKET 
FOR IMMEDIATE DELIVERY 


_Ace FLY SWATTER 
% Made of Galvanized $7.20 


Screen Wire 
% Smartly Trimmed with 

Per Gross 
F.O.B. Factory 


Order No. 101 
—Gross lots.. 


Various Colored Leather- 
ette Bindings 
% Lightweight sturdy handle 


ACE WINDOW SCREEN CO. 
1634 South Pulaski Road Chicago 23, Ill. 


Packed in Gross lots. 
Weight, 10 Ib. per gross. 



















NUF moted < 
MR MA ducts consistently sold to Bwror 
Want your F pr cavertsed lesele hardware 
laye te es 
pao or" of 46 wel ee eteil hardware sce O00 it is tO 
serving thovl s+ Tru-Test ~ “a modern n merchen 
Get in touch or cts the ultimate 
assure your sui gion t 
ising. - a a 
° Chicago > 


TRU-TEST 
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hs. & PAT. OFF 


SAMSON CO 





BOSTON 10, MASS. 


BRAIDED CORDS 













i. White 


| for a little while... 


"REG. U. S. PAT. OFF. 


ENAMEL 





Exclusive Vita-Lux RAY-DIZING* Process Means: 


@ it’s whiter than ever— it’s non-yellowing 






GLOSS . © fas a smooth porcelain finish 
tes 
SEMI-GLOSS 


En 1e/ - H 
on af . @ covers in 1 coat 
FLAT 






@ resists stains —washes easily 








@ it’s tougher 
“Reg. U. S. Pat. Off. 


-~ — 





PAINT ENGINEERS SINCE 1888. * NEWARK, NEW JERSEY ik 
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LINE IS THE 


COMPLETE tine 





SCREW MACHINE 
SCREW 





LAG 
SCREW 


SCREW 





CARRIAGE 
BOLT 


_ MACHINE 


SEMIFINISHED BOLT 


NUT 











Note the groyp of fasteners illustrated—all of them staple items of 
the hardware, trade. “National Screw” is the only manufacturer’ 
making all of these items. 

In addition, the “National” line includes tacks, rivets, cotters, 
sheet metal screws, Phillips recessed head screws, plow bolts and 
many other headed and threaded products. 

As a leading source of supply for aircraft fasteners during the 
war, “National” proved the claim of quality beyond all question. 

For the complete line and the quality line, look to “National’’. 




















BOSS Kerosene Ranges excel in style and modern fea- 
MUg-A dalllalmelacelae Me eColaN'z-1all-lale-Mmelale ME -terolato) ii) Aum G1 (oka 
on-line ole) ak ce] ak 214] o) <i ole] dlale penton dt im cerete MR IUI-| elalo MR Zola 2 
olan 7-Tall al Meal-lhMel elie lal-lamelaloMmeliclall] mmotolan] ololaruil-talmmele- 
provided. Lustrous porcelain finish is easy to clean. 

Nolo la-++9m DI-1 0} al Dia Md -To lo] collate fm s1@ ss ie(-to] (-1ama-10)¢-s1-Talrolilels 


elfela 


THE HUENEFELD CO. CINCINNATI (25) OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 






















